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Sales 20% Above Year Age 
jut Short of 6-Million Pace 


By Robert M, Lienert 
Associate Editor 

DP D by the continuing boom 
Yin imports, new-car registra- 
in the first quarter this year 
20 percent ahead of the 1958 
just-released figures show. 
Imported cars contributed more 
than their share to the increase 
g a gain of 90 percent 
the year-to-year comparison. 
The rate of growth for domestic 

alone was 15.6 percent, 

* ” * 

HIS year’s quarterly total of 
domestic units and imports was 
0,022, compared with 1,116,821 a 


ago. 

The 1959 count, however, trailed 
both 1957 and 1956 by a consider- 
able margin. In both those years, 
the 12-month total ultimately fell 
just short of six million registra- 
tions. 


If the 1959 total is to reach six 
tillion units, as a growing number 
pf industry economists are predict- 
Ing, the market will have to show 

strength in the later quarters 
it has in past years. 
* « x 


MAY easily do this, of course, 
if imports continue to climb and 
the U. S.-built small cars are 
thusiastically received this fall. 
In all the years since 1950, 

however, first-quarter registra- 
tions have averaged 23.10 percent 
@f the 12-month total. 

On this basis, 1959’s eventual 


Top Cars 


_ New-car registrations’ for three 
months: 
1958 
Pos. 
305,679— 1 
238,237— 2 
83,033— 4 
61,613— 6 
93,745— 3 
29,959—10 
13,232— 5 
32,605— 9 
33,298— 7 
9,755—14 
33,108— 8 
16,555—11 
11,931—13 
13,610—12 
8,543—15 
4,614—16 
67,309 
; Total All Makes 
1,340,022 1,116,821 
Further details on Page 14, 60. 


Make 
Chev. 
Ford 
Olds. 
Pontiac 
Plym, 
Rambler 
Buick 
Cadillac 
Mercury 
Stude, 
Dodge 
Chrysler 
Edsel 


DeSoto 
Lincoln 
Im 


i— 333,041 
2— 322,019 
¥ 87,820 
85,180 
73,248 
70,342 





| new-car registration total 
| 5,801,000. 
C. R. Beacham, assistant general 


ould be 


week predicted strengthening sales 
as the year moves along. 

The second quarter, he said, 
should find new-car salds volume 
up 35 percent over last /year; the 
third quarter, up 40 pefcent, and 
the fourth quarter, “significantly 
better.” 

* 
? COMPARING the 1959 quarter 
with 1958 on a make-by-make 
basis, only Ford, Rambler, Stude- 
(Continued on Page 65] Col. 1) 


Import Sales| Soar 
To Records for 


Month, Quarter 


MPORT records fell 

a spring storm in 
released imported-car 
figures show. 


ike rain in 


March: 

1. Biggest month in histo 

2. Biggest first quarter in 

3. Deepest penetration of U. 
market for any month this year. 

4. Deepest penetration of any 
first quarter in history. 

5. Biggest month in history for 
every one of the Top Ten makes. 

6. Biggest first quarter in history 
for every one of the Top Ten 
makes. 


s. 


* * * 


HE month’s 48,926 registrations 

represented an increase of 21.91 
percent over the previous month, 
whose 40,132 registrations held the 
record until March returns came 
in, The gain over March, 1958, when 
26,323 imports were registered, was 
85.87 percent. 

In a single month, more im- 
ports were registered than in the 
entire 12-month period of 1954 
and earlier years. 

For the first quarter, 124,864 im- 
ports were registered, for a gain of 
89.86 percent over a year ago, when 
the first three months saw 65,768 
imports registered (a total con- 
sidered startling a scant 12 months 
ago). 

Imports accounted for 9.85 per- 

(Continued on Page 66, Col, 1) 
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profits for new-car 
dealers in the first quarter of 
1959 averaged 1.2 percent of sales, 
according to figures detailed last 
week in NADA’s Business Manage- 
ment Survey. 

The black-ink figute came in 
sharp contrast to the 1958 quar- 
ter, when dealers averaged a loss 
of 0.8 percent on sales. However, 
1959’s return was below the 1957 
first-quarter figure of 1.4 percent. 
In 1950, first-quarter profit soared 
to a postwar high of 6.3 percent. 

This year’s quarterly report i 

cated a continuation of the u 


| profit trend which began with the 


introduction of new model 
and was the best showin 
third quarter of 1957. 
cd * * 
OUR dealers out five (80.4 
percent) finishe@ the three 


since the 








months with some profit, compared 
with the same period/of last year, 
when only 45 percent operated in 
the black. 

“The generally pfofitable first 
quarter,” NADA said, “was made 
possible by a sharp increase in 
. car sales without a corresponding 
increase in the cost of doing busi- 
ness, 

“By the same token, continued 
profitable operation through the 
balance of the year will depend not 
only upon general business condi- 
tions, but most importantly upon 
the resolufion and ability of the 
individual/dealer to maintain a 
tight coxtrol of expenses in the 


” 


* * = 


NADA report noted that 
investment (reflected on 


) averaged $122,674 per dealer 
ar. 31, compared with $116,497 
ec. 31, 1958. 
Car absorption (the ratio of 
ashout gross, after selling ex- 
nses, to fixed overhead) rose to 
445 percent in the first three 
months, NADA reported, com- 
pared with 28.4 percent in the 
first quarter a year ago and the 
average of 33.5 percent for all 
of 1958. 
In the first quarter of 1957, ac- 


Each Maker’s Share ... 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


Four Out of Five Show Black Ink... 


Dealer Profit Up to 1.2% 


cording to NADA, car absorption 
“was close to 50 percent.” 

“One of the most consistent fig- 
ures developed in NADA’s surveys,” 
the report said, “has been the ratio 
of gross profit from combined sales 
|of new and used vehicles.” (This 
figure is not broken down jn-the 
report, but is compute 
by NADA.) 


UGH the five quarters 
since the beginning of 1958, 
is percentage ratio has stood at 


(| 9.4, 9.2, 9.4, 9.2 and 9.5. 


“There is no way of determin- 
ing an acceptable average of the 
proper allocation of the dealer’s 


New-Car Stocks 


In Field and in Transit, 
Domestic Makes 


844,182 


Current 
Month 


777,002 776,904 


Previous 
Month 


1958 

Month 
Current Records 

High (903,789) March 1, 1956 


Low (157,607) - - - Nov. 1, 1954 


@© 1959, by Automotive News 
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By Maynard M, Gordon | 
News Editor 


HE upward movement in new- 

car inventories was unchecked 
last month despite generally im- 
proved selling rates. 

An estimated 844,182 domestic 
cars were in dealership stockpiles 


New-Car Sales, First Quarter, 1959-58 
March vs. February, 1959 


Pet. of Pct. of 


Regis., 
FEB. 
24.42 
25.13 

6.45 
6.54 
5.16 
4.86 
4.92 
2.81 
2.62 
2.31 


Chevrolet 
Pontiac 
Oldsmobile 
Rambler 
Plymouth 
Buick 
Cadillac 
Mercury 
Studebaker 


59 
29 


GEN, MOTORS 
FORD MOTOR 
CHRYS. CORP. 


45.85 
28.56 
8.53 
5.16 
2.31 
9.59 


Pet. Pt. 
Change 
During 
Month 


+ 14 
— 9 
+ .06 
=~ & 
37 


+ .40 
— 2 


Pet. of 
Regis., 
First 
Qtr., ’59 

24.03 
24.85 

6.36 
6.55 
5.25 
5.47 
4.86 
2.75 
2.62 
2.30 
2.09 
-95 
88 
-73 
57 
32 


Pet. of 
Regis., 
First 
Qtr., ’58 
21.33 
27.37 
5.52 
7.44 
2.68 
8.39 
6.56 
2.92 
2.98 

87 
2.97 
1.48 


Pet. Pt. 
Change, 
59 vs. ’58 


+2.70 


de 
E 


+1141 | 
SSs8ee8 


| 

a * 
= 
= 


45.37 
28.10 
9.56 
5.25 
2.30 
9.42 


HERS 


+44 
e 


+ .39 


* Miscellaneous figures for 1958 include Packard and Metropolitan, 
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overhead to the new and used- 
car departments because of the 
wide variance in accounting 
methods,” NADA said. 

The report continued: “We do 
know however, that.through 1958 
and the first quarter of 1959 the 

(Continued on Page 6, Col. 1) 


Car Output Holds 
At Banner Rate 


Pontiac Sets Record; 
Many Work Overtime 


By Martin L. Whitmyer 
Staff Writer 

Baw production hung close to 

record 1959 levels last week. 
Pontiacs rolled at a year’s. High 
rate, while near-record pérform- 
ances were scheduled by Chevrolet, 
Ford and Rambler. 

U. S. manufacturers planned to 
build 135,289 cars last week, com- 
pared with a previous weeks’ out- 
put of 134,763—just missing expec- 

tations of a new industrywide 1959 
car record. Late schedule revisions 
at Chrysler Corp. and a strike at 
Studebaker the previous week kept 
the industry from passing the 1365,- 

|976 cars built in the week ended 

| Jan. 17. 

However there was still a 
difference of nearly 50,000 units 
between car production currently 

(Continued on Page 68, Col. 3) 


Inventories Rise to 844,000 
Despite Improved Sales 


May 1, approximately 8% percent 
more than the 777,002 units counted 
by Automotive News Apr. 1. 


The May total, to which could 
be added some 75,000 imported 
cars, was the first of 1959 to sur- 
pass the comparable inventory of 
@ year ago. A total of 776,964 do- 
mestic units was inventoried on 
May 1, 1958, when recession-in- 
duced production cutbacks were 
taking their toll. 


With production slices the excep- 
tion rather than the rule this year, 
no retrenchment in the inventory 
load appeared likely until the steel- 
strike outlook is cleared up, Steel 
negotiators face a June 30 contract 
expiration deadline. 

x ik 


JAPROVED volume for domestic 

makes during April narrowed, 
the ratio of sales and stocks to 
50%-day supply as of May 1, co 
pared to the previous 52%-day sup- 
ply. Import-car retails, holding at 
their peak March attainment, rose 
from 45 to 48 days as. shipments 
from Europe increased. 

May’s inventory of nearly 850,000 
domestics, while the highest of both 
the model and calendar years, fell 
short of the alltime highs reached 
in 1956 and also of the 1958 reces- 
sion peak. 

Just three years ago, the do- 
mestic stockpile weighed in at 
900,000-plus. These heights, cli- 
maxing a letdown after the 1955 
boom, stood unapproached until 
the 865,566 climb of March 1, 1958. 
Whether domestic supplies will 

sweep into the 900,000 bracket in 
the weeks ahead will depend on the 
(Continued on Page 4, Col. 1) 
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Quarter-by-Quarter Outlook oes 
Beacham Predicts Rising Sales 


BOSTON.—C. R. Beacham, Ford 
division’s assistant general man- 
ager, predicted last week automo- 
bile sales in the next two quarters 
will be 35 to 40 percent ahead of a 
corresponding period last year and 
that fourth-quarter sales should be 
“significantly better’ than any 

fourth quarter 
ince the indus- 
try’s banner year 
of 1955. 

In a speech 
before the Mas- 
sachusetts State 
Dealers Assn, in 
Boston, Beacham 
presented this in- 
dustry outlook for 
the near term 

“ and the “Golden 

C. R. Beacham 1960s”: 

Industry sales in the second 
quarter will be 35 percent above 
the second quarter last year and 
higher than the corresponding 
period for 1957. 

Sales in the third quarter will 
be 40 percent higher than 1958 and 
will approximate 1957. 

Fourth-quarter sales will be sig- 
nificantly better than either 1957 
or 1958, especially if the 1960 offer- 
ings live up to expectations. 

During the 1960s, the amount 


Plans to Buy Autos 


Show 53% Increase 


WASHINGTON .—The number of 
consumers who plan to buy new 
and used cars has increased by 53 
percent in the last year, a survey 
by the National Industrial Confer- 
ence Board and Newsweek maga- 
zine indicates. 

The survey was interpreted as 
indicating that, while no spending 
spree is in sight, a pickup in plans 
to buy cars, homes and most ap- 
pliances can be observed. 


| spent for new automobiles will rise 
to $21 billion annually by 1965, up 
from $15 billion spent in 1957. By 
the end of the decade, automobile 
expenditures will reach $26 billion. 

In support of his prediction, 


Continuing Rise 


In Sales Reported 


Rambler 


The 200,000th Rambler of the 
1959 model year was sold Tuesday, 
it was announced last week by Roy 
Abernethy, vice-president of auto- 
motive distribution and marketing 
of American Motors Corp. 

This is the first time in a single 
model year that Rambler sales have 
topped the 200,000 mark, he said. 

He also reported that Rambler 
retail sales in the first 10 days of 
May totalled 9,359, 


Studebaker 


Retail deliveries during April 
totalled 12,547 units, according to 
S. A. Skillman, sales vice-president 
of Studebaker-Packard Corp. 

April sales represent a 221 per- 
cent increase over deliveries of 3,- 
904 passenger cars in April a year 


ago, he said. 
Willys 


Domestic retail sales of Jeep ve- 
hicles during April increased for 
the fourth consecutive month and 
were 46 percent higher than April, 
1958, it was announced by C. W. 
Moss, general sales manager. 

Dodge 

Dodge dealers delivered 18% per- 
cent more cars in the first 10 days 
of May than they did in the com- 
parable period a year ago, General 
Manager M. C. Patterson said 
Thursday. 





Galles Expects U. S. Buyers 


To Choose Comfort First 


CHATTANOOGA, Tenn.—The 
American public is interested in a 
small car, but will not forego the 
comfort and roominess of the pres- 
ent models. 

That’s the opinion of Herbert L. 
Galles jr., president of the National 
Automobile Dealers Assn., who 
spoke last week at the 20th annual 
convention of the Tennessee Auto- 
motive Assn. here. 

Speaking on “The Dealers’ 
Stake at the Nationa] Level,” he 
said foreign cars are bringing to 
attention the demand for an 
economy car and he stressed that 
ingenuity must be used in “over- 
coming the savings in labor costs 
of a foreign-made car.” 

Production of American automo- 
biles will average 6.3 million cars 
per year in the next five years, he 
forecast, telling the more than 300 
delegates who attended the con- 
vention that the automotive in- 
dustry is “tied in greatly with the 
“— standard of living in the 

ea 

He noted that one in every seven 
workers in the country is in the 
auto industry or a related field, and 
that 24 cents of every auto dollar 
goes for taxation. 

Car sales this year, he said, are 
28 percent ahead of comparable 
1958 totals. 

Another speaker was Dave 
Reese, Drexel Hill, Pa., president 
of the Pennsylvania Automotive 
Assn., who told the dealers how 
to cut their operating expenses 
from the average of 12 percent 
to 11 percent and said the pro- 
cedure could save an average of 
$10,900 in expenses for the com- 
bined 450 franchised new-car 
dealers in Tennessee. 

“Lack of knowledge on the part 
of the dealer in regard to his sell- 
‘ing costs has contributed more to 
the distress in our business today 
than any other factor,” he said. 

8S. L Bryant, Cleveland, was 
elected president of the Tennessee 
association, succeeding C. W. 
(Wink) Bond, Arlington. 

Robert E. McAdams, Nashville, 
Was reelected secretary and treas- 
urer, while David P. Whelchel, 


Nashville, was renamed executive 
vice-president—for the 15th consec- 
utive time. Other officers reelected 
were John E, Stamps, Colliersville; 
H, Grady Spann, Waverly, and Fred 
J. Kittrell, Hohenwald, vice-pres- 
idents. 

New regional vice-presidents 
elected were Neal B. Stroud, 
Henderson; Andy Trotter, Chat- 
tanooga; Gates W. Kidd, Johnson 
City, and F. Darrell Eagleton, 
Maryville. 

Former Gov. Frank Clement was 
an unexpected visitor to the con- 
vention. He spoke briefly at one of 
the afternoon business sessions. 

The 1960 convention was sched- 
= to be held next May in Biloxi, 
iss. 


| Beacham said personal income is 
| 6 percent ahead of a year ago; 
the gross national product 
| reached $465 billion in the first 
| quarter—well above its previous 
high in 1957. He said the percent 
of new-car buyers using credit is 
at its lowest point since 1954, 
while savings and liquid assets 
have reached a record high, 

He credited automobile dealers 
with helping lead the nation out of 
the 1958 recession and for setting 
the stage for entry into the “Golden 
60s,” which will be the “greatest 
decade in automobile history.” 

Beacham cited the favorable 
economic factors to demonstrate 
his point that the nation’s automo- 
bile dealers face an “era of un- 
paralleled opportunity” provided 
they keep pace with the changing 
times and the increasing demands 
of the consumer. 

He said the public expects auto- 
mobile dealers to upgrade their 
sales forces and make them more 
“consumer-oriented.” Dealers and 
the industry need to attract more 
qualified people, reduce turnover 
and improve sales training pro- 
grams. 

He said one step necessary to 
attract and keep top salesmen is 
to increase the financial incen- 
tive for a salesman to meet the 
needs of the consumer. 

Beacham also cited the need for 
| Sreater emphasis on service that a 
customer expects when he brings 
his car in for maintenance, 


Obituaries 


Apperson, 89, 
Dies in Phoenix; 


Last of Pioneers 


PHOENIX, Ariz.—Edgar L. Ap- 
person, believed to be the last sur- 
viving builder of horseless car- 
riages in the 1890s, died at his 
home here last week in his 90th 
year. 

A member of the Automotive 
Hall of Fame, Mr. Apperson was 
credited with building a successful 
automobile in 1893 at a machine 
shop he and his late brother, Elmer, 
operated in Kokomo, Ind, The two- 
cylinder car was driven successfully 
on July 4, 1894, only a few years 
after Charles E. Duryea’s first car 
appeared in Springfield, Mass. 

The Apperson brothers built their 
first car for Elwood Haynes. Their 
engine mechanic was John D. Max- 
| well, who later gave his name to 
| the Maxwell automobile. 
| Haynes and the Appersons 
teamed up in the auto business at 
the beginning of the century, They 
split up in 1903, however, each 
| building higher-priced cars until 
the 1920s. 

Postwar sales difficulties hit the 

(Continued on Page 70, Col. 2) 








Business Barometer 


Automotive News Economic Index — 


101.9 Percent of 
126.7 Percent of 


Auto Production 

Truck Production 

Auto Registrations—Year to date. . 

Truck Registrations—Year to date. 

Steel Production—tTons 

Lumber Production—Board feet... 

Paperboard Production—tTons.... 

Soft Coal Output—tons 

Oil Refinery Output—Borreis .... 

lowatt hours.... 

ight Car Loadings 

Department Store Sales Index .. 

Stock Market Price Index 

U.S. Government Spending 


—Fiscal year to date ......... .- $79,448,499,000 
Commercial and Industrial Loans $30,624,000,000 
$28 488,000,000 


Savings Deposits 
Used-Car Prices—Average 
Business Failures 


May 13 May6 1959 Range 
39% 36 43% -25 2 
70% 65 70% -50% 
70% 67% 70%-50%, 
51 494%, 514%,-45 


Last Week 
Like Week Last Year 


Percent of 


114.1 
106.1 


195.2 
108.0 
117.7 
129.0 
108.8 
111.9 
118.8 
107.6 
129.6 


99.1 
99.8 
97.9 
103.1 
101.4 
100.9 
102.9 
100.0 
99.2 


113.3 
103.3 
104.4 
109.3 

95.0 


100.0 
100.2 
100.6 

96.4 


$1,059 
265 


Common 
Stocks 


May 13 Mayé 
41\% 
42 
Wy 


46 


1959 Range 
45%_-39% 
43%,-32Y, 
15 ¥2-10% 
50% -40%, 
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At NADA's Industry Relations 


Among those who attended the NADA 
Hot Springs, Ark., were from left, Hanford 


Meeting— 


Industry Relations Committee Meeting | 
A, Crockard, NADA director from northen 


California and committee chairman; Clyde Randall, president, Arkansas Automobj 
Dealers Assn.; Carl E. Fribley, NADA director from New York and committee membe; 
George H. Benjamin, AADA executive vice-president, and Roland Hughes, Nap, 
regional vice-president and director from Arkansas. The committee is working on 


factory relations program for import-car dealers. 
oe 


a * * 


Factory-Relations Program 


For Imports Is 


By William Uliman 
Washington Bureau Chief 

WASHINGTON.—NADA’s Indus-| 
try Relations Committee is working | 
on a new factory-relations program | 
for imported-car dealers, Chairman 
Hanford Crockard announced here 
late last week. 

The announcement followed a 
meeting of the committee in Hot 
Springs, Ark. The conclave was 
held jointly with chairmen of the 
national factory-dealer councils. 
Officials of the Arkansas Auto- 
mobile Dealers Assn. attended as 
observers. 

Crockard, a Chevrolet dealer in 
Berkeley, Calif., said his commit- 
tee has long been concerned about 
the unique factory-relations prob- 
lems of foreign car dealers, and 
that one committee member repre- 
sents retailers of imported makes. 

He explained that physical dis- 
tance from the factories is one dif- 
ficulty faced by imported-car deal- 
ers. 

“It creates a special communica- 
tions problem,” Crockard said. 

NADA is in direct competition 
for imported-car members with the 
National Independent Automobile 
Dealers Assn., which accepts dues 








Israel to Enter 


U.S. Auto Market 


NEW YORK.—Israel] is the latest 
country to make a bid for a share 
of the economy-car market in the 
U. S. 

The Israeli entry is the Sabra, 
which has a fiberglass body and 
reportedly delivers 35 miles per 
gallon. 

Prices have not been set, but 
they will be in line with those of 


(Photo Page 65.) 


other foreign-made four-cylinder 
cars, according to Nathan Raviv. 
consul and trade commissioner of 
Israel in the U. S. 

The Sabra will be offered as a 
station wagon and as a delivery 
van, It is built by Auto Cars Co., 
Ltd., of Haifa, and will be distrib- 
uted by American Israel Corp., 
New York. Wheelbase is 85 inches. 

The Sabra is being displayed at 
the Israel Pavillion of the U. S. 
World Trade Fair in the New York 
Coliseum, 


Used-Car Guide to Get 


Reports from Dealers 


DETROIT.—Original reports of 
used-car and truck sales will be 
forwarded from the dealer to the 
NADA Official Used-Car Guide 
after July 31, factory used-car 
and truck managers decided at a 
meeting here. 

‘For the benefit of all con- 
cerned it was felt best to elim- 
inate the practice of having sales 
report forms handled by factory 
zone or district offices prior to 
being forwarded to the guide.” 
said a spokesman for the group. 


NADA Aim 


from imported-car retailers as wel 
as from used-car merchants. 

Crockard said his committe 
also worked on details of NADA’s 
quality-dealer program and e- 
amined the structure of the vazri- 
ous factory-dealer councils with 
an eye toward possible improve- 
ments. 

Explaining the joint meeting 
Crockard said, “We wanted to find 
out how the factory-dealer councils 
were working and to see if any- 


| thing could be done to make them 


work even better.” 


2 Face Sentence 
In Sticker Case; 
2 More Involved 


PHOENIX, Ariz.—Two car sellen 
are scheduled to be sentenced hei 
today (May 18) for removing price 
stickers from new cars. 

A third pleaded innocent to the 
Federal charges and will be tried 
later while a fourth has not ye 
been arraigned. 

Facing penalties of up to one 
year in jail and a fine of $1,000 are 
Robert C. Wallace, manager of 
Continental Imported Cars, 1336 E 
Camelback, and Byron W. White 
one of his salesmen, They pleaded 
guilty to removing price label 
from 1959 Datsuns. 

Ben F. Willis, who pleaded inno 
cent, buys and sells cars with # 
business address at 2810 N. Sir 
teenth. He will be tried in February. 

Facing arraignment is Gary Day- 
mus, operator of International 
Motor Plaza in Scottsdale, He & 
accused of removing the sticker 
from a 1959 Jaguar. 

Daymus also has been arrested 
on a charge of drawing a check 
on insufficient funds. 


% 


At Senate Hearing— 


William J. Cleveland (Ford), right, Crow 
ley, La., president tempore of the Louis 
iana State Senate, testified before the 
subcommittee of the U. S. Senate Com 
mittee on Labor and Public Welfare ™ 
opposition to Senate Bill 1046, which pre 
poses amendments to the Fair Labo 
Standards Act. Cleveland, a NADA di 
tor and regional vice-president, appee 
before the committee on behalf of 
Senator Jennings Randolph, Demod 
West Virginia, left, presided at the h 
ing. 
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Dealer Forum 















by Robert M. Finlay 

















ALERS who are concerned 
UJ about the vigor of NADA lead- 
@ship will read with interest the 
ions below, which were written 
J. Saxton Lloyd, a former pres- 
jdent of NADA. He is a Buick- 
Cadillac dealer at Daytona Beach, 
Fila. 

From here on, Lloyd has the 
floor: 

Your “Dealer Forum” column 
in the May 4 issue of Automotive 
News prompts me to break a long 
silence with reference to NADA 
affairs. 

During my tenure of office as 
president of NADA in 1952, it be- 
came clearly evident that the qual- 
ity of service rendered to NADA 
members by the board of directors 
would be immensely improved if 
the terms of such directors were 
imited to not more than six years 
or two three-year terms. 

* 7 + 
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Recommended to Board 


| MY annual report to the board 
at the conclusion of my service 
as president, I made this recom- 
mendation: 

“My final recommendation is 
that the bylaws be amended to pro- 
vide that no director may serve for 
more than two terms consecutively. 
There are members of this board 
who have served long, effectively 
and faithfully, and I am sure they 
have obtained a full measure of en- 
joyment and satisfaction from their 
service, It seems only fair, however, 
that other good dealers in our 
respective states be afforded an 
opportunity to share in the great 
experiences which result from 
membership on this board of direc- 
tors. 

“It is recommended that the 
limitation to six years of service 
begin with the next regularly 
scheduled election of directors. 
This would provide for the re- 
election of any member presently 
serving on the board and such 
member, if reelected, would be 
eligible to serve for another two 
terms. I feel confident that there 
is no member of this board of 
directors, who through his own 
desire, would wish to serve more 
than an additional six years after 
his present term expires. 

“It has been stated that this 
matter should be left entirely to 
the states. I take issue with this 
Position for, as a national organiza- 
tion, it is our prerogative and our 
obligation to establish those rules 
and regulations which are deemed 
advisable and under no circum- 
Stances should we abdicate that 

authority or delegate our responsi- 
bility to others. 


“While I can easily recognize 
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how many of us would be reluctant 
to sever the pleasant relationships 
which are an important part of this 
type of service, it is my hope that 
we will agree that fresh person- 
alities and new thoughts injected 
into our operations would be a 
wholesome influence on the entire 
organization.” 

* 


* * 


Plan Adopted 


HE above recommendation was 

submitted to the bylaws com- 
mittee during the year 1953 and a 
favorable report by that committee 
was made at the board of directors 
meeting in Miami Beach in 1954. 
After considerable discussion, the 
board adopted a change in the by- 
laws which limited the service of 
directors to two consecutive terms 
after the current terms of the in- 
cumbent directors expired. 


I resigned from the board shortly 
thereafter and, at the board of di- 
rectors meeting in San Francisco ‘in 
1955, the amendment was abolished 
and the board returned to the 
laissez-faire procedure of continu- 
ing directors ad infinitum. 


In my judgment, unless and until 
the terms of directors are limited, 
NADA will not be nearly as respon- 
sive to the wishes of its member- 
ship as would be possible by the 
infusion of new blood into the 
board. 

While I served as an officer 
and director of NADA, I counted 
every man on the board as a per- 
sonal friend. I still have the high- 
est regard for those directors, 
who served during my tenure, 
and who are still board members. 
However, this does not change my 
position regarding the desir- 
ability (if not absolute necessity) 
of limiting the directors’ tenure 
of service. 


The matter mentioned in your 
column relating to the method of 
election of directors is, admittedly, 
extremely important for it is a 
comparatively simple operation for 
a director to continue himself in 
office unless some action on his 
part has so aroused the dealers 
within his state that they over- 
throw him. 

I shall never cease to hope that 
the board of directors of NADA will 
permanently impose upon them- 
selves a limitation of service, for 
only in this way can the leadership 
be provided that is alert and sensi- 
tive to the automobile retailing 
business as it exists today. 

* * * 


Stephani Challenges 
CATA ‘Closed-Door’ 


CHICAGO.—Ed Stephani, presi- 
dent of Nickey Chevrolet and a 
Chevrolet dealer for 30 years, an- 
nounced last week that he was 
conducting a write-in campaign for 
nomination as a director of the 
Chicago Automotive Trade Assn. 
He emphasized that he is not en- 
dorsed by the present board and 
officers. 

Stephani asserted: 

“IT am for changes of by-laws and 
constitution where necessary to 
make membership more than just 
a dues-paying affair. In my opin- 
ion, most business associations tend 
to degenerate as more and more 
the directors do the thinking and 
deciding for the members. 

“Put the issues and questions to 
the membership and interest will 
be stimulated and maintained. No 
one man or group has any monop- 
oly of good ideas or wisdom. Let’s 
all put our minds and efforts to 
the task before us. 

“Let’s end this ‘closed-door’ pol- 
icy and revitalize our association 
by ending ‘status quo’ and consid- 
ering suggestions for improvement, 
even when they are made by an 
‘outsider,’ ‘dissenter’ or ‘crackpot.’ 
He just might be right! 

“A situation such as exists:in the 
automobile’ business where dealers. 
find it difficult to make interest on 
their investments would seem to 
indicate need and room for im- 
provement.” 
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Two Indianapolis Dealers Honored— 


Two directors of the Indianapolis Automobile Trade Assn. receive bronze plaques 
in recognition of their outstanding work for the association during the last three 


years. 


Homer L. Archer (Ford), left, IATA president, presents one of the plaques to 


Harry O. McGee (Lincoln-Mercury-Edsel), while William A. Grawemeyer (Rambler), 
second from right, IATA vice-president, awards the other to John Feeser (Ford). 
McGee is a former association president, and Feeser a former vice-president. 





Fight Sales Pressure, 
Galles Asks Dealers 


By Maynard M, Gordon 
News Editor 
T. LOUIS.—Some factories have 
resumed “sell at any price” 
tactics, and NADA President H. L. 
Galles jr. is urging the nation’s 
dealers to resist the pressure. 

“The factories are pushing for 
sales position again without re- 
gard for our profits,’ Galles 
warned Illinois and Missouri 
franchise-holders at their first 
joint convention here. 

“They want volume price cuts so 
as to undermine the labelling law. 

But you can stick with the stickers 
and stay competitive on the basis 
of quality and profits first and 
foremost.” 
+ + 

N MAKING his first convention 

mention of factory sales pres- 
sure, Galles indicated that the issue 
would play a prominent part at the 
Detroit meeting of the NADA board 
of directors June 10-12. 

The fast-travelling New Mexico 
GM dealer did not single out fac- 
tories guilty of pressurizing, but 
individual conventioners were out- 
spoken, Chevrolet and Ford were 
branded “first-placers,” while four 
makes were singled out as locked 
in a bitter third-place struggle— 
Oldsmobile, Plymouth, Pontiac and 
Rambler. 

The more than 600 dealers in 
attendance heard from other 
speakers some hardnose advice on 
staying out of antitrust and labor 
difficulties. 

James C. Moore, NADA’s new 
executive vice-president, said he 
had been advised by the Justice 
Department thaat the price-sticker 
“honeymoon” was over. 

“There will be no more counsel- 
ling or waiting,” Moore said. “From 
now on, violations will be enforced 
and enforced strictly.” 

* 


OORE also admonished dealers 
to shun any discussions relat- 


Sharp Drop Noted 
In Delinquencies 


On Auto Loans 


NEW YORK.— The delinquency 
rates on auto loans obtained from 
the nation’s banks took a sharp 
drop in March, a survey by the 
American Bankers Assn. shows. 

The rate for loans obtained di- 
rectly from banks was .78 percent 
on March 31, compared with .84 
percent a month earlier and .88 
percent a year earlier. 

Of. all loans obtained through 
auto dealers, 1.37 percent were de- 
linquent on March 31, down from 
the 1.48 percent on Feb. 28 and 1.63 
percent on March 31, 1958. 

Delinquency rates on four other 
types of bank loans to consumers 
—personal loans, appliance loans 
and two classes of home repair 





loans—fell in March but all four 
rates remained above the rates for 
both classes of auto loans. 


ing to price-fixing or minimum 
profit guarantees. 

“That stuff is dynamite to the 
Justice Department,” he said, “Just 
ask the dealers who have been 
fined on price-fixing charges in 
Washington and New York.” 

Here in the midst of prolonged 
unionizing sieges in Galesburg, 
IiL, and St. Charles, Mo., dealers 
were counselled at a thronged 
labor forum to upgrade their em- 
ploye standards and give organ- 
izers a minimum of grievance 
fuel. 

“Make the job of organizing your 
workers as difficult as you honor- 
ably can,” advised Robert Morgan, 
counsel] for the Illinois Automotive 
Trade Assn. “Resist the unionizers 
individually at first, and organize 
a bargaining association only after 
they get in—not before. 

“You as dealers can step up to 
your employe problems and solve 
them without unions. If you fail to 
please your employes, the same con- 
cessions are sure to come about as 
soon as the union signs up your 
shop. So it’s best to act ahead of 


time.” 


* * * 


Monroney Sponsor? 

Wit conventioning dealers 
making a minimum of fuss 

about territory-security proposals, 

Galles and Moore softpedalled what 

had been a winter firebrand at 

trade sessions. 

Moore revealed that Senator Mike 
Monroney, Oklahoma Democrat and 
author of the price labelling law, 
had promised to disclose by May 19 
whether he would introduce legis- 
lation allowing area sales infringe- 
ment penalties under the antitrust 
laws. 

Galles said NADA leadership 
was completely satisfied that the 
(Continued on Page 69, Col. 1) 





Future Is Rosy, 


*/Ga. Dealers Told 


Nichols Sees Sales Up 
To 9 Million in ’60s 


By E. C. Bash 
Staff Correspondent 

ATLANTA.—A bright outlook for 
auto sales in 1959 and the year 
ahead was forecast last week by 
automotive executives at the 23rd 
annual convention of the Georgia 
Automobile Dealers Assn. 

The speakers based their opin- 
ions on high consumer credit, 
easily obtained financing, in- 
creases in employment and pro- 
duction and a growing popula- 
tion, 

Byron J. Nichols, Chrysler Corp. 
automotive sales group vice-presi- 
dent, said he expected 1959 to be 
a six-million car year, with imports 
accounting for 450,000 to 500,000 
sales. 

Used-car sales, he predicted, will 
climb to nine million this year, with 
three million being sold in the 
small-import price range. 

“New car sales are already 25 
percent higher than this time last 
year and truck sales have increased 
38 percent,” he pointed out. 

“The 1960s,” he said, “will be 
great years with auto sales in an 
average year reaching seven to 
7% million, and peak years show- 
ing sales of eight or nine mil- 
lion.” 

On the impact of the small car 
on the American public, Nichols’ 
views clashed sharply with those of 
S. A. Skillman, general sales man- 
ager of Studebaker-Packard Corp. 

Nichols maintained “the popular 
volume-selling car will continue to 
be the standard American car in 
the size of Ford, Chevrolet and 
Plymouth.” 

Nichols said statistics show that 
American boys and girls are grow- 
ing bigger physically, and he called 
this an indication that they will 
want larger cars when they enter 
the auto market. 

Skillman, on the other hand, 
pointed to the soaring sales of 
the Studebaker Lark as an indi- 
cation that the public wants “a 
medium, family-sized, well-built, 
truly functi onal, economical, 
smartly but not garishly styled 
car with great maneuverability, 
plenty of storage space and high 
resale value.” 

He pointed out that the automo- 
bile no longer is the American 
symbol of success, and that the 
overcrowding of our cities and in- 
creasing traffic problems make the 
smaller car a necessity. 

“Manufacturers have built so 
much prestige into their lower 


price models, there is no longer any 
(Continued on Page 68, Col, 4) 


O’Brien Named to Head 


St. Petersburg Dealers 

ST. PETERSBURG. — R. J. 
O’Brien, R. J. O’Brien Volkswagen, 
has been elected president of the 
St. Petersburg Automobile Dealers 
Assn. 

Cosby Swanson, Alan Peterson 
Motors (DeSoto-Plymouth), is the 
new vice-president, and Page Har- 
ris, Dew Motor Co. (Cadillac), sec- 
retary-treasurer. 


On the House... 


Success of the 


tion, noting that 


day... 





Wemhoft 
Jr., J. W. Skeels and W. A. Nolte 


joint Missouri-Illinois dealer con- 


vention in St. Louis may lead to a four-state parley 
next year, with Kansas and Nebraska added. There 
probably will also be several more two-state con- 
ventions next year .. 
at a minimum, warns the New York State associa- 


. Keep used-car inventories 


the forthcoming U. S. small cars 


may be priced’in the neighborhood of many late- 
model used cars . 
in Sharon, Pa., has just celebrated his 87th birth- 


.. M. V. DeForeest, Buick dealer 


Following have been elected new directors of 
Pittsburgh association: L. E. Powers, H. G. Foss 


Jr... . Henry Ford'il, in Cleve- 


land for a General Electric directors meeting, paid a surprise visit 
to old friend Birkett Williams, NADA first vice-president, in his 


Ford dealership . 


. . Weaver-Beatty Motor (Oldsmobile), Denver, 


is celebrating its 25th anniversary; Roy Weaver, chairman, has 
been a GM dealer since 1912 while Jack Beatty, president, took 
over the Olds dealership in Pueblo in 1919. They formed Denver 


firm in 1934... 
Some dealers are reducing size 


of price stickers by photostating 


for use on demonstrators; it’s unlawful ... Leo Rice (Oldsmobile- 
Chevrolet-Cadillac), has béen elected mayor of Gooding, Idaho. 





—Perte Wemnuorr, Editor, 
Automotive News 
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Improved Sales Fail to Stem Upswing ees 


29 Inventories Surge to 844,000 


(Continued from Page 1) 


rate of sales preceding the show- 
down in the steel labor talks. 
* * + 


HOULD sales fail to pick up 

appreciably in the remaining 
days of May and through all of 
June, a new inventory record for 
domestic cars would appear a lead- 
pipe cinch in the light of indicated 
production schedules. 

Dealers in some of the volume 
lines are voicing overproduction 
complaints, but for the most part 
even the complainants are prone 
to accept the factory reasoning 
that higher inventories will be 
needed to overcome the effects of 
a possible steel stoppage. 

If a steel settlement is reached 
without a strike, however, the 
cleanup .confronting dealers in 
the July-October period could be 
one of the roughest in history. 
The seriousness of the cleanup 
outlook is aggravated by the cer- 
tainty that public talk of the 
coming Big Three small cars will 
be reaching a crescendo over the 
summer months. 

Positional races were yet an- 
other factor in the field inventory 
situation, Furious battles were 
much in progress for first and third 
rankings, with six makes involved. 

“The factory wants first, but isn’t 
doing anything to help me get it 
except send more cars I can’t un- 
load,” a Chevrolet dealer said. 

On the other hand, a Ford field 
representative told AUTOMOTIVE 
News that “the factory gave us an 

> + 


New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 


Dealers 
Total 
Potential 
Inventory 
Stocks 


Cars 
tn 
Field 


Cars In 
Transit 
to 
Dealers 


188,500 
158,000 
167,500 
157,800 

89,900 


90,700 
79,500 
31,000 
83,000 
84,500 
89,000 
83.300 


440,254 
434,136 
478,584 
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66,620 
a 68,000 

? Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 
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ultimatum for first place this year 
—or else.” 
* * 


* 
HEVROLET and Ford dealers, 
with better than half of U.S. 

domestic-car inventories between 

them, agreed that they would be a 

lot happier with a greater supply 

of economy-type Biscaynes, Custom 
300s and Galaxie sixes. 

Economy has been a watchword 
all year among new-car shoppers, 
but dealers report inability to get 
enough lower-priced models, Even 
dealers in the medium-priced field, 
envious of the demand for the six- 
cylinder Edsel, were screaming for 
price leaders. 

“You would have thought the 
American public was in love with 


Small Car Due 
In Early Autumn, 


William Ford Says 


MINNEAPOLIS.—Ford Motor Co. 
is “100 percent committed” to pro- 
ducing a small passenger car and 
hopes to introduce the Falcon 
“early this fall,” William Clay Ford 
said here. 

He declined to reveal a specific 
introduction date, but he left no 
doubt that the Big Three have 
plunged headlong into the small- 
car battle against American Mo- 
tors, Studebaker-Packard and im- 
ports. 

Ford was in the Twin Cities to 
participate in opening ceremonies 
of the 1959 United Cerebral Palsy 
fund drive, of which he is national 
campaign chairman. 

Asked the cause of the resurgence 
in national car sales during the 
first four months of 1959, Ford 
said, “A lot of people who deferred 
buying new cars last year are get- 
ting back into the market.” 

He predicted that total U. S. sales 
will hit 6.2 million units this year, 
including some 500,000 imports. 
Last year, sales totalled 4,650,313, 
including 368,759 overseas models. 

Ford indicated that Detroit 
underestimated the scope of the 
small-car market in 1956, when 
1959 models were on the drawing 
boards. 


Ford, GM Slate 
Annual Meetings 


DETROIT.—The annual meeting 
season in the auto industry comes 
to an end this week with the Gen- 
eral Motors and Ford gatherings. 

Ford stockholders will meet in 
Detroit Thursday (May 21) while 
the GM meeting will be held at 
the Buick-Oldsmobile-Pontiac plant 
near Wilmington, Del, Friday 
(May 22). 

Scheduled business at the Ford 
meeting includes the election of 17 
directors, selection of an independ- 
ent accounting firm and considera- 
tion of amending the supplemental 
compensation plan for key em- 
ployes and a proposal for cumula- 
tive voting of the company’s stock. 

GM holders will elect 33 direc- 
tors, select an independent account- 
ing firm, consider cumulative vot- 
ing and pass on changes in the 
company’s pension program. 





Volvo's New Sports Coupe— 


Miss V-8 until they got on a six- 
cylinder kick,” said a West Coast 
Ford dealer. “I'll be stuck plenty 
with all these V-8 Fairlanes unless 
a steel strike comes along.” 

The pattern was true in all 
lines, Buick dealers were short of 
LeSabres, Rambler dealers lacked 
Americans and Chrysler Corp, re- 
tailers were crying for more 
Plymouth Savoys, Dodge Coronets 
and Simcas. 

As for the imports, economy cars 
of both captive and independent 
vintage were selling in line with 
increased shipment rates. The new 
Seaway promised to boost stock- 
piles and speed delivery period in 
the Midwest markets, where deal- 
ers have been undersupplied 
throughout the recent upsurge in 
import demand. 

* 





* * 


British Cars Hold Lead 


In Imports to U. S. 


DETROIT.—The United Kingdom 
retained a slender lead over West 
Germany in car shipments to the 
U. S. during February, according to 
the monthly report of the Automo- 
bile Manufacturers Assn, February 
imports totalled 47,126 cars, off 
from the record 52,019 cars shipped 
to the U. S. in January. 

Two-month totals by countries 
were: United Kingdom, 33,074; West 
Germany, 32,490; France, 23,276; 
Italy, 6,128; Sweden, 3,730; Japan, 
336; Canada, 61; East Germany, 40; 
Eire, 9, and Czechoslovakia, 1. 

A total of 3,329 trucks were ex- 
ported to the U. S. in January and 
February, of which West Germany 
contributed 2,920 and the United 
Kingdom, 384. 


Bid Challenged 


County Aide Quits Dealer 


In Dispute Over H.P. 


PAINESVILLE, O. — A Lake 
County commissioner resigned as a 
part-time auto salesman after the 
dealer for whom he worked pro- 
tested the purchase of five sheriff’s 
cruisers from another bidder. 

The commissioner is Jack Had- 
den and the dealer is Walter A. 
Dencker, head of John F. Bieber, 
Inc. (Chrysler-Dodge), Painesville. 

The commissioners accepted the 
low bid of $8,680 plus tradeins for 
Rambler Ambassador police cruis- 
ers from Lake Rambler Sales, Inc: 
Painesville. Dencker’s firm bid 
$10,700. 

The dispute involved horsepower. 
Dencker said the commissioners il- 
legally accepted a bid for 270-horse- 
power cars while specifications 
called for 300. He said he has asked 
his lawyer to take action. 

Hadden claimed that 300-horse- 

| power cars were specified to ex- 
|clude bids on foreign autos and 
| small domestic models. 
The Ambassador bid was ap- 
| proved after the sheriff’s depart- 
|}ment announced that the car was 
| satisfactory, Hadden added. 

Prosecutor Edward R. Ostrander 
ruled that the commissioners had 
|the right to accept the “low and 
|best bid” as long as it did not 
|“work a prejudice to the rights of 
|the public” and did not vary sub- 
stantially from advertised specifica- 
tions. 








Volvo has designed and will begin manufacturing this coupe-type sports car next 
year. The new Volvo will be a two-seater, with two extra seats in the rear, and will 
be fitted with the Volvo sports engine and a four-speed transmission. The car will be 


51 inches high, 67 inches wide and 173 


inches long. It will have a 96.5 wheelbase 


and a track width of 51.2 inches. According to Volvo officials, the new car will be 


available in the U. S. in late 1960. 


New Plastic by duPont— 


Instrument-cluster housings are among 
resin, 
in the replacement of die-casting metals 
will be manufactured at a new plant in P 


the uses of duPont's new Delrin aceigi 


The company believes Delrin will find about 75 percent of its market volume 


such as zinc, aluminum and brass. Deiris 
arkersburg, W. Va., and will sell Originally 


at 95 cents a pound for truckload quantities of natural color polymer. 
* * 


DuPont Says It Can Save 
Auto Makers $45 Million 


DETROIT—E. I. duPont de- 
Nemours & Co. would like to save 


the auto industry $45 million dur-| 


ing the next five years. 

This saving, according to duPont, 
would be possible through an ex- 
panded use of plastic resins in auto 
manufacture. The company pre- 
sented its program to auto officials 
last week. 

The presentation also served to 
acquaint the auto men with Del- 
rin, the newest member of the 
duPont plastic family. Automo- 
tive uses of this acetal resin, 
duPont said, would include in- 
strument clusters, carburetor 


parts, gears, bearings and bush- | 


ings, door handles and window 
cranks. 


The company describes Delrin as 
“a tough, rigid thermoplastic devel- 
oped primarily for use in fields now 
dominated by die-cast metals.” 
More than 75 percent of its poten- 
tial applications involve replace-| 
ment of steel, brass, aluminum and | 
zinc, duPont said. 


Other duPont resins and their) 
automotive applications are: Zytel | 
nylon resin, 207 applications; Lucite | 
acrylic resin, 59 applications; Tef- 
lon fluorocarbon resins, 16 ane! 
and Alathon polyethylene resin, 32. | 

DuPont’s job is to convince auto} 
makers that they will save money | 

with plastics through economies of | 
production and engineering, even 
| though the original cost of the 
resins is much higher. 

These prices will drop as usage | 
grows, however, Dr. John D. 
Young, of the company’s plastic 
sales division in Detroit, noted 
that Zytel was $1.60 per pound 
and Teflon was $18 per pound 
when they were developed some 

10 years ago. 

Today, he said, a pound of Zytel 
molding powder is about $1.18 and 
a pound of Teflon molding powder 
is about $4. Young quoted prices 
of 31% cents a pound for copper,| 

26% cents for brass and 13% cents 
for zinc die-casting alloy. 

But Young insisted that the plas- | 
tic material can be cheaper by the} 
time the product is ready for mar- 
ket. He mentioned a union check 
valve used in piping gasoline for 
filling stations. The valve prevents 
flow of liquid in one direction, 
while allowing flow in the other 
direction. 

Use of Zytel nylon resin, Young 
said, reduced the parts in the valve 
from 10 to six and resulted in an 
overall cost saving of 68 percent. 

The present volume of plastic 
resins in automobiles is small. 
Young cited these figures: 





| pumps, timing gears, 


40 percent hike in the per-car use 
of polyethylene. 

“Total consumption of these four 
| types of plastics may well increase 
threefold by 1963,” Young asserted 
He said duPont is backing its faith 
in the future of engineering plas- 
| tics with an investment of about 
$150 million. : 

The company has high hopes for 
Delrin, believing that at least two 
pounds of it will be used in the 
average car in 1963. After 10 years 
|}in the development stage, it rep- 
| resents a greater precommercial in- 
vestment than did nylon fiber 0 
| years ago. 

Young said the average '59 auto 
|}uses about 60 cents worth of nylon 
plastic, but that this saves the 
manufacturer about 50 cents per 
| Car. ' 
| Overall, the industry saves about 
70 cents per car through use of 
|duPont plastics, he said, including 
savings in fabrication, finishing, in- 
stallation and assembly costs. 

“In five years’ time,” Young 
said, “the forecast use of our ma- 
terials will probably increase 
these savings to about $1.50 per 
car, or, in aggregate, some $45 
million over the period. 

Looking to the future, duPont 
envisions Lucite radiator grilles 
and interior door panels and Tef- 
lon transmission seals. 

For Zytel, the company sees radi- 
ator fans and overflow lines, oil 
heater lou- 





|vers, air-conditioner refrigerant 
|lines and windshield-wiper vacuum 


motor bodies. 

The long list of possible automo 
tive uses of Delrin indicates the 
bright future duPont sees for this 
product. 

Applications include air-Suspen- 
sion control valves, steering-column 
housings, carburetor components 
instrument-cluster housings, heater 
blower wheels, exterior trim, inte 
rior door handles, door locks, wit 
dow regulator gear housings, heaé- 
liners, speedometer frames 
housings, radio housings and grilles 
and windshield-washer and wipe 
components. 


Chrysler Division 


Adds 2 Colors 


DETROIT—Two new exteriot 
colors, tropic turquoise and carousé 
red, are available on Chryslet 
Windsor, Saratoga and New Yorker 
two and four-door hardtops, acco 
ing to C. E. Briggs, division gene 
manager. 





Acrylic resins, 1.8 pounds per car; 
polyethylene, slightly less than a 
pound; nylon resins, half a pound 
per car; fluorocarbons, about .01 
pound per car. 

By 1963, duPont looks for the 
average car to have two pounds 
of acrylic resins. Also expected 
are a tenfold increase in the use 
of fluorocarbons, a threefold in- 
.crease in the use of nylon and a 


Chrysler said tropic turquoise 
was “inspired by tropical seas, 
while carousel red was the “re 
of a search for a bright red which 
was at the same time easy on 
eyes.” 

Both colors, like all Chrysler & 
terior finishes, are applied in Chry- 
sler’s new Lustre-Bond finish, whi 
is said to require no polishing fo 
up to three years. 









“car browsing” 






x 





to “car buying” 










sente Many “‘browsers”’ think they can’t afford to buy. So out your door they go, 
while their ‘‘dream car’’ remains on your floor—unsold. While explaining 
: Te to your prospect the advanced features you have in today’s fine cars, you 
Le can also show him that he does have the ability to buy, It’s easy to fit into your 
bi sales talk several references to ‘‘your’’ convenient and friendly plan of paying 
tomo for the car of his choice over a period of time. It has been proved time and 


time again that the fine features of the Associates plan assist salesmen 
\spen- 
olumn 


nals by changing ‘‘car browsers”’ into car buyers! You should hear the Associates story. 
1eater 


VASA oes 





ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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Four Out of Five Show Black Ink... 


Dealer Profit Rises to 1.2% 


(Continued from Page 1) 


ratio of total expense to total sales 
has averaged between a low of 14.7 
percent and a high of 16 percent. 

“With car sales returning a gross 
of only slightly more than 9 per- 
cent, it seems obvious that the car 
business is not pulling its share 
of the load—a convincing explan- 
ation as to the necessity for most 
dealers to look to other sources of 
revenue for their profits.” 

* aa + 


a in the first quarter 
averaged total sales of $5,061 
per new unit retailed, somewhat 
less than the $5,490 average in the 
1958 quarter. 

Gross profit in the 1959 quar- 
ter was $736, also below the 1958 
figure of $831 per new unit re- 
tailed. 

But selling expenses per new unit 
sold were chopped to $185 in 1959 
from the $223 recorded in 1958, and 
operating costs were reduced to 
$488 from $654. 

Total expense, therefore, was 
held to $673 per new unit retailed 
in the 1959 period, compared with 
$877 in 1958. 

As a result, dealers this year 
were able to show an operating 
profit, before Federal income taxes, 
of $63 per new unit sold, compare 

> + . 


with an operating loss of $46 per 
unit in the 1958 period. 
+ * * 

oa inventories were up 

slightly this year, averaging 
21.0 per dealer, compared with 
20.1 a year ago. But brisker sales 
pulled the days’ supply down to 
47 from the 72.8 recorded in the 
1958 quarter. 

Washout gross profit on new 








Sunday Bill Called 


Doomed in Texas 


AUSTIN, Tex.—Although auto 
salesmen are in favor of a Sunday- 
closing law, the measure apparently 
is.dead for this session of the Leg- 
islature. 

Salesmen earlier had been re- 
ported opposed to the bill. The sit- 
uation was clarified by Tom J. 





Crooks, first vice-president, Texas 
Automotive Dealers Assn. 

The Senate bill was voted down 
in the House of Representatives. 
Later, Rep. Ben Atwell, of Dallas, 
moved to “call the measure from 
the journal,” but his proposal failed 
to win a two-thirds majority. A 
second attempt to revive the bill 
also failed. 


and used units combined was a 
bit less this year, averaging $402, 
compared with $409 last year. 

Dealers, however, were working 
on a narrower margin on used ve- 
hicles. As of March 31, 1959, dealers 
had an average unit cost of $858 
on used vehicles in inventory, while 
the average selling price was $872, 
for a difference of $14. 

A year ago, average cost was 
$747 and average selling price was 
$794, for a difference of $47. 

In parts, dealers were turning in- 


ventories more rapidly in the 1959} 


quarter, and were holding pre- 


cisely to the 1958 figure on per-| 


centage of gross profit to sales. 
Sales per new unit retailed, how- 
ever, dropped to $393 from the $507 
recorded a year ago. 

Per-unit sales of customer labor 
also dropped this year, although 


the average dealer managed to} 


hike his percentage of gross profit 
to sales to 44.2 percent from the 
42.8 percent of 1958. 

Total service sales were down, al- 
though the percentage of gross, as 
well as service absorption rates, 
showed gains. 

A greater share of the average 
dealer’s total sales was provided 
by new cars and trucks this year, 


largely at the expense of the serv- | 


ice and parts departments. 
—Rosert M. LigNERT 


> * + 


Breakdown of Dealer Expense 
FIRST THREE MONTHS, 1959-1958 


3 Mos. 


Preparation, Delivery 
Warranty, Policy 
Salaries, commissions, other 
compensation to salesmen .... 
All other salaries, wages 
(except mechanics’) 
Employes’ bonuses 
Shop tools and supplies 
Rent and expense in lieu of rent 
+Advertising, local 
Insurance, other than building 
All interest paid 
All other expense 
+*TOTAL EXPENSE 


(PERCENTAGE OF TOTAL SALES) 


Group II 
3 Mos. 3 Mos. 
1959 1958 
43 
53 


Group I 
3 Mos. 
1958 


3 Mos. 
1959 
48 
49 


*1.03 1.13 


2.10 2.01 
4.32 
-19 
29 
-96 
83 
27 
27 
2.61 
12.72 


5.95 
O07 
44 

1.30 
83 
-40 


38 
1.02 
-60 -76 
39 50 
3.80 
16.08 


**4.28 


93 16.75 13.54 


+ Includes travel, promotion and service training for Ford and M-E-L dealers. 


+t Includes all owners’ salaries, employes’ 


bonuses and interest paid. 


* Preparation, delivery, warranty and policy combined in 1958 report. 


** Interest included in 


‘“‘all other expense’’ 


in 1958 report. 


Stainless Steel Promotion 
To Aid 8,500 Dealers 


NEW YORK.-— Special “silent | 
salesmen” kits were made available | 
to more than 8,500 new-car dealers | 
across the nation through a pro-| 
gram sponsored by the Committee 
of Stainless Steel Producers, Amer- 
ican Iron and Steel Institute. 

These kits, developed to draw 
the attention of potential car 
= * * 


Sales Kit for Dealers— 


Dealer Jim Mezey, of Mezey Motors, 
Inc. (Mercury-Edsel-Lincoin), New York, ex- 
amines special promotion kit on stainless 
steel automotive applications. Kit is de- 
signed to help dealers increase showroom 
traffic and sales. 


buyers, consist of gummed labels 
that are used to identify stainless 
steel components on 1959 cars. 


According to the committee, the| 


two-by-three-inch, three-color labels 
were designed to help dealers cap- 
italize on the public’s “proved en- 
thusiasm for stainless steel.” They 
emphasize the extensive use of the 
metal for functional brightwork on 
all American cars. 


The labels were first tested on 
a limited basis during the 1957 
cleanup period. Success of the pilot 
distribution of the labelling kits 
transformed the “silent salesman” 
idea into a full-scale program in 
1958 when approximately 8,000 deal- 
ers received comprehensive promo- 
tion kits. 


To determine the effectiveness of 
the kits and the incentive they pro- 
vided dealers in working up local 
promotion campaigns, the sponsors 
recently questioned a cross section 
of the dealers who had received the 
kits during 1958. 

Most dealers, according to the 
committee, reported marked in- 
creases in showroom traffic after 
they began labelling stainless 
components and several reported 
healthy sales increases. 

Many dealers indicated they 
found the labels valuable in pro- 
viding a subtle “easy opener” that 
gave them the opportunity to sell 
all the features of their cars. 

The kits are the outgrowth of 
Several opinion surveys conducted 
by independent researchers for the 
stainless steel committee. 

Dealers told researchers of their 


Group Ill 


3 Mos. 
1958 


1.13 





Ind. Average 
3 Mos. 3 Mos. 
1959 1958 


45 


Group IV 
3 Mos. 3 Mos. 
1959 1958 
45 
40 1.07 


1.98 2.07 
3.64 

19 

22 

83 

87 

22 

30 
2.17 


11.27 13.29 


—From NADA Survey. 


difficulties in identifying the stain-| 
less components on their cars. Be-| 


cause of this, the dealers and their 
salesmen were not able to make 
capital of the metal’s use and its 
advantages when talking with pros- 
pective purchasers. 


The kits, which contain in- | 
structions for applying and re- | 
moving the labels, details on | 
locations of stainless components | 


on all American cars, and sug- 
gestions as to how the labels 
could be used in local promotions, 
were developed to solve the prob- 
lem of identification and to call 
the prospects’ attention to the 
durable materials used for 
brightwork. 


The committee says that, when 
put to work, the “salesmen” will 
brighten the dealers’ profit pros- 
pects in the months ahead by 
drawing the attention of potential 
buyers and by converting lookers 
into owners. 








How Dealers Are Faring 
On Sales, Profits 


FIRST THREE MONTHS, 


1959-1958 


(Taken from report by NADA Business Management Committee) 


New Cars and Trucks 
Inventory Per Dealer 
Days’ Supply 


Trucks 


(Per Truck Dealer) Cars and Trucks 


Mar. 
31 
1959 


3.1 
6.3 
10.2 
23.0 


Mar. 
31 
1958 


12.6 
30.8 
58.2 
113.6 


Group I 

Group II .... 34. 
Group III .. 62.2 
Group IV ..123.0 


Industry 


Average .. 21.0 20.1 4.6 


Mar. 
31 
1958 


3.9 
6.8 
13.0 
24.3 


5.5 


Mar. 


31 


1959 
53.7 
48.5 
37.8 
37.6 


47.0 


Used Vehicles 


Selling Price 
Per Unit 
3 Mos. 3 Mos. 
1959 1958 


Group I $828 $776 
Group II .... 921 833 
Group III .. 919 819 
Group IV .. 868 803 


Industry 
Average .. 


3 Mos. 
1959 


1.86 
1.57 
1.29 
1.10 


872 794 1.57 


Sales to New 
3 Mos. Mar. 31 


1958 
2.19 
1.98 
1.64 
1.35 


1.92 


Parts 
(Accessories Not Included) 


Average Sales 
Per New Unit 
Sold 


3 Mos. 
1959 
31.3 
29.7 
27.5 
26.2 


3 Mos. 
1959 


$434 
394 
366 


3 Mos. 
1958 


$591 
489 
460 
359 


Group I 
Group IL .... 
Group IIL .. 
Group IV .. 
Industry 
Average .. 


507 29.6 


Percentage of 
Gross Profit 
to Sales 


3 Mos. 
1958 


Mar. 
31 
1958 


85.3 
71.2 
60.8 
54.7 


72.8 


in Inventory 


1959 


43.3 
31.9 
26.4 
21.2 


35.3 


Number Months’ 


3 Mos. 
1959 


30.0 
29.7 
29.5 
27.1 


29.6 


1958 
53.0 
39.1 
31.0 
25.4 


43.0 


Supply in 
Inventory 


5.5 
4.1 
3.5 
3.4 


4.5 


Customer Labor Sales 


Ave 


Sales 


Per New Unit Sold 


3 Mos. 
1958 


$395 
358 
315 
237 
348 


Group II 

Group III 

IIE SEIT cosssiuidanceniipnieunivinid ison . 
Industry Average 


Mar. 31 


3 Mos. 
1958 


5.6 
4.8 
3.9 
4.0 


5.0 


Washout Gross 


on Ne 


»w, Used 


Units Combined 


Mar. 31 
1959 


$438 
432 
358 
302 


402 


Mar. 31 
1958 


$443 
444 
368 
296 


409 


Average Cost 


Ratio Used-Unit No. Days’ Supply Per Used Unit 


in Inventory 


Mar. 3 
1959 


$770 
946 
997 
1,069 


858 


1 Mar. 31 
1958 


$696 
776 
882 
868 


747 


Annual 


Turnover of 
Investment 


1959 
2.2 
3.0 
3.5 
3.6 


2.7 


3 Mos. 3 Mos, 


1958 
21 
2.5 
3.1 
3.0 


24 


Percentage of Gross 
Profit to Sales 


Total Service Sales 


(Includes labor, parts and all other service and stockroom sales, 
except accessories with new vehicles.) 


Average Sales 
Per New Unit 
Retalled 


3 Mos. 
1959 


1958 
$1,283 
1,071 
963 
709 


1,087 


Group II 
| 
Group IV 


Industry Average 820 


3 Mos. 


Percent of 
Gross Profit 
to Sales 
3 Mos. 
1959 


33.1 
35.0 
34.9 
33.1 
33.9 


3 Mos. 
1958 


31.8 
34.7 
35.7 
34.2 
33.4 


3 Mos. 
1959 


41.2 
45.8 
47.5 
47.8 
44.2 


3 Mos. 
1958 


39.5 
44.2 
47.1 
474 
42.8 


*Percentage of 
Service 
Absorption 


3 Mos. 
1959 


55.8 
57.4 
58.4 
59.8 
57.1 


3 Mos, 
1958 


53.6 
56.0 
59.3 
58.1 
55.6 


* The percentage of operating (or fixed or semifixed) expense covered by gross profit 
from all service and parts operations. Officers’ or owners’ salaries included. 


Percentage of Departmental Sales to Total Sales 


Total Service 
and Parts 


New Cars 
and Trucks 
3 Mos. 3 Mos. 
1959 1958 


53.7 48.5 
56.8 52.0 
59.9 55.1 
63.5 58.5 


1959 
28.6 
27.6 
25.0 
22.6 


Group I ..... 
Group III .. 
Group IV .. 


Industry 
Average .. 56.8 51.8 
* Not broken down in 1959 report. 


27.0 


3 Mos. 


Used Cars 
and Trucks 
3 Mos. 


1958 
28.4 
28.9 
25.9 
24.9 


27.7 


3 Mos. 
1959 


17.7 
15.6 
15.1 
13.9 


16.2 


1958 
21.9 
18.8 
18.5 
16.2 


19.8 


3 Mos. 


Miscellaneous 


1959 
* 


3 Mos. 


Sales 

3 Mos. 
1958 
1.2 
0.3 
0.5 


0.4 


0.7 


How Dealers Fared on Expenses, Profits 


Eprror’s Note: The following figures are taken from the NADA bulletin, “Operating Averages for 

the Automobile Retailing Industry.” 
FIRST THREE MONTHS, 1959-1958 

OPERATING PROFIT BEFORE TAXES 


Selling Expense 
Operating Expense 
TOTAL EXPENSE 
OPERATING PROFIT 
Including Finance Reserve.... 


Pet. Total Sales Pct. Total Sales 
1959 


1.0 


*Group I Group II 


3 Mos. 

1958 
100.0 
15.5 
3.7 
13.0 
16.7 


3 Mos. 
1959 
100.0 
14.8 
4.0 
9.5 
13.5 


3 Mos. 
1958 
100.0 
15.3 
44 
1L.7 
16.1 


1959 
100.0 
14.1 
3.7 
9.0 
12.7 
1.4 


—1.2 13 —08 


3 Mos. 


Group III 
Pet. Total Sales Pct. Total Sales Pct. Total Sales 
3 Mos. 


1958 
100.0 
14.9 
4.2 
1L1 
15.4 


—0.5 


3 Mos. 


Group IV 


1959 


100.0 
13.0 
3.6 
1.7 
11.3 


1.7 


3 Mos. 
1958 
100.0 

13.8 
4.1 
9.6 

13.7 


0.1 


Industry 

3 Mos. 
1959 

100.0 

14.5 

3.7 

9.6 

13.3 


1.2 


Average 


3 Mos. 
1958 
100.0 


* Groups are based on the volume of 1958 retail deliveries of new cars and trucks as follows: Group I, 1 to 149 units; 
Group II, 150 to 399 units; Group III, 400 to 749 units, and Group IV, 750 units and more. 





ittee) 


Again in '59 Chevrolet dealers are setting the pace in truck sales. Official Registra- 
tion figures* for the first three months, in fact, show Chevrolet trucks have jumped off 
to a lead of 14,373 units over the second-place make. This means Chevrolets are 
selling at an even faster clip than in'58, when they wound up with a whopping year- 
end lead of 38,951 units. Thus, year after year, Chevrolet dealers continue to out- 


sell all competitors, maintaining an unbroken tradition of truck sales leadership that 


extends all the way back to 193 7! *Registrations of trucks in all weight classes compiled by R. L. Polk & Co. 
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The Man Behind the Wheel .. . 


Sales Testing the Simca Aronde 


Eprror’s Note: This is another 
in a series of articles which will 
report on the selling features of 
imported cars. oe 

= 


By William Carroll 
Staff Correspondent 

IMCA’S little four-door sedan is 

certainly an impressive package 

of comfort and performance, 

The car tested by AUTOMOTIVE 
News came from Chrysler Corp. 
with nearly 10,000 miles on the 
speedometer, which could be con- 
sidered a well-used vehicle, There 
was nary a rattle, and performance 
was good enough to make driving 
it a real pleasure. 

Getting into the car was 
slightly less difficult than most 
imports. Doors opened fairly 
wide, and with a little ducking I 
was in business. 

A horn ring, which in this case 
is underneath the steering wheel, 
was the first thing that caught my 
attention or should I say, “caught 
my knee.” Three or four tries and 
I discovered how to evade this 
noisy little rascal which can be 
operated by either pulling up or 
pushing down. 

Pedals fitted my No. 12s and 
there was plenty of room to work 
around them. Instruments were in 
plain view, and about the only 
thing that confused me was a little 
red light identified as “Petrol Con- 
cal.” + * + 


Inside the Simca 


ATER, I discovered this glows 

when you are down to a gallon 
of fuel in the 9.4-gallon tank, The 
turn-signal switch sticks up from 
the steering column and tilts either 
right or left to start the blinkers. 
However, they’re noncancelling, 

A timed delay in the switch re- 
turns it to the neutral position 
whether you've made the turn or 
are still waiting for the light to 
change. To the left of the turn- 
signal lever is a switch for electric 
windshield wipers, and to the right 
a switch for two-tone horns. 

In one position, you get both 
tones for highway driving; in 
the other, you lash out with a 
soft blast which gently lifts pe- 

destrians out of the way. The 
heater switch, sticking from the 
panel, is a single-lever control 
for any climate you want, 
Decide on hot or cold air, and 

pull the lever knob outward to 
turn on the blower. Below is a 
small plastic button which squirts 
water against the windshield. Ex- 
tending from the left of the steer- 
ing column is the light switch 
which has three positions, 

Turn the knob away from you 
to the first notch and light either 
the left tail and parking light, or 
right tail and parking light. This 
is for parking the car overnight on 
the street. 


* * * 


3-Stage Headlights 


RN the knob to the second 

position and all tail and parking 
lights are illuminated, while push- 
ing the same knob inward momen- 
tarily blinks the driving lights full 
on. 

I understand this is used in Eu- 
ropean cities, where the streets are 
adequately lighted. You drive with- 
out headlights and, when the per- 
son ahead should move over, you 
blink your lights by pushing the 

€ = 


"Rear Muffier'— 


Simca fans call this feature a “rear 
muffler.” There is a resonator at the end 
of the tailpipe to quiet the engine. Sales- 
Tester William Carroll found the Simca a 
quiet-running car. 


button instead of sounding the| 


horn, 

In the third position, the head- 
lights are on, Pushing the button 
in lowers them, pulling it out puts 
the lights way ahead for highway 
driving. 

When starting the Simca, it is 
best to leave the throttle alone. 
Twist the key and an automatic 
electric choke maintains the en- 
gine in operation. 

While it warmed, I adjusted the 
seat, the base of which moves back 

and forth as one unit, Seat backs 
are split in the center and both are 
adjustable for tilt. Or you can 
move the seat completely forward 
and turn the front area into a bed. 

Traffic feel of the little sedan is 
good. It handles well and has 
plenty of acceleration to keep up 
with American traffic. In fact, on 
downhill starts, I found it possible 
to start in second and shift directly 
to high, which made a two-speed 
transmission out of the four. 

* * . 


Acceleration Is Good 


pe are solid, gave good 
straightforward stops, and on 
hill tests exhibited no fade. Pedals 
are big enough to feel friendly 
underfoot. The transmission is a 
little on the noisy side, but gear 
ratios are well selected. 

But the shift linkage seemed 
like it was lubricated with molas- 
ses, No matter how hard I tried 
I couldn’t make a rapid shift. 
This may be on purpose. At least 
I couldn’t crash the gears. Low 
gear is not synchronized, though 
second, third and high are. 

As I mentioned, acceleration is 
more than satisfactory for a small 
car. But I haven’t any idea how 
fast it will go. I do know that on 
freeways, it cruises nicely at 70 and 
75, at which point the engine is 
rather quiet. 

However, around the 55 mark, 
there was quite a bit of vibration. 
This was a rough spot that could 
have resulted from a bad distribu- 
tor curve or imbalance situation. 

. om * 


Handles Well on Grade 


pve slowly (35 to 45) on 
straight roads and you'll find 
the Simca requires no more con- 
trol attention than any other small 
car. It’s quick to maneuver, and 
rather sensitive to road conditions. 
At high speeds, it flattens out and 
cruises along like a little sports car. 

Body sway is minimal, though 
there is a certain amount of tire 


Car or Plane? 


Curtiss Develops 


Surface Skimmer 


NEW YORK.—A vehicle that can 
skim along just above the ground 
has been developed by Curtiss- 
Wright Corp., according to Pres- 
ident Roy T. Hurley. 

The Air-Car is suspended 6 to 12 
inches above the ground or water 
by a cushion of air forced under 
the vehicle by a propeller, A por- 
tion of the forced air is directed 
behind the vehicle to provide a 
forward thrust. 

Hurley said that a two-passenger 
experimental model has been flown 
and that one and four-passenger 
models can be built. 

He added that Air-Cars will be 
offered for sale in limited quanti- 
ties. The company will determine 
the sizes, powers and shapes de- 
sired. Early models will be powered 
by piston engines of 50 to 200 
horsepower. 

Development of a similar vehicle 
was announced earlier by Ford 
Motor Co. 


San Diego Deal Formed 


For Charles Electric Car 

SAN DIEGO.—Formation of 
Charles Motor Corp., 7961 Claire- 
mont Mesa Bivd., has been an- 
nounced by Dr. Charles H. Graves, 
president, Hugh Waldman is exec- 
utive vice-president, and Graves 
also is secretary-treasurer. 

The firm will handle sales of the 
Charles Townabout, electric auto 
manufactured by Stinson Aircraft 
Tool & Engineering Corp. San 
Diego. 


squeal on fast turns. I might have | 
done away with this by putting 
more air in the tires, but we were 
running factory recommended 
pressures. 

There’s no wheel fight even on 
the roughest roads, The ride is 
choppy but handle is good and 
the amount of noise you hear is 
consistent with a lightweight car 
that uses a minimum of sound 
installation. 

We took the Simca up our 32 
percent grade which, in Los Ange- 
les, is a public street, not a portion 
of any proving ground. Surpris- 
ingly, in first gear we screeched up 
the hill with enough speed to reach 
the top at 25 m.p.h., which is as | 
rapidly as any Detroit Six. 

Like all small-engine cars, the 
Simca does not lug down. I sug- 





gest you find the best shift points| 


and use them in all demonstrations. 
Keep the engine “revving” up. 
Coming downhill, we abused the 
brakes for fade and weren’t able 
to induce any, though we made 
four or five severe stops on the 
32 percent grade. 
* * + 


Heating System ‘Modest’ 


At HIGHWAY speeds there’s lit- 
tle wind noise and the door 
sealing prevents dust leaks. It’s in- 
teresting to note that door seals in 
front are next to the windlace, 
while in back they’re at the outside 
edge. 

The heat and ventilation system 
is modest, Although the single- 
lever control is well placed on the 
dash, the amount of air entering 
the car is limited by a single outlet 
in the center over the transmission 
hump and defroster slots below the 





WASHINGTON.—The auto deal- 
er’s case for continued exclusion 
from the Fair Labor Standards 
Act was presented to a Senate 
subcommittee here last week by 
William J. Cleveland. 

Cleveland, a Ford dealer in 
Crowley, La., is a regional vice- 
president of NADA and has been 
a dealer for 20 years. In addition, 
he is a member of Louisiana 
Senate. 

The subcommittee is studying 
proposed changes in the wage and 
hour law. One effect of the changes 





windshield. 


There seemed to be a reason- 
able supply of heat for California 
weather, and there was enough 
cold air to keep us comfortable. 
But I wouldn’t consider the heat- 

(Contined on Page 66, Col. 2) 


Car Tested: 
SIMCA ARONDE 
P60 


Model: Super Deluxe four- 
door sedan. 


Engine: Flash, aluminum 
head, four-cylinder, four-cycle, 
overhead valve, 78.7 cubic inches 
displacement, 48 horsepower at 
4,300 r.p.m., 2.91 bore by 2.95 
stroke, 68 to 1 compression 
ratio, adjustable rocker arms. 
Maximum horsepower (48) is 
developed at 4,800 r.p.m, while 
maximum torque is 65.1 pounds- 
foot at 2,300 r.p.m. 

Transmission: Controlled by 
steering column shift lever. 
Transmission has four forward 
speeds and reverse. Second, 
Third and Direct are synchron- 
ized. Shift pattern is similar to 
most European cars with first in 
the upper forward slot. Reverse 
is found from neutral by push- 
ing the lever down and then 
pulling it toward the body. The 
single-disk, dry-type clutch is 
lever controlled. 

Accessories: Radio and elec- 
tric clutch. 

Note: The Aronde has been in 
production since 1951, with 
minor changes of trim, grille 
and power. 


Late Report... 


would be to bring many auto deal- 
ers under terms of the law. 

Cleveland’s first objection was 
that, if the proposed changes were 
approved, dealers would not be 
able to tell which of them had been 
brought under the law and which 
remained outside. 

“Penalties for violation of the 
Fair Labor Standards Act are very 
severe, since they provide for retro- 
active double liability plus attor- 
|neys’ fees and criminal punish- 
ment,” Cleveland said. 

“An employer who is to be 
made subject to the act should 
be apprised of that fact in clearly 
stated and readily understandable 
terms.” 

The dealer added that application 
of the act to his trade would be 
unfair. A proposed change in the 
act would bring under its coverage 
businesses with annual sales of 
$500,000. 

“A new automobile or truck is a 
| high unit-cost item which produces 
a small percentage of profit when 
compared with total gross sales,” 


Cleveland pointed out, He said the} 


$500,000 standard would bring 59 
percent of the nation’s dealers 
under the act. 

A result of this standard, he said, 
would be that exempt dealers and 
those who must comply with the 
act may be competing against one 
another in the same community, 
“even across the street from one 
another.” 

While the dealer who sells a 
high unit-cost product would be 
forced to comply with the act, 
Cleveland said that other busi- 
nessmen with larger places of 
business and more employes 
would be exempt because they 
sell low unit-cost items. 

He noted that exempt businesses 


Used-Car Market 


The overall average price of used cars sold at wholesale auction last 
week rose $6 to $1,059, according to Automotive News’ index. 


Greatest strength was shown b; 
losing ground, Losses amounted to 


y older models, with newer units 
$19 on ’59s, $12 on ’57s, $6 on ’53s, 


$3 on ’58s and $1 on ’56s. The revised prices on ’58s, ’56s and ’53s 


represented new lows. 


Gains amounted to $1 on ’54s, $7 on ’55s and $77 on ’52s, in what 
apparently was a reaction to the previous week’s loss of $48 on the 


oldest models indexed. 


At a group of representative auctions last week, the sales ratio was 
71.5 percent, compared with 67.6 percent a week earlier, It was the 
highest percentage of sales recorded since the index of Apr. 6. 


Auction reports begin on Page 46. 








Comfort and Performance Hailed— 


“An impressive package of comfort and performance” was William Carroll's ap. 
praisal of the Simca he sales-tested for Automotive News. The test car was an Aronde 
Super Deluxe four-door sedan which is priced at $1,798 at East Coast Ports of entry, 


NADA Official Attacks 
Wage-Hour Proposals 


might include direct competitors of 
the auto dealer, including independ- 
ent garage owners and service sta 
tion operators. 

Cleveland went on to say that 
conditions vary so much between 
businesses that it is impossible to 
legislate one set of standards for 
all or most businesses. 

He said that his dealership is 
located in a small city in the heart 
of a rural area and added that his 
methods of operation have to be 
geared to the needs of his cus- 
tomers, 

The dealer said that the aver- 
age work week in his business 
is 52% hours, average weekly pay 
is $68, adding: “Overtime a 
such is not paid in Crowley.” 

He contrasted these conditions 
with a 49%-hour week in New Or 
leans, where mechanics earn 
to $200 a week and some firms pay 
time and one-half for more than 
40 hours work per week. 

Cleveland added: “So you see, 
different hours are worked and 
different wages are paid in Crowley 
and New Orleans. And I submit to 
you, gentlemen, that such variances 
are normal, natural and the way it 
should be. 

“And the economic and social 
forces that have brought these 
two distinct ways of life into 
being, and which have nurtured 
and developed these equally suc 
cessful ways of existence, should 
not be destroyed by Federal fiat or 
cast into one common national 
mold as a result of congressional 


| action.” 


The dealer said that the na- 
tion’s auto dealers had raised the 
wages and benefits of employes 
in the past “without the force of 
Federal statute.” He said that 
dealers will continue to grant im- 
provements, according to their 
ability to pay, without the enact- 
ment of new laws. 

Cleveland noted that the Fait 
Labor Standards Act was not orig- 
inally intended to apply to local 
businesses. He added that enact 
ment of the proposed changes could 
result in staff reductions by dealefs, 
cutting hours to which would cit 
income, reduction of services 
higher prices. 


Car Sales Boosted 
By Toledo Show 


TOLEDO.—The second annual 
show sponsored by the Lorail 
County Automobile Dealers Asst 
has resulted in a spurt in auto 
sales, according to Curtis F. Wik 
liams, chairman. 

In the first two days of the four 
day display 45 new and 22 
cars were sold, he said, The new 
cars included two convertibles; 
four station wagons and four for 
eign makes, he added. 

Plans already are under discu® 
sion for next year’s exhibit, he 
said. 
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AUTOMOTIVE WASHINGTON 


~GMAC’s No Loan Lion, 
Says New GM Defense 


By William Ullman 

Washington Bureau Chief 
N A NEW statement, General Motors has told the Senate 
antitrust subcommittee that banks and credit unions fi- 
nanced more auto time sales for GM dealers last year than 


did General Motors Acceptance Corp. 


This was the latest development in GM’s fight against two 
Senate bills which would pro- 


hibit auto makers from fi- 


nancing car sales. GM would 
have the most to lose if either bill 
pecame law, for it - 
maker with a financing subsidiary 
at present. 

GM’s supplementary statement, 
which was filed quietly with the 
subcommittee without notifying the 
press, rebuts testimony of several 
earlier witnesses. In particular, it is 
directed against testimony of L. 
Walter Lundell, chairman of Uni- 
versal C.1.T. Credit Corp. 

On Apr. 
Lundell told the 
subcommit- 
tee that “all sta- 
tistics show that 
independent fi- 
nance companies 
have been effec- 
tively excluded 
from the General 
Motors market 





William Uliman General Mo- 

tors replies that in 1958, GMAC 
financed 41 percent of the GM 
market, while its competitors fi- 
nanced 59 percent. Banks, credit 
unions and other non-sales fi- 
nance companies are estimated 
to have financed some 52 percent 
of the new-car time sales of GM 
dealers. 

“While the record indicates that 
independent sales finance compan- 
ies do not secure a substantial 
share of this market, it is clearly 
evident that banks and others do,” 
according to GM’s statement. “The 
fact is that the market is not 
closed. Those who tend that they 
are excluded will find such exclu- 
sion to be the result of policies and 
practices of their own making.” 
= * * 


Can’t Investigate All 


UNDELL also complained that 

it is difficult, if not impossible, 
for independent finance companies 
to extend wholesale financing to 
GM dealers. 

“With General Motors only,” he 
testified, “we are required to ob- 
tain a letter from some bank, guar- 
anteeing that drafts drawn on us 
will be honored through that bank. 
We must go, hat-in-hand if neces- 
Sary, and get a bank to guarantee 
us to General Motors.” 

GM replies that it required a 
bank authorization because it 
would be impractical to investi- 
gate the credit of every finance 
company, large and small, and 
also because General Motors 
thinks that finance companies 
+ nang object to such investiga- 

ms. 


At the moment, GM reports, 
wholesale financing arrangements 
are in effect with 96 independent 
finance companies whose net worth 
varies from less than $600,000 to 
about $280 million. 

Lundell also told the Senate anti- 
trust subcommittee that GMAC can 
borrow more money in relation to 
its capital than can the independ- 
ents. 

GM denies that GMAC has an 
unfair competitive advantage be- 
cause of its “association” with Gen- 
eral Motors. The corporation points 
out that in practice, it is not bor- 
Towing as much money as it can 
—and neither is Lundell’s company, 
Universal C.L.T. 

* * fe 


Credited as Group 


Or THE other hand, says the 
new GM statement, lines of 
credit are extended by banks to 
and its subsidiaries as a group. 
GM claims that GMAC would 
Qualify for an additional $255 mil- 
lion of bank credit if it were not 

& General Motors subsidiary. 
On the question of wholesale 
ce rates, Lundell testified that 


is the only 


16,/- 





“GMAC as a matter of corporate 
practice has maintained a rate % 
percent below ours and the indus- 
try ... Here is a practical demon- 
stration of an administered price 
program and monopoly in action.” 


GM says that its wholesale rates 
are set on the basis of its short- 
term money costs, and that 
GMAC finds wholesale financing 
at its rates a good and profitable 
business. Furthermore, GM 
claims that since 1952, the vari- 
ation between GMAC’s wholesale 
rates and those of C.LT. has been 


‘AC SELLING 





other than % percent “on many 
occasions.” 


“In fact,” says GM, “the vari- 
ance has fluctuated substantially— 
at times there has been none, as 
during part of 1953, 1954, and cur- 
rently; at other times the differ- 
ence has been % percent or 1 per- 


cent.” 
ak. 2 


Lower Rate Vital 


¢* ALSO complains that wit- 
nesses told the subcommittee 
that a lower GMAC finance rate 
has no bearing on the customer 
charge. 

“Nothing could be further from 
the fact,” according to General Mo- 
tors. “In a business as competitive 
as the retail automobile business, 
the level of cost must affect the 
level of price. It is obvious that a 
dealer who receives a lower rate 
is in a position to arrange a lower 
customer finance charge than a 
dealer who receives a higher rate.” 

The auto maker also took issue 
with testimony of Thurman Arn- 
old, who was representing As- 
sociates Investment. Arnold had 
taken issue with something said 
by T. O. Yntema, Ford finance 
vice-president. 
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field is its superior efficiency. He 
cannot conceive of the notion that 
a dealer whose life savings are tied 
up in a franchise which can be ter- 
minated without any reason should 
be concerned about giving his 
credit business outside the GMAC 
family.” 

GM replies that “the last sen- 
tence of this quotation dis- 
closes complete lack of knowledge 
with respect to the terms and con- 
ditions of General Motors distribu- 
tor and dealer franchise selling 
agreements.” 

More than 99 percent of its deal- 
ers, GM points out, have chosen a 
5-year agreement which also pro- 
vides for termination only “for 
cause.” 

* * J 
Opposes Wage Coverage 


AN NADA spokesman has testi- 
fied before a Senate labor sub- 
committee in opposition to extend- 


|}ing coverage of the Fair Labor 


Standards Act to retail businesses 


with an annual gross volume of} saa ‘ : 
ina |} exhibit of recent mechanical inven- 


$500,000. 

William J. Cleveland, vice-chair- 
man of NADA’s National Affairs 
Committee, told Senators that a 
majority of auto dealers in the 


“He takes the position,” Arnold| country would come under provi- 
said “that the only reason for|sions of the Act if coverage were 


GMAC’s dominance in the finance| extended as proposed, He said that} 
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would include some dealers in 
small rural towns as well as big- 
city dealers. 

Cleveland, whose home is in 
the small Louisiana town of 
Crowley, testified that different 
hours are worked and different 
wages are paid in Crowley and 
New Orleans. 

“Such variances are normal, 
natural and the way it should be,” 
Cleveland said. “The entire pattern 
of life is different between a small 
rural community and a vast metro- 
politan seaport.” 

Matters of wages and hours, he 
said, should be resolved by each 
State on the economics of each situ- 
ation within the state. 


* * * 


Invention Show 


oe American companies, 
including Borg-Warner, Ameri- 
can Motors, Continental Motors 
and General Motors, will partici- 
pate in a Department of Commerce 


tions. 

Theme of the exhibit, which ex- 
tends to June 4, is “Science, Indus- 
try, Invention and the U. S. Patent 
System.” 

Among the displays will be many 
working models. 


SLANT OF THE MONTH! 





OUTSTANDING NEWS ABOUT 


C PLATINUM 


ELECTRODE SPARK PLUGS 





5 Great New Features 


NEW Platinum Electrodes deliver peak performance 
throughout longer service life! The tremendous heat 
resistance of platinum reduces electrode wear, mini- 
mizes gap growth and gap bridging. 


NEW Silver-filled Insulator Core provides more rapid 
heat dissipation and greater anti-fouling characteristics. 


NEW Longer Insulator Tip ensures more powerful 
sparking even under sub-normal operating conditions 
of low voltage or weak coils. The thin, finer insulator 
tip provides higher heat conduction and less chance for 
electrical leakage—no pre-ignition! 


NEW Captive Gasket allows for easy spark plug in- 
stallation—no more fumbling with gaskets that fall off 


during installation! 


NEW Universal Terminal designed to accept both 


common types of wiring clips. 


AC Platinum Electrode Spark Plugs offer greater 
reliability than standard spark plugs, and require less 
service. They set new standards of performance. Here’s 
aircraft quality and performance in an all-new line of 
AC Spark Plugs for marine engines, and other extreme 


power applications. They’re rustproofed, too! Ask 
your regular AC supplier about new AC 
Platinum Electrode Spark Plugs today! 


AC SPARK PLUG #& THE ELECTRONICS DIVISION OF GENERAL MOTORS 


CALL YOUR Co SUPPLIER 






10 


Major Executives Give Advice on Reaching Top .. . 


AUTOMOTIVE NEWS, MAY 18, 1959 


Be Ready for Your Big Chance 


By Ernest W. Fair 
BOULDER, Colo.— There prob- 
ably are no more than 100 men in 
the automotive industry who should 
not read this article. They are 
on top. The problem has been 
handled for them. 

For every other individual who 
looks to these pages for ideas and 
suggestions the problem of being 
ready for the next step up the 
ladder is important, whether he 
be on the next-to-the-top rung or 
just lifting his foot off the ground 
toward the first. Being ready for 
the “big chance” can be impor- 
tant no matter where one may 


“If only I’d been ready when the 
big opportunity came up, I'd be 
sitting in that executive chair now,” 
a young friend lamented to us the 
other day, “but I guessed wrong. 
It turned out that the things I had 
prepared myself on weren’t the 
ones that were needed to land the 
job!” 

Opportunities that will exist to- 
morrow may be beyond our sight 
today. A single line of preparation 
for advancement can no longer 
assure an even chance at the op- 
portunity. Today a number of steps 
in preparation must be taken. 

To find out about these we’ve 
talked with a number of major 
executives and young men who had 
just landed top jobs. We found out 
the preparation needed and how 
the latter readied themselves for 
the “big chance.” Here are the tips 
most often mentioned: 

Pick the spot ahead of time; 
not one but several. General 
preparation for advancement is a 
good thing because a great deal 
of such background is needed in 

any job. Aiming at a specific 
target always pays better divi- 
dends than shooting in the gen- 
eral direction. If one has the 
capabilities, selecting more than 
one such target is also wise and 
an assurance of consideration for 
the “big chance” much sooner 
than otherwise. 

Stay a jump ahead in preparing 
yourself—know how to do the next 
job as well as your own. Seldom 
can we jump from a minor post to 
@ major one. Performing the pres- 
ent job in excellent pattern was 
once an assurance for advance- 
ment. It still is an asset. 

But top management today is 
much more inclined to promote the 
man who is ready instead of the 
one who will have to be trained for 
the post. In many instances there 
just isn’t time for such training. 

Develop the kind of friends who 
will help you when the big chance 
comes. When one has developed 
friends who will be there waiting, 
one’s chances of getting to the top 
will be better and he can be much 
more certain of holding the job. 

See that the man or men who 
will make the selection know 
about you, but don’t be obvious 
about it. The man who has seen to 
it that there is little possibility of 
his being overlooked is never a 
forgotten individual. However, no 
one likes the individual who 
makes himself too obvious in such 
attempts—it-has to be done slowly 
and subtly but with certainty, 
nevertheless. 

Develop the “extra assets” which 
all good jobs require. Such things 
as getting along with others, learn- 
ing how to be a forceful speaker 
before any group, etc, are impor- 
tant considerations when any indi- 
vidual is being chosen by top man- 
agement. Technical knowledge too 
often is considered the only re- 
quirement. Today’s business de- 
mands much more (even in a 
scientific post) than knowledge of 
the job. 

Develop what you can do for the 
company as well as applying 
thought to what the job can do for 
you. Experienced management al- 
Ways places great importance on 
the consciousness of the individual 
with respect to what he feels he 
can do for the company in the new 
post, as well as what he has shown 
in the one he now holds. 

Look for and acquire valuable 
assets not 


seeking each. Studying one’s com- 


petitors for such posts and ana- 
lyzing their shortcomings can 
provide leads for assets well 
worth developing. 

Make it a point to know and be 
respected by the customers with 
whom you will work before you get 
the job. Every management execu- 
tive cannot help but cast a favored 
eye on the individual who has such 
respect from the firm’s customers; 
a most valuable asset in any posi- 
tion. 

Build the respect of your associ- 
ates, those below and above you, 
ahead of time. It will avail one 
little to connive to obtain an ad- 
vancement if one cannot hold the 
job. 

Do some self examination. Every 
now and then ask yourself what 
you lack in your background to 
make yours a better certainty for 
the big chances ahead. Consider 
such things as more knowledge of 
accounting, business law, dealing 
with government, etc. Learn those 
things now, you won’t have time 


Your Present Model “‘M” Brought Up To Date Without Charge! 


As you may know, the present Model “M”’ 
AC air cleaner was introduced in 1957, when 
there was a limited number of types and sizes 


to do so when opportunity whispers 
in your ear. 


Place the company’s interests 
ahead of your own in the job 
today. Genuine company loyalty 
is a top asset for any big job. 
Demonstrate pride in the firm 
and what it offers its customers. 


Develop your social life toward 
these goals but don’t jump too fast. 
If you’re working toward a big 
modern ranch-style house, hold off 
buying it until you get into that 
group even if Aunt June dies and 
leaves you $100,000. This is one of 
those important side-points seldom 
mentioned in discussions, but it’s 
a subconscious thing ever present. 
The same thought applies to one’s 
outside social activities. 


Start buying stock in the firm (if 
available) on a regular basis and 
let top management know what 
you are doing. This is one of the 
greatest demonstrations of an in- 
dividual’s faith in a company. It 
is also management’s assurance 
that such a man will have a per- 


© sELLING 


“This fellow wants a ‘straight 
stick’ ... is that some kind of 
a@ new accessory?” 


sonal interest in doing his best in 
any spot. 

There’s a mistaken conception 
that this has to be done in a big 
way. It doesn’t. With the new in- 
stallment plans for stock pur- 
chases available, it can be done on 
a modest basis. The amount is not 
so important as the act itself. 

Talk up your company and 


~— 
what it has to offer everywherg 
you go. These things get aroung 

and always make a favorable im. 

pression on top management 

When you have gripes, save them 

for the shaving mirror excly. 
sively. 

Sell your wife on the firm ang 
your future therein. Many an execy. 
tive has been chosen only after 
checking on how his wife feels 
about the company. Top man 
ment has learned that the e ficiency 
of any given individual can welj 
be affected by the attitude of his 
wife toward his firm and his job, 

Learn how to exercise command 
and leadership before you need it 
—then when they throw you those 
tests you will never come up with 
the wrong answers. Being a “bogs” 
looks easy from a distance. It isn’t, 
Command and leadership have tp 
be studied and developed; these 
assets never come to us overnight, 

Develop and respect the other 
fellow for his own abilities in his 
particular spot. Business today is 
highly specialized and executive 
posts are particularly so. No one 
wants to work at top level in any 
organization with the fellow who 
thinks he can do everybody’s job 





| better than they can. 





New Model AC Tester Adjusts 
to All Air Cleaner Sizes! 


JriR CLEANER 


TESTER 
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of air cleaners in operation. 


If you purchased one of these models, AC 
now makes it possible for you to bring this 


tester up to date . . . without charge. 


AC has developed a special conversion kit 


Get your new tester now from your regular AC supplier and 
get more air cleaner business by selling AC DUST-TITE AIR CLEANERS! 


AC SPARK PLUG 4 THE ELECTRONICS DIVISION OF GENERAL MOTORS 


Now, with new cars coming out 
with many different sizes of air 
cleaners, AC has solved the prob- 
lem of testing all sizes with just 
one tester. 


This new model AC air cleaner 
tester can be quickly and easily 
adjusted to fit any size dry-type 
cleaner—from small to very large 
circumference. 


New Air Control Valve Does It! 


The new air control valve (shown left) permits 
the adjustment. New easy-to-follow instructions 
are printed right on the tester. 


Once adjusted, the new model works just like 
previous models. It shows you instantly whether 
an air cleaner is functioning properly, whether 
it is partially clogged and needs cleaning or 
whether it is completely clogged and should 


be replaced. 


It’s an excellent demonstration for customers— 
helps make air cleaner sales on the spot. 


that includes the new air control valve, a new 
tube and new instructions for operating. With 
this kit, your present tester can quickly be 


converted, so you can test any size cleaner. 


In fact, it becomes a new model tester. 


Your AC representative will contact you soon 


. . . and make this conversion. Again .. . 


no charge for the service. 
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Re 
where ° All dealers are open 
round How They're Pushing Sales... | or a better peek. 
“Observing the ‘Good Book’ 
oo We believe best . . . 
ment, ‘Six days shalt thou labor’ 
them D e a [ e r Ad | d e a S On the seventh, you rest.” 
xclu- The ad carried the headline 
“Closed on Sunday.” _ 
We ; made “in appreciation of the | ees 
mall —. es en 4 os, TOR co. overwhelming customer response Alaska-Bound in a Renault 
after Se emote dipeneutiid used a little, * Ur line of new 1959 Ramblers.” | 7N A Renault supplied by Bluff 
feels § textbook psychology on Albuquer-| 4 Circus for All ee ae ee — 
nage. ue (N. M.) newspaper readers. d | took off on a 10, mile round-trip 
cien win a series of personality tests VERYONE had a circus at &\to Fairbanks, Alaska, in an effort 
: well based on ink-blot identification three-day sale during which | to prove the Renault factory's con- | 
of his | and apperception tests, the dealer| “jumbo elephant deals” were of-| tention it could be done on $100 
8 job, | made such suggestions as: “If this| fered by Chappell Motors (Olds-| worth of gasoline. 

' I jooks like a fox to you, chances are| Mobile), Reidsville, N. C. F The trip was sponsored by the 
mans know a good value when you| There were free elephant rides| factory and the Memphis dealer. 
ped it # you it. And you'll never see a/for children, 20 cages of wild ani-| A 25-gallon auxiliary was added 
those Setter value than the ’59 DeSoto.”| mals, clowns and free entertain-| to the stock model, which had only 
‘bom * * * ment by circus performers. an eight-gallon tank. The couple, 
cont ° af ; Saee a a Mr. and Mrs. Jack Plummer, also 
<i ee ae ae rad Dealers Go Poetic a — a complete eT 
these R Perry, Ga., is giving buyers of | fF} OURTEEN dealers in the "inane ea dete’ de. 
night § 1959 Ramblers a chance of ob- Charleston W. Va.) area, in 8) station operator and his wife is a 
other taining a 1960 model without cost. three-column ad in the Charleston nurse. 

n his The names of all 1959-model a honkat — their a . 6 « 

i ‘ bein laced in a |0n Sunday business in a nove . 
vutive ond ‘When no 900 Mame verse. It follows: Car, Boat Offered _ Deal 
> one bler is introduced, a name will “Browse on Sunday sh half-page ad in the Fort | 
1 any be drawn and the lucky motorist Do not buy! Worth Star-Telegram, adver-| 
who will receive a new model in ex- Shop on Monday, | tising a Catalina four-door sedan 
S job change for his 1959 car. This is why— |}and a Fleetform Fiberglass 14-foot 


Partners W. C. and D. T. 
Roughton said the offer is being 





SOF THE MONTH 


Fleets change filters 2 to 4 times as 
often as cars 





“Selections are better 
During the week, 


convertible boat with 35-horse- 
power Johnson Seahorse Motor for 


| $129.67 payment per month includ- | 
|ing finance charges, went over bet- 
|ter than expected,” said Bill Mc- 
| David jr., vice-president of Bill| 
| McDavid Pontiac, Fort Worth, 
Eight one-minute television spots | 
also were used in the promotion, | 
and McDavid said he was unable 


|to say which was more effective. 


Although the four-door was ad- 
vertised, the two-door hardtop sold 
best, according to McDavid. He| 
attributed this to the fact that it is| 
the sportier of the two and that 
a boat hitched to a hardtop looked 
better. 


+ * = 
‘Meet the Boys in Back’ 
YMAN BROS. (Pontiac), 
Richmond, Va., made a bid | 
for service business with a news- 


paper ad which featured photos | 


of Howard Moore, service man- 
ager, and members of the serv- 
ice organization. 

The ad was captioned: “These 


Dunn Sells Totem Pontiac 


Totem Pontiac, Inc., major down- 
town Seattle dealership, has been 
purchased by Phil Strelinger and 
Richard Evans, owners of a Pon- 
tiac dealership in suburban Renton. 
Totem formerly was owned by Rob- 
ert B. Dunn. 
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268,537 buses change 
filters on regular schedules 
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Order Now...Sell Bi 


70,000 fleets 


233,703 pieces of off-the- 
road machinery represent 
another big market 










operate 2,400,000 trucks 





g to this Big Market! 


|$399 down cash or equity and| 


_ 


are the men that give you the 
famous Hyman service and in- 
vite you to their newly enlarged 
service department.” 

Readers were informed that 
the newspaper ad entitled them 
to a free State inspection ticket 
when the car was inspected in 
the Hyman shop. The limited- 
time offer was made to introduce 
motorists to the new service de- 


| partment. 


* * + 


|Experts Quoted on Buick 


ogo “the experts” say about 
| the 1959 Buick was quoted in 
an ad in the Danville (Ky). 
Advocate by H. C. Harmon Buick 
Co. 

Among the experts quoted was 
| L. H. Houck, Automotive News 
travelling correspondent, who test- 
| drove the ’59 Buick. 
| “People who know cars are call- 
jing the car—Buick ’59—the buy,” 
the ad stated. 


* * 


Novel Promotions 
Gain Notices 


For Toyopet 


iT zss= ways to promote the 
sale of Japanese-built Toyopets 
jare being employed by Toyota 
Motor Co. publicity representatives 
in this country. 

In one of the promotions, a Jap- 
anese jinriksha of 60 years’ vintage 
| was trucked from Los Angeles for 
| use by Balboa Motors in San Diego 
|to contrast the old and the new 
| during the recent “Live Better By 
Far With a Brand New Car” sales 
campaign. 

Hansom cabs in New York’s Cen- 
tral Park were used alongside Toy- 
opet sedans carrying kimono-clad 
Japanese models to accent the car’s 
luxury look, and to interest news- 
paper photographers. This promo- 
tion was directed by John Doherty 
Associates. 

Joe Alvin & Co., which handles 
the Toyota overall account in the 
U. S., feted the Los Angeles auto- 
motive press to a party at Mike 
Romanoff’s Hollywood restaurant 
to emphasize the car’s luxury as- 
pects. A stylish new Japanese 
restaurant was used for a Chicago 
press party by the Oscar Beveridge 
Organization, midwestern repre- 
sentative for Toyota. 


In Miami, Japanese gardens with 
Japanese models were used by J. 
Robert Rowley Associates as back- 
ground for Toyopet pictures, which 
were then featured by Toyota na- 
tionally and given wide newspaper 
and syndicate play. Chopsticks were 
sent with press invitations. 

Alvin said promotional devices 
will continue to be used heavily 
by his and the associated firms: as 
local support for dealers and for 
the local and national ad cam- 








paigns of Hixson & Jorgensen, Inc., 
Toyota’s 
agency. 


national advertising 





The Old and the New— 


Sales manager Russ Blako, Balboa Mo- 
tors Imports (Toyopet), San Diego, chats 
with Eva Rabe, Miss Autorama, as she 
returns from a jinriksha ride around the 
dealership. The two-wheeled cart, pulled 
by Buddy Dow, was used by Harold Ut- 
schig, dealership owner, to promote the 
Japanese-built Toyopet. Utschig's aim was 
to dramatize the contrast between the old 
and the modern Japan. As the passenger 
stepped out of the jinriksha, he was in- 
vited to take a demonstration ride in the 
Toyopet. 
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Coming 
Events 


Dealer Conventions 


May 17-19 — Idaho Automobile Dealers 
+, Boise. 
17-19— Texas Automotive Dealers 
. Hotel Texas, Fort Worth. 

May 21-22—Oregon Automobile Dealers 
Assn., Salem. 

May 22-23—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 
querque, 

June 45—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 8— Delaware Automobile Dealers 
Assn., Henlopen Hotel, Rehoboth Beach, 


Del. 
June 21-23—Spring Meeting and Golf 
Tournament, New York State Automo- 
eo Whiteface Inn, Whiteface, 


June 18-20—Automobile Dealers Assn, of 
Indiana, French Lick Springs, Ind. 
June 21-24—Michigan Automobile Deal- 

Assn., Gratiot Inn, Port Huron, 
Mich. 

Aug. 7-8— Montana Automobile Dealers 
Assn., Butte, 

Aug. 9-11— Georgia Independent Auto- 
mobile Dealers Assn., General Ogle- 
thorpe Hotel, Savannah. 

Aug. 23-26—Automobile Dealers Assn. of 
West Virginia, Greenbriar Hotel, White 
Sulphur Springs, W. Va, 

Sept. 45—Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland, 

Sept. 13-I5—Wyoming Automobile Deal- 
ers Convention, Casper. 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-22—3éth Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Colorado Automobile Dealers 
Assn.. Broadmoor Hotel, Colorado 
Springs. 

Sept. 20-22—Kentucky Automobile Dealers 
Assn., Kentucky Dam Village, Gilberts- 
ville, Ky. 

Sept. 20-22—New Jersey Automotive Trade 
Assn., Hotel Chalfonte-Haddon Hall, 
Atlantic City. 

Sept. 21-22—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, 
Sept. 27-28—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 

Bretton Woods, N. H. 

Oct. I1-13—Automotive Trade Assn. of 
Virginia, John Marshal! Hotel, Rich- 
mond. 

Oct. 18-20—Florida Automobile 
a. Hotel Robert Meyer, 
ville. 

Oct, 25-26—Oklahoma Automobile Deal- 


Dealers 
Jackson- 


Automotive Cartoon 


Of the Week 


ANDERSON'S 


USED CARS 
AND TRUCKS 


“That isn't imitation stuff, lady .. . 
that's genuine artificial leather!" 


ers Assn., Hotel Tulsa. Tulsa. 
Nov. 15-17—Mississippi Automobile Deal- | _ 


ers Assn., Buena Vista Hotel, Biloxi. ‘ 
Letterbox 


Nov. 1!0—Connecticut Automotive Trades 
‘Correction, Request ... . 


Assn., Statler-Hilton Hartford, 
Nov. 21-23—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 

Dec. 2—Utah Automobile Dealers Assn., 
This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 

used, if you so request. Address Editor, Automotive News, Detroit 7, Mich. 
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Utah Hotel Salt Lake 
Citv. 


Jan, 30-Feb. 3—National Automobile Deal- 
ers Assn., Washinaton. D. C. 

* i 7 

Auto Shows 


Oct, 21-25—International Foreign & Sports 
Car Show, Commonwealth Armory, Bos- 


Motor Lodge, 
Entered as second-class matter Post Office, Detroit, under Act of March 3, 1879. 
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AUTOMOTIVE NEWS PLATFORM 
1 |. Fair and equitable contracts between manufacturers and dealers in | 
motor vehicles, parts and accessories; 

¥ 2. Every dollar of gasoline and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 

{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
= - = citizens more of the better things of life than anywhere 
else in the world. 


AUTOMOTIVE 


\to quote registration figures for 
1958, taken from the Polk report 
which indicates that BMC products 
accounted for 32,363 registrations im 
the United States. This puts us @ 
fourth place behind Volkswagen, 
Renault and English Ford—T. R 
Birt, advertising manager, Hambro 
| Automotive Corp., New York. 
(Eprror’s Note: Under terms of 
our contract with R. L. Polk 4 
Co., we are supplied figures for 
only the top 10 imported cars, 


W olseley’s No Newcomer 


I would like to bring to your at- 
tention an error that appeared in 
the Apr. 20 issue and also to make 
one request. 

First of all, with regard to the 
error. This appears on Page 34, 
under the heading “First True BMC 
Car.” 

The article relates that British | 
Motor Corp. has announced a new} 
model styled by Pinin Farina, | 
which is neither a Nuffield nor an} 
Austin product but a really true| and this does not include all the 
BMC product. The car to which the} BMC makes.) 
article refers is the Wolseley, aol e 
I would like to point out a 
Wolseley has been a manufacturer Helps All 
unto itself in the Nuffield organiza- It is always a pleasure to leaf 
tion for many, many years. through the Almanac and recognize 

In fact, Wolseley Motor Co. | old and new friends. 

first produced an automobile in As usual, you have done an e 
1895 and has manufactured auto- | cejient job in presenting a large 
mobiles under that name ever |amount of worthwhile material 

which helps us all in the trade— 


since. 

Secondly, with regard to the re-|1, W. Curistenson, vice-president 
quest. Would it be at all possible/ of sales, Cleveland Graphite Bronze 
for Automotive News, when quoting | Co, 
sales or registration figures of ae ee = ae 
various imported manufacturers, to 
quote a total figure for BMC prod- 


ucts? I think you will find that 


ton. 

Oct. 31-Nov. 11—4Ist International Motor 
Show, Turin, Italy. 

Dec. 1-6—Tampa Auto Show, Fort Homer 
Hesterly Armory, Tampa. 

Jan. 16-24—52nd Annual Chicago Auto- 
mebile Show, International Amphi- 
theatre. 

Jan, 24-28—Iinternational Foreign & Sports 
Car Show, Dinner Key Auditorium, Mi- 


ami, 
Feb. 6-14—Detroit Auto Show, Artillery 
Armory. 
Feb. 10-13—Automotive Service Industries 
Assn. Show, Coliseum, New York. 
* 


Capsule Comment 


Auto makers, along with other leading companies, have 
protested the Senate antitrust subcommittee’s bill which 
would require “‘dominant” firms to give 30-day notice of a 
price increase and undergo public hearings. 


Do we have a free competitive economy or not? 
* * * 


Used-car stocks are at their second lowest point of 
the year, with franchised dealers having an average in- 
ventory of 30 days. 

The year to date parallels 1955, with every month 
below a 40-days’ supply. 

* 


General 


May 17-20—37th Annual Convention of 
the Automotive Engine Rebuilders Assn., 
Royal York, Toronto. 

May 25-28— Design Engineering Confer- 
ence and Design Engineering Show, 
Convention Hall, Philadelphia. 

June 14-19—SAE Summer Meeting, Chal- 
fonte-Haddon Hall, Atlantic City. 
Aug. 10-13—National West Coast Meet- 
ing, Hotel Georgia, Vancouver, B. C. 
Sept. 14-17—National Farm, Construction, 
and Industrial Machinery Meeting, Pro- 
duction Forum and Display, Milwaukee 

Auditorium, Milwaukee, 

Oct. 5-10—National Aeronautic Meeting, 
Aircraft Manufacturing Forum and Air- 
craft Engineering Display, The Am- 
bassador, Los Angeles. 

Oct. 21-24—Automotive Wholesalers of 
Texas, Adolphus Hotel, Dallas, Tex. 
Oct, 26-28—National Transportation Meet- 

ing, La Salle Hotel, Chicago. 

Oct. 27-28—National Diesel Engine Meet- 





* * 


Business failures by motor vehicle dealers in the first 
quarter of 1959 fell to less than one-half of the total re- 
corded in the same period a year ago, Dun & Bradstreet 
reports. 

Welcome news, but still too many. 
« * * 


Congratulations on an outstand- 
ing edition of the AUTOMOTIVE News 
Almanac for 1959. It is a great edi- 





: ! this will put us considerably higher 
g, La Salle Hotel, Ch , : i d of 
Oct’ '28-30-—National Fuels sad Lubricants | UP,-at least than is presently shown. a one Fae Say Be ae 
March traffic deaths rose 9 percent to 2,790 compared with ear oe 
560 last year, according to the National Safe ncil. 
2, y . 6 7 ty Counci 30 Years Ago 3 * I believe this latest edition of 
years of almost unbroken reductions. have ever published. It is certainly 
* * + full of every kind of information 
+ ; ; a. “Present day low cost of automobiles would be impossible without || tive field. —Paut E. Rowsey, City 
mass production in Czechoslovakia, with initial produc- the aid of advertising,” Edward S. Jordan, president, Jordan Motor || Chevrolet Co., Muskozee, Okla. 
i at 100,000 annually. 
Yom. set ; y Chamber of Commerce at their annual meeting in 1929. “The idea That certainly is a beautiful 
, that advertising cost necessarily means a more expensive product is Almanac and is one of the most 
preparing to ravage Europe. 
* * * method of salesmanship. It makes the introductory calls which other- I know that everyone who is 
wise have to be made by personal approach. Advertising, like the privileged to receive it will put 
the forthcoming Big Three cars; American Motors and S-P}| ¢tier.” Jordan said. : : ; chabinen, White Meter Oo. 
see no threat; the Big Three expect increased sales pene- United States and Canada turned out 633,424 vehicles in April, 1929, al ee 
industry, according to the National Automobile Chamber of Com- |! . > che tee Al = Joma 
Maybe that 71% million sales year, predicted by GM || merce. a an cena Siieaes, Deal 
President John Gordon, will come sooner than 1965. . ; 


—From the Files of Automotive News 


Meeti i Just as an example, I would like 
ae oe ee ee f . . National Automobile Dealers Ass? 
It was the third consecutive monthly increase after two ’ 5 : your Almanac is the best that you 
. ‘ : . Is you might refer to in the automo 
Skoda is preparing an “inexpensive people’s car’ for 
Car Co., told the advertising manager of the National Automobile ee 
Last time we heard of a “people’s car” Hitler was 
a fallacy. The printed page is simply an optional and less expensive valuable things in my library. 
Everyone seems sure: The imports express no fear of || editorial pages, is the efficient economical substitute for the town ie to peed Gen,otneane 2, Bilal 
x making it the biggest single month in the history of the automobile 
tration. . ~ . 7 As usual you have done a fine 
(Continued on Page 41, Col. 1) 
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Now any car manufacturer can have 
expensive-looking “custom” seats—even 
those trend-setting sports-car-type “buck- 
ets’'— without stretching cost figures way 
out of line. 


AIRFOAM engineers work right with your 
design men on this. Then Goodyear builds 
full-depth AIRFOAM seat-and-back sets to 
your specs. You can have seats with the 
molded look, sculptured look or what 
have you— ready to set in the seat shell. 


What's more, this fresh, new. styling can 
actually save you money. For with full- 
depth AIRFOAM you've eliminated the 


need for springs, insulators, auxiliary 
padding materials, etc—and wiped out 
several complex assembly operations. 


More important, you have the eye-widening 
luxury of full-depth AIRFOAM in your cars. 
You have precious inches of extra space, 
too—for AIRFOAM packs its matchless 
comfort into far less bulk than conven- 
tional seat construction. 


Why not let AIRFOAM help make you a 
trend-setter— add a new kind of sales 
appeal to every model you turn out. For 
full information, contact Goodyear, Engi- 
neered Products Dept., Akron 16, Ohio. 


em ds a5 Gp 


Airfoam —T. mM. The Goodyear Tire & Rubber Company, Akron, Ohio 


pFyY 


—First in Luxury. The 
prospect who relaxes on 
full-depth AIRFOAM 
luxury sells himself! 


ATRFOAM 


—First in Spaciousness. 


Full-depth AIRFOAM 
gives you more comfort 
in less space— adds 

to the legroom. 


HHHEHHHHKEHHH 
HHRHHHKHHKHHHEE 
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AIRFOAM 


—First in Quietness. AIRFOAM 
seats are not only squeakiess seats —they 
help muffle other car noises, too! 
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EAR 


The Foam Rubber-Latex cushioning of cars with a Future 





Factories Use Video .. . 
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Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

NBC-TV will be known ag the 
“automotive network” come Sep- 
tember. 

Although it has received a high 
percentage of the car makers’ 
dollars in the past, money in the 
till for fall automotive shows on 
NBC already has reached lop- 
sided proportions. 

One reason for the trend is the 
“spectacular,” which was pioneered 
by NBC during the Pat Weaver era 
and appears to be reaching a zenith 
in 1959. 

NBC has Ford Motor Co, tele- 
easts across the board this fall, 
plus 71 percent of General Motors 
business and 60 percent of billings 
from Chrysler Corp. 

The biggest portion of the $50 
million already in the till will be 
the $21.5 million Ford Motors will | 
expend for its “Wagon Train,” 
“Ernie Ford” weekly telecasts, and 
its new “39 Specials” spectaculars 
which will make its debut in the 
fall. 

The “Dinah Shore Chevy Show” 
will throw in another $10.4 million, 
and the sponsorship of the “Steve| 
Allen Show,” which will appear on 
Monday nights in the fall, will cost 
Plymouth some $9 million. In addi- | 
tion, other automotive spectaculars 
will throw another $9.4 million in 
NBC coffers. 

Only foreign makers who have) 
been active in network television 
are Renault, which sponsored the 
Ernie Kovacs spectacular, and 
Volkswagen’s sponsorship of part 
of the Sugar Bow! football game 
last New Year. 

To date, NBC is the only net- 
work that will show a gain in 
business for this fall, upping its 
income from $19 million to $50 

‘million on automotive sponsored 
television shows. 

CBS collected in the neighbor- 
hood of $11 million on Chrysler, 
GM, Ford, Lincoln-Mercury and 
Renault shows last year, but at 
latest reports has only Renault’s 
“Playhouse 90” show under con- 
tract for this fall. 

Industry sources, however, re- 
port that Oldsmobile is interested 
in a show in the 7:30 to 8 p.m. 
time slot on Sundays over CBS. 
That would precede the Ed Sulli- 
van Show, which has been spon- 
sored in part by Mercury for the 
last several years. 

Mercury, it is understood, will 
drop Sullivan on June 1 and 
throw all its television expendi- 





success to weekly schedules,” said 
a spokesman for that network. “As 
a result ABC is not as enthusiastic 
about spectaculars.” 
* * 


Hanson Picks Prelle 


F.. W. Prelle Co., Hartford, Conn., 
has been named advertising counsel 
for Henry L. Hanson Co., Wor- 
cester (Mass.) manufacturer of 
taps, dies, high speed drills and 
other small hand tools. 

* * 


New Slide Film Technique 
A technique that brings three- 


a 
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Car registrations by 
states as compiled 
by R. L. Potk & Co. 


AMC 
Ram- 
bier 


Chrys- 
ler 


127 
167 
10 
12 
44 
68 
80) 
101 
1070 
1537 
120 
185 
254) 
286 
44 
66 


Alabama 882) 


280 
40 
_ 30 _ 
390 
211 
566 
21 
7962 
2516) 
803 
4% 
1334 
535 
185 
nieces 
262 
79 


Alaska 
Arizona 
Arkansas 
California 
Colorado 
Connecticut 


‘59 
ee it ae 
District of Columbia ‘59 
58) 
‘59 
‘58 
‘59 
38 
‘59 
"58 
‘59? 
‘58 
‘59 
"58 
‘5? 
‘58 


Delaware 


69 
— 
2214; «342 
876| 392) 
856, «171/ 
312} 231 
368, 
247| 65 
4976, 97 
2805) 1247 
1544, (256) 
7 __ ON 
1179, 229 
517|__25! 


Florida 
Georgia 
Idaho 
Illinois 
Indiana 


lowa 


Impe- 
rial 


dimensional effect to film presenta- 
tions at low cost has been devel- 
oped by Close & Patenaude, sales 
promotion and training agency of 
Philadelphia and Birmingham, 
Mich, 

Called MagniScene, the new 
method offers users of filmstrips, 
slides, television commercials and 
motion pictures such visual ad- 
vantages as: true-to-life depth 
and third dimension, greater im- 
pact and realism in the presenta- 
tion of products and more excit- 
ing color treatment, according to 
Carl B. Sykes, Detroit area sales 
manager for the firm. 


In addition to new creative pos- 
sibilities, Sykes said, MagniScene 
provides substantial economy in 
film presentations. Savings up to 
40 percent of usual film-making 


New Passenger-Car Registrations, 


De- 
Soto 


5410| 
3398 
194 
a 
2359 
1168) 
3350 
3064 
32846 
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costs are possible using this 
method, he said. 

Under the MagniScene method, 
Sykes explained, each character, 
product or prop appearing on film 
is a separate piece of art work and 
is photographed standing upright 
on a small stage rather than lying 
flat in the usual way. This permits 
more effective use of lights and 
shadows and a feeling of depth and 
perspective is achieved not possible 
with ordinary film-making meth- 
ods. 

The art work also may be used 
more than once in a film, there- 
fore, reducing the amount of time 
spent in preparing original art, 


Sykes said. 


* * * 


Personnel Changes 

Tomm Harty from Waldie & 
Briggs Agency, Chicago, to produc- 
tion manager of Sander Allen, Inc., 
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Chicago ... George Freeland from 


a, 
advertising map. 
ager to director 
of advertising for 
Holley Carbure 
tor Co., Detroit 
... John W. Cla. 
son from account 
executive on the 
Firestone car tire 
account to super. 
visor of the Fire. 

4 stone account at 
Campbe!ll-Ewald 
George Freelané = Detroit . .. Phil. 
lips Van Dusen to succeed Clason 
as account executive Robert 
E. Johnson to advertising staff of 
Promotional Advertising, Inc., Los 
Angeles firm handling advertising 
sales promotion and public relg. 
tions for Renault and Peugeot cars 
on the West Coast .. . George Kay 
| to auto account representative of 
|Memphis Publishing Co., succeed. 
|ing the late Arthur C. Bailey, 
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"The information in this report has been compiled from official state documents. Every reasonable precaution has been exercised to i istrations 

received at the time the report is published. R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or ommissions.”"—-R. L. Polk h Ca. to the extent of the registrati 
The 1958 figures for Metropolitan and Packard are included in miscellaneous. The Oregon registration count prepared by the Oregon State Motor Vehicle Department is included ia 


this preliminary U. S. summary. These figures have not been subjected to auditing procedures usually applied by R. L. Polk & Co. The 1958 figures for Oregon are Polk figures. 
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tures into the new Ford Motor 
spectaculars over NBC. 

Estimates of CBS television re-| 
ceipts for automotive shows this fall | ————; 
is placed at $4 million, which is a} 7 
sizable decline from the $11 million | 
invested by auto makers a year 
ago. A big chunk of the $4 million 
will be lost when Mercury and 
Sullivan part company, but should 
be replenished if Oldsmobile takes 
over the Sunday night slot “in 
which, automotive sources say it 
is interested. 

ABC iis pretty well tied up in 
Procter & Gamble and various to- 
bacco company sponsored telecasts, 
but will continue to carry the Pat 
Boone Chevy Showroom and the 
Lawrence Welk Dodge Dance 
Party on a weekly basis. The Bing 
Crosby spectaculars, sponsored by 
Oldsmobile, also will be seen on 
ABC this fall. South Dakota 

A spokesman for NBC attributes 
the shift to “better programming, 
the Spectacular, and the network’s 
ability to transmit color casts on a 
week-to-week basis.” 

Although there are some people 
in the media business who feel 
that CBS and ABC are out of 
phase with the times, a spokes- 
man for CBS said last week that 
Ais network is sold out and there 
just isn’t any time left that is 
suitable for an auto maker who 
wants a show on a week-to-week 
basis. 

“The automotive business is im- 
portant to CBS management,” he 
said, “but we’re just not in a posi- 
tion to give the auto maker the 

.time slot he wants.” 


“ABC attributes its phenomenal 
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Now By A Wider Margin Than Ever... 


RAMBLER 
RESALE VALUE 


| Is Better Than ANY Other 
3| Car In The Low Price Field! 
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Top Resale Value Added To 
Low First Cost and Record-Breaking 
Economy Means 


VOLUME SALES FOR 
RAMBLER DEALERS! 
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MAIL THIS COUPON TODAY 


Director of Dealer Development 
American Motors Sales Corporation 







We Have the Product for the 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Cincinnati 


New-car sales in Hamilton 
County (Cincinnati) numbered 2,821 
in April, compared with 3,160 in 
March. 

By makes, sales were: Chevrolet, 
848; Ford, 787; Oldsmobile, 299; 
Pontiac, 218; Rambler, 208; Plym- 
outh, 199; Buick, 157; Mercury, 93; 
Studebaker, 68; Dodge, 55; Cadillac, 
52; Volkswagen, 46; Chrysler, 32; 
Renault, 30; Edsel, 19; DeSoto, 16, 
and Simca, 16. 

Lincoln, 14; Opel, 14; Austin, 
12; Fiat, 11; Triumph, 10; Volvo, 
7; MG, 6; Mercedes-Benz, 5; Met- 
ropolitan, 5; English Ford, 4; 
Taunus, 4; Vauxhall, 3; Borg- 
ward, 2; Morris, 2; Peugeot, 2; 
Porsche, 2; Willys, 2; Imperial, 1; 
Checker, 1, and miscellaneous, 4. 

There were 4,268 certificates of 
title filed for used cars in April, 
compared with 4,458 the previous 
month. Used-truck transactions fell 
to 187 in April from 277 a month 
earlier. 

New-truck sales numbered 379, 
compared with 343 in March. By 
makes, they were: Ford, 104; Chev- 
rolet, 92; International, 46; GMC, 
42; White, 23; Mack. 23; Oshkosh, 
17; Volkswagen, 9; Reo, 8; Dodge, 
7; Willys, 5; Autocar. 2, and Dia- 
mond T, 1—(Frank Kappel.) 

* * + 


Minneapolis 
Registrations of new cars in April 
in Hennepin County (Minneapolis) 


set a record, according to Finance 
and Commerce, business newspaper. 


Registrations totalled 7,353 cars, 
compared with 5,939 in April, 1958, 
and 6,512 in April, 1955, the previous 
alltime record months. March saw 
3,220 cars registered. 

April registrations in Minneapolis 
usually run higher than other 
months because of the Minnesota 
personal property tax deadline 
May 1. 

Registrations by make in April 
were: Chevrolet, 1,968; Ford, 1,- 
415; Plymouth, 587; Oldsmobile, 
419; Buick, 553; Rambler, 462; 
Pontiac, 415; Dodge, 233; Mer- 
cury, 223; Studebaker, 171; Cad- 
illac, 113; Edsel, 108; Chrysler, 89; 
DeSoto, 64; Lincoln, 37; Volks- 
wagen, 37; Volvo, 21, and miscel- 
laneous, 378. 

New-truck registrations amounted 
to 635, compared with 281 a month 
earlier and 482 in April a year ago. 
A breakdown follows: Chevrolet, 
267; Ford, 223; International, 42; 
Dodge, 34; Willys, 15; Volkswagen, 
13; Studebaker, 11; GMC, 8: White, 
4; Mack, 2; Reo, 2, and miscel- 
laneous, 14.—(Donald M. Lyons.) 

2 ™ ” 
Indianapolis 

April sales were off slightly in 
Indianapolis, totalling 2,927, com- 
pared with 2,961 in March. 

New-truck sales also declined— 
from 301 to 245. 

By makes, new-car sales were: 
Ford, 795; Chevrolet, 585; Olds- 
mobile, 282; Pontiac, 224; Plym- 
outh, 219; Rambler, 143; Buick, 

112; Studebaker, 97; Mercury, 86; 
Dodge, 68; Cadillac, 51; DeSoto, 
38; Volkswagen, 26; Chrysler, 22; 
Opel, 21; Edsel, 18; Simca, 16, 
and Volvo, 12. 

Imperial, 11; Mercedes-Benz, 11; 
English Ford, 9; Fiat, 9; Renault, 
9; Lincoln, 8; Hillman, 5; Jaguar, 
5; Triumph, 5; Vauxhall, 5; Morris, 
4; Peugeot, 4; Continental, 3; Isetta, 
3; Austin-Healey, 3; Metropolitan, 
2; MG, 2; Porsche, 2; Rolls-Royce, 
2; Sunbeam, 2; Checker, 2; Willys, 
1, and miscellaneous, 4. 

New-truck registrations were: 
Ford, 61; International, 57; Chev- 
rolet, 41; GMC, 35; White, 21; 
Willys, 12; Dodge, 8; Volkswagen, 
3; Reo, 2; Autocar, 1; Diamond T, 
1; Diveo, 1; Mack, 1, and Kenworth, 
1.—(C, L, Kern.) 
. * * 


Columbus, O. 


New-car sales in Franklin County 
(Columbus), O., totalled 2,462 in 
April, compared with 1,758 in the 
year-ago month and 2,738 in March 

Used-car sales in April totalled 
1,072, compared with 7,347 in 
March and 6,026 in April, 1958. 
New-truck sales totalled 222, 


down 17 from March but 38 more 
than in April, 1958. 

By makes, new-car registrations 
were: Ford, 634; Chevrolet, 599; 
Plymouth, 226; Pontiac, 186; Olds- 
mobile, 139; Rambler, 112; Buick, 
95; Dodge, 86; Volkswagen, 52; 
Chrysler, 51; Studebaker, 44; Mer- 
cury, 36; Simca, 23; DeSoto, 21; 
Chrysler, 17; Opel, 15; Edsel, 14, 
and miscellaneous, 112.—(Ernest L. 


Arms.) 
* * + 


Louisville 


New-car sales in the Louisville 
area for the first four months of 
1959 ran ahead of both 1958 and 
1957. 

In April, 1,980 new cars were 
sold, compared with 1,488 in March. 
It was the best month in a long, 
long time, dealers said. 

By makes, sales were: Ford, 
580; Chevrolet, 443; Plymouth, 
183; Pontiac, 121; Oldsmobile, 
115; Rambler, 110; Buick, 86; 
Mercury, 57; Studebaker, 37; 
Dodge, 35; Volkswagen, 29; Fiat, 
27; Cadillac, 18; Opel, 18; Edsel, 
16; DeSoto, 13; Checker, 12, and 
English Ford, 12. 

Simca, 12; Austin-Healey, 7; 
Chrysler, 7; Metropolitan, 7; Con- 
tinental, 6; Jaguar, 5; Vauxhall, 5; 
Imperial, 4; MG, 4; Mercedes-Benz, 
4; Renault, 4; Triumph, 4; Volvo, 
4; Borgward, 3; Hillman, 2; Morris, 
2; SAAB, 2; Taunus, 2; Willys, 1; 
Lincoln, 1, and miscellaneous, 4. 

New-truck sales numbered 207, 
compared with 211 a month earlier. 
By makes, April registrations were: 
Chevrolet, 58; Ford, 57; Interna- 
tional, 26; GMC, 19; Volkswagen, 
17; Crane Carrier, 9; White, 6; 
Mack, 4; Willys, 3; Dodge, 2; 
Studebaker, 1, and miscellaneous, 
5.—(A. W. Williams.) 
= 


Boise, Id. 


A total of 268 new cars were sold 
in Ada County (Boise), Id., in April, 
compared with 276 in March. The 
number of domestic units declined 
from 241 to 219. while import sales 
rose from 35 to 49. 

By makes, registrations were: 
Chevrolet, 54; Ford, 46; Rambler, 
23; Plymouth, 22; Oldsmobile, 15; 
Pontiac, 15; Buick, 12; Volks- 
wagen, 12; Cadillac, 9; Imperial, 
7; Volvo, 7; Triumph, 5; Borg- 
ward, 4; Mercury, 4; Chrysler, 3; 
Dodge, 3; MG, 3; Studebaker, 3; 
Fiat, 2; Hillman, 2; Simca, 2; 
Austin, 1; DeSoto, 1; Edsel, 1; 
English Ford, 1; Lincoln, 1; Mer- 
cedes-Benz, 1; Peugeot, 1; Ren- 
ault, 1; Vauxhall, 1, and miscel- 
laneous, 6. 





New-truck registrations num-| 


bered 90 in April, compared with 

143 a month earlier. By makes, 

| they were: Chevrolet, 28; Interna- 

tional, 26; Ford, 25; Willys, 4; 

Dodge, 3; GMC, 3. and Kenworth, 1. 
+ * ” 


Dayton, O. 


New-car sales in Montgomery 
County (Dayton), O., continued to 
roll along at a fast clip during 
April. 

Statistics show there were twice 
as many sold during the first four 
months of 1959 as in the compa- 
rable 1958 period. 

By makes, April sales were: 
Chevrolet, 581; Ford, 557; Pontiac, 
248; Plymouth, 202; Oldsmobile, 








187; Rambler, 149; Buick, 96; Mer- 
cury, 79; Studebaker, 70; Cadillac, 
44; Dodge, 43; Volkswagen, 32; 
Chrysler, 29; Edsel, 26; English 
Ford, 22; Fiat, 21; Simca, 21; De- 
Soto, 15; Metropolitan, 14; Lincoln, 
7; Imperial, 4, and Willys, 3— 


(William Francois.) 
. * * 


Toledo 


April saw 1,829 new cars sold in 
Toledo and Lucas County, com- 
pared with 1,894 in March and 1,- 
018 in April a year ago. 

There were 155 new trucks sold 
in April, compared with 69 in 
March and 82 in April, 1958. 

April sales of new cars were: 
Ford, 454; Chevrolet, 436; Pontiac, 
130; Oldsmobile, 126; Plymouth, 117; 
Rambler, 86; Dodge, 73; Buick, 71; 
Mercury, 59; Studebaker, 54; Edsel, 
30; Chrysler, 25; Volkswagen, 22; 
Renault, 19; DeSoto, 14; Simca, 12; 
English Ford, 11; Taunus, 9; Lin- 
coln, 5; Willys, 5; Imperial, 3, and 
miscellaneous, 35.—(Ernest C. 


Kish.) 
* * * 


Birmingham, Ala. 


Sales of new cars in Birmingham, 
Ala., totalled 1,438, just about the 
same as the 1,449 recorded in 
March. 

By makes: Ford, 410; Chevrolet, 
362; Pontiac, 106; Plymouth, 177; 
Oldsmobile, 75; Rambler, 66; Buick, 
64; Cadillac, 36; Volkswagen, 30; 
Mercury, 28; Renault. 24; Dodge, 
22; Studebaker, 22; Chrysler, 13; 
English Ford, 12; DeSoto, 10; Hill- 
man, 10; Imperial, 6; Simca, 10; 
MG, 6; Vauxhall, 6; Volvo, 6; 
Austin-Healey, 5; Fiat, 4; Triumph. 
3; Edsel, 2; Metropolitan, 2, and 


miscellaneous, 11.—(Stuart Riddle.) 
o + +o 


Houston 


April saw 4,439 new cars regis- 
tered in the Houston area, 139 
fewer than the 4,578 sold in March. 

By makes, sales were: Ford, 1,- 
252; Chevrolet, 1,148; Oldsmobile, 
299; Pontiac, 292; Buick, 243; 
Plymouth, 200; Rambler, 156; Cad- 
illac, 123; Renault, 102; Mercury, 
64; Dodge, 59; Simca, 56; Opel, 53; 
Studebaker, 45; Volkswagen, 44; 
English Ford, 34; Chrysler, 24; 
DeSoto, 22; Taunus, 22; Edsel, 20, 
and Hillman, 19. 

Volvo, 18; Triumph, 18; Willys, 
13; Imperial, 11; MG, 11; Austin- 








Brutons Switch to Renaulf— 


Looking over the franchise papers that 
make Bruton Motors in Dallas an exclusive 
Renault-Peugeot dealership are, from left, 
David Bruton, coowner of Bruton Motors; 
Ed Peters, vice-president, Sterling Motors, 
Inc., Dallas-based distributor for Renault- 
Peugeot; Donald Bruton, dealership part- 
ner, and James Hughes, Sterling presi- 
dent. The Brutons gave up their DeSoto- 
Plymouth franchise in order to make their 
entire operation available for Renault- 
Peugeot sales and service. 


Healey, 9; Continental, 9; Metro- 
politan, 9; Peugeot, 9; Vauxhall, 
8; Fiat, 8; Morris, 8; Isetta, 4; 
Lincoln, 4; Mercedes-Benz, 3; 
Jaguar, 3; Rolls-Royce, 3; AC 
Bristol, 2; Panhard, 2; NSU, 2; 
Sunbeam, 2; Porsche, 2, and mis- 
cellaneous, 4. 

New-truck registrations totalled 
845, compared with 741 a month 
earlier. By makes, they were: Chev- 
rolet, 320; Ford, 258; International, 
124; GMC, 44; Dodge, 39; Mack, 20; 
White, 8; Willys, 7; English Ford, 
6; Studebaker, 4; Volkswagen, 4; 
Reo, 3; Morris, 2; Diamond T, 1, 
and miscellaneous, 5—(Ruby Fen- 
oglio.) 

~ * . 


Montreal 


Montreal dealers said that busi- 
ness had picked up considerably 
with more seasonable weather and 
resumption of work on many out- 
of-door projects. Sales experience 
for all dealers in Montreal has been 
“very good” and all look for con- 
tinuing good business for the com- 
ing months. 


The pending introduction of 


How Nation's Salesmen Meet... 


Practical Problems of Selling 


T’S not often that a salesman 
discovers the exact factor that 
decided a sale, so this discovery 
by Jack Meek, new-car sales 
manager for Midwest-Renault, 
Kansas City, Kans., carries good 
information. 
Meek was selling Pontiacs at 
the time and the sale in question 
was made to his 
Sales dentist. His first 
contact came when 
Case the dentist and his 
Histories 
cold. 


wife came into the 
Pontiac salesroom 
“Can I show you folks around?” 








‘| Volkswagen Expands Truck Line— 


Joining the Volkswagen pickup and panel in the commercial-car field is this 
double-cabin pickup. The vehicle may have been developed for competitive reasons, 
since the German-built Tempo Matador has offered such a truck for some time. 


he asked them. They said they 
wanted to look at the new Pon- 
tiacs, so Meek showed them all 
the new models and even the 
service department. 

Wandering around the build- 
ing, Meek bumped into the owner 
and he introduced the couple to 
the owner. This bolstered the 
relations, of course, but the 
couple left without buying and 
without much commitment, so 
Meek charged it off. 

The next afternoon, however, 
they returned and asked for 
Meek, They told him they were 

ready to buy and decided on a 

floor model he had shown them. 

“I always thought that the 

fact that I introduced them to the 

boss and that we discussed some 
of the details with him more or 
less casually led to the sale,” 
Meek said. 

“Subsequently, we had need for 
a dentist and so we patronized 
the dentist who had bought the 
Pontiac from me, As a matter of 
fact, he bought several cars from 
me afterward. 

“One day I was in his office 
and he asked me if I knew what 
caused him to buy that first car. 
I told him I thought I did, the 
fact that I took him to the top 
brass. 
on * * 

“MJOT at all,” the dentist 

laughed. “We'd been to sev- 
eral other dealers before we 
dropped in at your place, In some 





an 
smaller North American models 
the big companies has not yet had 
an effect on sales of current mo. 
els, it is claimed. Dealers of smay 
European cars continue to report 
increased sales volume. 

Deals are reported easily ay. 
ranged, despite stiffening of inter. 
est rates. The employment situation 
has improved in Montreal and dis. 
trict and dealers say the increageq 
flow of cash is apparent. 

Used-car dealers also reporteg 
fair increases in sales, Promotion ig 
not extensive, most dealers depend. 
ing on “neat” presentation of their 
stock to attract. buyers.— (Jules La. 
rochelle.) 

ok * * 


New Orleans 


New-car sales in New Orleans ip 
April amounted to 1,949, compare 
with 2,017 in March and 1,535 in 
April a year ago. 

April sales by makes were: Chey. 
rolet, 635; Ford, 486; Pontiac, 14: 
Oldsmobile, 89; Plymouth, 81; Ram. 
bler, 77; Buick, 57; Volkswagen, 40; 
Cadillac, 38; Mercury, 36; Stude 
baker, 31; Fiat, 29; Edsel, 28; Re 
nault, 28; English Ford, 16; Morris, 
16, and Vauxhall, 13. 

Metropolitan, 11; Opel, 9; 
Dodge, 9; DeSoto, 8; Chrysler, 7; 
Volvo, 7; Simca, 7; MG, 6; Tau- 
nus, 5; Lincoln, 4; Continental, 4; 
Hillman, 4; Mercedes-Benz, 3; 
Goliath, 3; Triumph, 3; Imperial, 

1, and miscellaneous, 4. 

April truck sales by makes were: 
Chevrolet, 102; Ford, 91; Interna- 
tional, 52; Mack, 13; Volkswagen, 
11; GMC, 8; White, 7; Diamond T, 
5; Dodge, 4; Studebaker, 2, and 
English Ford, 1—(Gordon Hebert.) 

* * * 


Youngstown, O. 


A total of 1,009 new cars were 
sold in Mahoning County (Youngs- 
town), O., in April, compared with 
908 in March and 562 in April a 
year ago. 

Used-car sales numbered 2,261, 
compared with 2,245 a month ear 
lier and 1,633 a year earlier. 

By makes, new-car sales were: 
Ford, 226; Chevrolet, 163; Pon- 
tiac, 132; Plymouth, 89; Buick, 

62; Rambler, 55; Oldsmobile, 47; 
Dodge, 46; Volkswagen, 34; Mer- 
cury, 27; Cadillac, 22; Studebaker, 
21; DeSoto, 17; Chrysler, 9; Edsel, 
7%; Lincoln, 2, and miscellaneous, — 
50. 

New-truck sales numbered 10 
compared with 111 in March and 
72 in April a year ago, By makes, 
they were: Ford, 28; Chevrolet, 19; 
GMC, 9; Dodge, 4; Volkswagen, 4; 
White, 4; Willys, 4; International, 
3; Mack, 3; Reo, 1, and miscellane- 
ous, 23. 


places we were viewed with sus 
picion and in a place or two we 
were treated rudely. 

“Before showing us new mod- 
els one salesman demanded t 
know what we had to trade. 
And you can believe it or not, 
but in this age of highly trained 
super salesmen, you were the 
only one who smiled and said 
‘Can I show you around? We 
knew when we left that night 
Wwe were going to buy from 
you.” 

“Since then,” Meek said, “I 
have learned that it is seldom the 
thing you think it is that 
decides the sale, but you can bet 

that I always try to show the 
utmost courtesy to every visitor 
first—before I find out about his 
trade or try to qualify him, I 
try to make friends with him 
first, We can always work the 
details out later.” 
* * © 


Seattle Salesmen Told 
How to Answer Phone 


The technique of receiving tele 
phone calls was described by Jack 
Schwartz, author of “How to 
More Business by Telephone,” # 
a meeting of Seattle-King County 
auto salesmen. 

Some of the rules he cited ale: 
Be friendly, identify yourself bY 
name, be a good listener, keep ® 
good mental attitude, put somé 
“love” in your voice. 





OVER A MILLION CARS NOW IN LUCITE® 


Use Du Pont LUCITE... the original “Magic-Mirror’” 
finish for all acrylic lacquer repair work 


For several years increasing numbers of 
cars have come off production lines fin- 
ished in Du Pont Lucite Acrylic Lac- 
quer. Now 1959 models are swelling the 
total many times, to give more millions of 
new car buyers beauty, durability, and 


ease of maintenance not possible before 
the introduction of LUCITE. 

The result for refinishers is much more 
repair work in LuciITE. And thanks to 
the simplified procedures and complete 
range of colors offered by Du Pont, it’s 


easy for any refinisher to duplicate all the 
characteristics of the factory finish known 
as “Magic-Mirror.”* So for repair of all 
cars in original acrylic lacquer, use the 
original Du Pont Lucite Acrylic Lac- 


quer. See your Du Pont refinish jobber. 
*General Motors’ name for Acrylic Lacquer. 


te 


Now all General Motors cars are being finished in exciting acrylic lacquer. Original Du Pont LUCITE is available in matching colors for all years, all models. 


LUCITE ACRYLIC LACQUER 


the finish with a futuré’ 


REG_u_s Pat Off 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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Ebullient Cooling Works 
At Boiling ‘Temperatures 


By Joseph M. Callahan 


Engineering Editor 


IDLAND, Mich.—Ebullient cooling, a new method of en- 
gine cooling that operates at boiling temperatures, now 
is being seriously studied by an automotive supplier because 
it promises considerable savings to truck owners and, 


eventually, to car owners. 
Simply speaking, an ebul- 
lient cooling system boils the 


coolant out of the engine, 
converting the liquid to vapor 
which goes into the radiator where 
it is condensed to fluid and re- 
turned to the engine. 

What makes this system desir- 
able is the fact that a pound of 
vapor will remove more than 60 
times as much heat from an engine 
as will a pound of water, This is 
based on comparisons with a nor- 


mal radiator that reduces the en- 
gine coolant temperature by 10 de- 
grees. 

While ebullient cooling has 
been used in stationary engines 
and compressors for some time, it 
is now being given an encourag- 
ing push for vehicle use by Dow 
Chemical Co, engineers here who 
recently completed a winter-long 
test of ebullient cooling on a 
1958 Chevrolet with a V-8 engine. 

The test consisted of driving the 


car for a number of runs at a 
constant speed on a 13-mile stretch 
between Midland and Bay City, 
Mich., until the 
recorded temper- 
atures taken at 
various points in 
the engine and 
cooling system 
reached equi- 
librium—the point 
at which the tem- 
peratures stayed 
steady. 

To permit com- 
3 parison of ebulli- 

J. M. Callahan ent cooling with 
regular cooling under the same 
conditions (car, road, speed, etc.), 
the car was equipped with both 
types of cooling and the operation 
could be readily switched from one 
system to the other. 

* * ea 


Testing the System 

DDITION of the ebullient sys- 

tem required the installation 
of a vapor-liquid separator, extra 
coolant outlets in the block, a 
condensate return line from radia- 
tor to separator, a liquid inlet from 
separator to block, a radiator air 
vent, a condensate return pump 


Ebullient Chevy— 


The engine compartment of this ‘58 
Chevrolet was fitted with an ebullient cool- 
ing system. The light, round object in the 
upper center is the separator. 


and thermocouples to take temper- 
ature readings. 

Commenting on the test, M, P. 
Latterner, of Dow’s Automotive 
Chemicals Development Labora- 
tory, said they “showed overall 
average coolant temperature for 
the ebullient cooling system runs 
was 210 degrees Fahrenheit and 
for the conventional cooling sys- 
tem runs, 166 degrees Fahren- 
heit.” 

“Comparing the ebullient cooling 
test runs with the conventional 


DEALERS NOW FINDING 


BIG CASH 


IN FRAM $60,000.00 TREASURE HUNT! 


THOUSANDS OF PRIZE WINNERS 
THOUSANDS OF EXTRA SALES 


6% @ Checking all cars—finding prize tags! 


@ Hoods are up—so are filter sales! 


éf 


@ More oil changes—added lube jobs! : 2 


HERE’S HOW YOU CAN WIN UP TO $1,000! 


Thousands of “Treasure Cars” are on the road equipped with specially tagged 
FRAM Air and Oil Filter Cartridges! These cartridges pay from $1 to $1,000 cash to 
every dealer who finds one...and the same to hiscustomer...to his wholesaler salesman! 


Check every car that drives in! Whether or not you find a prize tag, you profit 
from extra filter sales, added oil changes and lube jobs! 


Start now! “Hunt” ends June 30, 1959 and is subject to 


Federal, state and local laws and regulations. For more 
complete details write to FRAM CORPORATION, 
PROVIDENCE 16, R. I. Promotion is subject to Federal, state and local laws and regulations. 


O/L AIR FUEL 


WATER 


a 
cooling test runs at speeds from x 
to 65 miles per hour,” he said, “th 
exhaust valve seat temperature; 
were up to 10 degrees cooler; the 
cylinder wall temperatures wer, 
20-35 degrees higher, and the 
crankcase oil temperature wag 2 
29 degrees higher.” 

Latterner said Dow was trying 
to compare the heat transferrip, 
ability of the two systems and ty 
determine if the higher operating 
temperatures of the ebullient gyg. 
tem would affect the engine ag. 
versely. 

But, he emphasized, there was 
no evidence of any adverse effect 
| after operating the car about 10% 
miles. 

* * * 


Could Eliminate Water Pump 


T the conclusion of the tests 
| Robert Hansen, head of Dow’ 
| Automotive Chemicals Development 
| Laboratory, told AUTOMOTIVE News 
that he had concluded that ebuljj. 
ent cooling will: 

1. Possibly permit elimination 
of the water pump and lead to 4 
reduction of parasitic horsepower, 
The vapor circulates by itself, so 
no pump is needed. A conden- 
sate pump returns the fluid from 
the radiator to the engine, 

But this pump also could b 
eliminated if the radiator were ip. 
stalled on top of the engine. Dow 





engineers said that would be en. 


tirely feasible mechanically, 

They added this also would b 
practical on a truck from the 
design standpoint, although the 
current demand for low silhouettes 
would probably make it impractical 
on a car, If the present engine com- 
partment design were kept, the 
pump capacity could be reduced by 
95 percent. 

2. Give more uniform cooling 
temperatures throughout the block, 
regardless of external conditions. 

ok * * 


Smaller Radiator Possible 


3 PERMIT a 5 to 15 percent re 
¢ duction in radiator size. He 
said that heat is removed from the 
radiator by air passing through it 
in the conventional manner. But 
the coolant rate through the radi- 
ator is reduced by 95 percent and, 
even though the coolant is hotter, 


a smaller radiator can do the job § 


4. Permit the use of 30 to # 
percent less coolant. At this 
point, Hansen noted that 99 per- 
cent of the coolant in the ebull- 
ient system is liquid at equilib- 
rium. The only vapor is at the top 
of the block and in the radiator. 
He added that there would be 
no coolant in the radiator when 
the engine starts. 

5. Reduce engine corrosion be 
cause the boiling coolant will purge 
the oxygen from the system, 

Hansen said that the boiling of 
the coolant produces a scrubbing 
action in the engine because the 
“film” is thinner, The film is the 
relatively stagnant coolant next 
to the cylinder wall that moves only 
slightly during the coolant circula- 
tion in the normal system, 

eo * K 


No Thermostat Needed 


SKED about the effect of the 

extra heat on the lube oil, he 
said, “We found a 22-to-29-degree 
rise in lube oil temperatures, but 
this won’t cause important oxida 
tion, especially if oxidation inhibi- 
tors are used. An oil cooler could 
be used, also. 

“But the higher temperatures 
have the added advantage of ex 
pelling water from the lube oil. 
This will prevent most of the 
sludge formation that occurs at 
low temperatures.” 

6. Eliminate the thermostat be 
cause the coolant wouldn’t start 
circulating until it began to boil. 


When questioned about the | 


serious problem of further in- 


creasing under-hood temperature, | 
Hansen said, “This is desirable | 


in the wintertime. The present 


coolant temperature under sum | 


mer conditions is approximately 


the same as the ebullient cooling © 


method. Therefore, there will be 


no significant under-hood tem- = 


perature increase.” 
A problem connected with ebull- 


ient cooling is the need for 4} 
winter coolant that will boil out of | 
the engine in the same concentra | 
tion as water to give freezing Pro = 


tection. Dow finally selected it 
ET-373 for this purpose. 


Dow’s next step in its researc | 


will be to work with truck and 
heavy-vehicle manufacturers to in 
stall ebullient cooling in their V@ 
hicles for field testing. 
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Trouble Shooter in the Field .. . 


Dealers Laud Training Center 


By L. H. Houck 


Travelling Correspondent 


CHICAGO, — A small DeSoto- 
Plymouth dealer in Western Indi- 
ana was talking to a factory serv- 
ice representative from Chrysler 
Corp.’s new $2 million training 
center at Skokie, Ill., 27 miles north 
of the Chicago Loop. 


The dealer reported two new cars 


just delivered had loose nuts on a 


tailpipe bracket. 

The representative picked up 
the dealer’s phone and reported 
the incident to the assembly 
plant, This meant that if the cars 
were still rolling off the line with 
the defect, it could be corrected 
within minutes. 

There were no letters to write, 
no chain of command to wade 
through, It was instant action. 

Another Plymouth dealer in 
Southern Wisconsin had a trouble- 
some service problem during an 
early morning rush. 

He called the Skokie center’s 
service department and was con- 





nected immediately to one of two 
top-flight mechanical technicians 
with both engineering and field ex- 
perience, These men answer techni- 
cal problems and give advice di- 
rectly over the phone. 

The technician listened to the 
problem, checking at the same 
time with his records to see how 
many trained men the dealer had. 
Discovering he had none, the 
technician asked the dealer to 
have the part removed, describing 
the operations he wished per- 
formed. ; 

Checking another chart for the 
location of a factory service man, 


| the technician told him the factory 


service man would be there within 
an hour to take over. 

A year ago a Chrysler-Plymouth- 
Imperial dealer in Western Illinois 
was cheered early one morning 
when a service representative 
called. 


He had some Plymouth trouble, | 


but unfortunately the man who 
called was the Chrysler service 





representative. The representative 
could advise but could do little on 
the Plymouth job because he would 
be infringing on. another man’s job. 

But since Jan. 15, one service 
representative, qualified in all 
Chrysler makes, is obligated to 
service all Chrysler products the 
dealer sells. 

This not only speeds factory tech- 
nical service but it saves three or 
four sets of transportation ex- 
penses, It gets all the work done 
quicker and it represents better 
service to the dealer and his cus- 
tomer. 

This new system went into effect 
in the territory covered by the 
Skokie center, and already has re- 
ceived wide acclaim from dealers 
and owners. And alert dealers are 
using this new service and exten- 


|sion of warranty to sell Chrysler 


cars. 

W. D. (Bill) Little, a campaigner 
for knowledge and clean shops and 
customer satisfaction, 


is regional | 


service manager at Skokie and is 
in charge of this new service, 

“We have 11 service:-men in the 
field, one for each 22 dealers,” Little 
told Automotive News, “and these 
men are the best in the business. 
“We can usually get a factory 
service man to a dealer in an hour 
and one is never more than three 
hours away. The dealer can take 
the job in the morning and be sure 
of having a factory man there in 

the afternoon.” 

Special fast service on techni- 
cal situations is provided by 
phone. This is set up so the 
dealer or his service manager can 
get a man quickly to provide 
the solution to the problem in a 
dozen ways depending on the 
ability and training of the deal- 
er’s force. 

Chrysler dealers are telling their 
prospects and owners there is no 


O’Brien Heads Dealer Group 


ST. PETERSBURG, Fla—R. J. 
O’Brien, import dealer, has been 
elected president of the St. Peters- 
burg Automobile Dealers Assn. 
Cosby Swanson (DeSoto-Plym- 
outh) was named vice-president, 
and Page Harris (Cadillac), secre- 
tary-treasurer. 


“It was criminal . . . the way my last car acted,” the judge said, “‘but my new one is serviced with Pennzoil.” 








Don’t Lose Your Case for Good Service With This Judge! 


by Stony Jackson 


People like the judge, who examine 
all the facts carefully before they buy, 
are tough to please and mighty 
finicky about new-car service. 

So the Pennzoil Program is made 
to order for them. Means more sales, 
more service and extra profit for _you. 


System® . 


It provides 100% Pennsylvania- 


base Pennzoil motor oils and quality 
lubricants that your new-car buyers 


want to keep using. So when you sell 


them on Pennzoil. . . you sew up 


their profitable service business — 


right at the time you make the sale! 


And each new customer is worth up- 
ward of $200 per year to you in 
parts and customer labor. 

And Pennzoil’s exclusive Kontax 


. . 4 to 1 favorite over all 
others with car dealers from coast to 
coast . . . supports your good service. 
Actually makes customers want to 
come back for all the services they 
need when they’re needed! 

In a nutshell: You’ll build greater 


service traffic to absorb overhead ... 
get more repair orders and all needed 
items per R.O.—and have extra 
profit for making better trades and 
more money on Car sales! 

Your Pennzoil distributor can show 


you proof. Call him today. 


The motor oil that makes people mad... if they don’t get it! 


MEMBER PENN. GRADE CRUDE Ol ASSN. 
PERMIT NO. 2. On. CITY. PA. 


nnn 
better, faster and certainly no More 
enthusiastic service for the owne 
than that offered by Chrysler, 

As this service program develops 
dealers are being exhorted to Bet 
their key men into the Chrysler 
school for training in all branches 
of the business. ; 

Technical training in efficient 
schools, such as the Chrysler train. 
ing setup, is the key to s 1ccessfy] 
dealership and satisfied ow nership 
Statistics in the industry show that 
untrained mechanics cause more 
service trouble and owner dissatis. 
faction than owner neglect anq 
abuse, 

Chrysler dealers can send ag 
many of their personnel to the 
Chrysler school as they desire 

without cost, except for trans. 
portation, food and lodging. Even 
food is available in the new 
Chrysler cafeteria at a reason. 
able cost. 

Classes are small, never more 
than eight, and instructors are top 
men in each field. Classrooms are 
large, light and clean. 

Every known make of equipment 
is here in use, Consequently the 
student can take his instruction op 
the same kind of equipment he has 
in his own shop back home. 

One of the striking things waga 
group in the transmission clags. 
room taking a three-day course i 
disassembly, assembly, adjust- 
ments, and hydraulic operation of 
the TorqueFlite automatic trans. 
mission. 

The instructor had a transmis- 
sion open in front of him, and 
each student had a similar trans- 
mission, Each student has to 
pass the tests, and he can quickly 
get cleared up on any question 
he may have during the course, 

The other Chrysler transmission, 
the PowerFlite, requires its own 
one and two-day courses, Those 
who have had these courses may 
come up for a one-day review of 
1959 features. 

Besides the automatic transmis- 
sions there are such courses as: 

Power steering, one day, disas- 
sembly, assembly, testing and ad- 
justments. 

Electrical, one- and _ two-day 
courses, service diagnosis, recondi- 
tioning of voltage regulators, gen- 
erators, starters, distributors and 
correct use of all test equipment. 

There are courses in carburetion, 
engine tuneup, front suspension, 
rear suspension, 1959 engines, 4 
five-day course for the Simca, 4 
one-day course on ’59 bodies, 4 
one-day course of latest brake 
techniques, two- and three-day 
courses on air conditioning. 

There also is a one-day course 
on rear axle, a day on heaters 
and a day on new accessories 
such as the automatic head- 
light beam changer now avail- 
able on Chrysler cars, Mirror- 
Matic rear-view mirror, remote 
control rear-view mirror, rear 
window defogger, swivel seats 
and such. Important, is a one- 
day course on new preparation, 
which include adjustments of 
torsion bars and body and other 
procedures. 

Little reported that some dealers 
have sent all of their service force 
through this school, and more 
dealers than ever have at least one 
man who has completed all the 
courses. 

Chrysler now has six of these 
training centers—Philadelphia, At 
lanta, Skokie, Los Angeles, New 
York and Detroit. 

The Skokie building is a year 
old, and besides technical train- 
ing there also is management 
training on the same basis. The 
theme of this is to make every 
Chrysler dealer a_ successful 
dealer. Regional sales offices for © 
all makes except Dodge are here 
too. 

Courses or conferences in sales 7 
and management include dealer 
ship management, a five-day course 
which teaches how to make thé 
dealers investment in time and 
money pay off. ; 

Retail sales management course © 
is for sales managers and teaches © 
all the basic elements of new and 
used-car management. 

There are courses in used-cal 7 
management; office management, | 
which teaches how to keep track 
of the dealer’s financial position: © 
retail automotive accounting: parts © 
management; service management, 
which is designed to create more 
prospects for the service depart 
ment; retail sales clinic and # 
course in “S.A.I.—Science of Effec 
tive Selling.” 
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"9 Ford dealer 
sells 8% more cars 
through sales emphasis on Stainless Steel trim 
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RAUTH MOTORS in Hancock, Maryland, sells about 

150 new cars a year. Mr. Philip A. Rauth is the owner of the 
company and he has been in automotive sales since 1926. 
Here, he explains some of his ideas about salesmanship. 


“The good salesman takes his product and builds 

a presentation on every good feature about the product. 
An example of this is how he capitalizes on the 

Stainless Steel trim on an automobile. He doesn’t presume 
that a customer knows about the Stainless. He tells 

the customer and he points it out to him. Then he builds— 
mentions every advantage of Stainless Steel over other 
types of trim. It's steel and it’s hard so it resists dents 

and scratches. It's solid Stainless. Its beauty is more than 
skin deep, so it’s worth more money at trade-in time. 


“When you build up this Stainless Steel story, the 
customer’s estimation of the entire car goes up. We've seen 
people deliberate about buying, and when the salesman 
started to talk about the advantages of this one feature; the 
Stainless trim, they bought. It was enough to swing the deal. 
All our salesmen emphasize Stainless Steel trim, 


and I'd say that it has increased our sales at least 8%.” 
USS is a registered trademark 


United States Stee! Corporation— Pittsburgh 
American Stee! & Wire — Cleveland 

National Tube— Pittsburgh 

Columbia-Geneva Stee! —San Francisco 

Tennessee Coal & iron—Fairflield, Alabama 

United States Stee! Supply — Stee! Service Centers 
United States Steel Export Company 


United States Steel 








AUTOMOTIVE NEWS, MAY 18, 1959 


Roundup from State Capitals... 
Legislation Affecting Auto Industry 





By Bethune Jones 


Legislative Correspondent 


© Oy evapo various types of legislation seeking more ef- 
fective means of dealing with the problem of uninsured 
motorists have been widely considered in state legislative 
sessions this year, a general coolness is still shown proposals 


for outright compulsory liability insurance such as is cur- 
rently effective only in Mas-@————_ 






sachusetts, New York and 
North Carolina. 

Compulsory insurance bills were 
introduced this year 
Colorado, Connecticut, 
Maine, Minnesota, New Jersey, 

North Dakota, 
Ohio, Oklahoma, 
Oregon, Pennsyl- 
vania, Rhode Is- 
land, South Caro- 
lina and Wiscon- 
sin. In most in- 
stances these bills 
already have been 
either defeated or 
died with legisla- 
tive adjourn- 
em ments. No enact- 

Bethune Jones ment of such 
measures appeared likely at this 
writing. 


Resolutions proposing studies 
of possible future adoption of 
compulsory insurance or other 
methods of attacking the problem 
of financially irresponsible driv- 
ers were introduced in California, 
Connecticut and Illinois. 

Among affirmative actions taken 
thus far this year in dealing with 
the problem, the Oregon Legisla- 
ture approved a bill to require 
every automobile insurance com- 
pany doing business in the state to 
include in liability policies a clause 
protecting policyholders or their 
heirs from financial loss for injuries 
or death resulting from accidents 
caused by hit-run drivers, unin- 
sured motorists or drivers of stolen 
cars. 

Similar bills proposing so-called 
“uninsured motorist” coverage were 
introduced this year in California, 
Illinois, Maine, Minnesota, Ohio 

and Texas, with such a measure 
failing of enactment in Tennessee. 
Previously-enacted laws of this 
type are in effect in New Hamp- 
shire, New York and Virginia. 


+ * * 


re ANOTHER approach to the 
issue, Tennessee lawmakers en- 
acted a measure providing that a 
driver's license can be suspended 
upon conviction of any moving 
traffic violation unless financial) 
responsibility can be established. | 


The Tennessee law provides that} 
a driver required to show financial 
responsibility must have at least 
$5,000 worth of liability insurance 
for one personal injury or death, 
$10,000 for multiple injury or death 
and $5,000 for property damage. It 
also provides for impounding an 
automobile involved in an accident 
causing injury or death unless fi- 
nancial responsibility is established. 
The act applies to the owner as 
well as the driver of a motor ve- 
hicle. 

A new West Virginia law raises 
the minimum financial responsi- 
bility to be established in the 
ease of an automobile accident 
to $10,000 for a single personal in- 
jury or death, $20,000 for multiple 
injury or death, and $5,000 for 
property damage. Bills similarly 
increasing financial rw 
minimums also were enacted in 

ADVERTISEMENT 


MR. SALES MANAGER! 


You'll find ST. CLAIR INN, just 50 
miles upriver from Detroit, THE 
place for good sales meetings! 

_ Everything you need plus resort 
atmosphere and complete control! 
Contact Creighton Holden or Mrs. 
Margaret Nelson. 


St. Clair Inn and Country Club 


OPEN ALL YEAR... ON THE SCENIC ST. CLAIR RIVER 
Owned and operated by the Holdens 
ST. CLAIR, MICHIGAN ¢ dial FA 9-2222 


in Arizona, | © , 
Illinois,| judgment funds were pending at 


Arkansas, North Dakota and 
Washington. 

Bills proposing the establishment 
of new state unsatisfied claim and 


this writing in Connecticut, Illinois, 
Maine, Massachusetts, Michigan, 
Ohio, Rhode Island, South Carolina 
and Texas, with such measures re- 
jected in Montana and Nevada. 


Meanwhile, the Maryland State 
Court of Appeals recently upheld 
the validity of that state’s new un- 


satisfied claim and judgment fund, 
which is slated to start dispensing 
funds from nearly $2 million in re- 
sources to victims of uninsured 
motorists after June 1, For pur- 
poses of building up the fund, the 
law took effect June 1, 1957. 
ad * cd 


Sources of Support 


— Maryland fund is supported 
by charges against motorists 
and insurance companies, the latter 
being assessed at the rate of % 
percent of the net auto liability in- 
surance premiums written in the 
state during 1958. Maryland mo- 
torists last year were charged at 
the rate of $1 if insured and $8 if 
uninsured, providing the bulk of 
the money in the fund. 

Insured Maryland motorists who 
become the victims of uninsured 
or hit-run drivers after June 1 will 
be able to collect damages from the 


fund after they have exhausted 
efforts to collect from the unin- 
sured drivers, Limits set by the 
law are $10,000 for personal injury 
and $5,000 for property damage, 
with $100 deducted by the state to 
cover costs of the proceedings. 

In still another approach to 
the driver financial responsibility 
problem, a resolution introduced 
in New Jersey would direct the 
state banking and insurance 
commissioner to study the possi- 
bility of a program of tying in- 
surance rates to driver accident 
records, Citing an experimental 
program of this type now being 
carried out voluntarily by insur- 
ance companies in California, the 
resolution noted that such insur- 
ance rating might promote high- 
way safety. 

Introduced in Texas, meanwhile, 
was a bill designed to lay the 
groundwork for an insurance merit 
rating plan to reward careful 
drivers. It would authorize the 
State Public Safety Department to 
provide statistical information on 
driving records, including accident 
reports and traffic violation convic- 
tions, that would enable the State 
Board of Insurance to draw up a 
merit rating plan. 

The Texas measure was spon- 


~  — 
sored by Senator Floyd Bradshay, 
Weatherford, who said: “It hay 
always been my opinion that 
drunken drivers and others who 
are continually having accidents 
are contributing in large measure 
to the increased automobile ingyr. 
ance cost. A plan to reward care. 
ful drivers should furnish an jp. 
centive for safe driving and wij 
save many lives and millions of 
dollars in property.” 


— Texas legislative pro. 

posal would require the State 
Insurance Board to promulgate a 
merit rating insurance plan by 
Aug. 1, 1960. 

Lawmakers in several States this 
year also have been evidencing ip. 
terest in proposals aiming at pm. 
viding new forms of controls over 
automobile insurance rates, A bil] 
introduced in Connecticut, for ex. 
ample, would require public hear. 
ings on any proposal to increase 
any kind of automobile insurance 
rates in the state. 

The Connecticut bill would 
provide that the hearing, by the 
state insurance commissioner, 
shall be held not less than four 
weeks from the date of notifica- 


tion about the proposed rate in- 
(Continued on Page 23, Col. 1) 


U.S. PATENT 2,874,955 has been granted 
Monroe Auto Equipment Company on 


LOAD-LEVELER*. . 
tection for manufacturer, 


. thus establishing pro 
wholesalers, 


dealers and users against imitations. 


The stabilizing unit with built-in ride 
control for a level ride under all road 


and load conditions . . 


. recognized by 


U.S. patent as an original Monroe 
engineering achievement. 
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(Continued from Page 22) 


crease. It would further provide 
that the commissioner would 
have 15 days after the hearing to 
make a decision. If he failed to 
do so, the proposed rate increase 
would become effective unless the 
commissioner asked for a 15-day 
extension of the period for him 
to decide. 

A Missouri 
quire automobile insurance com- 
panies to obtain state approval 
before increasing rates. The mea- 
sure would require insurance firms 


to file with the state insurance | 


superintendent a schedule of pro- 


posed rates and reasons for the} 


boost. Existing Missouri law per- 
mits automobile insurance rates to 
be raised without prior approval 
by the State Insurance Division. 


Failing of enactment in Mary-| 


land was a bill which would have 
required advance announcement of 
automobile insurance rate increases 
and would have authorized the 





proposal would re-| 


| state insurance commissioner to 
| conduct hearings. 

| ok * * 

|Curb Repair Rackets 


WO bills were introduced in 
California by Assemblyman 


| Louis Francis, San Mateo County, | 
to curb what he called inflated 


motor vehicle repair and insurance 
rates resulting from dishonest re- 
pairmen. 

One of the California bills would 
make it unlawful to submit a false 
bid for the repair of a damaged 
automobile or other damaged prop- 
erty with the intention that the 


insurance company to believe some 
other lower bid had been made in 


sure would prohibit automobile in- 
|surance adjusters from accepting 
|any money or other things of value 
|from any garage owner or repair- 
man in connection with the ad- 





bid be used to lead an automobile | 


open competition, The other mea-| 


insurance claims, 


much attention in state capitals 
continues to focus on revenue 
problems with a resultant exten- 
| sion of the steady uptrend in the 
level of state taxes, Recent action 
vania of a new law increasing 
the state sales tax from 3 to 3% 


of taxable items, Still pending at 
this writing was a Pennsylvania 
proposal to put a tax on automo- 
bile trade-ins. 

South Carolina legislative enact- 
ments included adoption of a state 
income tax withholding system, ef- 
| fective next Jan. 1, from which a 
| $10 million windfall is expected. 

Colorado revenue-raising enact- 
ments included higher levies 
against personal and corporate in- 
come. 

Gov, William Stratton urged the 
Illinois Legislature to raise the 
state sales tax from 2% to 3 per- 
cent and plug loopholes in the sales 
| tax law. 


| 
| 


7 * * 
EVENUE - RAISING proposals 
by Gov. John Patterson of Ala- 
|bama included an increase from 1 
|to 3 percent in the state sales tax 





includes enactment in Pennsyl- | 


percent and broadening the base | 
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|justment or settlement of vehicle | 


Among other developments, | 

















Dodge Introduces ‘Silver Challenger'— 
The “Silver Challenger” is the newest addition to the Dodge line for 1959. The 


limited-production, 


two-door sedan features an all silver exterior. 


A harmonious 


interior treatment carries out the silver color scheme with a silver metallic vinyl and 
black fabric upholstery. Black carpeting, white wall tires and stainless steel wheel 
covers are standard equipment. First deliveries will be made this month. 


on new cars, and higher personal 
and corporate income taxes. 

Missouri lawmakers enacted a 
measure to permit the city of St. 
Louis to increase its local earnings 
tax from % to 1 percent through 
submission of a charter amendment 
to the voters. 


Tax measures enacted by the 
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NEW CONCEPT OF SAFETY AND COMFORT 


The Loap-LEVELER* won immediate ac- 
ceptance when it was introduced two years 
ago. It was the first practical, inexpensive 
solution to the problem of leveling heavily 
loaded cars—a problem that has plagued 
motorists for years. LOAD-LEVELERS* elim- 
inate tail drag and “‘bottoming” on rough 
roads and steep driveways. They eliminate 
change in wheel caster, erratic steering and 
excessive tire wear caused by heavy loads. 


ECONOMICAL APPROACH 


These unique leveling units are installed 
quickly and easily in place of rear shock 
absorbers. They require no service and in 


Sell the patented protection of LOAD-LEVELERS* 
... for your share of an ever-increasing market. 


Ty 


MONROE AUTO EQUIPMENT COMPANY ~- 


MONROE, MICHIGAN 


World’s largest maker of Ride Control Products, 
including famous Monro-Matic Shock Absorbers 





no way interfere with under-body servicing 
and jacking-up of the car. Loap-LEVELERS* 
provide the safety and comfort of elab- 
orate suspension systems .. . at a fraction 
of the cost. 


EXTENSIVELY ADVERTISED 


From the start, Loap-LEVELERS* have 
been backed by aggressive advertising and 
sales promotion programs—a full trade 
press schedule, advertisements in LIFE 
and POST, and in newspapers and on bill- 
boards throughout the country and com- 
mercials on radio and TV. The results have 
been phenomenal, and the great demand 
for LoAD-LEVELERS* continues. 








‘Trademark 


Washington State Legislature in- 
cluded an increase in the state 
sales tax from 3% to 4 percent, 
and a boost from 1% to 2 per- 
cent in the motor vehicle excise 
tax. 

Michigan tax proposals include a 
measure which would increase the 
state use (sales) tax from 3 to 4 
percent, This plan was offered as 
an alternative to recommendations 
by Gov, G. Mennen Williams for a 
graduated state income tax and 
other new corporate and business 
taxes. 

An Oregon proposal would submit 
to the electorate a new 3 percent 
sales tax to reduce property and 
income taxes, 

* * + 


Arkansas Senate OK’s 


Sales Tax for Used Cars 


A bill requiring payment of 3 
percent sales tax on used cars 
registered in Arkansas for the 
first time has been passed by 
the State Senate. 

The bill was introduced by Sen- 
ator Roy W. Milum, Harrison, a 
car dealer, and is designed to 
prohibit used-car dealers from 
bringing cars in from other states 
and selling them without paying 


the tax. 
oe * + 


Tighter Inspection Law 
Is Rejected in Maine 


By a single vote, the Maine 
House of Representatives rejected 
a bill that would have tightened 
the State’s motor vehicle inspection 
law. 

The measure would have given 
the State Police jurisdiction over 
inspections and would have raised 
from 50 cents to $1 the semiannual 
inspection fee paid to licensed 
garages. 

* + x 


Itemized Estimate Asked 

A bill to require a garage to 
give a customer an itemized list 
of repairs and costs before doing 
any work on a vehicle under a 
new State motor-vehicle inspec- 
tion law was introduced in the 
Rhode Island Legislature. The 
list would have to include the 
price for labor and parts. 


* * + 


Some Colo. Imports Called 


Below Safety Standards 


Denver sources report that many 
imported® cars have been sold in 
Colorado that do not conform to 
State laws on lighting, safety de- 
vices and glazing materials. 

Under a 1958 law, no vehicle can 
be offered for sale in Colorado un- 
less all lighting and safety devices 
and safety glazing material are 
approved by the State motor-vehicle 
division. 

ADVERTISEMENT 


SKIP ARTIST 


Ad artist skips to 
head of class with 
DIFFERENT 
“columnist” ty pe 
ads, 


Clients rate “best 
ever used.” Sole 
rights may be 
yours. Write 












Edward Fiske Co., ware rey, 


~ Announcing... 


THE LOOK 
MAGAZONE PLAN 


A bold new dimension in marketing... 
pioneered by LOOK... 
provides advertisers with seven 
seographic zones, available 
individually or in any combination. 











ZONE 7 ZONE 6 ZONE 5 ZONE 4 





PACIFIC SOUTHWEST WEST CENTRAL EAST CENTRAL 
California Texas Ilinois Ohio 
Oregon Oklahoma Wisconsin Michigan 
Washington Arkansas Minnesota Kentucky 
Idaho Louisiana lowa West Virginia 
° Missouri 
Utah New Mexico Indiana (except 
banend North Dakota Lake County) 
Ark oe South Dakota a — ¥ 
rizona Nebraske Pennsylvania (18 

Hawaii Kansas Western counties) 
Alaska Montana 

Wyoming 

Colorado 

Indiana (Lake 

County only) 


Effective with the issue of September 15, 1959, Look introduces 
a major innovation in advertising. Combining, for the first time, 
the top flexibility of regional coverage with the authority and 
prestige of a great national magazine, the LOOK MAGAZONE PLAN 
paves the way for new sales strategies .. . new marketing and 
advertising creativity ... new profit opportunities. 


Under the MAGAZONE PLAN, you select the zone or zones you want 
your Look advertising to appear in—and you pay only for circu- 
lation in the specified areas. There is no limitation on the number 
or location of the zones you choose. ' : 


Just what does this mean to advertisers? It means unprece- 
dented showcase-magazine support for many vital projects. New- 
product introductions by zones . . . campaigns to beef up sales in 
weak areas . . . tie-ins with dealer promotions . . . use of special 
copy and art keyed to regional tastes . . . copy testing, one zone 


GLAND 
ATE BASE 





ZONE 3 ZONE 2 ZONE 1 





SOUTHEAST MIDDLE ATLANTIC NEW ENGLAND 
North Carolina New York Maine 

South Carolina New Jersey New Hampshire 
Florida Delaware Rhode Island 

Georgia Maryland Vermont 

Alabama District of Columbia Massachusetts 
Mississippi Pennsylvania Connecticut 


(49 Eastern counties) 
Virginia (Arlington, 
Fairfax Counties only) 


Tennessee 

Virginia (except 
Arlington, 
Fairfax Counties) 


versus another. And for advertisers that, until now, have been 
barred from considering the purchase of space in LOOK because 
of budget restrictions or a local distribution pattern, the MAGa- 
ZONE PLAN unlocks the treasure house of national-magazine im- 
pact, prestige and merchandisability. 


A significant achievement that once again illustrates LOOK’s 
role as marketing innovator, the MAGAZONE PLAN is geared 
to the quickening pace of the American economy . . . to the ever- 
increasing need by American businesses for better and more 
efficient ways to sell their goods. Uses for the new Look 
system are as broad and varied as a creative man’s ideas. Your 
Look representative will welcome the opportunity to show you 
how your ideas can be- 
come a profitable, excit- 
ing reality in LOOK, the 
exciting story of people. 


LOOK 





For further information about the LOOK MAGAZONE PLAN, contact your LOOK representative. LOOK offices are situated in 


New York, Hartford, Philadelphia, Pittsburgh, Cleveland, Atlanta, Chicago, Detroit, Minneapolis, Los Angeles and San Francisco. 
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Tarheels Elect Officers— 

New officers of the North Carolina Automobile Dealers Assn., elected during the 
group's annual convention in Pinehurst, N. C., are, from left, J. W. Morton (Rambler), 
New Bern, treasurer; Clarence W. Wickham (Ford-Mercury), Tarboro, vice-president; 





Highways & Safety 


Dr. John Donnelly, psychiatrist 
and medical director of the Insti- 
tute of Living, Hartford, Conn., 
claims hostile and impulsive mental 
attitudes are major causes of auto 
accidents, injuries and deaths, 

Accident-prone drivers who have 
30 percent of all accidents use our 
highways as a stage to act out 
their conflicts with authority, he 
said in an article in the current 
issue of Home & Highway, maga- 
zine published by the Allstate In- 
surance Co. 

Donnelly blamed these drivers 
for using their autos as means of 
aggression and actually inviting ac- 
cidents, 

The accident-prone driver rebels 
against authority, said Dr. Don- 
nelly, but at the same time he feels 
guilty about it. 

“He wants to break the rule and 


C. Odell Sopp (Chevrolet), Salisbury, president, and Frank E. Woods (Pontiac-Willys),| PUnish himself at the same time,” 
Charlotte, secretary. Standing with the officers is Bessie B. Ballentine, executive sec- | 
retary. 


IF YOU'RE IN THE MIDDLE ATLANTIC STATES 


Meet Lee Hasbrouck and his Quaker State salesmen 


L. J. Hasbrouck, Quaker State Division Manager for the Middle Atlantic States, 


801 Hepler Road, Richmond, Virginia. 


“Tf I had the pleasure of making introductions in 
person, I’d ask you to step up and shake hands with 
each of the men on this page. If you’re a dealer, or 
service manager, these men will prove mighty val- 
uable friends. You see, this is the Quaker State sales 
force serving Virginia, Maryland, Delaware, North 
Carolina and Washington D.C. 

“These men work with our distributors and their 
salesmen in a full-scale program aimed at helping 


the doctor said “Driving through 
a red light and, as a result, having 


J. W. Cox 


208 Burning Tree Rd. 
Timonium, Maryland 


A. R. Lower 
803 Hepler Rd. 


Richmond 26, Va. 


F. B. Callaway 
Callaway, Va., 





an accident, satisfies both of these 
urges.” 

Sometimes a driver will try to 
punish himself with his car for 
something that happened much 
earlier—an argument with his wife, 
boss, or co-worker, Donnelly added. 

* * * 


Radar Wins Nod 


Gov. Nelson Rockefeller vetoed 
a bill that would have prevented 
courtroom use against speeders of 
evidence obtained by hidden radar 
equipment, The measure would 
have required police to post signs 
warning that the device was being 
used. 

* * + 


DePaolo Joins 
Firestone Tour 


Peter DePaolo, veteran Indian- 
apolis race driver, has joined Fire- 
stone Tire & Rubber Co, as a 


speaker to help enroll schools in| 


the Student Traffic Safety Program. 
He will travel throughout the 


H. G. Peterson 
1100 F. St., N.E. 
Washington 2, D.C. 


R. A. Davis 
3932 Winfield Dr. 
P. O. Box 1573 
Charlotte, N. C. 


dealers in this area build year-round volume on 


motor oil sales. 


“Right now, this means spreading the good word 
about Quaker State’s exclusive, profit-building Dual- 
Grading System, and some wonderful new business- 


building sales aids. 


“If you have an eye for profits, why not contact 
the man nearest you? Or contact me at 801 Hepler 


Road, Richmond, Virginia.” 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PENNSYLVANIA 
Member Pennsylvania Grade Crude Oil Association 


country speaking to school groups 
|in an effort to enlist the cooperg. 
tion of students and their adult 
leaders in traffic safety activities jp 
their local communities. 
DePaolo began his racing career 
in 1920 as a riding mechanic fo, 
his uncle, Ralph DePalma, who 
was the 1915 Indianapolis 500 win. | 
ner. DePaolo won the 500 in 1995 
and was the first winner to exceeg 
the 100-m.p.h, mark. 


5 Firms Cited 
°58 Programs Honored 
By Safety Council 


Five auto and truck firms were 
recipients of the National Safety 
Council’s 1958 public interest warg 
for exceptional service to Safety, 
They are: 

Mack Trucks—network radio an. 
nouncements on safe driving and 
on how trucking firms emphasize 


| safety. 


Chevrolet — newspaper advertise. 
ments, mentions of safety on tele. 
vision and a traffic safety promo- 
tion, 

Chrysler Corp.—TV programs 
carried safe driving slogans at the 
close. Chrysler also published a 
full-page advertisement on teenage 
driving for use in youth and civic 
publications. 

Ford Motor Co.—Three traffic 
safety commercials for use on its 


|TV programs. 


General Motors—‘‘Aim to Live” 
auto headlight campaign, 


Phony TV Prize 
Helps Con Men 
Steal 2 T-Birds 


MEMPHIS.—Confidence men 
Jack Bennett and Bruce Davidson 
turned a profit of $3,500 each ona 


|couple of stolen ’59 Thunderbirds. 


Their scheme involved a phony 
television giveaway, but it wasn't 
quite foolproof. 

A Memphis dealer became sus- 
picious when they tried to unloada } 
Thunderbird below list price, A 
Federal judge sentenced Bennett 
and Davidson to three years for car | 
theft. 

The pair would make a $500 
downpayment on a Thunderbird § 
and give bogus names and credit 
references, They were prepared for 
a check of their credit. 

Before visiting the dealership, 
one of them would phone a local 
housewife, identify himself as a 
representative of a television sta- 
tion and tell the woman she had 
won $312 in a giveaway contest. 

She was informed that in a few 
minutes she would receive a phone 
call inquiring about the residence 
and credit standing of James 
Johnson and Phil Thomas (false 
names of the con men). ; 

The woman was told to tell the § 
questioner that Johnson and § 
Thomas lived in her home and § 
that their credit was fine, Then the 
$312 would be mailed to her. 

They were doing fine after mak- 
ing “purchases” in New Orleans 
and Cincinnati. Then they ran into § 





that suspicious Memphis dealer. 


Standard Products | 
Sights Big Year 


CLEVELAND. — Reporting sub- 
stantial orders for 1960 models, F. 
R, Valpey, Standard Products Co. 
president, said “a high volume of 
activity during the remainder of 
the fiscal year appears certain.” 

The firm’s Reid division here will 
make window and door frames for 
Ford Motor Co. products and locks 
for Chrysler Corp., Valpey said. 

He reported a net profit of $334 
776 for the three months ended © 
March 31, compared with a loss of 
$95,617 a year ago. Sales totalled 
$9.63 million, he added, up 47 per 
cent over last year’s $6.53 million. 


McQuay-Norris 
Elects Wippern 


ST, LOUIS.—Carl R, Wipper® 
has been elected president of 
McQuay-Norris Mfg. Co. He joined 
the company in 1918 as a salesman. 

Arden J. Mummert was reelected 
chairman of .the board; Ballard 4 
Yates, was named executive vice 
president, and Roger S, Heidenheim 
was elected vice-president, 
other officers were reelected. 
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| An Invitation to Distributors and Dealers 


=i . . « APPLICATIONS FOR FRANCHISES 


afety, 


S ARE NOW BEING ACCEPTED FOR THE 


| DYNA PANHARD 


passengers 
ride in comfort—4-door 
sedan—larger than the “big 


imported 3” 


miles per gallon— 
men amazingly low maintenance 
idson costs—in a class by itself 


rtise- 
tele- 
romo- 
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Civic 





raffic 
nits 


Live” 





on 4 
irds. 
te miles per hour 
asn't 
top speed—a proven road- 

sus- 85 hugger under all weather 
ad a conditions 

e A 
inett 
r car retail price includes 

$500 $ preparation—heater and de- 

: froster — P.O.E. New York. 
rbird NO EXTRAS, 
redit 
i for 
ship, 
local 
s,! CHALLENGING THE IMPORTED CAR MARKET 

had 
st. 

few e. . 
as PANHARD is a sure winner . . . because sales are based on facts 
ames 
false Front wheel drive .. . over-drive geared transmission . . . 1,764 pounds . . . sturdy, rugged, noted for its 
the ... unitized body . . . 50 horsepower aluminum air-cooled stamina (most popular taxi in Paris) . . . 950 competi- 
- f engine with hydraulic valves . . . independent wheel sus- tion victories . . . style-wise it’s a dream .. . flat floor 
the pension—torsion bar . . . 101” wheelbase . . . 180” long throughout . . . wrap-around windshield. 
nak- 


F BE A FRANCHISED 
‘ts DYNA PANHARD DEALER 


a ground-floor opportunity 


~ @ Liberal advertising and public relations budget 
“ © National parts and servicing 
B 


- of | e French factory engineers to instruct 
. and assist dealer personnel 





will 
for 
»cks 


PANHARD LEVASSOR, PARIS, SINCE 1891 





ae . For complete details write: 


s of 


|| VENDOME MOTORS CORP. 


120 EAST 56th STREET, NEW YORK 22, N.Y. ELdorado 5-2480 


a United States Exclusive Importer for Panhard Automobiles 


i 
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ervice Managemen 


A Regular Monthly Section for Those Who Maintain America’s Motor Vehicles 





Two Tested Programs Are Offered .. . 


How New Service Plans Work 


aoa a year of extensive tests 
in the field, Ford division is 


ready to extend two service pro-| 


grams to its entire dealer organi- 
zation. 

The programs are designed to 
increase parts and service profits 
and to combat the evils of custom- 
er-dealer friction, loss of product 
appreciation and the skyrocketing 
costs of warranty adjustments. 

The two plans are the Ford 
Quality Service Program, which 
is aimed at improving the deal- 
er’s service sales by increasing 
the productivity of his techni- 
cians, and the Six-Point Program, 
which outlines successful service 
merchandising. 

Each has been tested in selected 
major market points. In the Six- 


New Emblem— 


Adopted by the Ford division service 
department, this “Service Training Em- 
blem” appears on all 
published by the department. The emblem 
shows the crests of the Ford car, truck 
and Thunderbird circled by the lettering 
“Ford Division Service Training."" The em- 
blem will serve as identification of ap- 
proved Ford service training aids 
district and dealer service training pro- 
grams. 


More Join War 
On Substandard 
Brake Fluids 


O additional states have been 
added to the 15 which now pre- 
vent by legislation the sale of sub- 
standard hydraulic brake fluids. 
The new states are Maine and New 
York. 

Bills aimed at curbing the sale 
of substandard brake fluid have 
also been introduced in Alabama, 
Connecticut, Delaware, Florida, 
Massachusetts, Michigan, Oregon 
and Wisconsin. 

Most bills refer to the Society of 
Automotive Engineers as the au- 
thority for brake fluid standards. 


* * * 


Uniform Vehicle Code re- 

quires that hydraulic brake 

fluid be distributed and serviced 

with due regard for passenger and 

public safety. It also recommends 

standards and specifications that 
conform to SAE minimums, 

The need for such legislation 
on a national basis is forcibly 
brought out by the report of 
Travelers Insurance Co. which 
states that last year 42,200 ve- 
hicles is apparently good condi- 
tion were involved in fatal acci- 
dents. 

No one knows how many of 
these fatal accidents were caused 
by sub-standard hydraulic brake 

(Continued on Page 32, Col. 1) 





service material | 


for | 





Point Program, the tests have been 


|even more successful than antici- 


pated. 

During the year this program 
was under actual] test, records were 
kept on each dealership involved. 
The final analysis indicated that 
the dealers using this program in- 
creased their parts sales 15.4 per- 
cent, compared with the national 
average of 5.2 percent. 

Labor sales jumped 7.4 percent, 
compared with the national aver- 
age of 1.7 percent. 

Today, about 200 Ford dealer- 
ships are using the Six-Point Pro- 
gram, and it now is available to 
all Ford dealers, The Quality Serv- 
ice Program will be extended to all 
dealers as quickly as the division’s 
service personnel can do so. 

* * * 
Productivity Increases 


~— Quality Service Program, 
while guided by a master plan, 
often must be tailored to the needs 
of the individual dealership. 

In its early application, it has 


Used-Car Reconditioning 


A ‘Must’ This 
HE used-vehicle market is ex- 
pected to remain strong until] at 

least September unless too much 

advance publicity on the introduc- 
tion of the new small cars at 


lower prices hits the news pages, 
according to the experts in this 


'end of the business. 


They also indicate that while 
the selling ratio of some lines is 
below last year’s (it’s between 1.5 
and 1.8 to 1), most dealers han- 
dling medium and higher-priced 
ears still are experiencing an ap- 
proximate 2-to-1 ratio. This is 
still lower than the 2.8-to-1 ratio 
of last year. 


These experts claim, however, 
that dealer profits from used ve- 
hicles does not reflect either the 
strong market or the turnover be- 
cause of several factors that are 
consistently being overlooked or 
ignored by far too many dealers. 

While the 28-to-32-day national 
used-vehicle stock indicates that 
most dealers are turning over much 
of their used inventory in approxi- 
mately 20 days, these experts say 
that many dealers still do not take 
the cost of boarding a used vehicle 
into consideration. 

Nor do they appreciate that, in 
their used-car-and-truck merchan- 
dising, they are operating on a 
supermarket basis where the cus- 
tomers come in and look over the 
merchandise in order to make a 


selection, 
ca cm oe 


Good Balance Is Vital 


ACK of attention to “boarding” 

costs is more prevalent in the 
medium-sized and larger cities, it 
is claimed. In these points the 
cost of holding a car on the lot 
runs from $4 to more than $6 a 
day, thus a slow turnover not only 
eats up the potential profit in the 
piece but lays the dealer open to 
terrific losses in case of a sudden 
drop in the market. 

The boys who make the study 
of used-vehicle merchandising 
practically their sole job say that 
dealers must keep their stocks in 
good balance this year because a 
wild outburst of pre-introduction 
news about the small cars in 
July or early August could put 
dealers with large and slow-mov- 
ing stocks in a bad position. 

This, as well as doing business 


taken a precise and detailed re- 
view of each phase of the individ- 
ual dealer’s service operation by 
the district service manager to fit 
that dealer’s operation into the 
master plan. 

The goal of the productivity por- 
tion of the Quality Service Pro- 
gram is to reach and maintain a 
minimum improvement of at least 
3 percent annually until 100 per- 
cent productivity is attained. 

By utilizing the Quality Service 
Program, Ford dealer service 
technicians increased their 1958 
productivity 2.6 percent over 
1957. In 1958, the average Ford 
service technician attained 79 
percent productivity. 

It has been estimated that if the 
program being launched this year 
by Ford became industrywide, the 
public would save up to $4 billion 
annually by 1965 in operating and 
service costs. 





make a much higher net profit 
'from their service operation as 


Summer 


|in a “fish bowl,” should be suffi- 
| cient reason for every dealer to do 
a thorough and sound job of re- 
conditioning the used vehicles he 
| sells at retail. The market is high 
|}on clean merchandise and there is 
|every reason to believe it will re- 
|main so at least through early 
| summer. 

So between now and the middle 
|of August, dealers should bend 
| every effort to put their vehicles in 
| shape to bring in the high dollar. 


* * * 


| Boarding Cost Kills Profit 
| FACTORIES recognize this factor 


(Continued on Page 30, Col. 3) 


At the same time, dealers would| 





they would be doing more work 

and taking care of more customers 

with practically the same facilities 

and manpower as they have now. 
* * * 


Mechanics Will Profit 


ECHANICS’ take-home pay 

would increase because of the 
tremendous saving of waste time 
in the handling of the work in the 
shop, In most cases, mechanics 
would not have to work any harder 
than they do now. 

These savings will become pos- 
sible through new developments in 
the arrangement of dealer service 
facilities, the adoption of new and 
better service equipment, better- 
trained mechanics, improved dealer 
service management and improved 
vehicle design to increase the life 
of parts and to reduce service hours 
through improved accessibility. 

The aggregate of all of this is 
increased productivity of facilities 
and service technicians with re- 
sulting savings to the public in 
more miles per gallon of gaso- 
line, reduced repair bills and 
less inconvenience to the motor- 
ist—an item on which the owner 
now puts no dollar valuation. 


Behind this program, of course, 


|is the increased use of Ford divi- 


sion’s permanent system of auto- 
motive training schools, one in each 
of the 35 districts. Since 1950, these 
schools have graduated 385,792 
automotive technicians. It is ex- 
pected that this figure will pass 
400,000 before the end of the ’59 


model year. 
a 


Ford’s Service Library 


4 ere average course, including 
the specialized courses in auto- 
matic transmissions, power acces- 
sories, etc., consists of 20 hours. 
This means that, to date, Ford 
training graduates have invested 


* 


a combined total of approximately | 


eight million hours in class. 


. . Ford division also has prepared | 
in their dealers’ used-car sales|and distributed one of the indus-| 
operation. That’s why Chevrolet,|try’s most complete “libraries” for 


(Continued on Page 32, Col. 1) 








Profit Idea of the Month 


APPROVED TOOLS 


CHEVROLE 


Tools Help Sell Service— 





ECENTLY I went “bussing” 

along with a number of other 
Detroit newsmen up to Otterburn, 
a small town just outside Flint, for 
the dedication of the new Chevrolet 
parts distribution center, which not 
only feeds Chevrolet parts to 41 
smaller warehouses across the U.§, 
but also handles parts distribution 
for Pontiac and Oldsmobile. 

In addition to domestic distri- 
bution, this plant also handles 
parts distribution to 19 GM plants 
overseas and to 130 foreign inde- 
pendent distributors. 

It was a raw, cold day and while 


j;they had set up a nice tent to 


shade us from the sun, the wind 
blew icicles down the backs of our 
necks, For once in my life I was 
very happy when the speeches were 
over and we could take the abbre 


| viated plant tour they had arranged 


for us. 

I did feel darned sorry for Jack 
Gordon, prexy of the corporation, 
and Ed Cole, topkick of Chevrolet, 
who had to do their stuff bare- 
headed and without even the bene- 
fit of topcoats. There are some 


| duties that top officials of big com- 


panies have to go through that 
make me glad I never was good 
enough to get that far up the 
laddey. 


* * * 


Most Modern Plant 


A§ CAN be expected, this plant is 
the most modern of its kind 
The building contains approxi- 
mately a million square feet of 
floor space and covers approxi- 
mately 23 acres. It has parking 
space for nearly 1,000 autos, has 
two air-conditioned cafeterias that 
will handle up to 700 persons at 4 
time and has a modern hospital 
staffed by a doctor, two nurses and 
a@ medical supervisor. 

It has the most modern freight- 
car-and-truck-loading docks, over 
which more than a billion pounds 
of freight will move each year. 
Paper work in this operation 
alone will require more than 200,- 
000 inventory transactions daily. 

But the thing that interested me 
most was the tow-truck system 
picks up and distributes the parts 
to and from the bins. They are 
designed to be pulled along by | 
underfloor cables much like the 
way the cable cars in San Fran 
cisco work, except that these toW > 
trucks can be quickly disconnec 4 
from the cable and pushed into the 


,| aisles by hand. 


Jess Bray, right, sales manager, Modern Auto Co. (Chevrolet-Oldsmobile-Cadillac), 
Washington, Mo., shows Jim Feltmann, son of the dealership owner, John Feltmann, 
how he uses this tool board and framed diplomas of servicemen to sell service and 
new cars. Shown is part of a 50-foot pegboard along the entrance drive on which 
tools for various makes are listed and marked. The firm's service department has a 
reputation for being able to service any make of car or truck. The shop has mechanics 
trained in all makes, mechanics with certificates from factory schools and a sheaf of 


refresher course credits. 


They even have an automati¢ § 
stopping device so that when one 
runs up against another or some ~ 


other object, the trucks automatic | 


ally stop, They have switches in © 
the lines so that the trucks cal 
be guided to any part of the plant © 
without any person being in imme 
diate charge. ; 
One has to watch out he isn't | 
run into as one walks down thé 7 
aisles, More than 700 of these tow 
trucks operate automatically 0 | 
(Continued on Page 35, Col. 1) 
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NEW TODAY...DESIGNED FOR TOMORROW...TO GIVE YOUR CUSTOMERS 


rl PERFORMANCE! 


A | Ee Mi | 7: FE Only Alemite offers you a complete, dependable source 
for all your modern service equipment needs. Alemite 
THE ONLY COMPLETE LINE equipment not only gives you faster, longer-lasting 


OF SERVICE EQUIPMENT! service. It is backed by unmatched protection in writ- 
ing. Only Alemite offers: (1) a 27-month “Sealed-in Air 


— @ Deluxe lubricant pumps and drains Motor” warranty...(2) a 12-month Equipment War- 
ty @ Overhead hose reels ranty...(3) a 12-month warranty on high-pressure 
hevrole ; hose! And Alemite maintains 484 service centers coast- 
s toa | @ Electronic wheel balancer to-coast, to give prompt attention to any maintenance 
ribution J @ New Cross-Sight Aligner or repair rae 

distri- 

oan @ Spray-Kleen Car Wash System 

a | ates 7 ALEMITE 

a Dept. AP-59, 1850 Diversey Parkway, Chicago 14, Illinois Te 
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Rocker-Panel Repair— 


A new procedure by which Chevrolet dealership mechanics can speed rocker-panel 
repair is illustrated by a reconditioning mechanic. The sill moulding is removed, the 
rocker panel is snapped over the corroded piece and is screwed, spot-welded or 
tapped into place. The process requires about 15 minutes. The rocker-panel repair 
piece is available for most makes and models of cars from 1949 through 1957, Similar 
panels are available through other factory parts departments or from independent 
suppliers. 


Keeping an Eye on Costs... 


U.C. Reconditioning 
\A ‘Must’ for Summer 


(Continued from Page 28) 


M-E-L and Ford have recondition- 
ing trucks in the field and other 
companies have reconditioning pro- 
grams and schools operating in 
various centers. 

They know that today’s used 
cars must be sold in today’s 
market if the dealer is to make 
money on them, And they know 
that the used stuff must be 
moved before the cost of holding 
a car on the lot eats up most of 
the potential profit, 

Boarding cost, the experts claim, 
is just as important a cost item as 
reconditioning and the commission 
paid the salesmen, For instance, a 
piece with a spread of $200 between 
wholesale and the prevailing price 
could result in a loss to a dealer if 
it stayed on the lot 30 days in a 
city like Detroit. 

Suppose it cost the dealer $30 to 
put the piece in top selling condi- 


Chrysler Motors Corporation Dealers: 


Why you should make your 


tion and it sat on the lot 30 days 
at $6 per day. That’s $210—$10 more 
than the original spread without 
selling costs. 

cd * * 


Building Repeat Business 


For this reason and for the rep- 
utation of the dealership as a 
good place to buy used vehicles, it 
pays a dealer to recondition his 
good pieces as fast as he can, price 
them right and move them quickly. 

A leading Detroit dealer who has 
a long-time reputation as a success- 
ful used-car merchant made a 
check a few years ago and found 
that 38 percent of his used-car buy- 
ers were repeat buyers. 

In a spot check taken recently, 
he found that nearly 50 percent 
of his used-car buyers either 
came back to him for their next 
used car, a new car or were the 


safety checkups... 


CHECKUPS 


When you make your replacements one hundred per cent MoPar 
during National Safety Month— 


YOU GET: 


fit exactly right, that 


YOUR CUSTOMERS GET: 
@ Chrysler-engineered parts to © Exact duplicates of original 


Chrysler-engineered equipment, that 


© Reduce installation time, and @ Give them top performance, and 


® Return a good profit. 


@ Make their cars run safer at less cost. 


Act today! Call your MoPar Wholesaler. Be sure you have adequate 
stocks to take care of Safety-Check customers promptly. And ask him 
about MoPar’s Dealer Balanced Stock Plan, the MoPar Master Parts 
Record Control System and the MoPar Physical Inventory and Analysis 
Pad available to you only from MoPar. Make certain that you always 
have the right MoPar part at the right place at the right time. 


INVEST IN YOUR FUTURE...BUY 100% MoOPar 


ASK YOUR MOPAR WHOLESALER ABOUT MOPAR’S SPECIAL VACATION CHECKUP PROMOTION 


an 
result of a direct referral by ong 
of his repeat customers. 

This high percentage of repeat 
business is the result of proper re. 
conditioning, pricing the vehicle at 
the market and not making any 
claims the dealer is not willing to 
back up completely. 

Every company has put out 
used-car reconditioning manuals 
These booklets plus today’s ma. 
terials enable every dealer to put 
his cars in top selling condition at 
a very reasonable price. 

The availability of replacement 
panels, fast and safe cleaning prod. 
ucts and other reconditioning aids 
makes the job of doing a sound re. 
conditioning job one of manage. 


ment and manpower. 
* * * 


They Must Be Clean 


— instance, headliners can be 
- cleaned in 30 minutes or legs, 
regardless of how badly they are 
stained. Upholstery can be cleaned 
in 40 minutes; nylon upholstery and 
seats, when badly stained, might 
take as much as 90 minutes. 

Badly stained door panels could 
be cleaned in about 30 minutes; 
trunks can be renewed in about 
the same time; convertible tops in 
about 20 minutes and carpets in 
about 15 minutes. Even scratches in 
windshield glass can be taken out 
quickly with today’s modern prod- 
ucts and methods. 

Chrome can be cleaned, rubber 
renewed and patched and even 
leather upholstery can be made 
to look like new in a short time 
and with materials that are per- 
fectly safe to use, A recently in- 
troduced product cleans vinyl, 
nylon, orlon, cotton and Nauga- 
hyde safely and does not hurt 
lacquer or enamel finishes, This 
product is also good for con- 
vertible tops, it is claimed, 

To put used trucks in a highly 
salable condition, it is important § 
to make the seats and seat backs 
look and feel like new. A kit is 
available that includes seat and/or 
back-cushion coverings cut to fit 
most makes. with springs, hog 
rings and frame repair sections 
that permit a complete seat and 
back removal at a very reasonable 
price. . ; 

This is very important in used- J 


(Continued on Page 31, Col. 1) 


New Brake Firm 
Stresses Safety 
In Sales Message 


TS merchandising approach of 
Nationwide Safti-Brake Center, 
St. Louis, points up a factor that 
is detrimental to the safety of mil- 
lions of car and truck operators in 
this country. 

The firm’s advertising also points § 
out a sales approach that every § 
franchised dealer can use to good 
advantage in holding his ownels § 
and meeting competition that is J 
making serious inroads on his most 
profitable service business. It also 
can aid in getting more states to 
adopt protective brake-fluid legis- 
lation. 5 

This independent shop offers 4 
complete precision-brake service at 
volume prices, a money-back gual- 
antee and free inspection, 


The new firm advises the public 
that brake-fluid quality is regulated 
by law in only 13 states and that 
in the other 35 states it is legal 
to sell a brake fluid that has little 
or no safety value. 

Its advertising states that eight 
million cars serviced last year had 
such poor quality brake fluid that | 
the drivers were endangered, It 
points out that substandard brake 
fluid shortens the life of rubber 
parts of brake systems and cor 
rodes metal fittings. 

Nationwide uses only heavy-duty 
SAE 70R1 brake fluid, the af 
states. 

Explaining how the driver cal” 
check his own brakes, the firm 
recommends brake service if the” 
brake pedal can be pushed dow!” 
more than half way. 4 

Nationwide advertises a complete | 
four-wheel job for Chevrolet, Ply@ | 
outh Six and Ford. It includes it | 
spection of drums, master 
wheel cylinders, adjustment ® | 
pedal clearance, clean entire *& 
sembly, clean, inspect and 
front-wheel bearings, check b 
fluid and shocks, grease seals 
rotate tires. 

All work is done while the owne 
watches and is guaranteed in 
ing, the ad says. 
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in charge of the Hazleton plant. 
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Keeping an Eye on Costs... 


U.C. Reconditioning 
A ‘Must’ for Summer 


(Continued from Page 30) 


truck merchandising, it is claimed, 
because most used truck buyers 
are the men who must drive them 
several hours each day. They want 
comfort as well as an economical 
job for the work they have to do. 
* * * 

Reconditioning Principles 

ETTING the greatest possible 
G profit return from used-vehicle 
merchandising takes dealer super- 
vision and close management. It 
also calls for close adherence to 
the 10 basic principles of sound 
ysed-car merchandising. The prin- 
ciples are: 

1. The dealer must establish: a 
used-car-and-truck policy by decid- 
ing how he wants to buy, recondi- 
tion, price, display, advertise and 
gell the used vehicles. Then he must 
insist that every member of the 


Safety Factor 
Cited in Plea for 
Fair-Trade Bill 


WASHINGTON. Enforceable 
minimum resale prices are needed 
on such items as antifreeze, lubri- 
cating oil, tires, batteries and parts 
and accessories requiring competent 
installation for highway safety, the 
House Interstate and Foreign Com- 
merce Committee was told by a 
petroleum official. 

Urging adoption of the Harris 
National Fair Trade Bill, John W. 
Nerlinger jr., executive secretary of 
the National Congress of Petroleum 
Retailers, said: 

“There is a demonstrated danger 
to highway safety and safety of 
motoring from cut-price sales of 
such merchandise by establishments 
not equipped or qualified to perform 
the installation service needed.” 

In some cases, he added, estab- 
lishments having no installation 
facilities at all sell such products 
in bulk for “catch-as-catch-can 
use.” 


Nerlinger also asserted that 
adoption of the Harris bill “will 
provide a means which gasoline 
suppliers, acting in good faith, may 
adopt to reduce some of the worst 
effects of destructive conditions 
occurring in connection with or as 
a result of destructive gasoline 
—-s and price-war prac- 

ices.” 








Inspections Hailed 
In Two States 


RICHMOND, Va.— Satisfaction 
with vehicle inspection systems has 
been reported from two Southern 
states. 

Here in Virginia, the new system 
of “pick-your-own month” inspec- 
tion was described as “working 
wonderfully.” More than 350,000 ve- 
hicles had been inspected by Apr. 1. 

In Georgia, seven bridges south 
of Macon were turned into road- 
blocks for what was “Georgia’s big- 
gest and most effective road safety 
check.” In a five-hour period, 3,217 
vehicles were stopped. State troop- 
etfs made 45 arrests and issued 76 
warnings. 





Highway Trailer 
Opens Pa. Plant 


HAZLETON, Pa. — Highway 
Trailer’s new plant here, one of the 
largest and most modern truck- 
trailer manufacturing facilities in 
the country, has been placed in 
operation. 

The first Eastern facility built by 
Highway Trailer, it will.serve the 
area east of Cleveland, including 
Eastern Canada. Initially it will 
Produce truck-trailers of all types, 
but later will also manufacture 
Highway’s new line of cargo con- 
tainers, said David B. Charnay, 
chairman, 

T. R. Betrone, a Highway vice- 
President and the company’s di- 
rector of industrial engineering, is 


organization does it that way. If 
the dealer’s program is sound it 
will result in a profitable operation 
that attracts customers. 

2. Buy intelligently and put the 
used vehicle in stock at its fair 
wholesale value at the time it is 
taken in or purchased. 

3. Recondition adequately and 
fast, Provide adequate facilities 
and separate them from service, if 
possible. Equip this department 
with time-saving tools, materials 
and well-trained men. Start recon- 
ditioning all pieces within 24 hours. 
If the dealer decides to sell a piece 
“as is,” he must be sure that both 
the customers and the salesmen 
know it. 

4. Price for turnover. Put a real- 
istic price on every piece to move 
it fast in today’s market. And 


don’t try to recover any over-| 








BEFORE 


Renewing Truck Seats— 


AFTER 


Truck seats and backs can be renewed at low cost. Complete kits are available, 
containing seats and backs and all the essential material and repair items, such as 


springs, hog rings and frame sections. 


|made on the sale of a new vehicle. 


Used-vehicle buyers are price-con- 
scious, and customer following can- 
not be attained or kept by trying 
to load the used unit with the 
dealer’s new-product selling mis- 
takes. 


* * * 


Good Salesmen, Good Pay 


5 Display effectively, Remember 
* this part of the dealer’s busi- 


* * * 


retail operation where the custom- 
ers come in to see and examine 
the product they purchase. Be sure 
the lot is well located, well identi- 
fied, clean, orderly and well man- 
aged. 

Use showmanship to attract cus- 
tomers but not to the point of 
garishness, Keep an atmosphere of 
activity, use signs, lights and other 
displays. 

6. Employ enough salesmen and 


allowance that might have been/| ness is the supermarket end of the! have a sound compensation plan to 


keep good men, Stage contests and 
give bonuses to keep the salesmen 
on their toes and looking for busi- 
ness, Not all the best sales come 
from walkins. 

7. Supervise the salesmen. Hold 
frequent training meetings. Help 
them close, Provide selling aids 
such as stock lists, price lists, 
prospect lists and fact books. 
Review with them the selling fea- 
tures of the car being sold by the 
dealership as well as the principal 
makes of vehicles being taken in 
on the lot. 

8. Advertise wisely and consist- 
ently. Keep the dealership name 
and merchandise before the public 
constantly. Always try to create the 
desire to buy from the dealership. 
Keep the ads hard-hitting and the 
copy fresh. 

9. Keep and use records. Well- 
kept records are essential for stock 
control, reconditioning costs, adver- 
tising budgeting, price revisions 
and turnover. 

10. Plan and manage aggressively. 
Be sure at all times that the used- 
vehicle department has the same 
aggressive supervision as new-ve- 
hicle sales. Give the used-vehicle 
manager authority equal to his 
responsibility. Forecast sales 
monthly and annually. Plan the 
work and adhere to the plan. 





Top-flight mechanics choose matched sets 


of Siap-on Boxockets’... Why? 


Because every Boxocket in a Snap-on set has the 
same matched balance, the same good “feel,” 
the same solid strength and sure fit. 


Working with these matched tools day-in, day- 
out, a man gets to feel they’re part of him. 


They give him a ‘ 


‘touch” and working confidence 


ordinary tools can’t match. A mechanic can 
wrap his mitts around a Boxocket and pour on all 
the power he’s got. 


Balance, feel, 


fit, confidence — put ’em all 


together and they mean just one thing — extra 
work speed that puts extra bucks in the pocket. 





8082-E 28th. Avenue 


vinyl kit bag. 





XS-606S-K DWARF BOX- 
OCKET SET. Six single- 
broached Boxockets, 7 sizes 
from 4%" to %” in sturdy 


SNAP-ON TOOLS 


Cc oR P OO R A T 


RB-606-K RATCHETING 
BOXOCKET SET. Six ratchet- 
ing Boxockets, 10 sizes from 
YY" to %" in vinyl kit bag. 


i oO 


* Kenosha, Wisconsin 





Snap-on Boxockets actually cost less in the long 
run, too. They’ll be rasslin’ the tight ones long 
after the bargain tools hit the scrap heap. 


Your Snap-on man can give you a lot of rea- 
sons why owning Snap-on Boxockets makes good 
sense — like their snug, sure fit to prevent slip- 
page and injury — extra safety of the full box 
head — strong, yet thin side walls that let you 
get into the tight spots—chamfered edge to get a 
working grip on the nut quicker—and many others. 


Get a matched set of money-making Boxockets 
the next time you see a Snap-on man. 


N 


XS-607-K DWARF BOX- 
OCKET SET. Seven double- 
broached Boxockets, 9 sizes! 
from 5,” to "4" in vinyl kit 






XV-611-K 
BOXOCKET SET. Eleven dov- 
ble-broached Boxockets, 
sizes from %” to 1%” in 
bag. strong vinyl kit bag. 











LONG-HANDLE 






16 
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Tested Programs Offered ... 


New Service Plans 
And How They Work 


(Continued from Page 28) 


parts and service managers. The 
library covers everything from 
equipment installation and location 
to improved training methods for 
personnel and has resulted in 
greater service profits for Ford 
dealers. 

A big reason for the library’s 
success in developing service pro- 
ductivity is that it is constantly 
being updated to keep it abreast 
of new developments and proced- 
ures in the parts and service fields. 

The library offers parts and serv- 
ice managers a means of increas- 
ing their productivity through more 
efficient utilization of facilities, bet- 
ter motivation for and supervision 
of personnel and, in general, by 
improving customer relations and 
satisfaction. ‘ 

* 


Purpose of Program 
_ Quality Service Program 
began in 1958 with a nucleus of 
dealers selected on a geographical 
basis. By the end of 1959, plans call 
for it to be instituted in approxi- 
mately 10 percent of all Ford deal- 
erships. 

Operating under the direct su- 
pervision of Ford’s district service 
managers, the program develops 
the dealer’s service appreciation, 
improves warranty administra- 
tion, increases customer satisfac- 
tion, improves facilities, provides 
and properly trains adequate 
numbers of personnel and insti- 
tutes preventive maintenance 
sales methods. 

The basic purpose of the Quality 


More Join War 
On Substandard 
Brake Fluids 


(Continued from Page 28) 
fluid that foamed or otherwise 
caused loss of braking efficiency 
just when the driver needed it 
most. 

aa * * 
of the insidious things about 
substandard fluid is that it 

foams or vaporizes under high heat 
such as occurs when brakes are 
applied full on to stop when the 
car is going at high speeds, or on 
long declines. 

When the fluid foams or ceases 
to be liquid, hydraulic brakes fail. 
It is difficult to put the finger on 
accidents caused by such a condi- 
tion, because the fluid usually has 
time to cool off before investiga- 
tion. 

Other states that now have leg- 
islation that prevents the sale of 
any but SAE heavy-duty fluid are 
Arkansas, California, Georgia, Loui- 
siana, Minnesota, Mississippi, New 
Jersey, North Carolina, Oklahoma, 
Pennsylvania, South Carolina, Ten- 
nessee, Texas, Virginia, Alaska and 
the District of Columbia. 


Michigan Eyes 
Inspection Law 


LANSING.—Semiannual state in- 
spection of motor vehicles in 
Michigan would be made compul- 
sory under a bill introduced in the 
Legislature by Senator Haskell L. 
Nichols. 

Similar proposals have been re- 
jected in the past. 

The bill proposes a maximum in- 
spection fee of $1.25 to be charged 
by official inspection stations li- 
censed by State Police. 

Lights, tires, brakes and other 
mechanisms. and equipment as 
might be determined by the State 
Police commissioner would be in- 
spected. 


Hauser Olds Expands 


Hauser Oldsmobile, Inc., is en- 
larging and remodeling its head- 
quarters at 706 Commerce, Lynch- 
burg, Va. A. Eugene: Hauser, presi- 
dent, said he has acquired 13,000 
square feet of space in adjoining 
buildings to bring his total area 
to 28,000 square feet. 


Service Program is a methodical, 
dealer-by-dealer improvement of 
service operations to meet and 
maintain the high standards of 
Ford quality service, Each phase 


Union Carbide Repeating 
Cooling-System Program 


NEW YORK.—The second Na- 
tional Cooling System Mainte- 
nance Week will be sponsored by 
Union Carbide Chemicals Co. 
May 17-23, The firm introduced 
the promotion a year ago. 

A spokesman said governors, 
mayors, highway officials and 
community leaders are being 
urged to remind car owners to 
have their cars’ cooling systems 
serviced before hot weather ar- 
rives. 


of the program is designed to fit 

the specific dealer in direct rela- 

tionship to his market potential. 
+ * * 


Top Personnel Needed 


E of the prime phases of the 
Quality Service Program is de- 
signed to insure full utilization of 
service technician’s productivity 
and, in so doing, assures service 
technicians a maximum salary 
range and to increase each dealer’s 
profit potential from his facilities 
and his area. 
Since it takes precise and de- 
tailed review of each phase of 
the individual dealer’s service 
operation by the district service 
manager, the growth of this plan 
is necessarily limited by the 
availability of qualified service- 
men to put it in operation. 
Therefore the Ford program of 
developing better service and 
higher service profits must, of 
course, proceed more slowly than 
an overall national plan. 
| However as the program proceeds 
and more experience in putting 
| both programs into operation is 
| attained, these programs can be 
stepped up considerably, especially 


Olds Offers Trunk Release Mechanism— 
This is the new power trunk release mechanism developed by Oldsmobile whic 


|a@s More and more dealers request| enables the driver to unlock and open the trunk of his car without moving from the 


| that their operations be put under 


| the direction of the Quality Service | 


Program, 


| station wagons, the device can be factory or dealer installed. 


front seat or taking the keys from the ignition. It is actuated by pulling a handle 
in the glove box. Offered as optional equipment on all 1959 Oldsmobiles excep: 
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Here’s How Experts Do It 


Care of Bushings 

CH space in service publica- 
Bi tone has been devoted to the 
importance of keeping rubber bush- 

and certain other parts free 
of all types of lubrication. Rubber 
pushings, in particular, are depend- 
ent on the friction of a dry socket 
to operate properly and if the parts 
slide within the bushing (due to 
jubrication), the quietness and ef- 
ficiency of the rubber-type bushing 
is lost. Likewise, any form of lubri- 
cation will attract dirt and dust at 

sed surfaces and may cause 
excessive wear, rapid deterioration, 
or other unsatisfactory results. 

All service manuals published 
since the extensive use of rubber 
parts at points of friction have 
cautioned against the use of any 
lubrication at these points. Pages 
2 and 6 of the lubrication section 
of the 1958 Chrysler and Imperial 
Service Manual have paragraphs 
which specifically calls attention 
to those points requiring no lubri- 
cation. 


Some lubrication personnel fail 
to observe these recommendations 
and as a consequence, the upper 
and lower control arm bushings, 
the idler arm bushings, rear spring 
silent blocks and shackle bushings 
are frequently sprayed with oil or 
some form of lubricant. Such lubri- 
cation is not necessary and gen- 
erally results in rapid deterioration 
with failure of these rubber parts 
at an early period of use. 

Since the design of the rubber 
bushings eliminates any contact 
between members which could 
cause noise, it is evident that in 
those cases where a squeak or 
noise was eliminated by lubrica- 
tion, either the rubber bond had 
loosened from the sleeve, or the 
sleeve which was intended to be 
held stationary, was moving. 

In either case, replacement of 
the bushing or proper tightening of 
the pivot bolt would be indicated. 
Lubrication at this point would 
prove only a temporary measure 


and could result in premature de- 
terioration of the rubber. 

Avoid the use of lubricants on 
any rubber parts, including bush- 
ings, rear spring interliners, 
steering center links, etc. Should 
a@ squeak or noise occur at a pivot 
bushing or on a rear spring, de- 
termine the actual cause of the 
noise and make a permanent cor- 
rection by replacing the part in- 
volved, or by tightening the bolt 
as required, 

Your service department actually 
has an excellent opportunity to sell 
your lubrication services with the 
knowledge of such factory recom- 
mendations that will contribute to 
a longer service life of parts. Full 
advantage should be taken of your 
“know-how” to promote all activi- 
ties of your service department.— 


CHRYSLER Service BULLETIN 
* * * 


Stalling by Plymouth 


CHANGE has been made in the 
automatic choke piston on Dual 
Stromberg carburetors to eliminate 
repeated cold-start engine stalling. 
Carburetors having the code 15-40A 
stamped on the air horn above the 
fuel inlet fitting, incorporate this 
improvement. 
No change has been incorporated 
in the choke if the vendor number 
15-40 is not followed by the letter 


USED CARS 


“Our salesmen are out just 
now, but I can have them here 
in a jiffy.” 

“A.” These chokes can be altered 
by the following corrective pro- 
cedure. 

1. Remove carburetor air cleaner, 
vacuum cylinder welch plug, piston 
link cotter pin and the piston with 
link assembly. 

2. Enlarge the bleed hole in the 
groove of the vacuum piston with 
a number 50 drill (.070 in.). Re- 


UP TO TWICE THE TOTAL OUTPUT 


WHEN YOU REPLACE STANDARD D.C. EQUIPMENT WITH 
DELCO-REMY’S NEW SELF-RECTIFYING A.C. GENERATOR 








AMPERES OUTPUT (HOT) 


Here’s a completely new generator from Delco-Remy specifically designed to take 


care of cars and trucks with extra-heavy electrical loads under all traffic conditions 


. - . to increase battery life by eliminating deep cycling. 


Designed to mount interchangeably with most standard d.c. generators, this compact 


new unit is only 534” in diameter and weighs just 31 pounds. The a.c. design elimi- 


nates commutation problems, providing extra-long brush life . . . and the ball bearings 


are “lifetime” lubricated so that no attention is required between engine overhaul 


periods. Six specially developed silicon rectifiers built into the end frame eliminate 


the need for space-consuming external rectifier units, reducing installation time and 


cost to a minimum. 


~ 


Be sure to specify this new self-rectifying a.c. generator along with its companion 


transistor regulator (either full or transistorized model) on your new special-duty 


equipment for 1959. This all-new power team is still another example of Delco-Remy 


progressive engineering at work for you. 


GM 
ie 


GENERAL MOTORS LEADS THE WAY—STARTING WITH Delco-Remy ELECTRICAL SYSTEMS 


DELCO-REMY 


DIVISION OF GENERAL MOTORS 


ANDERSON, INDIANA 
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move all burrs and dirt from the 
piston and its cylinder. 

3. Replace the piston and link 
assembly and fasten with the 
cotter pin, Install a new welch 
plug (Stromberg part number 
387166) to seal the cylinder. 
Check to make sure the piston 
operates freely. Do not oil or 
otherwise lubricate any part of 
the choke mechanism. 

4. Insert a .040 dia. wire in the 
front end of the cylinder siot and 
move the choke blade toward the 
closed position. With the vacuum 
piston held against the wire, a 
choke blade opening equivalent in 
size to a %-inch drill may be 
obtained by bending the arm on 
the choke shaft. If excessive load- 
ing is encountered during the 
warmup period, increase this set- 
ting to 13/32 inches. 

NOTE: In instances where the 
above procedure does not provide 
a satisfactory cold start, it may be 
necessary to reset the thermostat 
spring tension one or two notches 
toward the “R” from the index 
mark to provide sufficient choke 
operation.—PLyMoutTH TECHNICAL 


Propuct INFORMATION BULLETIN 
+ * * 


Valve Tappet Noise 





_ importance of following the 
established valve tappet adjust- 
ing procedures, which emphasize 
stabilizing engine temperatures and 
using a step-type feeler gauge (“go” 
and “no go”), as Outlined in the 
Ford Car Shop Manuals, must be 
reemphasized because of valve 
noise complaints. 

If the engine temperature is not 
stabilized, the adjusted tappet will 
not maintain the required clearance 
specification which will result in 
tappet noise and/or valve failure.— 
Forp Division Propuct Service Let- 


TER 
* * * 


Adjustment of Bearing 


a", HAS been definitely established 
by tests at the factory that the 
leading cause of front wheel bear- 
ing failure is improper adjustment. 

Many new servicemen fail to 
tighten the bearing securely, es- 
pecially when channel lock pliers 
are used, and torque specifications 
are only established, or are given 
no consideration whatever. 

When adjusting the front wheel 
bearings, have the front wheels 
off the ground, and be sure that 
the wheel is properly seated on 
the spindle. Proper seating of the 
wheel is important because tight- 
ening of the adjusting nut can 
usually force even misaligned 
parts into position in the assem- 
bly. If the wheel does not seat 
completely, remove the wheel and 
eliminate the interference before 
proceeding. 

After properly seating the wheel 
assembly, tighten the adjusting nut 
to 25 foot pounds torque and rotate 
wheel to be sure all the parts 
have seated completely. Then, back 
off the nut until loose, and re- 
tighten to two foot pounds torque. 
If the cotter pin cannot be in- 
stalled in this position, tighten ad- 
justing nut until it can be in- 
stalled. Do not exceed 10 foot 
pounds torque.—THE CapiLLac SERv- 
ICEMAN 

7 * * 


Plymouth Spark Plugs 


: y HAS become necessary to use 
Auto-Lite AR-32 spark plugs in 
361 cubic inch Plymouth Golden 
Commando engines in place of A-32 
spark plugs. This resistor-type 
spark plug is being used in con- 
junction "with the new and im- 
proved resistor-type, high-tension 
distributor wires. 

Proving ground tests have in- 
dicated no difficulty being experi- 
enced with this combination. 
When a sufficient supply of the 
A-32 spark plugs is available, 
they will be reinstated in produc- 
tion. 

When spark plug replacement be- 
comes necessary due to a higher 
mileage build-up on _ engines 
equipped with the AR-32 resistor 
plugs and the new resistor-type 

high-tension distributor cables, it 
will not be necessary for the owner 
to use the premium AR-32 spark 
plug. 

This only applies to the Plymouth 
Golden Commando 361 cubic inch 
engines.—PityMoutH 'TECHNICAL 
Propuct INFORMATION BULLETIN 


Wojtowick Adds 2 Lines 


Wojtowick Motors (Buick-Pon- 
tiac-GMC), Harlowton, Mont., has 
— on Chevrolet and Oldsmo- 

ile. 








FORMING TOOL—tThe latest addition to 
the “Surform” family of speed forming 
tools, made by Stanley Tools Division, 
‘Stanley Works, New Britain, Conn., is the 
convex plane-type model No. 397 with 
new fine-cut blade designed to shape, 
shave and smooth curved surfaces, and to 
file and form recessed areas. Two knobs 
make it a draw-cut or push-cut tool with 
equal ease. Cutting is done with the 
hardened and tempered Sheffield steel 
blade and its 500 individual sharpened 
cutting edges. The blade will not clog 
because the chips pass through the blade. 
Each edge has its own throat which car- 
ries shavings away from the work, it is 


claimed. 
a ae. 


Canned Protection 


A new aerosol-type fire extin-| 
guisher, called S’Nuf, has been| 


announced by Glidden Co., Cleve- 
land, O. 
* * 


= 
Tool Merchandiser 
Kal-Equip Co., Otsego, Mich., 


has announced a unit for either| 
counter or floor display of the) 


Kal-Tunemaster, a complete kit of 


portable tuneup tools. The three-| 


piece unit consists of a brightly 
printed background display and 
separate literature pocket that fit 
onto the tool kit to make a coun- 
ter merchandiser, plus a sturdy 
wrought-iron stand for floor dis- 


play. 


TRANSMISSION TESTER—Mann Auto- 
matic Transmission Co., 6400 Truman Rd., 
Kansas City 26, Mo., has announced a 
heavy-duty testing dynometer for auto- 
matic transmission rebuilders. The model 
1100 will test every make and model 
automatic transmission under continuous 
full torque load in all forward speeds 
and reverse, it is said. The exclusive de- 
sign of the power absorption dynamom- 
eter permits testing under the same load 
conditions present in an automobile. All 
internal oil pressures, all gear ranges, 
upshift and downshift patterns can be 
tested, it is said. Pump whines, planetary 
gear noises and oil leaks are revealed. 

+  So8 


Power Steering Lines 


Weatherhead Co., 128 W. Wash- 
ington Blvd., Fort Wayne, Ind., has 
introduced a number of assortments 
of power steering lines to fill the 
need for the rapidly growing re- 
placement market. All the PS-18 
assortments include 17 pressure 
lines and one Return Line Kit. 

* * * 


Multipurpose Files 


A line of multipurpose files, in- 
corporating double diagonal chip- 
breaker grooves, is being marketed 
by Heller Tool Co., Newcomerstown, 
O. The file is called the “Criss- 
Cross Multi-Kut” because it has 
vari-length teeth and criss-cross 
grooves, the firm said. 

7 ” ak x 


Used-Car Price Chart 


Offered by Cleveland Firm 


A method of determining auto- 
mobile tradein values, known as 
the Used Car Valuation and De- 
preciation Table, gives a month-by- 
month breakdown of car deprecia- 
tion based. on purchase price and 
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NEW PRODUCTS 


the length of time it has been 
driven, 

The system was devised by James 
Berry, president of National Auto- 
mobile Dealer Consultants, 1050 
Erie Cliff Drive, Cleveland 7, O. 

* ca ok 


Kraco Offers Rear Mat 


A new rear mat has been de- 
signed to complete the Esquire 
“500” line by Kraco Products, Inc., 
2411 Santa Fe Ave., Compton, Calif. 

oa * * 


FUEL FILTER—A fuel filter with positive 
super-micronic filtration that is said to 
prevent stalling, hard starting, rough idl- 
ing and fuel waste has been announced 
by Purolator Products, Inc., Rahway, N. J. 
The filter, known as the GF-11 Fuel Filter, 
can replace any other unit. Based on the 
same principle as the micronic oil and 
air filters, the GF-11 affords a finer degree 
of filtration than ceramic-type fuel filters, 
it is claimed. The unit can be installed 
either horizontally or vertically at any 
point where there is six inches or more 
of straight tubing. Hose connections fit 
5/16-inch O.D. but can be stretched over 
¥%-inch O.D. tubing if necessary, it is 
said. 


* + + 

Car Waste Bags Offered 

Packages of six disposable waste 
bags for cars and a metal hanger 
for the bags are being marketed 
by Bates Enterprises, 1940 E. 
o_o St., Indianapolis 20, 
na. 


* * * 
Supersan Paint Removers 


Chemical Compounding Corp., 262 
Huron, Brooklyn, N. Y., has added 
two paint removers to its Supersan 
line. One is Supersan Super Strip, 
which is said to destroy chemically 
multiple coats of paints so they 
may be hosed off with clear water. 
The other is Supersan Speed Strip, 
an all-purpose paint remover. 

x * * 


Screwdriver-Nut Runner 


The “Clecomatic,” a screwdriver- 
nut runner, has been introduced by 
Cleco Air Tools, 5127 Clinton Drive, 
Houston, Tex. The tool contains an 
exclusive mechanism which auto- 
matically starts the air motor, then 
shuts it off automatically when the 
screw or nut has been tightened 
-, ee specifications, the firm 


STEEL SHELVING—A line of boltless 
adjustable steel shelving has been added 
to the line of storage equipment pro- 
duced by Penco division, Alan Wood Steel 
Co., 200 Brower Ave., Oaks, Pa. Called 
Penco T line shelving, it is available in 
open and closed type standard shelving 
and in ledge and counter units in a 
wide variety of sizes. If is manufactured 
in depths of 12 through 36 inch and 
heights from 3 feet, 3 inch through 10 
feet, 3 inch. The standard width is 36 
inches. 





REFUSE CONTAINER—A Gar Wood 
Load-Packer, the ‘600 series, has been 
announced by Gar Wood Industries, Inc., 
Wayne, Mich. The refuse collection unit 
is said to incorporate a telescopic hoist 
that does not require a hoist sub-frame, 
simplified controls, an efficient hydraulic 
system and a large 1'-cubic-yard hopper. 
The Load-Packer features a 10-second 
packing cycle. i ocad 


Brake Fluid Line 


Permatex Co., Inc., 300 Broadway, 
Huntington, N. Y., has announced 
a line of Indian Head brand hy- 
draulic brake fluids. Formerly 
available as light-duty fluid only, 


the expanded line now includes a} 
heavy-duty fluid and a super heavy- | 


duty brake fluid. 
* 


* * 
Spark-Plug Vapor Seal 
Triple A Specialty Co., 2101 W. 
Walnut, Chicago 12, Ill, has an- 
nounced a spark-plug protector 
which is said to act as a complete 
water and vapor seal. Triple rings 
at both ends seal wire as well as 
plug, the firm said, and a capillary 
trap assures complete vapor seal. 


The seal is made of Triple A’s Tri-| 


prene, 


TAIL LAMP LENS—Grote Mfg. Co., Belle- 
vue, Ky., has developed a stop and tail 
lamp lens which is said to deliver greater 
brilliance than any stop and tail lamp 
lens currently available. Known as model 
215-218, the lens is now used on all 218 
stop and tail lamps and is also available 
as a replacement lens for most stop and 
tail lamp lenses currently in use, it is 
claimed. 

i, 


Spray Motor Cleaner 

“Kleen-Off” will quickly spray- 
clean motors of grime, grease, oil 
and dirt, according to the Heet 
Division, DeMart & Dougherty, 
Inc., P.O. Box 112 (Cicero Branch), 
5000 W. 4ist St., Chicago 50, Ill. 

® « ” 


Diesel Fuel Additive 
A concentrated additive for diesel 
fuel is being marketed nationally 
through accredited diesel parts and 
equipment jobbers. Called Power- 
Pal, it is a product of Nutmeg 
Chemical Co., Inc., 1388 Haven St., 


New Haven, Conn. 
* * e 


Touch-Up in 210 Hues 


A new line of auto finish touch-up 
products, covering all 1959 makes, 
includes 210 factory-matched color 
variations in spray cans or bottles. 
Dupli-Color Products Co., Inc., 2440 
S. Michigan Ave., Chicago 16, Ill. 

* x ~ 


Lub-A-Cable Dispenser 

Panef Mfg. Co., Milwaukee, Wis., 
is offering Lub-A-Cable, a speedom- 
eter cable lubricant, in a plastic 
Squeeze dispenser. The spout can 
be pierced for use as a. drop-oiler 
or cut off for insertion of the 
speedometer cable. 


* * * 


Plastic Divider Offered 
For Air-Conditioned Cars 


A clear plastic divider that can 
be installed between the front and 


| connector 


| rear seat of an air-conditioned car 
is offered by Aire-Gard Co., 2901 N. 
Fitzhugh, Dallas, Tex. 

The divider rolls up when not in 
use, The company said it keeps 
warm or cold air in a desired area 
of an automobile or station wagon 
and permits operation of the air 
conditioner at low speeds, thus 
reducing engine wear. 

oa * * 
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BATTERY CABLE—A plastic battery 
cable that is said to eliminate terminal 
corrosion and increase the life and per- 
formance of a battery has been intro- 
duced by Truck Equipment Distributors, 
Inc., 1950 Thirty-first St., Denver, Colo. 
The cables are air tight, impervious to 
acids, oil and gas and have 200 ohms 
less resistance than any other cable, it 
is claimed. The Radsco cable features a 
plastic cable head and threaded nylon 
nut that encases the battery 
terminal and cable end. Between 
plastic head and the battery is a sodium 


| hydroxide impregnated felt washer that | 
neutralizes sulphuric acid and. seals the) 


terminal connection against any outside 
corrosion or contamination, it is said. One 
style cable fits both positive and negative 
terminals on either six or 12-volt bat- 





teries. 
| 


* * * 


Flags for Autos 


Frank Plastics Corp., 91 Pallister, 
Detroit 2, Mich., is offering a flag 
mast and nylon flag for automo- 
biles. The mast snaps onto ventila- 
tor windows but does not impede 
the closing of the window. The flag 


may be removed from the mast. 
* * x 


Campbell-Hausfeld Offers 


Compressor-Sprayer Items 


More than 60 items are offered by 
Campbell-Hausfeld Co., Harrison, 
O., in its line of accessories for air 
compressors and paint spraying 
equipment. 

Included in the line are air caps, 
cup assemblies, material containers, 
air pressure gauges and regulators, 
air line filters, valves, couplings, 
hose assemblies, respirators and 
other useful accessories. 

7” * . 


Aluminum Wheel Disc 


An aluminum wheel disc with a 
brushed finish has been introduced 
by Shore-Calnevar, Inc., 2881 E. 
Pico Blvd., Los Angeles 23, Calif. 
The disc fits all models and is 
available in 14 or 15-inch diameter, 
the firm said. 





* * * 


11-Inch Portable 


A new portable typewriter, with 
an 11-inch carriage, has been mar- 
keted by Remington Rand, 315 
Fourth Ave., New York 10, N. Y. 

* 


* * 


how to earn 


BRAKE BOOKLET—A free booklet that 
tells how to spot and sell a brake service 
prospect is available to shop operators 
from Ammco Tools, Inc., 2100. Common- 
wealth Ave., North Chicago, Ill. The illus- 
trated booklet, “How To Earn Big Profits 
In Brake Service,” explains the brake 
service potential, and tells how each shop 
can realize bigger profits in brake service. 


the} 





SPRAY BOOTH—The Dispo paint spray 
booth has been announced by Newcomb. 
Detroit Co., 5741 Russell St., Detroit 11, 
Mich. The booth is designed to colleg 
paint overspray on a special Dispo sable 
cloth. The Dispo booth disposes of paint 
spray by a system of automatically sup. 


| plying clean arresting media (non-woven, 


flameproof cloth) in direct proportion to 
the volume of paint overspray being col. 
lected. Variation of air volume to gyi 
individual spray operations does not 
affect arrestance efficiency. 

* * * 


SoundScriber ‘3-in-l’ 


Soundscriber Corp., 6 Middleton, 
North Haven, Conn. has an. 
nounced a dictation, transcription 
and interview-recording system in 
one portable package. The unit, 
called the “200-BIC,” weighs six 
pounds and is powered by regular 
flashlight batteries. 


* * * 


Fluid for Shock Absorbers 


Gabriel Co., 1148 Euclid Ave, 
Cleveland 15, O., has introduced 
the Gabriel X-300 fluid in its shock 
absorber line. The oil, which con- 
tains an anti-rust and anti-oxida- 
tion agent, is said to be less affected 


| by extreme changes in temperature 


than any other shock absorber fluid. 


LIFT ATTACHMENT —A lift attachment 
for servicing small narrow-track cars on 
existing “‘drive-on-type” lifts has been 
announced by DeGreen Sales & Service 
Co., 190 Canyon Rd., Chagrin Falls, 0. 
The attachment is an auxiliary rail of 10 
gauge steel that can be clipped on 
the main rail of any drive-on-type /ift. 
The ramp is %4-inch checkered plate and 
the trough is 12 feet long and 7 inches 
wide. Whole unit is prime-coated with red 
oxide, comes completely assembled, ready 
for use. Units are made for the left o 
right hand rail of any drive-on-type Iif, 
it is said. 

a a 


Transistor Car Radio 
Announced by Soundex 


The manufacture of pushbutton 
transistorized custom car radios 
with the Toroid Power Pack has 
been announced by Soundex Radio 
Co., 957 Commonwealth Ave., Bos 
ton, Mass. 

According to Soundex, perform- 
ances have shown that the inclusion 
of the Toroids in the design com | 
cept results in much less hum 
noise pickup, and considerably 
higher efficiency. 

* * * 
Masking Paper 

“Maskit,” a masking paper with 
a self-adhesive edge, is being mant- 
factured by J. E. Fricke Co., Phila 
delphia 6, Pa. The company / 
“Maskit” adheres to practically | 
every kind of surface and provides © 
protective coverage when paint 
applied by aerosol spray, brush, % © 


roller. 
* * * 


Molding-Clip Installer j 
K-D Mfg. Co., Lancaster, Pa., al 
nounces a No. 440 molding clip it | 
stalling tool designed for installing 
molding clips in late-model Chev 
rolets and Pontiacs. Jaws fit inside 
clip, and squeezing handles ex 
the clip, holding it in place. 
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(Continued from Page 28) 


the 9,250-foot materials-handling 
system. a is 


Import Surprise 
GATHERING material for the 
cs car merchandising story in 
issue, we intended to cover 
the import field as well. But much 
to our surprise we found that none 
of the importers or factory offices 
in this country had any used-car 
merchandising or reconditioning 
for their dealers. In fact, 
most of them said they leave this 
detail up to their distributors or 
dealers to work out. 

However, in a check among a 
number of dealers and distribu- 
tors of imports across the nation 
we found that 60 percent did a 
complete job of reconditioning 
and 40 percent did very little, 
influenced mostly by how far they 
went in merchandising used units 


traded in. 

The dealers who did‘ a thorough 
job included complete engine work 
and repainting where it was found 
necessary. The others did little 
more than clean up the cars so 
they looked fairly well. 

Several distributors said it costs 
more to recondition the imports 
than it does American-made cars. 

None of the distributors or deal- 
ers reported any trouble in financ- 
ing sales of used units, All indi- 
cated that thus far at least the 
banks were interested in taking all 
of this paper that had been made 


available. 
* *® 


Walker Ships Jacks 


Walker Mfg. Co., Racine, 
Wis., shipped its first carload 
of automotive jacks a few weeks 
ago. The shipment was made to 
Southern Distributors, Inc., Wash- 
ington, D. C. The shipment con- 
sisted of more than 1,000 jacks with 
a total weight of 35,000 pounds. 
* * * 


Gas-Station Turnover 


A REPORT by the American 
Petroleum Institute on dealer 
turnover at lessee stations for 1958 
confirmed anew that inexperienced 
dealers, and those with stations 
having a relatively small volume, 
account for the greatest rate of 
terminations. 

ms with an annual vol- 
ume of less than 100,000 gallons 
accounted for 41.5 percent of the 
total turnover, even though they 
represented only 28 percent of 
the total number of stations in- 
volved in the survey. Stations 
Pumping between 100,000 and 
200,000 gallons per year had only 
an 18.3 percent turnover, and for 
those pumping more than 200,000 
gallons the figure was only a 9.7 


percent. 

Surprisingly, yet more alarming 
for the franchise dealers, turnover 
in the smaller no-bay and one-bay 
stations was lower than in the 
larger multibay stations. 

is seems to indicate that in 
order to stay in business, operators 
of larger stations, with more space 
to work on cars, had to supplement 
“take” from sale of gallonage and 
TBA items by increasing service 
work, 

Another interesting thing was 
that among stations at which turn- 
over occurred, about 13 percent 

two turnovers during the year 
and a little more than two percent 

in excess of two turnovers. 
Also it was noted that the low- 
volume stations included seasonal 
and resort places which have a 
high volume for several months 
and which normally are not op- 
erated on a year-around basis, 

” * 


Some Are in ‘Dead’ Areas 


Tus again seems to indicate 

that oil refiners, like auto manu- 
facturers, are finding that some of 
their dealers are operating stations 
in what might be termed “dead” 
areas. And unlike the auto men, oil 
firms are loath to close these sta- 
tions that don’t do enaugh business 
to pay their way. 

The report brings up the ques- 
tion as ta whether the oil refiners 
are being realistic in their station 
®xpansion program and if 
whether, in putting up new sta- 
tions and trying to keep the 
” stations in operation at 


the same time, they are not 
spreading their distribution too 
thin. This may be the reason why 
so many refiners have gone into 
the drive to get as many of their 
stations into automotive service 
work in competition with fran- 
chised dealers. 

Of course, if franchised dealers 
continue to drive service business 
out of their shops and into these 


the majority of the franchised 
dealers are awakening to what has 


roughly one-quarter of the turn- 
over terminations were beyond the 


happened to them in the neglect of| control of the supplier or dealer. 


this highly profitable service work, 
and that the industry is starting 
to make an “about face” in this 
regard. 

As more and more franchised 
dealers make provision for taking 
care of more and more of their 
owners and expanding their serv- 
ice facilities, there seems little 
doubt but that the number of 
gasoline stations that will go broke 
every year will increase the already 
burdensome turnover problem for 
the oil refiners. 

= * * 


Specific figures were 6.6 percent 
for terminations beyond supplier 
or dealer control, and 19.5 per- 
cent for terminations for all 
other reasons. Terminations in 
the second half of 1958 were less 
than one percent greater than 
those in the first half. 

Thus, the terminations were not 
caused by any general economic 
condition but due in most part, 
outside of death of the operator, 
retirement and highway changes, 
because the station was not produc- 
ing enough revenue from gallonage 


35 


among dealers who had less than 
one year’s experience as a station 
operator. 

* * + 


Accident Report 

IRAVELERS INSURANCE CO. 

recently put out a table that 
indicates that 95.5 percent of all 
fatal vehicle accidents were caused 
by vehicles in apparently good 
condition, 2.2 percent with defective 
brakes, .2 percent with defective 
steering, .2 percent with one or two 
lights out, .4 percent with taillight 
out or obscured, 1.00 with other 
defects in equipment and .5 because 
of puncture or blowout, 





stations, the refiners may make 
out all right in that program, 


But it begins to look as though 





Other Figures Cited 


and TBA sales to give the operator 
thinking is indicated in|a living wage. This also is borne 
findings of this report that!out by half of the turnover being 


Another pretty good reason to 
put our shoulders behind the May 
Safety Check program. 


Mr.Car Dealer: 


Here’s a proved cure for many 
Of your after-sale headaches! 


To cut your service costs during.the warranty period—and to provide quick, 


economical service for the customer after his warranty has expired—use Casite’s 


time-and-money-saving correction and protection for engines and automatic 


transmissions. 


Because we—the Hastings Manufacturing 
Company—specialize in engine maintenance 
problems, we know the causes of many of 
your troubles, 


Ps 
=, 
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We know, as you do, the damaging effects 
of modern stop-and-start driving on high 
compression engines and automatic transmis- 
sions. In our own engine testing laboratories, 
we’ve seen how acids, rust and corrosion— 
from condensation caused by fluctuating ex- 
tremes in operating temperatures—cause 
poor performance and parts deterioration. 

Utilizing the latest proved chemical dis- 
coveries, our Casite Division has developed 
and perfected scientific correction and pro- 
tection for the three vital areas of car per- 
formance . . . the firing zone, the friction zone 
and the transmission zone. Each requires 
specific treatment to keep the car’s “power 
plant” clean, friction-free and at peak oper- 
ating efficiency. : 





Three new Casite products now perform 
these specific functions. Each is a liquid con- 
centrate additive . . . for gasoline—for crank- 
case oil—for transmission fluid, 


You can use them, on your shop’s cus- 
tomer entrance floor,. without mechanical 
labor costs or expensive parts dismantling or 
replacement. A few minutes of your floor 
man’s time and the customer is on his way— 
with smoother, quieter, satisfying engine and 
transmission performance. And he’s happy. 
His cost is small . . . results are instantly no- 
ticeable. Your major repair jobs are unin- 
terrupted. Your service department keeps a 
smooth flowing schedule. 

The following information about Casite’s 
3-Zone Engine Protection will be of interest 
to you and your service manager: 


1. Improved Casite—for the firing zone. 
The nation’s favorite “tune-up in a can” is 
now vastly improved with spark plug and 
carburetor cleaner and acid inhibitor. 





Recommended for use in the gas tank or 
carburetor air intake to free valves and rings, 
and clean carburetor and spark plugs. Also 
for use in crankcase oil for quicker starting, 
less start-up wear and to break-in new or 
rebuilt engines. The list price is $1.25. 


2. Casite 3-C—for the friction zone. A 
new heavy-duty crankcase concentrate that 
stops noises in the car’s engine. Added to the 





motor oil, Casite 3-C, with Barimen, stops 
hydraulic lifter noises, quiets and smooths 
the engine. Makes a tougher oil that won’t 
thin out—oil that cushions the load on every 
working part—cuts friction and wear. Cleans 
the engine and keeps it clean. Protects against 
acid, rust and corrosion, too. List price $1.50. 


3. Casite “Smooth-Seal”—for automatic 
transmissions. ““Smooth-Seal” reduces jerks 
and roughness, and assures smooth, quiet 
operation. It stops and prevents leaks due to 
hardening or shrinking of the transmission 
seals. It reduces shock and wear and enables 
delicate parts to last longer. The list price is 
$1.95, 





We suggest that you call your local Casite 
Distributor, who can give you prompt de- 
livery of all Casite products. Or—if you'll 
write us on your company stationery, we'll 
send you free a can of each additive, so you 
can see for yourself how Casite products will 
really solve your headaches. 


é Casite Division 
HASTINGS MANUFACTURING COMPANY 


' HASTINGS, MICHIGAN 


Casite Additives + Piston Rings 
Oil Filters « Spark Plugs 





Custom conversion for caterers includes pull-out storage shelves for easy serving. Custom conversion for salesmen including rolleraibyor 


t3 


This famial 


Custom conversion for farm and ranch providesgpac 


Custom conversion for rescue work—called the Amblewagon—is complete ambulance. 
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’ rollergipyor tray for product display. Custom conversion for interior decorators provides plenty of storage area for supplies and equipment. 


iy beauty has a business career too! 

























Here’s a hard working wagon that’s always ready for a good time... 
whether it’s used for floral delivery, food catering or to display 
machinery . . . it converts in minutes to the smartest looking station 
wagon on the American Road. This Ford Station Wagon is so versatile 
it can even become a fully equipped ambulance. 


Created especially for business use, these utility wagons feature 
removable racks, heavy-duty trays and roller conveyors, :i easily 
reached through the single wide-opening rear door. Look at the many 
uses shown on this page and you begin to see why so many Ford dealers 
are finding these ideas in Ford wagons so profitable. 


Tell your prospects, particularly small businessmen, about the 
Ford double-duty wagon. Tell them, too, about the attractive 
tax savings allowed on vehicles used for business. 


These are just a few of the many competitive selling advantages 

you enjoy as a Ford Motor Company dealer. For full details on these 
popular utility models write: Post Office Box 556, Ford Division, 
Dearborn, Michigan. 


pacity interior for full loads. 


Another reason why it’s great to be a dealer in the Ford Family of Fine Cars! 


Ford 


MOTOR COMPANY 










FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
FORD « THUNDERBIRD « EDSEL * MERCURY « LINCOLN 
CONTINENTAL MARK IV * ENGLISH FORD LINE + TAUNUS 
TRUCKS + FARM AND INDUSTRIAL TRACTORS AND 
IMPLEMENTS « INDUSTRIAL ENGINES 


THE AMERICAN ROAD 
DEARBORN, MICHIGAN 






FORD FAMILY OF FINE CARS CLEARINGHOUSE + NO. 135 OF A SERIES 











DETROIT.—Here is the schedule 


month—a regular feature of AuTo- 
MOTIVE NEws. 


For Make Servicemen 


Z CADILLAC DIVISION—AFA 

Course, Oklahoma City, May 27. Air 
Conditioning—Dallas, May 26; De- 
troit, June 9; Jacksonville, Fla., 
May 26; Philadelphia, May 25, Car- 
buretion—Boston, May 25; Detroit, 
May 25; San Francisco, May 26. 
Charging Circuits — Chicago, May 
25; Tarrytown, N, Y., May 25-June 
8. Diagnosis—Atlanta, May 25-June 
1; Los Angeles, May 25; Portland, 
Ore., May 25; St. Louis, May 25; 
Tarrytown, N. Y., June 1. Engine 
Testing—Chicago, May 27; Minne- 
apolis, May 26; Oklahoma City, 
May 25; Tarrytown, N, Y., May 27- 





"Go Get a Dodge’— 


Baltimore Dodge dealers have launched a year-around advertising and promotion 
program featuring the theme, ‘Go Get a Dodge.” It will be handled by Brahms- 
Gerber, a local advertising agency. Discussing the program are, from left, Jack| June 10; Washington, May 26. 
Gerber, Brahms-Gerber vice-president; Jack Brahms, Brahms-Gerber president; Mark | Hydra-Matic Diagnosis — Chicago, 
Chenowith, vice-chairman, Dodge dealers advertising committee; Gorden Williamson,| June 1, 8, 15; Tarrytown, N, Y., 
Baltimore manager, Marvin Co.; Milton Weiner, chairman of the Dodge committee, | June 15. Hydra-Matic Overhaul— 
and Tom Malloy, Dodge city manager. | Chicago, June 3, 10, 17; Detroit, 


of field service schools for the next | 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


| June 4; Tarrytown, N. Y., June 17. 
Owner Relations—Detroit, June 16. 
Power Steering — Detroit, June 2; 
Tarrytown, N, Y., June 4. 


CHRYSLER CORP.—Chrysler 
Corp.’s training courses on 1959 
cars and trucks at Detroit, Chicago, 
Atlanta, New York, Philadelphia 
and Los Angeles will cover: Torque- 
Flite transmission, PowerF lite 
transmission, power steering, elec- 
trical, carburetion, engine tuneup, 
front suspension, rear suspension, 
1959 engines, Simca car, 1959 bodies, 
new-car preparation, brakes, air 
conditioning, rear axle, accessories, 
MTSC Clinic. 

FORD DIVISION—From May 25 
to June 19, the 35 Ford district 
school instructors will be conduct- 
ing courses in Fordomatic, power 
brakes, retractable hardtop, air 
conditioning and such other sub- 
jects as local conditions require. 

GMC TRUCK & COACH DIVI- 





SION—Instruction in the approved 





THINK OF SOLEX® 


FROM THE CUSTOMERS ANGLE! 
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Imagine yourself as a customer. Now . . . wouldn’t 
you rather have that new car with Sorex Green Tint 
Safety Glass than without it? Of course you would! 
Once your customers test-drive a new car with 
Soxex, they'll wonder how they got along without 
it before. 


tems remarkably. 





increases the efficiency of auto air-conditioning sys- 


Sorex has sales appeal because it is the mark of a 
smart, up-to-date car. SotEex is not noticeable from 
the inside . . . doesn’t change the view outside. 


Now let’s look at it from your point of view. The 


inclusion of this easy-to-sell extra in your cars offers 


THEY'LL WANT SOLEX BECAUSE: 


Sorex provides more safety by removing harsh, bright 
light that annoys and distracts the driver. Yet it meets 
all Federal Standards for light transmission in autos. 


Sorex adds comfort because it absorbs more than 


Tint Safety Glass, 
50% of the total solar heat entering the car. And it 


All PPG Automotive Safety Glass complies with every recognized safety code. 


PAINTS ¢ GLASS * CHEMICALS * BRUSHES ¢ PLASTICS *¢ FIBER GLASS 


extra income to you. Its safety is obvious, its comfort 
is appealing to your customers. And SoLex comes in 
any of several types of PPG Auto Safety Glass. 

It’s easy—and profitable—to sell the value of Sotex. 
So order all your cars with Sorex Green .\\\\1/, 


~S 
Z 


-- THE BEST GLASS UNDER THE SUN!" “//; 





PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


Watch the GARRY MOORE SHOW Tuesday Nights. 












overhaul, maintenance and diag- 
nosis procedures using the latest 
tools and equipment is available 
(free of charge) to all service per. 
sonnel sponsored by a GMC truck 
dealer, or a GMC truck fleet opera. 
tor. The following covrses are 
offered: 1. rear axles, 2. standard 
transmissions, 3. automatic trang. 
missions (Hydra-Matic, twin 
Hydra-Matic, and torqmatic), 4 
diesel engine (one-week tuneup 
class or two-week overhau)), §, 
gasoline engine tuneup, 6. gasoline 
engine overhaul, 7, power steering 
(in-line or booster type), 8. carbure. 
tion, 9, four-wheel drive, 10. air. 
suspension, 11, hydraulic brakes, 
GMC maintains classrooms in the 
following cities: Atlanta, Jackson. 
ville, Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, BE] 
Paso, Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Les 
Angeles, Memphis, New Orleans, 
New York (two centers), Oakland, 
Philadelphia, Washington, Pitts- 
burgh, Buffalo, Portland, St. Louis 
and Minneapolis. Address inquiries 
to Service Training Activities, GMC 
Truck & Coach Division, Pontiac 
11, Mich. 

INTERNATIONAL HAR. 
VESTER — Atlanta motor truck 
technical training center is con- 
ducting training for dealer and 
fleet servicemen. Includes territor- 
ies of Birmingham, Ala., Cincinnati, 
Louisville, Memphis, New Orleans, 
Atlanta, Charlotte, N. C., Jackson- 
ville, Fla., and Richmond, Va. 

Dallas motor truck technical 
training center is conducting train- 
ing for dealer and fleet servicemen, 
Includes territories of Denver, 
Dallas, Houston, Lubbock, Tex., San 
Antonio, Kansas City, Little Rock, 
Ark., St. Louis, Tulsa, Okla., and 
Wichita. The training center in- 
structions includes engine overhaul 
procedures emphasizing the fitting 
of pistons and rings, crankshaft 
bearings and the importance of 
valve reconditioning. 

Gasoline and LPG engine per 
formance, diagnosis, ignition, and 
carburetion together with minor 
and major tuneups is part of the 
training provided. The electrical 
system highlighting generators, 
starters and voltage regulators, is 
taught. Automatic, Select-O-Matic 
and Roadranger transmissions, the 
new International Harvester rear 
axles as well as air and hydraulic 
brake systems are included. Also 
included is an introduction to 
Cummins diesel engines covering 
the similarity of service procedures 
between diesel and gas engines. 

The training is conducted by the 
Tell-Show-Do method. As each 
serviceman performs the various 
service operations, correct diagno- 
sis, service procedures and the use 
of special tools are emphasized. 
Atlanta classes are limited to 16 
men per week and Dallas classes 
to 20 men per week to allow the 
instructors to give individual at- 
tention to each serviceman. Fleet 
maintenance supervisors and serv- 
icemen—Classes especially designed 
for fleet maintenance operations 
covering the above subjects are 
conducted at regular intervals at 
both training centers. 

STUDEBAKER -PACKARD— 
Technical training centers in New 
York, South Bend, and Los Angeles 
have scheduled courses on 
phases of the Studebaker Lark and 
Hawk models as well as Mercedes- 
Benz passenger cars for May 25- 
June 19. The courses are tailored to 
dealer mechanic needs and grouped 
in relation to basic requirements— 
(1) elementary, (2) overhaul re 
pairs, (3) advanced classes on 
heavy repair procedures and special- 
ized unit rebuilding. A special two- 
week course on Studebaker models 
has been established for newly ap- 
pointed dealer servicemen. Subjects 
cover a brief history of prior mod- 
els and provide a working knowl- 
edge of the current passenger cars 
and trucks. Training will be con- 
ducted at New York by F. X. Cogh- 
lan, at Los Angeles by L, J. Young, 
and at South Bend by A. S. Kidder. 

WHITE MOTOR CO.—Gasoline 
school—June 15-19 (White); Diesel 
school—June 1-15 (Cummins). 
Schools will be held at the White 
Motor factory, Cleveland. 


For All Servicemen 


ALLEN ELECTRIC and EQUIP- 
MENT CO., Kalamazoo, Mic h— 
The Allen Power-Tune course, cov- 
ering diagnosis and electrical 
performance troubles, includes 
training on regulators, generators, 
batteries, distributors, ignition cit 

(Continued on Page 39, Col. 1) 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 38) 


cuit and use of Allen scope. Also| distributor to meet local needs and 


offered is the Allen PM Tune-Up 
school for learning the fundamen- 
tals of the tuneup business includ- 
jing servicing and merchandising. 
A nominal fee is charged. For 
starting dates, contact local Allen 
representative or write directly to 
Educational Departmen t, Allen 
Electric & Equipment Co., 2101 N. 
Pitcher St., Kalamazoo, Mich, 


AMMCO TOOLS, Inc., North Chi- 
cago—Brake Servicing instruction. 
Contact Richard Stevenson, Ammco 
Tools, Inc., 2128 Commonwealth 
Ave., North Chicago, Ill. Instruc- 
tion facilities available through 31 
mobile units manned by factory- 
trained technicians. No instruction 
charge. 

AUTO MECHANICS INSTITUTE, 
Los Angeles, Calif——Seven courses 
starting the first Monday of each 
month; automatic transmission re- 
building, master tuneup, engines 
and automotive fundamentals, parts 


counterman and parts salesman, | 
brakes, body and fender, service | 
station attendant. Evening classes | 
are run continuously on power} 


steering and power brakes and 
automotive air conditioning. Con- 
tact Frank O. Bregnard, Auto Me- 
chanics Institute, 50th & S. Ver- 
mont Ave., Los Angeles, for further 
information. 

JOHN BEAN DIVISION, Lan- 
sing— Continues classes on wheel 


alignment, wheel balancing, frame | 


straightening and collision repair. 
Address all inquiries to John Bean 
Division, Automotive Department, 
P. O. Box 840, Lansing, Mich. 

BARRETT EQUIPMENT CO., St. 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dates 
of scheduled classes and enroll- 
ment contact Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo. 

BEAR MFG. CO., Rock Island, 
Iil.—School offers training in align- 
ment, balancing and frame 
straightening for four-week pe- 
riods. Next class May 25, June 19. 
Address all inquiries to Mildred T. 
Clark, registrar, 2103 Fifth Ave., 
Rock Island, Il. 

BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered on 
Bendix power brakes and Strom- 
berg carburetors through schools 
sponsored by authorized Bendix 
distributors. The schools provide 
the basic service and sales training 
for automotive servicemen required 
in the development of service deal- 
ers. Classes are scheduled by each 


Utah Ruling Hits 
Repair Discounts 


On Insurance Jobs 


SALT LAKE CITY.—A ruling by 
the State attorney general has set 
the stage for action in cases where 
insurance companies ask or obtain 
Special discounts on auto glass and 
Tepairs for its customers. 

Attorney General E. R. Callister 
informed Parley W. Hale, executive 
secretary of the state trade com- 
mission: 

“Discrimination in granting re- 
duced repair charges to customers 
of auto insurance companies, where 
it tends to create a monopoly, vio- 
lates the Unfair Practices Act.” 

Hale said he would seek cease- 
and-desist orders against any re- 
Pair shop or insurance companies 
granting or asking special dis- 
counts, “provided I receive new 
complaints.” 

If such practices are continued 
after the order is issued, Hale 
added, court action would be taken 
against the offenders. 

The ruling was the result of com- 
Plaints to the insurance commis- 
sioner by members of the Utah 
Automotive Trades Assn. 

Insurance Commissioner Carl A. 
Hulbert told them State laws did 
not prohibit such discounts, but 
Said the matter might be covered 
by the Unfair Practices Act. 








the length of an individual course 
is three or four evenings or one 
full day. No tuition fee is charged. 
Additional information may be ob- 
tained by contacting a Bendix dis- 
tributor or writing to the Bendix 
training director in South Bend. 

BINKS MFG. CO., Chicago— 
Classes are held for a period of one 
week once a month, Anyone inter- 
ested in spray painting and spray 
equipment may attend. No tuition. 
Next class will be held June 1-5. 
Contact William R, Brooks, in- 
structor. 

INLAND MFG, CO., Omaha— 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased—$200 otherwise. Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring: Use 
and maintenance of equipment; 
fundamentals of merchandising, ad- 
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vertising and pricing. Write to 


J. V. Grasso, 1108 Jackson St., | 


Omaha, Neb. 

RAYBESTOS DIVISION, Bridge- 
port—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located in Stratford, Conn. 
This course will consist of five con- 
secutive daily sessions, each session 
going from 8 a.m. to 4 p.m. All 
phases of brake service work such 
as major adjustments, minor ad- 
justments, and complete brake 
overhauls of all types of both new 
and old brake systems will be cov- 
ered. Personal instruction is aug- 
mented by a technical, 60-minute, 
color, sound, motion picture show- 


ing adjustment procedure as well | 
as changes made in 1959 brakes. | 
Individuals who successfully com- | 


plete the course will receive a cer- 
tificate showing that they are qual- 


ified to work on all types of auto- | 
motive brakes. The course will be | 


conducted by A, D’Andrea, director 
of service training. For further in- 
formation, write to J, W. Hefferon, 
Raybestos Division, Bridgeport 2, 
Conn. 

SUN ELECTRIC CORP., Chicago 
—Training courses are available in 
the operation and application of 
automotive test equipment. Two 32- 
hour evening classes are to be held 








One strange custom-made car 
employed the use of T-33 jet 
trainer wing tanks. 





each month. Courses will be con- 
ducted in Sun’s Automotive Divi- 
sion Training Center, Harlem and 
Avondale Aves., Chicago, Ill. For| 
further details, write R.C. Heidrich. | 

THERMOID DIVISION, H. K. 
Porter Co., Inc., Trenton, N, J.— 
Brake service school conducted at 








| pending upon the demand. 
UNITE 


39 


D MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye), (4) auto- 
matic transmissions (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 

WEAVER MFG. CO.— Spring- 
field, IIL, offers a complete wheel- 
alignment instruction course. 
Classes are conducted in the com- 
pany’s laboratory garage the first 
full week of each month. A one- 
week advance notice is required. 
Address all inquiries to the Weaver 
Mfg. Co., (Division of Detroit Har- 
vester Co.), 2171 S. Ninth St, 


| various times during the year, de-| Springfield, Ill. 





Check—and you'll be amazed at all the profitable 
volume you can add by dispensing brake fluid... 


You...and your customers... gain when you supply 


Every time you check the lubricating oil on a car—take 
a look at the brake fluid in the master cylinder. You'll 
find many cars either need additional fluid or need to 
have brake system drained, flushed and refilled. 





NEW HANDY DISPENSER (of type illustrated at right) makes it 
a fast and easy operation for any mechanic to pump fluid directly 
from a one-gallion can of Wagner Lockheed Brake Fluid into any 


master cylinder. 


This Dispenser is handy to use anywhere. One pull on handle and 
release, and you hove finger-tip control in adding fluid. 
SPECIAL OFFER (subject to change or withdrawal without notice) 
enables you to get this Dispenser—at a greatly reduced cost to 
you—when you purchase 5 one-gallon cans of Wagner Heavy 
Duty Brake Fivid. Ask your supplier for details. 





HEAVY DU | 


BRAKE Fi! 





WFS9-38 


BRAKE 
FLUID 


Wagner Lockheed Brake Fluid. You can use this top- 
quality heavy duty fluid with complete confidence. 


Your reputation will be safe—and 
serve will be safer. 


the Customers you 


A WAGNER FLUID-BAL will prove to be a great aid in helping 
you bleed brake systems and dispense brake fluid. 


With it, bleeding and refilling the brake system becomes a one- 
man operation. Even though a car is raised off the floor, the 
mechanic does not have te climb in and out of the hoisted car, 


and he doesn’t need a helper. 


Flushing out o brake system will help avoid the kind of trouble that 
often causes clogging of parts, sticking valves, leaking and scored 
cylinders and faulty brake action. 





Surpass SAE Specifications. 

Conform to Federal Specifications. 
Are proved by tests to be the best fluids in their price ranges. 

Are chemically balanced to make an all-season fluid that maintains 
high operating temperature characteristics, yet functions in sub-zero 
temperatures. 
Provide proper lubrication to all parts of the brake system. 


Have exactly enough moisture-absorber so that metal parts of brake 
system will not rust or corrode. 


Do not cause rubber cups or hose to swell. 
Form no gummy residue. 

Do not evaporate rapidly. 

Packaged in 12 oz., quart, gallon, 5, 30 and 54 gallon containers. 


Produced in Wagner's own factory—the largest and most modern 
plant in the world devoted to the production of brake fluid. 


Wagner Lockheed 
HEAVY DUTY BRAKE FLUIDS 
have all these features and advantages: 


eset * rors ane neat 
couroems te fee oc oem ore ae 


6393 PLYMOUTH AVENUE, ST. LOUIS 14, MO., U.S.A. 
(Branches in principal tities in U.S. and in Canada) 
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Lawsuits Affecting Dealers ... 


Court D 


By Leo T. Parker 
Attorney at Law 


ECENTLY a higher court, in 
its opinion, in effect said that 
any legal representative may fore- 
tell the outcome of an ordinary 
sales transaction, but the outcome 
of extraordinary transactions will be 
anticipated only 

by unusually 

careful and clear 

thinking lawyers. 

For illustration, 

in Radcliffe Fi- 

nance Corp. v. 

City Motor Sales, 

316 S. W. (2d) 

170, the testimony 

showed facts; as 

follows: An auto- 

mobile was im- 

L. T. Parker ported from Wis-| 
consin into Texas for the purpose 
of sale by a Texas automobile | 
dealer, Later the company accepted 
a draft executed by the Texas) 


ecisions 


Also, the finance company ob- 
tained possession of the Wisconsin 
certificate of title and caused the 
Texas certificate of title to be is- 
sued showing the Texas dealer as 
owner subject to lien in favor of 
the finance company. 

Later the Texas dealer sold the 


Toledo Forced 
To Shorten Drive 


TOLEDO.—A lack of experienced 
mechanics was blamed as sponsors 
of a countywide voluntary auto 
check announced the program has 
been cut to one week instead of 
the scheduled two. 

The campaign, which had been 


the Toledo Traffic Safety Commis- 





dealer to pay for the automobile. 


YES SIR, 


sion, one of the sponsors, 


ITS TRUE, WE DO 


GUARANTEE OUR NEW CARS 
$= FOR 40,000 MILES. 
_ LET ME TELL You 


—— 


*Plus the manufacturer's 4,000-Mile Warranty 


ABOUT THAT... 


slated to open May 11, will get! 
under way today (May 18), accord- | 
ing to Giles A. Robb, chairman of | 





automobile to the City Motor 
Sales which sold it to one Caruth. 

In subsequent litigation, the 
higher court held that the finance 
company assumed the risk of the 
Texas dealer selling the automobile 
to an innocent purchaser. Hence, 
the finance company was not en- 
titled to a lien on the automobile 
sold by the Texas dealer to the 
present owner of the automobile. 

+. + + 


Burden on Dealer 


a. important point of 
law decided by a late higher 
court is that if an automobile 
dealer sues a seller for breach of 
contract for merchandise, the 
dealer has the burden of convincing 
the court. 

For instance, in Hill v. Matt 
Co., 308 Pac. (2d) 865, it was 
disclosed that a dealer, named 
Hill, purchased paint from Matt 
Paint Co. In a later suit the 
dealer claimed that the paint 
company was liable for fire dam- 
age to his building which origi- 
nated in a spray booth, 





|New Home for Rambler Dealer— 


The new “home” of Town & Country Rambler, a Rambler dealership since September, 


tively that the fire resulted from 
spontaneous combustion, the higher 


The dealer contended that the| court refused to hold Matt Paint 


Matt Paint Co. breached its 
plied contract because the fire was 


caused by the spontaneous combus- | 


im-| Co, liable, saying: 


“If in fact there were any war- 
ranties, the burden was on the 


tion of the unusually dangerous! plaintiff (Hill) to show by a pre- 


spray material. 


Since Hill failed to prove posi-| defendant 


|ponderance of the evidence that 


(Matt Paint Co.) had 


ME ABOUT YOUR NEW 


CAR 40,000 MILE 
iy GUARANTEE THE 


OTHER DAY. SOUNDS \ 


GREAT. NOW WHAT 
KIND OF A DEAL CAN 
WE WORK OUT? 


SOLD IT RIGHT OFF THE FLOOR!...AND HE'LL BE 
A REGULAR...TO KEEP HIS VALVOLINE GUARANTY 
IN FORCE. GOOD OPPORTUNITY FORTHE SERVICE 
DEPARTMENT... AND A GOOD CHANCE TO SELL 

HIM HIS NEXT NEW CAR, TOO! 


VALVOLINE’S 36,000-MILE GUARANTY* 


to — *% SELL MORE NEW CARS! 
% BOOST SERVICE DEPT. PROFITS! 
% MAKE MORE NEW CAR REPEAT SALES! 


Write today for Valvoline New Car Guaranty Brochure 


VALVOLINE OIL COMPANY 


Freedom, Pennsylvania 
DIVISION OF ASHLAND OIL & REFINING COMPANY 


| 1958, has been opened in Fullerton, Calif. The building has a large new-car show. 
| room where 30 cars can be displayed. A 


used-car lot adjoins the building. 

breached the warranties under 

which its spray material was sold,” 
* * * 


Must Prove Fraud 


AST month a higher court held 
very clearly that a purchaser 
cannot recover a judgment against 
the seller of an automobile on the 
grounds of fraud or deceit, unless 
positive testimony proves that the 
seller actually acted fraudulently. 
For example, in Garcia v. Louis 
Lacey Motor Co. 316 S.W. (2d) 
183, the testimony showed facts, as 
follows: One Garcia purchased two 
automobiles from Louis Lacey 
Motor Co. 


Garcia refused to pay the 
money due on the contract price 
on the grounds that the automo- 
biles were represented by the 
seller to be new but he found out 
that the automobiles had been 
used as demonstrators. 


However, Garcia failed to prove 
positively that the automobiles had 
been used as demonstrators. Hence, 
the higher court held that Garcia 
must pay the full contract price to 
Louis Lacey Motor Co. This court 
said: 

“The pleadings of appellant (Gar- 
cia) are not sufficient to raise the 


issue of fraud.” 
* o * 


|Improper Use 


A FEW weeks ago a higher court 
held that the U.S. Govern- 
|ment may legally confiscate an 
| automobile used illegally to collect 
|} or pay winnings of wagers or bets. 

For instance, in Nocita v. 
United States, 258 Fed. (2d) 199, 
the testimony showed that an 
automobile owned by one Nocita 
had been used in receiving wag- 
ers without filing application for 
@ wagering permit and without 
| Payment of a wagering occupa- 

tional tax. 

| The higher court held that al- 
though the automobile was regis- 
| tered in the name of Nocita’s wife, 
yet the U.S. Government could 
| confiscate the automobile, and said 
that as the automobile was used 
for transportation and in picking 
up money which was the product 
of prior wagers, such a use consti- 
| tutes it an instrumentality in the 
“acceptance of wagers” within the 
meaning of Sections 4401, 4411, 4412 
and 7262, Title 26, United States 
Code, so as to render the automo- 
bile subject to forfeiture, The court 
said further: 

“The fact that Thunderbird auto- 
mobile was not shown to have been 
used to ‘accept wagers’ but only to 
collect the winnings of previous 
wagers does not preclude this court 
from holding that the car was used 
as an active aid in violating the 


internal revenue laws.” 
* * * 


Vermont Dealer Sued 


By Commercial Credit 

BURLINGTON, Vt.—Commercial 
Credit Corp. has filed a $40,000 
contract suit against Gerald P. 
Manley, Chester automobile dealer, 
in U. S. District Court here. 

The credit company claims it 
bought conditional sales contracts 
and chattel mortgages from the 
defendant in late 1957 and that, in 
some cases, the defendant resold 
some of the vehicles when the 
original purchasers were unable to 
make their payments. 


Triumph Adds Hamlin 
Hamlin Motor Co., Medford, Ore. 
has been appointed a Triumph 
dealer by Cal Sales, Western dis- 
| tributor of the Triumph. 
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In the Letterbox 


logical identity (market share) 
rather than in terms of the total 
market, i. e., what’s good for Buick 
may not be the ideal of everyone 
in the middle-class car purchasing 
group.—Freperick G, GAHAGAN, Ga- 





(Continued from Page 12) 


Westinghouse Automotive Air 
Brake Co. ee 


The 1959 Almanac covers 
everything, literally, from AC to 
Zwik. 

If I were smart, I could probably 
Jearn a lot from your book, but one 
fact alone, that automobiles carry 
$9.5 billion in special taxes, is about 
as much as I can swallow. 

So I’m sending the Almanac 
along to our reference library. It 
will be used frequently—Harvey 
CAMPBELL, executive vice-president, 
Greater Detroit Board of Com- 


merce. 
* * * 


Superb Job 

We received our copy of the 1959 
Automotive News Almanac, and, as 
always, a superb job was done. 
Congratulations!—Guzert L. Hatey, 
executive vice-president, Michigan 
Automobile Dealers Assn. 

. x * 

This I believe to be the finest Al- 
manac put out to date.—C. L. Jacos- 
gon, vice-president, Chrysler Corp. 

* x * 

It gets better every year.— 
Rocer M. Kyes, vice-president, 
General Motors Corp. 

* * * 

I know I shall find it useful.— 
Joun F. Gorvon, president, General 
Motors Corp. 

* * * 

We always look forward to re- 
ceiving the new Almanac. There is 
no question as to the value of the 
contents, that have been so well 
prepared, enabling us to use it fre- 
quently for reference. You cer- 
tainly are to be complimented on 
this very fine Almanac—L. W. 
Person, manager of sales, Interna- 
tional Harvester Co. 

* * * 


Dealer Missing 


John E. Wise, owner of T. O. 
Wise Motor Co., left his place of 
business Nov. 25, 1957, at 10:00 a.m. 
with the intentions of going into 
Morgantown, W. Va. He expected 
to return by 5:00 p.m. that same 
day. 

I have tried to locate him, es- 
pecially through the 1958 Chevrolet 
he was driving. I have not received 
any word from him nor any trace 
of his car since his disappearance. 
In view of the circumstances I 
fee] that he has met with foul play. 

After his disappearance, Chevro- 
let terminated his contract, After 
termination, I proceeded to close 
the place of business. Actual clos- 
ing date was Sept. 30,’ 1958. 

Of the many letters I have writ- 
ten regarding Mr. Wise’s disap- 
pearance I have never received one 
answer or a suggestion as to what 
can be done to try to locate him. 
The local law enforcement agencies 
of Uniontown, Pa., or of Morgan- 
town, to my knowledge, have not 
as yet come up with anything, I 
would appreciate any advice as to 
what can be done to locate Mr. 
Wise.—Pumir De Cara, 125 Main 
St., Smithfield, Pa. 

* * rt 
Wrong Imagery 

There has been a considerable 
amount of speculation over the 
past weeks attempting to analyze 
the reasons behind the poor show- 
ing of the Buick—General Motors’ 
“the car” for 1959. 

Criticism at various times has 
blamed the change of ad agencies, 
the new demands of the public for 
economy, Buick’s more radical styl- 
ing and its reputation:as an im- 
Practical gas-burner. 

Actually, our research shows 
that Buick’s loss in sales this 
year has come as a result-of de- 
signing a car aimed at appealing 
to everyone in the middle-class 
car market, rather than the 
Buick owner himself, that adver- 
tising and styling in 1959 exag- 
gerated rather than minimized 
the problems which the car has 
faced: for some time. 


In 1959, the Buick concept vio- 
the very reasons for Buick’s 
Success in the past. 
1. The radical styling ‘of the car, 
for example, as opposed to Olds- 








mobile, runs completely contrary 
to Buick’s concept of a conserva- 
tive, socially acceptable, upper mid- 
dle class prestige symbol. 

2. The advertising theme of 
“future value” as opposed to “past 
achievement” has similarly con- 
flicted with the basic Buick con- 
cept. 

3. Casual, light, modern colors 
tend to exaggerate the radically 
modern styling, rather than plac- 
ing it within a more conservative, 
socially acceptable framework. 

Since the faults are so glaring, 
it can only be presumed that the 
styling and advertising concepts 
were pre-tested within their rela- 
tionship to the middle-class car 
market as a whole, rather than in 
accordance with the Buick buyers’ 
established concept of the Buick 
car. 

Buick’s styling and advertising 
should have been developed and 
tested in terms of Buick’s psycho- 





hagan Research Co., New York. 


* * * 


Hats Off to the Boss 


Here is a news item that we, the 


employes of Northern Truck Serv- 
ice, Inc., believe would be interest- 


ing to the hundreds of friends of 


A. F. Toppins in the automotive 
field. 


Mr. Toppins served on the GM 


Dealer Council in 1953 and on the 
Chicago Zone Dealer Councils in 
1956, 1958 and 1959. He was chair- 
man of the Chicago councils in all 
three years and chairman of the 
National Council in 1958. He will be 
a member of the division council 
which meets at Pontiac May 18-19. 

Mr. Toppins has been active in 
the automotive field since 1908, 
Starting with the Buick two-cyl- 
inder Model F. He went into the 
exclusive motor truck business in 
Green Bay in 1937 and founded 
Fox Valley Truck Service, Inc., 
in Appleton in 1945. The Appleton 
operation is managed by his son, 
John S. Toppins. In addition to the 





Anniversary Car— 


Frank E. Bilhardt, right, manager of 
Chrysler Corp.'s Newark (Del.) assembly 
plant, and Col. John P, Ferguson, super- 
intendent, Delaware State Police, look 
over the Dodge station wagon which was 
the 152,988th car produced at the plant 
since it began operations two years ago. 


above they operate a truck rental 
and lease business which consists 
of approximately 220 units. 

We thought you might be inter- 
ested in the success of this, our 


76-y ear-old employer. — NorTHERN 
Truck Service, INc., EmMpPLoygEs, 
Green Bay, Wis. 


* * * 


NADA ‘Horn Blowers’ Hit 


I believe the advocates of terri- 
tory security are blowing their 
horn too loud over what percent- 
age of dealers are in favor of 
Government legislation. After nine 
years of brainwashing its members 
by NADA, it seems only a matter 
of course that the percentage of 
members in favor of legislation 
should increase by 9 percent. 

This vote is representative of a 
small segment of dealers, since only 
52 percent of NADA members 
voted, The nonmembers of NADA 
have never had the opportunity to 
cast their ballot, Many dealers like 
myself refuse to join NADA only 
because of its views on Govern- 
ment legislation. 

For the admirers of “False Se- 
curity’ who would like to become 
dictators of their trading areas, I 
suggest a trip to an iron-curtain 
country where they can see 100 
percent government regulation of 
business, and likewise 100 percent 
false security —Murry Price, Presi- 
dent, Murry Price Pontiac Cadillac. 
Inc., Westfield, N. Y. 
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BEAR ANNOUNCES NEW AD CAMPAIGN 


TO HELP YOU SELL BEAR“COMFORT-TWIN’ SERVICES 


BIG PROFIT WHEEL ALINEMENT & BALANCING 








ANOTHER CAMPAIGN THAT MAKES 


YOUR CUSTOMERS 


ARE READING ALL 


ABOUT IT IN THE 
MAY 16th ISSUE 


OF THE 
Sat. Eve. 


POST 


Copyright 1959 Bear Mfg. Co. R-636R 













THE MOST 


FAMOUS SIGN IN 


a LC AA A ENED « =a 

BEAR MFG. CO., Dept. A-10 Reck isiand, Wiineis 

Send New Free Bear Catalog with new Bear | 

Service Combinations and full information | 
about the “Chase Kil-Joy” Campaign. 
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These Borroughs warehouse distributors are at your service.... 


ATLANTA: 


Bins & Equipment Co., Inc. 
1918 Buford Highway, N.E. 


East Coast Distributing Co. 
2010 Boxwood Dr. 


Automotive Bin Service Co., Inc 
20 East North St. 


t Felix F. loeb., inc. 


8810 S. Vincennes Ave. 


Automotive Bin Service Co., Inc. 


1220 Richmond 


Automotive Bin Service Co., inc. 


8905 Lake Ave. 


W. W. Cannon Co. 
9739 Denton Dr. 


Sporkman-Barker Co. 
421 Santa. Fe Dr. 


- Automotive Bin Service Co., Inc. 


10040 Freeland Ave. 


Adoms, Inc. 
6 North 13th St. 


W. W. Cannon Co. 
P. ©. Box 464 


HOUSTON: 


INDIANAPOLIS: 


JACKSONVILLE: 


KANSAS CITY: 


LOS ANGELES: 


LOUISVILLE: 


W. W. Cannon Co. 
1901 Winter St. 


Automotive Bin Service Co., Inc. 
54 West 30th 


Bins & Equipment Co., Inc. 
2610 Ligustrum Rd. 


Siggins Co. 
706 Broadway 


Green-Penny Co. 
4180 E. Nookes St. 


, Automotive Bin Service Co., Inc. 


204 Builders Bidg 


Metal Products Co. 
359 Madison Ave. 


Edco Metals, Inc. 

73 S. Wren 

Borroughs Mfg. Corp. 
121 Varick St. 


William A. Gore Co. 
1834 Adeline St. 


W. W. Cannon Co. 
P. O. Box 7317 


OMAHA: 


PHILADELPHIA: 


PORTLAND: 


ST. LOUIS: 


ST. PAUL: 


Siggins Co. 

1236 S. 13th St. 

East Coast Distributing Co. 
780 S. 52nd St. 

The Brower Co. 

1633 N. W. 21st 

Siggins Equipment Co. 

1410 Pierce Ave. 

Borroughs Mfg. Co. 

Factory Branch and Warehouse 
809 Hubbard Ave. 

The Brower Co. 

114 Virginio St. 

William A. Gore Co. 

214 3rd Ave., S. 

Tacoma Asbestos Co. 

25th and Holgate 

Louis A. Alexander Co. 

264 N. Beacon St. 
Wickware-Stackbin, Ltd. 
P.O. Box 740, Perth, Ontario 
Hunters’ Office & Industrial . 
Equipment Company 

538 Reed Lane, Honolulu 


Auto Personnel 


R. C. Berkinshaw has been 
elected chairman of Goodyear Tire 
& Rubber Co. of Canada, Ltd. L. E. 


Spencer has been named president | 


and general manager. 


Berkinshaw, who had been pres-| 


ident and general manager since 


1952, joined the firm in the law de-| 


partment in 1920, Spencer became 

executive vice-president last year 

after serving as a vice-president of 

Goodyear Tire & Rubber Co. in 

Akron since 1956. ‘ 
a * 


Matthews Retires, Kuzmick 


Heads Manhattan Rubber 


Joseph N, 
appointed manager of the Man- 
hattan Rubber division, Raybestos- 
Manhattan, Inc. He succeeds John 
H, Matthews, executive vice-pres- 
ident who is retiring, Matthews will 
continue as a director and consult- 
ant. 

Clarence P. Schneider was named 
assistant to Kuzmick, who had been | 
coordinator of corporation research 
and development. 


bash division. 
co * * 


Cadillac Names Miller 


M. E. Miller has been named Cad- | 


illac parts and service manager of 
the Salt Lake City district. 
* * * 


New Post for Hastings 


James R, Hastings has been 
appointed central region manager 
of Bendix-Westinghouse Automo- 
tive Air Brake Co. 

* 


* * 


Francis Wins Promotion 


Harry M. Francis has been pro-| 


moted to executive vice-president of 
the American Steel & Wire division 
of U. S. Steel Corp. Francis has 


been sales vice-president for the} 


last 13 years. 
. * * 


Martikonis Joins Carter 

L. V. Martikonis has been ap- 
pointed to the newly created post 
of sales promotion manager of 
Carter Carburetor division, ACF) 
Industries, Inc. He had been ad- 


vertising and sales promotion man-| 


ager of consumer products for A. 
O. Smith Corp. 
* 


Chrysler Appoints Martin 


Amplex Sales Manager 


William L. Martin has been| 
named sales manager for Chrysler | 
Corp.’s Amplex division. 


Martin, who had been manager | 
of dealer placement for the Auto-| 


Kuzmick has been! 


Schneider had} 
been general manager of the Wa-| 


Fellows has become coordinator 
of advertising and sales promo. 


tion. 
ok * * 


Kellogg-American’s Pauline 


Is Appointed V-P of Scaife 


J. Robert Pauline, former opera. 
tions vice-president for the Kellogg. 
American division, American Brake 
Shoe Co., has been named vice. 
president of Scaife Co., a division 
of Wilson Brothers. 

The Kellogg-American air-com- 
pressor products line was acquired 
by Scaife from American Brake 


Shoe last February. 
* a od 


Clark Joins Chemstrand 


As Tire Merchandising Chief 


Grover C. Clark has joined Chem. 
strand Corp. as supervisor of tire 
merchandising. 

Clark had been with the B. FB 
| Goodrich Co, as manager of mer. 
chandising and oil company sales 
for the Associated Tire Accessories 
division. 





* * * 


| Dodge Mfg. Promotes Keb, 
| Curtis, Stroobandt in Sales 


Three new appointments in the 
field sales organization have been 
announced by Dodge Mfg. Corp. 
| They are: 

Paul Keb, from sales representa- 
tive in Charlotte, N, C., to district 
manager for North and South Caro- 
|lina; Jack Stroobandt, sales repre- 
sentative in the same territory, 
and Charles Curtis, sales represen- 
tative in parts of Connecticut, 


| Massachusetts and New York, 
* & * 


Karrasch Joins Hercules 


Adolph A. Karrasch has been 
appointed director of manufactur- 
ing for Hercules Motors Corp. He 
| had been assistant works manager 
|of International Harvester’s truck 
| plant at Fort Wayne, Ind. 

* * oe 





Moore Assigned to N. Y. 


Martin J. Moore has been ap- 
pointed to the New York City dis- 
trict sales office of Reynolds & 
Reynolds Co. He was _ formerly 
with an accounting forms manu- 
facturer in Philadelphia, 


1H Promotes Johnson, 
| Letsinger in Engineering 


S. G, Johnson has been named 
engineering manager for the motor 
|truck division of International 


Harvester Co. Formerly assistant 


| (Continued on Page 43, Col. 1) 


motive Sales Group, joined Chrysler | 


Corp. in 1933 with Dodge. He left 


the firm in 1946 and returned in| 


1954 as Plymouth sales manager. 
* * - 


UMS Names Finlay Head 


Of San Francisco Zone 


George H. Finlay has been named | 


San Francisco zone manager for 
GM’s United Motors Service divi- 
sion. 

He succeeds Walter I. Fish, who 
will join the staff of United Motors’ 
Southern regional manager. Finlay 
had been Los Angeles assistant zone 
manager. 

a * * 


Howell Named Vice-President 


By Fruehauf. Trailer Finance 


Russell G. Howell has been ap- 
pointed vice-president of Fruehauf 
Trailer Finance Co. 

Howell had been general credit 
manager of Fruehauf Trailer Co. 
He has been with the company for 


seven years. 
* * * 


Dayton Reassigns Burson 


Robert G. Burson has been named 
vice-president in charge of the in- 
dustrial products division of Day- 
ton Rubber Co. He was. previously 
general sales manager for the me- 
chanical goods division, 

” cm * 


Brandl, Wardrop, Fellows 
Promoted by AC Spark Plug 


Three promotions in the re- 
placement sales department of 
AC Spark Plug division of Gen- 
eral Motors have been announced. 

Edward J. Brandl has been 
named director of fleet and indus- 
trial sales; Harold L. Wardrop 
has been appointed merchandis- 
ing control manager, and John A. 


Patterson Calls 
On Salesmen to 
Build Economy 


SPRINGFIELD, Mass.—Terming 
1959 “the year of the salesman,” 
Dodge General Manager M. C. Pat- 
terson said here that the salesman’s 
job in today’s ex- 
panding economy 
is no less than 
the building 
of a greater and 
stronger country. 

Speaking before 
the Sales Execu- 
tives Club of 
Springfield, Pat- 
terson stated that 
1959 should be a 
top year for sales ; 
with employment M. ©. Patterson 
at near peak levels, personal in- 
comes and savings hitting record 
highs and Federal defense spend- 
ing continuing at a very high rate. 





“It seems clear to us at Dodge— 
and the facts of the past few 
months appear to verify our judg- 
ment—that there is tremendous 
purchasing power,” he said. “Peo- 
ple are anxious to buy the right 
product: And, there is credit avail- 
able, not without check and restric- 
tions, but in quantity that is SuP 
plying good risks on sound terms.’ 

“But, we will need a more ad- 
venturous exploration of the poten 
tialities of the consumer: who may 
buy our products. And we wil! need 
a more effective use of the arts 
public relations, advertising and 
selling to persuade the American 
people to live as well as our econ 
omy will permit.” 
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(Continued from Page 42) 


engineering manager, he succeeds 
W. D. Reese, who is on disability 
jeave following an operation. Reese 
has requested lighter duties. 

Succeeding Johnson as assistant 
engineering manager is John H. 
Letsinger, formerly divisional chief 
engineer. Johnson joined IH in 
1924, and Letsinger has been with 
the company since 1934. 

* * * 


Stewart Is Named President 


Of American Forging 

Robert B. Stewart has been ap- 
pointed president and general man- 
ager of American 
Forging & Socket 
Co., Pontiac, suc- 
ceeding Goodloe 
H. Rodgers, who 
has retired. 

Stewart joined 
the company in 
1942 as controller, 
became assistant 
to the president 
in 1943 and sub- 
sequently vice- 
R. B. Stewart president. He is 
succeeded as vice-president by 
James J. Rath, who has been fac- 


tory manager. 
* * * 


Proto Tool Names Reich 


Sales Vice-President 


Richard E. Reich has been ap- 
pointed sales vice-president of 
Proto Tool Co., a member of Pen- 
dleton Tool Industries, Inc. 

Reich had been product sales 
manager since 1956, Before that he 
was assistant sales manager of 
Penens Tool Corp., another Pendle- 


ton Tool member. 
= + +” 


Pontiac Boosts Odell 


Omer H. Odell has been ap- 
pointed assistant manager of Pon- 
tiacs Memphis zone. He joined 
Pontiac in 1948 and has been 
Memphis zone service manager the 


last six years. 
* oa * 


UMS Appoints Four 
To Marketing Posts 


Four promotions from field 
sales posts to marketing assign- 
ments in the central office mar- 
keting department of United Mo- 
tors Service division of General 
Motors have been announced. 
They are: 

Peter J. Delano, from assistant 
zone manager in St. Louis, to 
marketing specialist — Delco 
Remy; Louis A. Pillow, from dis- 
trict manager in the Memphis 
zone, to marketing specialist — 
Packard cable and Rochester 
carburetors; Clifford R. Morgan, 
from district manager in the At- 
lanta zone, to marketing special- 
ist— New Departure and Hy=+t 
bearings, and Norman Herman, 
from manager of distributor ¢e- 
velopment and promotion in the 
Philadelphia zone, to marketing 
specialist—Delco batteries. 

of 


* * 


Miller Heads Metal Glass 


M. E. Miller has been named 
president, and Jay Rigdon has been 
named sales vice-president for 
Metal Glass Products Co., of Elk- 
hart, Ind. now a subsidiary of 
Barler Metal Products, Inc., Gosh- 
en, Ind. Metal Glass Products, 
which previously was known as 
Hart Metal Products Co., makes 
automotive parts for truck, bus and 


trailer manufacturers. 
* « oe 


UWnited-Carr Names 3 


United-Carr Fastener Corp., Cam- 
bridge, Mass., has appointed three 
branch managers. They are Peter 
Reggio, New York City; Leonard 
G. Hobbins, Atlanta, and Joseph 
H. Fallon, Syracuse. 

* ae 





CCC Appoints Two 


Louis J. Eberle has joined Com- 
mercial Credit Corp, as director of 
its Federal tax department, and 

H, Beardsley jr. has joined 
the firm as personnel firector. 


Jessup Joins Ferry 
Robert L. Jessup has joined the 
Sales force of Ferry Cap & Set 
Screw Co., Cleveland, as sales en- 
gineering representative to manu- 
facturing accounts in Michigan, He 


| will assist James McCracken, man- 
ager of the Michigan sales district. 
+ oe ok 


Bell Appoints Snett 


Bell Co., Inc., Chicago, manufac- 
turer of Flare automotive chemi- 
cals, has appointed Jerrold Snett 
sales manager of the Flare divi- 
sion. He formerly was general man- 
ager of the Miracle Power division 
of A. P. Parts Corp. 


* * * 


Sealed Power Picks Baird 


Andrew M. Baird, vice-president 
of A, G. Becker & Co., Inc., has 
been named a director of Sealed 
Power Corp., filling the unexpired 
term of the late Carl P. Damm. 

* * * 


Goodyear Promotes 5 


In Metal Products Division 
Five promotions have been made 
in Goodyear Tire & Rubber Co.’s 
metal products division, The ap- 
pointees and their new posts are: 
Cc, D, Thompson, Chicago regional 
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sales manager; R, O. Bowersox, 
manager of wheel sales; D. E. Te- 
Linde, senior sales correspondent; 
A, R. Wilson, wheel and service 
sales department, and J, L. Harsha, 
original equipment sales staff. 

+” a a 


Pontiac Appoints Ball 


Kansas City District Chief 


C. 8S, Ball has been named Kansas 
City district manager for Pontiac. 
He formerly was Wichita district 
sales manager. 

A. J. Bird, Pontiac car distributor 
in Kansas City, has been trans- 
ferred to the home office, His re- 
placement is E, M, Wilson, who 
formerly was district manager. 

+” * ++ 


Esso Promotes Peyton 


Charles O, Peyton has been 
named general manager of Esso 
Standard Oil Co.’s petroleum spe- 
cialties department. He succeeds 
Donald O. Swan, who has been 
named a vice-president of Esso 
Export Corp. 

* * ed 
Ford Division Appoints 3 
To Central Regional Posts 


Three appointments in the central 
regional sales office of Ford divi- 
sion have been announced. 

R. C. Honke, business manage- 










ment manager in Omaha, has been 
named regional car merchandising 
manager; Conrad Linquist, Des 
Moines district planning and anal- 
ysis manager, has been appointed 
to the same position in the central 
district, and John J, Morris, Kansas 
City district service manager, has 
been named service manager for 
the central regional sales office. 
* * * 


Amalie Names McClellan 


A. B. McClellan has been named 
to head the new Buffalo zone of 
the Amalie division, L. Sonneborn 
Sons, Inc. He will cover Western 
New York and Northwestern 
Pennsylvania. 

* * & 


Webner Named Race Chief 


Anthony W. Webner II has been 
appointed racing director for Good- 
year Tire & Rubber Co. He for- 
merly was manager of automotive- 
engineered product sales. 

* * * 


Gilbert, Grote and Hayes 


Promoted by Associates 


Associates Investment Co, has 
promoted G, E. Gilbert, assistant 
vice-president, to head the whole- 
sale credit department, He succeeds 
D. H, Moneysmith, who has retired. 

Edwin O. Grote, New Orleans re- 


The 


88,034 trucks 
234,758 tractors 





43 


gional manager, replaced Gilbert 
as assistant vice-president of the 
Eastern division. J, D. Hayes, in 
charge of the branch planning and 
examination department, has been 
elected assistant vice-president, 

* ok a 


Klein Joins McLaughlin 
Donald H. Klein has joined Mc- 
Laughlin Co, as sales manager. He 
had been with Mt, Clemens Metal 
Products Co, in sales. 
+ * * 


Vollendorf Directs Sales 


William M, Vollendorf has been 
named manager of marine engine 
sales for Chrysler Corp.’s Marine & 
Industrial Engine division. He had 
been advertising and sales promo- 
tion manager. 

* * + 


Koehler to Manage Sales 


For Le Roi Division 


Richard H. Koehler has been ap- 
pointed general sales manager of 
the Le Roi division of Westinghouse 
Air Brake Co. 

He succeeds Jack E. Heuser, who 
has resigned, Koehler moves into 
this assignment from the staff of 
the president of Westinghouse, 
where he has been director of ad- 
vertising and publicity. 





Own 


196,146 passenger cars 


[S30 each year 


328 million gallons tractor fuel 

52 million gallons truck gasoline 

75 million gallons automobile gasoline 
12 million gallons motor oil 


PENETRATE THIS RICH RURAL MARKET WITH... 


STRAIGHT-LINE Apvertisin 


1958 FARM MARKET 
BOOKLETS AVAILABLE 


Big year-round customers—No waiting for harvest time in Pennsylvania, 
Ohio and Michigan. Highly diversified farming and many big, nearby urban 


markets give these farmers 12 good money months. Among the 49 states, 
these 3 are “top third” in farm income. 


Prefer their state farm paper—Pennsylvania, Ohio and Michigan farmers 
look first and longest at their state farm papers for information about new 
farm practices. THE On10 Farmer, for example, is preferred nearly 2 to 1 
over the next farm magazines, according to an Ohio Agricultural Experiment 


Station survey. Local-action editing pays off! 


Prime prospects for you—They become even more deeply interested in 
your product'when you use the “penetration points” of Straight-Line Adver- 
tising. We can insert these sharp-selling factors in your regular advertising— 


quickly, at no cost—since we print by gravure: 

1. Photo of your product in use on a local farm. 

2. Brief testimonial by a nearby user. 

3. Local price, down payment and terms. 

4. Local addresses and phone numbers for quick information. 
5. Local address to send coupons for fast buying action. 


Send now for new, free booklet that explains in detail how you can tailor 


your ads for better sales penetration. 


we 


Ono Fananee 


1010 Rockwell Ave., Cleveland, Ohio 





Study the complete, new market situation 


on tractors, trucks, automobiles, tires and 
petroleum products. Changes are many in 
prosperous Ohio, Michigan and Pennsyl- 
vania. The current picture on equipment 


use may change your selling strategy. 


14, Ohio. 


Write for the booklet on one state or all 
three. Address: Capper-Harman-Slocum, 
Inc., 1010 Rockwell Avenue, Cleveland 





STRAIGHT-LINE Advertising service available also in THE PENNSYLVANIA FARMER and MICHIGAN FARMER 








What's New... 


AUTOMOTIVE NEWS, MAY 18, 1959 


In Parts and Accessory Distribution 


9 Distributors Named 
By Bowes ‘Seal-Fast’ 

NEW YORK.—Nine franchised 
distributors have been named by 
Bowes “Seal-Fast” Corp. They are: 

Robert Rood, Grand Ledge, Mich.; 
Richard A. Lumsden III, Ithaca, 
Mich.; Bernard C, Quenby, Lan- 
sing; N. Dale Thul and Floyd E. 
Resner, both of Rochester, Minn.; 
James L. Hodges, Walker, La.; 
John A. Keller, Lexington, Ky.; Ted 
E. Blaine, Albuquerque, N, M., and 
Raymond L, Pierce, Mobile, Ala, 


* + * 
Heads Hospital Drive 
DENVER.—David Morgenstern, 
Nelmor Mfg. Corp., 26420 Lake- 
land Blvd., Euclid, O., heads a 
national appeal to the automo- 
tive suppliers’ industry on behalf 
of the National Jewish Hospital, 
Denver. No race or creed distinc- 


tions are made at the hospital for 
chest diseases, and free care is 
given to all who are admitted. 


* * * 


Oldsmobile Begins Work 
On New Parts Warehouse 


LANSING. — Oldsmobile has 
begun construction of a new parts 
warehouse on a site just west of 
the Lansing city limits in Eaton 
County. It is scheduled to be ready 
for use next winter. 

The warehouse will have 740,000 
square feet of floor space. The one- 
story building will be more than 
2,000 feet long and 350 feet wide. 


~ * * 


Brake Manual 


DETROIT.—A manual cover- 
ing the fundamentals of opera- 
tion, diagnosis, adjustments and 
service of standard hydraulic and 
power brakes is available at 


$7.50 a copy from Paul-Marsh 
Co., 520 W. Fort S8t., Detroit 26, 
Michigan. 

+ + 


Muffler Selling Kit 


TOLEDO.—“AP—The Key to 
Profit” is the theme of this year’s 
muffler specialist kit being dis- 
tributed to dealers by AP Parts 
Corp. Feature of the kit is a three- 
color booklet which outlines a 
selling strategy based on quality, 
performance and acceptance, 

ok * oo” 


N. Carolina Wholesalers 


Elect Lewis President 


WINSTON-SALEM, N, C.—Allen 
Lewis, Wilmington, was elected 
president of the North Carolina 
Automotive Wholesalers Assn, at 
its sixth annual convention. He 
succeeds S. B, Norton of Burling- 
ton. 

Other officers named are: Harold 





Rea, Asheville, vice-president; N, B. 
Starling, Raleigh, reelected secre- 
tary and treasurer, and Jesse F. 
Jones, Raleigh, renamed executive 
secretary. Lewis, R. E. Kirkland 
jr, Wilson, and H, L. Flowers, 
Hickory, were elected directors. 
* * * 


Phoenix Firm Moves 


PHOENIX, Ariz.—Arizona Motor 
Parts Co. has opened its new $450,- 
000 building on the northeast cor- 
ner of McDowell and Twenty-third 
Ave, It is a wholesaler for MoPar. 

* * * 


Colored ‘Wraps’ Identify 


Various Bowes Products 


INDIANAPOLIS. — The first 
major packaging change in 40 
years helps dealers distinguish 
Bowes’ five product classes, accord- 
ing to Bowes “Seal Fast” Corp. 

All the company’s “500” line of 
products that are packaged have 
new wrappings. The five product 
classes now come in five different 
colored packages. 

+ * 


Market Forge Products 


To Be Prizes in Sales Drive 


EVERETT, Mass.—Market Forge 
Co. has announced its Ultra-Rak 


HARRISON AIR CONDITIONERS, HEATERS, 
RADIATORS, OIL COOLERS, THERMOSTATS ASSURE 
YEAR-AROUND PROTECTION AND PLEASURE! 


Heat’s no problem to Harrison. And leading manufacturers of cars and 
trucks will tell you why. Harrison supplies a complete line-up 

of temperature controls . . . providing all-weather comfort for passengers 
and dependable year-around protection for engines and transmissions. 
The result of Harrison’s more than 48 years’ experience in the 
heat-control field, these quality products are engineered*to assure 

you of efficient, trouble-free operation. Backed by the most complete 
research facilities in the automotive heat-transfer field, 

Harrison’s ready to give you a hand. There’s no challenge too 


big, or no problem too small! If you have a heating or 


cooling problem, look to Harrison for the answer. 


AUTOMOTIVE RADIATORS © OIL COOLERS « THERMOSTATS © AIR CONDITIONERS « HEATERS ¢ DEFROSTERS 


GENERAL 
MOTORS 


HARRISON RADIATOR DIVISION, GENERAL MOTORS CORPORATION, LOCKPORT, NEW YORK 


es 


top carriers and the new Mark. 
Fore Back-Aide car seat will be 
prizes in the six-month sales cam- 
paign to be sponsored by Purolator 
Products, Inc. 

The contest, which starts in June, 
is believed to be one of the largest 
ever conducted within the automo. 


tive trade. 
* * * 


Fram Appoints Kosten 


Vice-President in Sales 


PROVIDENCE.—Robert T. Kos. 
ten has been named vice-president 
in charge of jobber sales by Pram 
Corp. He was previously sales man- 
ager. 

Kosten joined Fram in 1947, gery. 
ing as a salesman in the Midwest. 
He was transferred to the home 
office here in 1952. 

ad * * 


Spray Motor Cleaner 


CHICAGO.—DeMert & Dougherty 
is promoting its new Kleen-Of 
Spray Motor Cleaner through ad- 
vertising directed to service sta- 
tions, hardware stores and similar 
retail outlets. The product ig 
sprayed over motors, then hosed 
off. DeMert & Dougherty, 5000 W, 
47th St., Chicago, Ill. 


* + 7 
4 Automotive Distributors 


Appointed by ‘Lasticolor 


JENKINTOWN, Pa.—T he first 
group of automotive manufacturers’ 
representatives for ‘Lasticolor, a 
new vinyl spray, have been an- 
nounced by Ralph J, Taussig, pres- 
ident of Taussig Paint Sales Co. 

The distributors are: Henry B. 
Swaab Co., Philadelphia; Weber, 
Wright & Sims, Los Angeles and 
San Francisco; H, E. Russell Sales 
Co., Iola, Kans., and Roy E, Ryberg 
Associates, Seattle. 

* * * 


Kapro Campaign 
SEATTLE. — Automotive Whole- 
salers, Inc., distributor for Kapro 


Corp., has announced a campaign 
for Motor Cure and Trans Cure. 


Heyer Assails 
Sun Electric in 


Letter to FTC 


BELLEVILLE, N. J.—B. F. W. 
Heyer, president of Heyer Indus- 
tries, Inc., has charged that Sun 
Electric Corp., Chicago, is abusing 
the administrative processes of the 
Federal Trade Commission in a 
complaint against his company, He 
requested a public hearing on the 
issue. 

According to Heyer, Sun regis- 
tered a complaint with the FTC 
charging Heyer with using in its 
advertising an unfair and mislead- 
ing comparison between Heyer 
Dyna-Vision and competitive equip- 
ment made by Sun. 

Dyna-Vision is a TV-type auto- 
mobile engine analyzer. 

In a letter to the FTC, Heyer 
said the agency’s rules provide that 
“the commission acts only in the 
public interest . . . It does not take 
action when the alleged violation 
of the law is merely a matter of 
private controversy. ...” 

“In our opinion,” Heyer said, “the 
accusations made by Sun Electric 
are part of a private controversy 
and are wholly unfounded. They 
are an abuse and misuse of the 
administrative machinery of the 
commission to injure a competitor.” 


. 
Die Casters See 

we + 9. 
Big Pickup in ’59 

NEW YORK.—A return to the 
high level of die-casting sales has 
been predicted for 1959 by the 
American Die Casting Institute. 
The upward trend of the past 
decade was reversed by last year’s 
recession. 

The institute said die casters pro- 
duced 252,000 tons of zinc castings 
in 1958, compared with 351,000 the 
year earlier, and 290.2 million 


pounds of aluminum castings in 
58, against 376.2 million in 1957. 


Can’t Beat Brantly 

TRYON, N. C.—Auto Dealer 
R. E. Brantly was assured of be- 
ing elected mayor of Tryon when 
the only other candidate for the 
post withdrew. The present holder 
of the office is not seeking re 
election. 
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All of Ditzler’s extensive research and production facilities have 
been devoted, exclusively, since 1902, to making the finest-quality 


undercoats and finishes, and to the development of outstanding 
technical service for the automobile industry. 


DITZLER products include: Epoxy Primers * Alkyd Primers * Water-Reducible Primers 
¢ Repair Primers ¢ Lacquers * Acrylics * SuperEnameils * Low-bake Enamels 


. 


DITZLER COLOR DIVISION, Pittsburgh Plate Glass Company, Detroit 4, Michigan 


DITZLER 


PAINTS + GLASS + CHEMICALS + BRUSHES + PLASTICS + FIBER GLASS 
Gl ee a Oe Me a ee PLATE GLASS COWMPAN Y 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


"57 =°568 
Aug. 


"67 


Nov. 


"658 "57 °68 


Dec. 


"58°59 
Jan. 


"58 '59 
Feb. 


"58 59 
March 


"58 ’°59 
April 


"68 °59 
May 
To Date 


Prices of ’58s added and ’50s dropped in December, 1957. Prices of '59s added and ’51s dropped in December, 1958. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
* * 


= 
SALT LAKE CITY 


Salt Lake Auto Auction. Sale every 
Thursday. Prices are for sale of May 7. 
BUICK — ‘57 Century Riviera, $1,500*; 

Special Riviera 2-dr., $1,345. 

56 Special Riviera 2-dr., $870* (ps). 
55 Super 4-dr., $925 (ps), $900* (ps); 
2-dr., $740*. 

*54 Super Riviera, $735* 

4-dr., $535*, $455* (ps). 

"51 conv., $145*. 

CADILLAC—’58 (62) coupe de Ville, 
000* (ps), $3,900* (ps); conv., 
(ps). 


(ps); Special 


$4,- 
$3,900* 


COLORADO 


COLORADO AUTO AUCTION 
UTTLETON, COLO. SOUTH DENVER 
ONLY 
Sale E 


very Monday—11:00 a.m. 
Owners: Francis R. Cassell—Carroll K 
Phone Denver: SUnset 1-7821 
Wire Colorade Auto Auction FAX 
Denver, Colo. 


Auctioneers: 
Colonels Johnny Wood, Dean Davis 
Greenwood 


Harvey 
All cars paid for by our own check through 
The Bank of Denver 


Denver Auto Auction 
95 South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo. Workman—Bill Hauschildt 
Titles and Checks Guaranteed 


CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our |2th year 
of continuous operation. 


Sale every Wednesday 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 


FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 


INDIANA 


INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


North-East-South-West 
Automotive News' 


“Leading Used-Car Auction Direc- 
tory” gives directions to top U. S. 
Auto Auctions EVERY WEEK. 


Figures alongside bars represent dollars. 


"57 (62) 4-dr., $3,000* (ps). 

’56 Eldorado Hardtop 2-dr., $2,030* (ps). 

"55 (62) coupe de Ville, $1,845* (ps); 
2-dr., $1,460*, $1,455* (ps). 


’54 (62) coupe de Ville, $1,440* (ps). 
CHEV ROLET—’'59 Impala (8) Hardtop 4- 
dr., $2,495° (ps); Bel Air (8) 4-dr., 
$2,335* (ps); Biscayne (6) 2-dr., $1,- 
900. 

"58 Impala (8) 
Brookwood (8), 
Air (8) 4-dr., 
770* (ps); 
690*; 2-dr., 
$1,425. 

57 Bel Air (8) 


conv., $2,170* 

$2,000*, $1,900*; 
3 at $1,800* (ps), $1,- 
Biscayne (8) 4-dr., $1,- 
$1,650*; Delray (6) 4-dr., 


(ps); 
Bel 


conv., $1,645*; 4-dr., 
$1,315* (ps); Station Wagon (8) 4-dr., 
$1,535; Two-ten (8) 2-dr., $1,375*, 2 
at $1,350*, $1,340*, $865*; 4-dr., $1,- 
195*, $1,190*, $1,130*, $910. 

56 Bel Air (8) 4-dr., $1,070* (ps), 
020*; Two-ten (8) 4-dr., $950*; 


$1,- 
Two- 











ten (6), $685. 
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"55 Bel Air (8) conv., $1,055*, $1,050; 
4-dr., $935*; Bel Air (6) 4-dr., $795; 
Two-ten (8) 2-dr., $725; Two-ten (6) 
2-dr., $655, $625. 

"53 Bel Air Hardtop, $450; 
$235. 

"51 2-dr., $200*. 


CHRYSLER—’57 Saratoga Hardtop 2-dr., 
$1,805* (ps), $1,800* (ps). 

’51 Windsor 4-dr., $325*. 

DeSOTO— 57 Firedome Hardtop 4-dr., 
385*. 

*56 Fireflite 4-dr., 
55 Firedome conv., 

DODGE—'57 Royal 
$1,000* (ps). 

"53 Coronet (6) 4-dr., $275*, 

EDSEL—’'58 Pacer Hardtop 4-dr., 
$1,520*. 

FORD—’58 Thunderbird (8), 
$3,250* (ps); Fairlane 
liner, $2,260* (ps); 
(ps), $1,740* (ps); 


Victoria 4-dr., 
$1,655; 
Custom (6) 

’57 Country Sedan (8), 
Fairlane (8) 2-dr., 
$1,475*; Victoria 2-dr., $1,470*; Vic- 
toria 4-dr., $1,155*; Custom (8) 300 
4-dr., $1,325*, $1,250*%; 2-dr., $1,325, 
2 at $1,200*; Ranch Wagon (8), $1,- 
320*, $1,235; Fairlane (8) 2-dr., $1,- 
305*. 

56 Thunderbird (8), $2,200* (ps); 
lane (8) Victoria, $1,100, $1,100*, 
080*; 4-dr., $990*, $975* (ps), 
2-dr., $945; Custom (8) 4-dr., 
$835, $830; 2-dr., $800; Custom 
4-dr., $525. 

"55 Country Sedan (6), $945; Fairlane 
(8) 4-dr., $825* (ps), $700; Custom 
(8) 4-dr., $760, $665; Main (6) 2-dr., 
$495. 

’*53 Ranch Wagon (8) 2-dr., 

52 Main (8) 2-dr., $140. 


$1,895* (ps); 
Country Sedan (8), 
300 2-dr., $1,605*. 
$1,645*, $1,450°; 
$1,490*; 4-dr., 


4-dr., 
$1,910; 


Special 4-dr., 


1,- 
’ Fair- 
$1,- 
$930* ; 
$865, 
(6) 


$910* (ps). 
$1,100* (ps). 
(8) Hardtop 4-dr., 
$255. 
$1,740", 


$3,400* (ps), | 

(8) 500 Sky- 
4-dr., $1,765* 

Fairlane (6) 500} 


$290. 


Sa 


LINCOLN —’58 Premiere 2-dr $3,160* 


(ps); Hardtop 4-dr., $2,800* (ps) 
’57 Premiere Hardtop 4-dr $2,299 
(ps); Capri 4-dr., $1,905* (ps), 
MERCURY—’58 Voyager, $2,210* 

*57 Montclair 4-dr., $1,420* (ps), 

’56 Montclair Hardtop, $1,350 Custom 

station wagon, $1,285*. 

’55 Monterey station wagon, 

Montclair 4-dr., $885* (ps). 

’54 Monterey 4-dr., $400; Cust 

$345*. 

53 Monterey Hardtop, $420*. 
NASH—-’57 Ambassador 4-dr., 
OLDSMOBILE — '57 (98) Hols 

$1,790* (ps); 4-dr., $1,620* 
Super Holiday 2-dr., $1,620* (ps). 
"565 (98) Holiday 2-dr., $1,200* (ps): 
4-dr., $1,145* (ps); (88) Super 2-qr. 
$1,195* (ps). 

"54 (88) Super 4-dr., 
PLYMOUTH- 
$605. 
"53 Cranbrook (6) Hardtop 2-cr., 
PONTIAC—’57 Chieftain 4-dr., 
"52 Chieftain 4-dr., $255*. 
RAMBLER "57 Rebel 
wagon, $1,750* (ps). 
"55 Custom station wagon, 
WILLYS—’51 station wagon, 
MISCELLANEOUS 
pickup, $1,035. 

"57 Dodge %-ton, 
$1,135, $1,105; 

pickup, $950 

"56 Chevrolet %-ton pickup, $850, 

Ford pickup, $805, $775; Dodge % 
pickup, $750. 

"55 Dodge Town Panel, 

flatbed, $680. 

"54 Ford %-ton, $510. 

"53 Chevrolet, $230. 

"51 Studebaker stake, $135. 

50 Ford F-7 dump, $400; 

$210. 

"49 GMC %-ton pickup, $315; 

2-ton, $230. 

’48 Willys pickup, $375. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Sale 
every Thursday. Prices are sale of 
May 7. 
BUICK- 

"56 Special 
$900* (ps); 
(ps). 

°55 Riviera 4-dr., $700* 

52 RM 4-dr., $260* 

*51 Riviera 2-dr., $200. 
CADILLAC—’58 (62) sedan de Ville, $3,- 

400* (ps). 

"57 (60) Special 4-dr., $2,840* (ps); 
sedan de Ville, $2,725* (ps) 
(ps), $2,500* (ps), $2,575* 

(Continued on Page 48, Col 


$1,150; 


ym 4-dr,, 


1,095*, 
iV 4- dr., 
PS); (88) 


$630* (ps). 
55 Plaza (8) station wagon, 


$300°, 
$1,290* 


Custom station 


$880. 
$225 
"58 Studebaker %-ton 
$1,205; GMC 


pickup, 
Igternational 


% -ton 


795; 
-ton 


$700; Chevrolet 


GMC 2-ton, 


Chevrolet 


Auction, 
for 


"59 Hardtop 4-dr., 
4-dr., $930* 
Riviera 2-dr., 


$2,370*. 
(ps) ; 
$840*, 


conv., 
$790° 


(ps). 
(ps). 


(62) 
$2,600° 
(ps). 


1) 
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Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 


“DUAL RING" 2 lines running simultane- 
ously. 


Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
area. 


Always a fine selection of sharp cars. 
Friendly relations prevail at all times. 
Congenia! auctioneers. 

Fair management. 


MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice-President and Manager 
3711 Western Road Phone CEdar a2 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just '/2 mile from Detroit City Limits 
MELVINDALE, MICHIGAN 
INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


MISSISSIPPI 


JACKSON — Greater Jackson Auto 
Auction, Wilmington St., Box 8468. 
Wed., 12:30. Check, Title Guarantee. 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
Twin Ring Selling 





NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 
Albany 5, N. Y. 
Every Monday — I! O'Clock 
180 car sale average 
All Titles and Checks Guaranteed 


he Sade eS EVERY Aleta 
L fe) nica CARS! 


At the Crossr Y 


‘N-A-D-E 
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NEW YORK CITY'S 


NATIONAL AUTO 
DEALERS EXCHANGE 


“~ 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 
and checks are insured. 
EVERY TUESDAY 12:30 P. M. 
ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
Tel. CApitol 8-0100 


Auctioneers—David B. Spielman 
John W. Becker 


5 Minutes from Lincoln Tunnel 


INSURED PICKUP AND 
DELIVERY saottleis 


aiid Parris Naini 


AUTO 
AUCTIONS 


INC. 
On Route 20 At Route 3 


EAST RUTHERFORD, N. J. 
TUESDAYS — 11 A.M. 


WEbster 3-1300 For Reservations 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


TOLEDO—Dealers’ Automobile Auc- 
tion, Sports Arena. (Tuesday) 
1:00 P. M. 


PENNSYLVANIA 


NEW YORK 


SARL EE ORR EASE ENN 
GREATER NEW YORK 
AUTO AUCTION, INC. 

(Exit 31—Merrit Parkway) 
Bedford-Banksville Road, Banksville, N. Y. 
Sale Every Tvesday—12 Noon 
Auctioneer—CARL MARKER 
Guaranteed Checks and Titles. 
Phone—BEdford Village 4-3100 
| as ORRIN A tr eR REIN DOR 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.). 


CORRY AUTO AUCTION 
Route 6, Corry, Pa. 

EVERY FRIDAY—1:00 P.M. 
Guaranteed Checks— 
Guaranteed Titles 
“The friendliest auction with the most ac- 
For reserved numbers call Corry 
Auctioneers: Ray Austin, Chuck 

Odi Adcock. Owner: George 


LUCA D, the Dealers’ Directory 
to Leading Auto Auctions. 


| 
| 
| 


Shytine Aulo Auclions, | 


PENNSYLVANIA 


MANHEIM 
AUTO AUCTION, 


Manheim, Penn. 


INC. 


On Route No, 7? 
5 miles South of Pennsylvania Turnpike 


Sale Every Friday—i0:00 A.M. 


%& Dual Lane Selling 
%& Auction Checks 
%* Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 


TENNESSEE 


JOHNSON AUTO 
AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





TEXAS ae 
Sa: Ee RE RT 





AMARILLO AUTO 
AUCTION, INC. 
3202 E. 10th Ave., Amarillo, Texas 
Phone: DR 2-9503 


——— 


SALE EVERY FRIDAY — 
11:00 A.M. 





Reference: American National Bank 


ARRRREERN SS ane eRRBNTRRO 
WASHINGTON 


——— 


SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 


“WE HAVE BUYERS!" : 
“Take Home a Guaranteed Auction Check” 





Bill Johnson Bob McConkey 
|S 












( 





$1,150*. 


n 4-dr,, 







Q 


095*, 





Q 
\e 




























y 4-dr., 
5); (88) 
> aa 
* (ps); 
r 2-dr., 4 
‘wagon, pak. | 
,290*, ry J 
station S| 
—_— a, 
%-ton ee 
Pickup, 
% -ton <—o 
), $795; 
> %-ton ; Z 
hevrolet > y 
| 2-ton, eT) 
nevrolet 
FLA. 
. Sale 
sale of 
‘conv., 
$790° 
le, $3,- 
(62) 
600* 





aa 


TRIB READERS BUY MORE | 
BECA USE THE y’ VE GO T MORE. as The latest Herald Tribune Home Study* shows that 93.6% of 


TRIB families own an automobile . . . better than half of these cars are 1955 
models or newer... three out of ten TRIB families own two or more cars! 
Deal with the big wheels... the people with more wants, 

more disposable income. Get all the facts about the TRIB today! 


“Herald Tribune 


Today's VITAL Newspaper! 
i 





Sheck” Dp: «230 West 41st Street New York 36 N Y. 
key fount *NASSAU/SUFFOLK/WESTCHESTER/ FAIRFIELD COUNTIES @A European Edition of the Herald Tribune is published daily in Paris 
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Used-Car Auction Prices 


(Continued from Page 46) 


*56 El Dorado coupe, §2,275*; (62) Fairlane (8) conv., $1,820* (ps); 
conv., $1,825", $1,795* (ps), $1,675* | Country sedan (8), $1,675* (ps); Cus- 
(ps). | tom (8) 300 2-dr., $1,290*. 

’55 El Dorado conv., $1,700* (ps), $1,- ’57 Ranch Wagon (8), $1,390, $1,075; 
600* (ps). Fairlane (8) 500 Victoria 2-dr., $1,- 

’54 (62) conv., $1,225* (ps); sedan de 125*; Del Rio (8) Ranch Wagon, §$1,- 
Ville, $1,195* (ps). | 100*; Custom (8) 300 4-dr., $900*. 

53 (62) sedan de Ville, $540* (ps). | °56 Fairlane (8) conv., $915* (ps); Vic- 

CHEVROLET—’59 Impala (8) conv., $2,-| toria 2-dr., $750. 
650* (ps), $2,460* (ps); Hardtop 4-| ’°55 Ranch Wagon (8), $755*; Country 
dr., $2,450* (ps), $2,400* (ps), $2,350* Sedan (8), $680; Main (8) 2-dr., $425; 
(ps), $2,275" (ps); coupe, 2,295* Main (6) 2-dr., $405. 
(ps); Bel Air (8) 4-dr., $2,390" (ps), ’53 Custom (8) 4-dr., $320. 
2,200* (ps); Bel Air (6) 4-dr., $2,-| IMPERIAL—’57 Southampton 4-dr., $2,- 
100, $2,050". a. 130* (ps), 

a a $1,760 | | INCOLN—’52 Capri Hardtop 2-dr., $125. 

157 Bel Air (8) Hardtop 4-dr., $1,275*; | MERCURY—’56 Monterey 4-dr., $645*. 
2-dr., $1,035; Two-ten (6) station ’54 Custom 4-dr., $400*. 
wagon, $1,265, $1,225; Two-ten (8) NASH—’51 Statesman 4-dr., $105. 
station wagon, $1,075* (ps); Hardtop | OLDSMOBILE — '59 (88) Super Holiday 
4-dr., $900. 4-dr., $2,940* (ps); conv., $2,870* 

565 Bel Air (8) 4-dr., $700*; Two-ten (ps); Holiday 2-dr., $2,850* (ps). 
(8) 4-dr., $675*. | ’57 (98) 4-dr., $1,400* (ps). 


» . mm 7 "56 (98) Holiday 4-dr., $1,175* (ps). 
te MM oe Deluxe Hardtop ‘55 (88) Super conv., $835* (ps); (88) 


2-dr., 5* (ps). 
’52 Saratoga 4-dr., $100* (ps). 54 sa} ae., $585° (ps). 
DODGE — '55 Custom Royal (8) 4-dr., ’53 (98) Holiday 2-dr., $465* (ps). 
$645* (ps), $570* (ps). PACKARD—’55 Clipper coupe, $615* (ps). 
EDSEL—’'58 Corsair Hardtop 4-dr., $1,695* ’54 Super Clipper Hardtop 2-dr., $430*. 
(ps), $1,510* (ps). PLYMOUTH—’ 57 Plaza (8) Hardtop 2-dr., 
FORD—'59 Thunderbird, $3,600* (ps), $3,- $1,080* (ps). 
550° (ps); Fairlane (8) conv., $2,600* "53 Cranbrook (6) 4-dr., $340; subur- 
(ps), $2,410* (ps). ban (6) station wagon, $265. 
*58 Thunderbird 2-dr., $3,100* (ps); ' PONTIAC —’55 Chieftain conv., $730* 








(ps); station wagon, $700*. 
"53 Chieftain (6) Catalina 2-dr., $350; 
Chieftain (8) 4-dr., $335* (ps). Model Breakdown 
RAMBLER—’59 4-dr., $1,625. e 
"56 station wagon, $1,225°. Of Auction Averages 


’55 4-dr., $845. M 1959 Apr March 
STUDEBAKER—’55 Champion (6) 4-dr.,|  ygogel Te Date 1959 1959 


$585*. 
MISCELLANEOUS—’57 Chevrolet %-ton| 1959.............. $2,570 $2,739 $2,610 


ok Dead Utek céteuny 200 1958 1,867 1,956 1,971 
‘Sa Dedae Meta pianen” Sa 1957.......... 1,342 1,352 1,384 
52 Dodge %-t ickup, $220. bout ‘ J / 

ne eae 1956............ 971 988 989 


DETROIT . 145 748 qa 


: . aa 465 461 461 
Aptco Auto Auction, Sale every Wednes- 3 
day. Prices are for sale of May 6. ae | 290 300 


BUICK—’58 Super Hardtop 4-dr., $2,125*, 194 218 
$2,110* (ps); Century Hardtop 2-dr., ——_ 
$2,100* (ps), $1,725*. . 

"57 Century coupe, $1,616* (ps); RM Average $1,059 $1,091 $1,079 
Hardtop 4-dr., $1,600* (ps); Super - 
Hardtop 2-dr., $1,575* (ps), $1,475*; 
4-dr., $1,300*, $1,290*; Special 2-dr., 695; Biscayne (8) 2-dr., 2 at $1,450. 
$1,075. ’57 Bel Air (8) Hardtop coupe, $1,540*; 

’56 Century station wagon, $1,170* (ps); Two-ten (8) station wagon, $1,500*; 
Super Hardtop 2-dr., $990* (ps); Hardtop club coupe, $1,210; 2-dr., 
Hardtop 4-dr., $920* (ps); Special 4- $1,190* (ps); Two-ten (6) 2-dr., $1,- 
dr., $815*. 125; One-fifty (6) 2-dr., $1,125*. 

’55 Super 2-dr., $885*; Hardtop 2-dr., ’*56 Bel Air (8) Hardtop 4-dr., $1,205*; 
$665* (ps); Century Hardtop 4-dr., Hardtop club coupe, $1,125*; 2-dr., 
$860*; Special 4-dr., $785*; Hardtop $925*; Two-ten (8) Hardtop. sport 
2-dr., $635, $525*. coupe, $1,000*%; Two-ten (6) 2-dr., 

’54 Century Hardtop 2-dr., $435*, $410*: $910*; station wagon, $910* 

Special 2-dr., $425*; Super Hardtop 565 Bel Air (8) Hardtop club coupe, 
2-dr., $385*. $875*; 2-dr., $735; Bel Air (6) 2-dr., 

"53 Special Hardtop 2-dr., $290*, $270* $700*, $690*, $675*; Two-ten (6) sta- 
$200*. tion wagon, $800*; One-fifty (6) 2-dr., 

’52 Special Hardtop 2-dr., $210*; RM $500; 4-dr., $415. 
4-dr., $120*. ’54 Bel Air Hardtop club coupe, $505*; 

CADITILLAC—’58 (62) coupe de Ville, $3,- 2-dr., $390; 4-dr., $315. 

75! (ps). ’53 Bel Air Hardtop club coupe, $385, 

CHEVROLET ’"59 Impala (8) Hardtop | $300; 4-dr., $350*, $275; Two-ten 
sport coupe, $2,480* (ps), $2,280*; 2-dr., $240, $215. 

Air (8) 2-dr., $1,965. CHRYSLER—’54 NY club coupe, $210*. 

’58 Brookwood (8) tsation wagon, $1,-| DeSOTO—’56 Firedome 2-dr., $1,125*. 





Save valuable mechanics’ time... without tieing up 
capital ... modernize with BLACK & DECKER tools 


You speed work through your shop. . . reduce labor 
costs . . . increase your profits when you modernize 
your Service operation with Black & Decker tools. 


The reason is simple: every Black & Decker tool— 
from drills to valve shops—is built for peak perform- 
ance over a long, long time. And your local automo- 
tive distributor has 39 cost-cutting, profit-making 
Black & Decker tools—each designed to do best the 
job for which it was built. 

Select the tools you need. Then take twelve months 


to pay for them. No big lump sum outlay of capital— 
you pay for your modern tools just as you pay your 
mechanics—as they produce for you! No interest or 
carrying charges either! Contact your local Black & 
Decker distributor today! 


LEADING DISTRIBUTORS EVERYWHERE SELL 


Yack & Decker: 


QUALITY ELECTRIC TOOLS 
Towson 4, Maryland 


es, 


DODGE—’57 Royal Hardtop 4-dr., $1,450* 
(ps); Coronet (8) conv $1,400*- 
Hardtop 2-dr., $1,225"; 4-dr., $1,025" 

’55 Royal Hardtop club coupe, $6goe- 
Hardtop 2-dr., $550* (ps). A 

’54 Royal Hardtop club coupe, $340*, 
EDSEL—’58 Pacer Hardtop 2-dr., $1,579 

(ps); Ranger Hardtop 2-dr., $1,399¢, 

FORD—’59 Country Sedan (8) $2,400. 
Fairlane (8) 2-dr., $2,175* . 

"58 Fairlane (8) Skyliner Hardtop cony, 
$2,300* (ps); 2-dr., $1,400 Fairlane 
(8) 500 conv., $1,890" (ps); 4-dp 
$1,635* (ps). J 

’57 Fairlane (8) 500 2-dr 
Fairlane (8) 2-dr., $1,230* 
tom (8) 300 2-dr., $1,050* 

(6) 300 2-dr., $785. 

56 Fairlane (8) 500 conv $1,849*- 
Fairlane (8) Hardtop 2-dr., $1,2956 
(ps); Hardtop club coupe, $1,159. 
Custom (8) 4-dr., $910*; 2-dr., $79pe 
Ranch Wagon (6), $900 ’ 

"55 Country Sedan (8), $830 Fairlane 
(8) Hardtop 2-dr., $705* Hardtop 
club coupe, $375*; Custom (8) 4-dr. 
$615*; 2-dr., $600, $580; Main (8) & 
dr., $415 

"54 Custom (8) 2-dr., $440; Crest 4-dr,, 
$315* 

"53 Custom 4-dr., $305*%; 2-dr., $215, 

’32 Model B 2-dr., $500. 

HUDSON—’56 Super Wasp 4-dr., $510, 

IMPERIAL—’58 Hardtop, $3.440* (ps), 

LINCOLN—Premiere 4-dr., $3,000* (pg), 

’55 Capri Hardtop club coupe, §7g9* 
(ps); 4-dr., $775* (ps). 

MERCURY—’58 Monterey 4-dr., $1,800¢, 

’57 Turnpike Cruiser Hardtop 4-dr., §1,. 
475* (ps); Montclair 4-dr., $1,409* 
(ps). 

OLDSMOBILE - "58 (88) Hardtop cup 
coupe, $2,185* (ps). 

’57 (88) Super 4-dr., $1,610* (ps), $1,. 
| 415* (ps); (88) 2-dr., $1,450* (ps). 
| °56 (98) conv., $1,370%, $1,245* (ps): 
| Hardtop 2-dr., $1,250* (ps); Hardtop 

4-dr., $1,080* (ps); (88) Hardtop 
club coupe, $1,315* (ps); Hardtop 4 
dr., $1,160*, $1,105*; 2-dr $910*. 

"55> (98) Hardtop 4-dr., $970*; (88) 
Super 2-dr., $675* 

54 (S88) Super 4-dr., §$470*, $425* (ps); 
(88) Hardtop club coupe, $460* (ps). 

| PACKARD "55 Clipper Hardtop 2-dr, 
$450*, $410*. 

PLYMOUTH—'58 Belvedere (8) Hardtop 
4-dr., 2 at $1,675*. 

"57 Belvedere (8) Hardtop 4-dr., $1,335* 
(ps); 4-dr., $900*; Suburban (8) sta- 
tion wagon, $1,270* 

*56 Suburban (8) station wagon, $1,050*, 
$1,040* (ps); Belvedere (6) Hardtop 
4-dr., $800*. 

"55 Belvedere (8) Hardtop club coupe, 
$790*; Suburban (6) station wagon, 
$500*. 

"54 Suburban (6) station wagon, $580, 
| "51 4-dr., $160. 

"58 Star Chief Hardtop 2-dr,, 
E (ps), $2,180* (ps); Chieftain 

Hardtop 4-dr., $2,120* (ps) 

"57 Star Chief Hardtop club coupe, §$1,- 

625* (ps). 

"56 Chieftain Hardtop club coupe, $880; 

Hardtop 4-dr., $860*. 

"55 Chieftain 4-dr., $365*. 

| RAMBLER—’56 Custom (6) station wag- 
on, $1,105*. 

STU DEBAKER—’57 Champion 2-dr., $820. 


DYER, IND. 


| Len Pollak’s Dyer Auto Auction. Sale 

| every Friday. Prices are for sale of May 6. 

| Soft of late models. Sold 214 cars out of 

| 344 consignments. 

BUICK—’58 Super Riviera 4-dr., $2,150* 
(ps). 

"55 Special Riviera sedan, $580*, $475*; 
RM Riviera sedan, 640*. 

’54 Special Riviera sedan, $415*; 4-dr., 
§275*. 

"53 RM 4-dr., $370* (ps); Super 4-dr., 
$260". 

| CADILLAC—’56 (62) coupe de Ville, $1- 

790* (ps). 

| "54 (62) 4-dr., $1,050* (ps). 

| CHEVROLET—’58 Impala (8) coupe, $1,- 
960*; Bel Air (8) Hardtop 4-dr., $1. 
690*; 2-dr., $1,295. 

’57 Bel Air (8) 4-dr., $1,385*; Ome 
fifty (6) station wagon, $1,180 

’55 Bel Air (8) station wagon, $1,015* 
(ps); coupe, $760*; Two-ten (8) 4-dr., 
700, $590, $550; 2-dr., $630*, $450, 
$445; One-fifty (6) 4-dr., $405*. 

’54 Bel Air 2-dr., $385*; 4-dr., $300. 

CHRYSLER—’56 Windsor 4-dr., $680*. 
| DeSOTO—'52 Firedome 4-dr., $185*. 

DODGE—’55 Coronet (6) 2-dr., $395. 

| _ °54 Coronet (6) 4-dr., $325. 

FORD — ’59 Thunderbird conv., $3,830" 
(ps); Fairlane (8) Skyliner Hardtop 
conv., $2,840* (ps). 4 

"58 Country Sedan (8) station wagon, 
$1,665*. 

’57 Ranch Wagon (6), $1,210; Fairlane 
(8) 500 2-dr., $1,150*; Custom () 
300 2-dr., $1,030*. 

’56 Ranch Wagon (8), $975*; Custom | 
(8) 2-dr., $755*, $595*; 4-dr., $620*. 

’55 Fairlane (6) Victoria sedan, $665%% 
$615*, $355*; Custom (8) 4-dr., $640%; 
2-dr., $440. 

54 Crest Victoria 4-dr., $425*, $260% 
4-dr., $380, $360*. 

LINCOLN —'56 Premiere conv., $1,450°9 





| 





| (ps). 
MERCURY—’57 Montclair sedan, $1,420° 7 
(ps). 

"56 Monterey coupe, $875*, $680*. 
NASH—’39 sedan, $100. 
OLDSMOBILE—’58 (88) Super Holiday 8 

dan, $2,200* (ps). 

55 (98) Holiday sedan, $1,025*; (89) 

2-dr., $835*. 

54 (88) Super 4-dr., $685* (ps); (98) 

4-dr., $400*. i 
PLYMOUTH—’57 Savoy (8) 4-dr., $980% 
$905; Plaza (6) 4-dr., $850. 

"56 Savoy (6) 4-dr., $625; 2-dr., $460. 

’55 Savoy (6) 2-dr., $475; 4-dr., $415% 
| Plaza (6) 4-dr., $360. oa 

PONTIAC—’55 Star Chief 4-dr., $620% 5 
$595*; coupe, $450*; Chieftain 2-df.» 
$275. 

’54 Chieftain 4-dr., $415*; 2-dr., $405. | 
RAMBLER—’55 Custom (6) 4-dr., $635*. 
STUDEBAKER — °55 Commander 2-4? 

$395*. 

’53 Commander 2-dr., $200*; Champion 

2-dr., $180. , 
MISCELLANEOUS — '54 Chevrolet Y-ton — 
pickup, $355. 5 


CHICAGO 


Greater Chicago Auto Auction. oe 
every Thursday. Prices are for sale 


ments. 
BUICK—’58 Special conv., $2,200" (PS) 
$2,125* (ps). 

57 RM Riviera 4-dr., $1,675* (ps); SPe 
cial Riviera 4-dr., $1,575* (ps), ” 
530*; Riviera 2-dr., $1,375* (ps). 

56 RM Riviera 2-dr., $1,190* (D8)» 


(Continued on Page 50, Col. 1) 








May 7. Sold 444 cars from 673 consigf-— = 


Find out more 
about automobile 
safety glass for 
your sales story 


Safety Glass (LSG) 


Along with power brakes, power 
steering, padded dashboards, seat 
belts, and other safety equipment, the 
glass in the cars you sell can 

put “muscle” in your sales story. All 
automobiles are equipped with safety 
glass, but not all safety glass is the 
same. Could you answer these questions 
about automobile safety glass: 


$780* 


1,800¢, 
$1,- 


Plastic Interlayer l Plastic Safety Layer 


Q. Is all 
“safety glass” 
the same? 


A, No. Only laminated safety glass has the 
plastic safety layer formed by bonding two pieces 
of glass with a tough transparent plastic 
interlayer. 


Q. Is LSG /NeoT Te 
used in f 3 “ HH] 
windshields? LAW é‘ a 


A. Always. It is the only type of safety glass 
approved for windshields and used in all cars and 
trucks made in the U.S. (Many cars—but not all 
—also have LSG in side windows, too.) 


A pusne 
GiASS SAFETY 
\ LAYER 


Q. Is there 
an easy way 
to identify LSG? 


A, Yes. A “line” along the exposed edge of 
glass identifies LSG. Look for this “line” which is 
actually the plastic interlayer. 


Q. How does LSG 
provide an “extra 
margin of safety?” 


A. Incase both doors and windows become 
inoperative, a window made of LSG can be 
cracked with any hard object—even your elbow 
or shoe. With a strong push, the cracked window 
can then be pushed right out of the frame 
providing an emergency exit. 


Monsanto does not 
make LSG, but supplies 
plastic for the plastic 
interlayer used in its 
manufacture. Monsanto 
Chemical Company, 
Plastics Division, 


Springfield 2, Mass. . 


Would you like more information about automobile safety glass— 
what types are used in different areas, and how to identify them? 
Monsanto will send you an informative booklet—"“Automobile Glass 
and Safety”—without charge. Just fill out and return the coupon. 


MONSANTO CHEMICAL COMPANY, PLASTICS DIVISION, 
SPRINGFIELD 2, MASS. 


Please send me free copy of “The Automobile Glass and 
Safety Booklet.” 


UA acer eneerretereererrneeneneneerenmeee TO Wb Cee 
germinate rete Ee 
ADDRESS —___ ne 


ON TY rere SON Bier TAT Eines 
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350*; Ranch wagon (8), $1,500* (ps);| NASH —’55 Statesman (6) 4-dr., §450,| STUDEBAKER—’59 Lark (6) 2-dr $1 
Custom (8) 300 2-dr., $1,295*. $350*. 710. io 
’57 Country Squire (8), $1,700* (ps); ’54 Statesman (6) 2-dr., $225. ’bS Scotsman (6) 2-dr., $1,240. 

Fairlane (8) 500 Retractable, $1,700* | OLDSMOBILE—’59 (88) Super Holiday 4- ’57 Silver Hawk, $1,190". 

(ps), $1,620*; Victoria 2-dr., $1,460* dr., $2,950* (ps). 56 Champion (6) 2-dr., $640, $599 

(ps), $1,430* (ps); Victoria 4-dr., $1,-| °58 (98) 4-dr., $2,335 (ps). MISCELLANEOUS—'59 Chevrolet El ¢q. 

440* (ps), $1,340* (ps), $1,295* (ps); ’57 (88) Super Holiday 2-dr., $1,715* mino (6), $1,940. 

4-dr., $1,175*; Country sedan (8), $1,- (ps), $1,675* (ps); (98) Holiday 2-dr., *56 Chevrolet (6) %-ton pickup, §g99, 

‘(Continued from Page 48) toa Tien eae esaee? ee: $1,670° | (ps); , Holiday 4-dr., $1,400° ~ x 
Ranch wegen (8) $1 250* $1 py *r (ps); (88) remy pda cel (ps). VALDOSTA, GA. 
$915*; Special Riviera 4-dr., $1,050* $1,320; Two-ten (6) Hardtop 2-dr., $1,- $1,045: Custom (8) 300 4-dr.. $1 108°: "ceulsaew i Fm TD. so i _ Tom Hewitt Auto Auction, Sale ever 
330* ; ati ¢ *. "he ¥ i 9 eae ay 2-dr., 31,065 S). g ‘ f é . § 7 
(ps); Riviera 2-dr., $815* (ps); Special | 2-dr., $880. : 56 Country "sedan (8), £1,310*, $930; a ca a ae wet — oon a ae o> estar ‘Nees nels Gal 
Riviera 4-dr., $875*, $705*: 4-dr.,| °56 Bel Air (8) Nomad, $1,445*, $1,- Fait , e1 400s: ae. Bi. Super 4-dr., $950* (ps); (98) Holiday bringing the top dollar. Need more clean 
2 Fade ae al ae “ane. =u airlane (8) conv., $1,100*; 4-dr., $1,- 4-dr., $895* (ps); 4-dr., $835* (ps),| cars to meet the demand, 
$640* (ps); Riviera 2-dr., $620*; Super 265*; Hardtop 4-dr., $1,075*; 4-dr., 000*; Victoria 2-dr., $925*, $845*: 2- 190% : ; oe ; . ome ; 
Riviera 2-dr., $845* (ps); conv., $825* $890*; Two-ten (6) 4-dr., $840; 2-dr., dr., $870" fost Rh ny eas ay as os $830* (ps). a ane sale BUICK 57 Special 4-dr., $1,16v. 
(ps); RM conv., $820* (ps). $770; Bel Air (6) 4-dr., $815*; One- $755; Custom (8) 2dr oes , 54 (98) Holiday 2-dr., $775*, 5720 ; ’55 Century Riviera 2-dr., $860"; Specia) 

54 Special Riviera 2-dr., $570* (ps), | fifty’ (8) 2-dr., $800"; One-fifty (6) 5B Thunderhorn a tas. A se 7 (88) Super 4-dr., $590*; Holiday 2-dr., 4-dr., $570*. 
$520*: RM 4-dr., $520* (ps). | 2-dr., $775. (8), $1,020°- wuhame as a omer : $490 (ps). =m CHEVROLET—'58 Impala (8) 2-dr., $1,. 

53 RM’ conv., $375* (ps); Super 4-dr., ‘55 Bel Air (8) conv., $1,075* (ps); $780° taser, Gautaan ca} oa" geese: PACKARD—’55 Clipper 4-dr., $300*. 885*; Bel Air (8) 4-dr., $1,765*; Hara. 
$355* (ps); Riviera 2-dr., $280* (ps). Nomad, $1,050*; Hardtop 2-dr., $890*, 2-dr ’ $530 cen *y 9909") | PLYMOUTH—'57 Custom (8) Suburban, top 4-dr., $1,740*; 2-dr., $1,660*, 

CADILLAC—’'59 (62) sedan de Ville, $4,- $880*; 4-dr., $865* (ps), $830, $800*; ’54 Ranch wagon (8), $600, $525; Crest $1,440°, $1,370°; Belvedere (8) Hard- bag dl wie Pe ge 
780* (ps); coupe de Ville, $4,500* (ps). Two-ten (8) station wagon, $875*: (8) Victoria, $468*: conv... $450°: top 4-dr., $1,285* (ps), $1,075* (ps); (ps); 4-dr., $1,510* (ps); Two-ten (8) 

58 (62) conv., $3,900* (ps), $3,800" 4-dr., $835, $580*: Bel Air (6) 4-dr., Custom (8) 4-dr., $525° (oe) 50*; Savoy (8) 4-dr., $1,010*; Hardtop, _4-dr., $1,120*. 

(ps); sedan de Ville, $3,720* (ps); 4-| $915: Two-ten (6) 4-dr., $915: Two- HUDSON—’55 Was (8) Holly : ae ecvne $910*: Plaza (6) 2-dr., $745. ’56 Bel Air (8) 4-dr., $1,090*; Two-ten 
dr., $3,480" (ps). ten (6) Delray, $790*; 4-dr., $600*. IMPERIAL 5B “40 $3 “ane ta $475". ’56 Belvedere (8) Hardtop 2-dr., $870*; (6) 2-dr., $725. 

157 (62). conv., $2,880* (ps), $2,725*| "54 Two-ten 2-dr., $520, $450, $350°;| 157 4-ar “$2.298° (ne) 2,08 (Pps). 4-dr., $780*; Plaza (6) 2-dr., $515*. 55 Two-ten (6) 2-dr., $6: 

(ps); sedan de Ville, $2,700* (ps); Bel Air 4-dr., $495*, $320*; 2-dr., $455. LINCOLN’. a ps). "55 Belvedere (8) Hardtop 2-dr., $715*, ’54 Bel Air 4-dr., $520* dr., $325, 
coupe de Ville, $2,650* (ps); (60) Spe- | CHRYSLER—’55 Windsor Newport, $730*. (ps). ‘ : . 9 
cial 4-dr., $2,805* (ps), $2,595. DeSOTO—’'56 Firedome Sportsman, $895*. 57 Capri 4-dr., $1,950* (ps) Plaza (8) station wagon, $585*. (ps) ; Galaxie (8) 4-dr., $2,460* (ps): 

’55 (62) conv., $1,730* (ps); coupe de| DODGE—’59 Coronet (6) 4-dr., $2,075* ’56 Premiere coupe, $1,525* (ps); Capri | PONTIAC —’57 Chieftain Catalina 2-dr., __ Fairlane (8) 4-dr , $2,2 : 
Ville, $1,545* (ps). ‘58 Custom (8) Royal Lancer, $1,805* coupe, $1,030*. $1,420* (ps); Star Chief Catalina 2-| ‘58 Fairlane (8) 500 Skyliner, $1,905 

"54 (62) sedan de Ville, $1,185* (ps); | (ps). ’55 Capri 4-dr., $900* (ps) dr., $1,280* (ps). (ps); Fairlane (8) Victoria 2-dr., $1,- 
(60) Special 4-dr., $970* (ps). ’57 Custom (8) Royal Lancer, $1,290*| MERCURY—’59 Monterey 4-dr., $2,130 *56 Chieftain Safari, $1,205* (ps); Star see, (PS); Custom (6) 4-dr., $1,390° 

CHEVROLET—’59 Impala (8) conv., §2,- (ps). | °58 Parkland 4-dr., $2,125* (ps), $2,025* Chief conv., $1,080* (ps); Chieftain 57 Fairlane (8) 500 2-dr., $1,300°; Fair- 
750° (ps); Bel Air (6) 4-dr., $2,095.| °55 Coronet (6) 2-dr., $610. | (ps); Monterey 4-dr., $1,720* (ps). Catalina 2-dr., $880* (ps). 2 ee a a ae 

’58 Impala (8) conv., $2,150* (ps), $2,-| F OR D—’59 Thunderbird, $3,625* (ps);| °57 Monterey conv., $1,580* (ps) 55 Chieftain Catalina 2-dr., $785*. aa weow's , ; 

140* (ps); coupe, $1,975* (ps), $1,-; Fairlane (8) 500 conv., $2,525* (ps). ’56 Monterey station wagon, $1,330*; 4- ‘54 Star Chief conv., $580*; Chieftain " Pairiane (5) Victoria, $1 100%; conv., 
970* (ps); Biscayne (8) 4-dr., $1,695*,| °58 Thunderbird, $3,100* (ps), $3,020* dr., $805*; Hardtop 2-dr., $550*; Catalina 2-dr., $480*; 4-dr., $360* $1,010"; Custom (5) 4-dr., $975%; 2 
$1,605*, $1,505*, $1,480; 2-dr., $1,- (ps), $2,875* (ps); Fairlane (8) 500| | Montclair Hardtop 4-dr., $1,150* (ps): (ps). a , : 

465*; Bel Air (8) Hardtop 4-dr., $1,- Retractable, $2,230* (ps), $1,900*; Custom station wagon, $1,090. "| RAMBLER—’58 Super (6) 4-dr., $1,675. ve Station ‘wagon <5) 4-dr., $500; Cus- 
660* (ps); Delray (6) 2-dr., $1,470. Victoria 2-dr., $1,825* (ps), $1,460*%;| °55 Montclair coupe, $895*, $655*, $650* ‘57 Super (6) 4-dr., $990 » tom (6) 2-dr., $500. 

57 Bel Air (8) station wagon, $1,765*; 4-dr., $1,480*; Country sedan (8), $1,- | (ps); Monterey station wagon, $695*;| '56 Custom (6) 4-dr., $925* = ee eee, oe ee ae 
Hardtop 4-dr., $1,650*, $1,480* (ps); | 635*, $1,580*, $1,575; Fairlane (8) | 4-dr., $695"; Custom 2-dr., $550*, | 55 Custom (6) Cross Country, $675* cS), 2Gr., 9eo0; Custom (6) 24h, 
Hardtop 2-dr., $1,425*, $1,370; 4-dr., Victoria 2-dr., $1,620* (ps); 4-dr., $1,-| °54 Monterey coupe, $625* ; $580*. isi vie sail $310*. 

— eed ining bahar He ; | MERCURY -’57 Monterey Hardtop, $1,- 


080*, 
’55 Custom 4-dr., $685*; 2-dr $420. 
OLDSMOBILE—’58 (S88) 2-dr., $1,440, 
"56 (88) Holiday 4-dr., $1,050 
’5S (88) Holiday 4-dr., $750*. 
| PLYMOUTH—’57 Savoy (8) Hardtop 4-dr,, 


| $1,115*; 2-dr., $1,025. 
PONTIAC "58 Chieftain Catalina 2-dr., 
| $1,200*. 
’57 Star Chief 4-dr., $1,600 Chieftain 
station wagon 4-dr $1,425*. 
°56 Star Chief cony., $1,070*. 
| ’55 Chieftain Catalina 2-dr., $765", 
RAMBLER—’59 Ambassador 4-<dr., $2,380*. 
WILLYS—’'59 Jeep conv., $1,310 
hati a MISCELLANEOUS—’' 56 Ford pickup, $625. 
| °55 Chevrolet pickup, $560. 
COMPACT MASON CITY, 1A 
Central States Auto Auction. Sale every 
eg er a Wednesday. Prices are for sale of May 6. 
Great group of extra sharp cars. Sold 80.4 
percent of 498 consignments. 
—_ 





—s 


Premiere coupe, $2,985* $700; Savoy (8) 4-dr., $585* (ps); | FORD—’59 Thunderbird (8) ir., $3,450* 














BUICK—’57 RM 4-dr., $1,650* (ps); Super 
Riviera, $1,550* (ps); Special 4-dr., 
—_ $1,270. 
’56 Special Riviera, $1,000 (ps), $945*. 
’55 Special Riviera, $855* (ps). 


’54 Special 4-dr., $425. 

CADILLAC—’59 (62) sedan de Ville, $5,- 
020* (ps). 

"57 (62) 2-dr., $2,830* (ps); sedan de 
Ville, $2,800* (ps), $2,590* (ps). 
’56 (62) sedan de Ville, $1,980* (ps). 
’55 (62) conv., $1,590* (ps); 4-dr., $1,- 

495* (ps), $1,405* (ps). 
"53 (62) coupe de Ville, $675* (ps). 
CHEVROLET—'59 Bel Air (8) 4-dr., $2,- 
190°. 

’58 Impala (8) Hardtop, $1,220* (ps), 
$2,020* (ps), $2,020; Brookwood (8), 
$1,825*; Bel Air (8) 4-dr., $1,685*; 
Biscayne (6) 4-dr., $1,500, $1,400. 

’57 Bel Air (8) conv., $1.775*, $1,710*; 
Hardtop, $1,610* (ps), $1,600* (ps), 
$1,590*; Two-ten (8) station wagon, 
$1,445*, $1,390*; 4-dr., $1,390", $1,- 
250*, $1,230*, $1,165. 

’56 Bel Air (8) 4-dr., $1,275*, $1,230°; 
Two-ten (8) 4-dr., $1,040, $795. 

’55 Bel Air (8) Nomad, $1,070; 4-dr., 
$980*, $965*, $825*; Two-ten (8) 2 
dr., $780; Two-ten (6) 2-dr., $775, 
$720, $700*, $650. 

’54 Bel Air 4-dr., $595*; conv., $580; 
Two-ten 2-dr., $500*, $400* (ps) 
CHRYSLER—’57 Windsor Hardtop, $1,415* 

(ps). 


’56 Windsor 4-dr., $1,075*. 
’55 Windsor 4-dr., $800* (ps). 
"54 NY 4-dr., $450*, $330* (ps) 
DeSOTO—’57 Firedome 4-dr., $1,250*, $1,- 
180. 


NO WIDER Tews ee pobar "a ‘noyal 12) aren ee 
'57 Royal (8) 4-dr., $1,430*. 
EASY IN OR UNDER DASH INSTALLATION (Continued on Page $2, Col. 3) 


— Auctions in Brief — 


THE MONEY MAKER BIRMINGHAM, ALA. 


Dixie Auto Auction, Sale every Monday 


YOU'VE BEEN WAITING FOR eee (May 4). We need more cars. At least 150 
of all makes and models. Market firm, 

eee LSPA a) Built-in Hi-Fi speaker catenins 
UNHEARD-OF POWER IN THIS SIZ Universal or Custom; Push-Button or Manual seiteant tale ates oe sale 
iti very Tec sday (May ) rices, les 
6-Volt, 12-Volt Positive Ground, or 12-Volt Negative Ground and volume remain strong. Sold 80 percent 

674," wide, 23%” high, 7%,” deep of 509 Semen. * 
BUFFALO 


7 i i imi Thruway Auto Auction, Sale every Tues- 
atiasmem eh a HIGHER FIDELITY Write for nde nn ee meer of valuable day (May 5). Weather: Sunny and warm. 
ranchises avatiaole. Sold 67 percent of 147 consignments. 


DRC eae ae * * ‘s 
_ DANVILLE, VA. 

ALSO A COMPLETE LINE OF CUSTOM RADIOS FOR ALL CARS aca tiner'ap Contiees bevy ae 

in light used cars. However, supply of 


such cars is off one-third. 
* * * 


Naeem OL Saad i snr tceineenaemaa “a : MANHEIM, PA 
Ra ese a CL ello q Santen Sass Auction, Inc. Sule every 


Friday 8). Weather: Clear 
percent of 723 consignments. 
* x * 


NASHVILLE, TENN. 


Suggested Retail Prices , Nashville Auto Auction. Sale every he 
nesday (May 6). Sold 144 cars from 21 


Manual 39.95 PUSH- BUTTON RADIO FOR 1959 CHEVROLET MODEL CHP 159 ee 
Push-Button 59.95 SYRACUSE 


Syracuse Auto Auction, Sale every Wed- 


INTERNATIONAL DIVISION: 15 MOORE ST., NEW YORK 4 nesday (May 6), Sold 67 cars from 91 

consignments. 

* a * 
SACRAMENTO, CALIF. 
Saie ver) 
' UNDE XR avdio company rete tata SS ASU oan ares 
959 COMMONWEALTH AVENUE, BOSTON 15, MASS Soseckh nee eels. Benen ites 2") aa 
attended. 
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A CURTIS MAGAZINE 


If you had 10 salesmen — each writing 1,000 would-you-takes per 
day—they would need more than 11 years to place as many would- Phe Saturday Evening 


oi you-takes as your factory places with one automobile ad page in Dp AZ A 
ua one issue of the Post! And the cost to the factory is less than 1/12 y 


cent per would-you-take! 


every 
old 78 


Wed- 





“2 When it comes to real sales power, what advertising medium - Tl Padhlaed Reiger tt gga 
Zz would you take? You bet! The Saturday Evening Post! Weckiahd tie iced abs 
farket oe 





29 million times each issue someone turns to your ad page in the Post. That's Ad Page Exposure (APX)! 


AUTOMOTIVE NEWS, MAY 18, 1959 





—s 


2-dr., $1,375; Bel Air (8) Hardtop 2. 
dr., $1,600. 

’57 Two-ten (8) 4-dr., $1,165*, $1 030; 
2-dr., $1,100, $990; Delray se ‘dan, $550, 


Used-Car Auction Prices || isis fa.) Sos 


’54 Two-ten 2-dr., $330. 
CHRYSLER—'54 Windsor Hardtop 2¢7_ 
$465". 
(Continued from Page 50) FORD—’58 Fairlane (8) 500 Hariitop 2-<dr., 
$1,510*; Custom (8) 300 4-dr., $1, 215°" 
’56 Suburban (8), $1,100*. 4-dr., $1,120*; Custom (8) 300 4-dr., "57 Country Squire (8), $1,410* (ps) : 
'55 Royal (8) Hardtop 4-dr., $850*. $1,220. Custom (8) 4-dr., $1,100" Custom 
FORD—’59 Fairlane (8) 4-dr., $2,170*. ‘56 Fairlane (8) 4-dr., $1,100*, $1,090* (8) 300 4-dr., $1,080*, $975; 2-ar. 
’58 Thunderbird (8), $3,215* (ps); Fair- (ps); Victoria, $1,075*, $1,050*; Cus- $885. 
lane (8) 500 Victoria, $1,690*%; 4-dr., tom (6) 4-dr., $850; Custom (8) 4-dr., ’56 Fairlane (8) Hardtop coupe, ggo5- 
$1,685*, $1,675*, $1,475*; Ranch wag- $750*. (ps); Country sedan (8), $725*, 
on (8), $1,675. "55 Country sedan (8), $980; Fairlane ’55 Country Squire (8), $725", $700°; 
’57 Thunderbird (8), $2,535* (ps); Fair- (8) 4-dr., $895*, $850*, $700; Custom Fairlane (8) 2-dr., $705*; R anch 
lane (8) 500 conv., $1,510*, $1,465* (8) 4-dr., $800*, $675*. wagon (6), $475; Main (6) 2-dr., $325, 
(ps); Victoria, $1,465*, $1,420* (ps); | HUDSON—’55 Hornet 4-dr., $585. ’54 Crest (8) sedan, $410; Har itop 2-dr., 
IMPERIAL—’ 57 Imperial Hardtop, $2,330* $325*; Custom (8) 2-dr., $305, $290. 
(ps); 4-dr., $2,020* (ps). MERCURY—’'57 Monterey 4-dr $1,275* 
LINCOLN—’58 Capri 4-dr., $2,950* (ps). (ps); 2-dr., $950. 


’56 Premiere 4-dr., $1,295* (ps). ’56 Monterey station wagon, $1,209" 
’54 Capri 4-dr., $650* (ps). (ps); Hardtop 4-dr., $1,030*; Mont. 
S| MERCURY—’57 Montclair Hardtop, $1,525* clair Hardtop 2-dr., $920*; Custom 2. 
(ps); Monterey 2-dr., $1,340* (ps). dr., $550*. 
’56 Montclair Hardtop, $1,190*, $1,170*; ’55 Montclair Hardtop 2-dr., $545* (pg); 
G Custom station wagon, $1,170*; Medal- Monterey Hardtop 2-dr., $410 
ors ist 2-dr., $625. ’54 Monterey Hardtop 2-dr., $350*, $330, 
’55 Montclair station wagon, $1,040; | NASH—’53 Statesman 4-dr., $145 
Hardtop, $850*; Custom 4-dr., $780. OLDSMOBILE—’56 (88) Super 4-dr., $1,. 
OLDSMOBILE—’59 (88) 4-dr., $2,700*. 000* (ps). 
Alb ’57 (98) Holiday 4-dr., $1,550* (ps). 54 (88) 4-dr., $580* (ps), $400*. 
any "56 (88) Holiday 4-dr., $2,275 (ps), | PACKARD 53 Clipper ag Ne 
—'58 station wagon 4-dr., $900. $1,220* (ps); (88) Super Holiday, $1,- ual — avoy (8) 4-dr., $1,075*, 
i lag eet ade: $920. 195* (ps), $915*, $960*. ‘56 Suburban (8) station wagon, $910*: 
SAAB—’58 2-dr., $790. ’55 (88) Holiday 4-dr., $1,010*. Belvedere (8) 4-dr., $830*; Savoy (8) 
54 (98) 4-dr., $715*; (88) 4-dr., $695*.| | 2-dr., $710. a 
Atlanta PACKARD—'58 Hawk 2-dr., $1,510* (ps).| ‘55 Savoy (6) 2-dr., $475. 
PLYMOUTH—’58 Savoy (8) 4-dr., $1,370. 54 Belvedere (6) Hardtop 2-<dr., $510*; 

Anglia—’'57 4-dr., $700. ’57 Belvedere (8) Hardtop, $1,350; Savoy Savoy (6) 2-dr., $310; Suburban (6) 

Fiat—’58 600 2-dr., $810. (8) 4-dr., $1,140*, $1,120*; Plaza (8) station wagon, $205. 

Goggomobil—’ 58 2-dr., $450. 4-dr., $820. ae ‘54 Chieftain 2-dr., $345* (ps); 

Hillman Minx—'59 4-dr., $1,505. 56 Suburban (8), $780. SO 

5S 4-dr., $955. °55 Belvedere (8) Hardtop, $680* (ps); | MISCEL LANEOUS—'55 Chevrolet carryall, 

Morris Minor—'59 4-dr., $1,390. Plaza (6) 4-dr.. $640, $455; Savoy $265. 

"58 conv., $1,090. (6) 2-dr., $620, $500. 

Renault—’58 4-dr., $1,010, $980. PONTIAC—’58 Star Chief Catalina, $1,- FLINT 

’57 4-dr., $680. 850* (ps). 
Simea—-’57 4-dr., $800. 57 Chieftain 4-dr., $1,380*, $1,365*. Flint Auto Auction, Sale every Wednes- 
Taunus—’58 2-dr., $1,000. 56 Star Chief conv., $1,175* (ps); Chief- | @y¥. Prices are for sale of May 6. There 

’56 station wagon, $900. tain 4-dr., $970*, $935* (ps). is a good demand and the prices are ex- 

Triumph—’59 TR3 conv., $2,230, $2,220; 55 Chieftain Catalina 2-dr., $720* (ps). | CcePtionally good. We could have used a 
station wagon, $1,500; station wagon| RAMBLER—’58 Deluxe (8) 4-dr., $1,590*,|!aTser mumber of automobiles. Sold 199 
4-dr., $1,400, $1,175. $1,460; American (6) 2-dr., $920. cars out of 267 consignments. 

Volkswagen —’59 Karmann-Ghia, $2,390, 55 station wagon (6), $810. | BUICK—’58 Super Riviera 2-dr., $2,250° 
$2,375, $2,360, $2,350; Sunroof, 2 at| STUDEBAKER —’55 Champion Hardtop, (ps); RM Limited sedan, $2,200* (ps); 
$1,705, 2 at $1,700; 2-dr., 2 at $1,685, $740*. Century Riviera 2-dr., $2,075*; Special 
2 at $1,675, $1,665. WILLYS—’57 Jeep 4-wheel drive, $1,280. _2-dr., $1,640°. 

’58 Sunroof, $1,500; 2-dr., $1,490. ma wens. S’eee oe) Special 2- 

’ 2. dr., ’ ,325*, ,250*; conv., 

«> ye — * pada NEW YORK $1,695*, $1,670*: 4-dr., $1,650*; Hard. 

Volvo—’57 2-dr., $990. Skyline Auto Auction. Sale every Tues- top 2-dr., $1,465, $1,400*; Hardtop 4- 

day. Prices are for sale of May 5. Our ay 7. i, ww on 
last sale at our old location was red hot. a oe , ’ 
Bordentown, N. J. Market strong on clean late model cars. $975* (ps); Super 4-dr., $1,050* (ps); 


4 ONE SOURCE FOR ALL IMPORTED CAR PARTS 





Fiat—'5S, $820. Rough cars off in price. Sold 107 cars| Special Riviera 4-dr., $915. 

Metropolitan—'57 2-dr., $950. out of 131 consignments. | °55 Super Riviera 2-dr., $850*, $755* 
Renault—'58 4-dr., $1,085*. BUICK—'56 RM conv., $950* (ps). (ps); Special Riviera 4-dr.,  $845°, 
Volkswagen—'59, $1,600. 54 Special 2-dr., $415*. $800*; Special 2-dr., $805*, $695*; 4- 


Chi CADILLAC—'54 (62) 4-dr., $1,125* (ps). dr., $800°; RM Riviera 2-dr., $605° 
unicago CHEVROLET—’58 Impala (8) Hardtop 2-| ,_ ‘PS)- s ial : 
/ o ag dr., $1,825 (ps); Biscayne (8) station 54 Special Riviera 2-dr., $520*, $480°; 
MG—’58 MGA, $1,700. wagon, $1,660*: 4-dr., $1,450, 2 at $1,- Special 2-dr., $460*, $365; 4-dr., $340; 
Renault—’58 4-dr., $795. 25, $1,385, $1,050, 2 at $1,000, $955; (Continued on Page 53, Col. 1) 
Volkswagen—'58 station wagon, $1,635. £25, . : € : 
"56 2-dr., $970. ——— = —— 











Austin Ford (English) Opel Metropolitan—'57 a $950. 
Austin-Healey | Ford (German) | Porsche |*fg 29 2: Hs": um TBRIPLATE LUBRICATION 


Borgward Hillman Renault Daytona Beach, Fila. 


Ford (English)—’'59 Anglia 2-dr., $1,215. 


DKW Jaguar Peugeot ‘57 Anglia 2-dr., $760. 


’56 Squire 2-dr., $705. 


Fiat MG Sunbeam | Netropottan 56 2-ar'$950. 


‘ ‘ Volkswagen—’57 2-dr., $1,000. 
For free catalog and Morris Vw ——" 
igie wile te Flint 


Metropolitan—'58 2-dr., $1,070. 
COLUMBIA MOTOR CORP, 419 East 110th Street, New York 29, N.Y. ee an gel 


MG—’58 conv., $1,900. 
Renault—'57 Dauphine 4-dr., $645. 
Vauxhall—’'59 4-dr., $1,607. 


Los Angeles 


Austin—'56 Healey Roadster, $1,515. 
Isetta—'59 BMW 300, $525. 
"58 SK-150, $3,010; Roadster, $1,- 


Metropolitan- —'56 conv., $615. 
Renault—'58 Dauphine 4-dr., $1,225. 
Simea—’57 Aronde 2-dr., $950. 


Pa 
; Volkswagen—’'59 2-dr., $1,780. 
e ¢ A} : l "58 Sunroof 2-dr., $1,405; 2-dr., $1,350, 
~f $1,325. 


"57 2-dr., $1,290; Sunroof 2-dr., $1,275. 
"56 2-dr., $1,215, $1,110, $1,095, $950; 


Sino wie Pita 
¥ R ® BD U S oe Mehaten Pa. 


; Fiat—’59 4-dr., $1,310. 
i : "57, $875; SWH, $800. 
Ford (English)—’'57 4-dr., $955. 
Isetta—’'59, $510. 


_ A , am ’ ~ ~~ Jaguar—'57 4-dr., $1,800. 
GREY IRON GASTINGS ne eat S38 aso. 


a BRINGS YOUR cus TOMERS 


Simea—’58, $1,085 


THE NATION'S - ee BACK...AGAIN AND AGAIN 


"58, $1,180. 
"57 2-dr., $1,215, $1,150. 


vate Ly | ; -dr., $1,130; conv., “ i 
VD MOST-MODERN SB 2dr, $1,070. ~— LUBRIPLATE LUBRICANTS are different ... they are so much 


“TION FOUNDRIES N ; better that your customers will feel the difference in the way 

, F FOUNDRIES © a ee soe Sey. $765 their cars ride and handle. You make more money, too. You 
zo f can charge more for a LUBRIPLATE grease job because it is so 
Mason City, Ia. much better. And remember . . . the guy up the street doesn’t 


Morris—’'57 Minor, $690. 
Velkewagen—'57, $1,050. sell LUBRIPLATE. 


Portland, Ore. ¢ LUBRIPLATE H.D.S. MOTOR OIL 
a} Ww dd dete # D COMPANY Sens saa a $1,430. > is made especially for use in today’s high 


“KVL 7 speed, high compression engines, both gaso- 
NDRY BDIVISION pone line and diesel. Has high film strength, re- 
sists oxidation. Fully detergent. Available 
Valdosta, Ga. in all S.A.E. numbers. 


caper ose: | 

e ’ ° o 

Volkewagen—'58 2-dr., $1,525. LUBRIPLATE LUBRICANTS are nationally 
West Palm Beach, Fla. advertised. Point-of-sale material available. 


Fiat—'58 4-dr., $960. Write us for dealer’s proposition and name 


Ford (English)—'59 Anglia 4-dr., $1,160. : 
Hillman—’'57 Minx conv., $945. of a nearby supplier. 


ig8 2-dr,, $430. LUBRIPLATE DIVISION, Fiske Brothers 


Velewaewe'64 2-dr., $500." Refining Company, Newark 5, N. J., Toledo 5, Ohio. 





Volvo—’' 57 station wagon, $1,145. 


Dod me teen pm oma engin a 
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Used-Car Auction Prices 





(Continued from Page 52) 


super Riviera 2-dr., $370. 


53 Super conv., $300*; Super Riviera 
g-dr., $150*; Special 4-dr., $170*, 
g125*, $115*. 


AC—'57 (62) conv., $3,125* (ps). 
CADING?) coupe de Ville, $375* (ps). 
(HEVROLET "59 Impala (8) conv., §$2,- 

875* (ps); 4-dr., $2,435*. 

58 Impala (8) conv., $2,325* (ps), $2,- 
200*; Bel Air (8) 2-dr., $1,900* (ps), 
$1,780" (ps); Biscayne (8) 2-dr., $1,- 
815; 4-dr., $1,705*, $1,550*, $1,475; 
Brookwood (8) station wagon, $1,790*. 

57 Corvette 2-dr., $2,300*; Bel Air (8) 
4-dr., $1,535* (ps); Two-ten (8) sta- 
tion wagon, $1,340*; 4-dr., $1,055*; 
Two-ten (6) club coupe, $1,250; 4-dr., 


$1,235; 2-dr., $1,180*; One-fifty (8) 
2-dr., $1,025; One-fifty (6) sedan, 
$760. 

56 Bel Air (8) 4-dr., $1,000*, $950*; 
Two-ten (8) club coupe, $975*; Two- 
ten (6) 2-dr., $900, $875*, $770*; One- 


fifty (6). station wagon, $550. 
55 Bel Air (8) 2-dr., $850*; 4-dr., $685; 


Two-ten (8) station wagon, $680*; 2- 
dr., $640*, $615*, $590*, $570; 4-dr., 
$600", $445*. 

54 Bel Air 4-dr., $500; 2-dr., $285, 


$265, $220; Two-ten 2-dr., $460* (ps); 
4-dr., $410*, $280. 


"53 Deluxe conv., $405; Bel Air 2-dr., 
$390*, $180*; 4-dr., $350, $225. 
52 4-dr., $395°. 
CHRYSLER—'55 Windsor 2-dr., $795* 
(ps). 


"53 NY club coupe, $140*. 

O—'57 Firesweep conv., $1,435*; 4- 
dr., $1,345* (ps). 

55 Fireflite 4-dr., $670* (ps). 

pODGE—’'57 Custom Royal 
$1,280*. 

"55 Coronet (6) 4-dr., $470*. 

"54 Coronet (6) 4-dr., $270*. 

"52 Coronet (6) 4-dr., $115. 

EDSEL—'58 Corsair 2-dr., 
Ranger 4-dr., $1,205*. 
FORD—'58 Thunderbird sedan, $3,205* 

(ps); Fairlane (8) 500 4-dr., $1,625*; 
Custom (6) 300 2-dr., $1,580. 

57 Country sedan (8), $1,660* (ps); 
Custom (8) station wagon, $1,580* 
(ps); Custom (6) 4-dr., $1,135; 2-dr., 
$1,050*; Custom (8) 300 2-dr., $1,005", 
$990*; Fairlane (8) 500 4-dr., $1,550°, 


club coupe, 


$1,515* (ps); 


$1,505* (ps), $1,490*° (ps), $1,320* 
(ps), $1,000*; conv., $1,525*; 2-dr., 
$1,330* (ps), $1,300*, $1,195*; club 
sedan, $1,325°*. 

56 Country sedan (8), $1,095* (ps); 
Ranch wagon (6), $835; Custom (8) 


4-dr., $800*, $740*; 2-dr., $745; Fair- 
lane (8) 4-dr., $785*, $730* (ps). 

55 Country sedan (8), $800*; Fairlane 
(8) club coupe, $650*; 4-dr., $630, 
$595, $590*, $350°; Custom (8) 2-dr., 
$615, $585, $430; 4-dr., $610, $550. 

"4 Crest (8) conv., $520; Custom (8) 
2-dr., $465, $385; 4-dr., $195; Custom 
(6) 4-dr., $340*; 2-dr., $205. 

"52 Custom sedan, $180. 

LINCOLN—’55 Capri 4-dr., $625. 
MERCURY—’57 Parklane station wagon, 
$1,840* (ps); Monterey 4-dr., $1,330*. 

‘56 Custom station wagon, $905*; Medal- 
ist 4-dr., $500. 

"55 Monterey 4-dr., $245°*. 

NASH—‘56 Ambassador 4-dr., 
Statesman Super 4-dr., $720*. 
GLDSMOBILE—’58 (88) Super conv., $2,- 


$875*; 


450° (ps). 

"57 (98) conv., $1,965* (ps); (88) 4-dr., 
$1,660* (ps). 

"56 (98) conv., $1,530* (ps); (88) 4- 
dr., $780°. 


"55 (88) 2-dr., $875*; 4-dr., $580*. 

‘M4 (98) Holiday club coupe, $600*. 

"B38 (98) 4-dr., $435*, $280*° (ps). 

"$2 (88) club coupe, $175*. 

PLYMOUTH—’'58 Savoy (8) 2-dr., $1,825*; 
Belvedere (6) Hardtop 4-dr., $1,725*; 
Suburban (6) Custom station wagon, 
$1,700°. 

"ST Belvedere (8) Hardtop 2-dr., $1,080°*; 
club sedan, $1,.075°*. 

"56 Suburban (8) Custom station wagon, 
$795*; Savoy (6) 4-dr., $665. 

"53 Belvedere (6) 4-dr., $145. 

PONTIAC—'57 Star Chief 4-dr., 
Super Chief 4-dr., $1,500*; 
Catalina club coupe, $1,470*; 
tain 4-dr., $1,235*. 

"36 Star Chief 4-dr., $915* 
tain Catalina 4-dr., $715*; 
2-dr., $415°. 

"SS Chieftain sedan, $650°*. 

"S44 Chieftain Deluxe (8) station wagon, 
$515*; Chieftain (6) Catalina club 
coupe, $295; Chieftain (6) 4-dr., $290*; 
Deluxe (6) 4-dr., $215. 

BLER—’'57 Custom (6) station wagon, 
$1,490*. 

"55 station wagon, $700*. 

STUDEBAKER—’56 Powerhawk club 
coupe, $775. 

"55 Commander club coupe, $215*. 

eee NEOUS — "40 LaSalle hearse, 


ALBANY 


Tim Anspach Dealer’s Auto Auction. 

Sale every Monday. Prices are for sale of 
y 4. The market complexion remained 

the same as last week when the 1957 and 

1958 prices softened. Sold 190 cars from 
consignments. 


BUICK—'57 Special conv., $1,640* (ps); 
4-dr., $1,400* (ps), $1,180*; Century 
4-dr., $1,600* (ps); Riviera 4-dr., $1,- 

: 475*; Super 2-dr., $1,500* (ps). 

56 Special station wagon, $1,270*; Rivi- 

othe 4-dr., $1,100*; 4-dr., $1,100*. 

55 Century 4-dr., $925* (ps); 
> $660*; Special Riviera 2-dr., $600* 
Ps). 

‘34 Century conv., $575*. 

52 Special 2-dr., $100. 

CADILLAC—'57 (62) conv., $2,750*. 

‘56 (60) Special 4-dr., $1,935*. 

55 (62) conv., $1,360*. 

‘34 (62) coupe de Ville, $1,340*. 

‘52 (62) 4-dr., $320*. 

50 (62) conv., $190*. 

CHEVROLET—'58 Impala (8) conv., $2,- 
250" (ps); 2-dr., $1,850* (ps); Bis- 
Cayne (8) 4-dr., $1,525; Bel Air (6) 

_f-dr., $1,325. 

57 Bel Air (8) conv., $1,660" (ps); 
Hardtop 2-dr., $1,485*; 4-dr., $1,475* 


$1,505*; 
Chieftain 
Chief- 


(ps); Chief- 
Chieftain 


(ps), $1,400*, $1,300*; Two-ten (6) 
me 2-ar., $1,385%; 4-dr., $1,310*, $1,130. 
56 Bel Air (8) 4-dr., $1,135*; 2-dr., 


$950; Bel Air (6) 2-dr., $1,000; Two- 
ten (6) 4-dr., $1,050, $785*, $770; 2- 
dr., $950*; Two-ten (8) 4-dr., $1,000*, 
40,8900", $800*; One-fifty (6) 2-dr., $810. 
55 Bel Air (8) 2-dr., $1,000*, $850; 4- 














dr., $950*; Two-ten (6) 4-dr., $1,000", 
$800*, $750, $710, $700; station wagon, 
(8) 4-dr., $730*; One- 
$675; 4-dr., $360. 


$980*; Two-ten 


fifty (6) 2-dr., 
"54 Two-ten 2-dr., 
$550; 4-dr., $585; 
dr., $390. 
’53 Bel Air 4-dr., 
$370, 


dr., $3,500*. 


DeSOTO—’57 Shopper 4-dr., $1,535* 
"56 Firedome 4-dr., $990*. 
"55 Fireflite 2-dr., 


dr., $750*. 


DODGE—'57 Royal 


’55 Royal (8) 


(ps). 


x ; "55 (98 -dr. Ps 
sees - Galaxie conv., $2,650° | “ars, $1,000", $185" (ps) Holiday 2-dr., 
‘58 Fairlane (6) 500 Victoria, $1,425; | ton it ae 
oa ain $1,190; Fairlane (8) 54 (88) Super 4-dr., $630*; 
"57 Country sedan (8), $1,475*, $1,400* SO10" (Bs); d-dr., S570" 


(ps); Fairlane 
$1,440* (ps); 
Ranch wagon 
Fairlane (8) 





Custom (8) 300 4-dr., $1,100; Custom | PLYMOUTH—’58 Belvedere (8) 2-dr., $1,- | 

(6) 4-dr., $900. 730°; 4-dr., $1,400* (ps); Plaza (8) | RAMBLER — ‘55 Custom station wagon, | 
OLIN 
ALUMINUM 
GLISTENS 





$360, $270*; 
$320, $240; Two-ten 4-dr., $400*, $150; 
One-fifty 2-dr., $200. 


CHRYSLER—’56 NY 
CONTINENTAL—’58 Mark III Hardtop 2- | 


$830* ; 


Hardtop 2-dr., 
"54 Coronet (6) 4-dr., $270*. '56 (88) 
EDSEL—’58 Corsair Hardtop 4-dr., $1,600* , 


500 Victoria 2-dr., | 
conv., 


Victoria 2-dr., 


dr., $560. 
’55 Fairlane (8) 


$520°. 


(8) conv., $550*, 
Custom 2-dr., $470; 
$220. 


Main (6) 4-dr., $110. 
’52 Custom (6) 4-dr., $1 


'54 Ambassador 4-dr., $ 


OLDSMOBILE — ’59 (98 


(ps). $3,750. 


Firedome 4- ‘57 (88) 


conv., $1,600* 


4-dr., $1,314*. <pe? 


$645°*. (ps); 4-dr., $1,390*. 


4-dr., $1,200* 


(ps). 
$1,350* (ps); : 
$1,400*, $1,200; | PACKARD- 
$1,400* *55 Clipper 4-dr., $410*. 





grille, 


Q OLIN MATHIESON, METALS DIVISION. 
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’56 Fairlane (8) 2-dr., 
(6) Victoria 2-dr., $750*%; Main (6) 4- 


$900°*; 


Victoria 2-dr., 
conv., $585*; Ranch wagon (8), $705; 
Custom (8) 4-dr., $700*, $660*; 2-dr., 


*54 Ranch wagon (8) 2-dr., $560; Crest 
$435*; 
Main 


’53 Custom (8) 2-dr., $360*; Custom (6) 
4-dr., $200*; Ranch wagon (6), $240; 


35. 


170*. 


’52 Statesman 4-dr., $180. 
) Holiday 4-dr., 


"58 (88) Super conv., $2,425* (ps). 
Holiday 4-dr., 


Super 2-dr., $1,225* (ps); 
(ps), $900* 
(88) Holiday 4- 


Super 2-dr., 


'53 (88) 4-dr., $370*%; (98) 4-dr., $210* 


'56 Super 4-dr., $750* (ps). 


* 


400 


4-dr., 


$1,600* 
Fiesta 4-dr., $1,- 
510*; (88) Super Holiday 4-dr., $1,400* 


Fairlane 


$810*; 


$460; 
(8) 2-dr., 
proposed 


‘57 Belvedere 
$1,100; 
"56. Belvedere 


(ps); 


"55 Belvedere 
4-dr., 


(98) 
(ps). (6) 


(88) 2-dr., | 


$570. 
’54 Star Chief 





ON 
AMERICA’S 
FINE 

CARS 


PARK AVENUE, NEW YORK 


Savoy (8) 
(8) 


$580"; 


tain 4-dr., $520*, $460* 
’53 Chieftain 2-dr., $150; 4-dr., 
"52 Chieftain 2-dr., $140. 





Vehicle Safety Check 


Proposed in California 


SACRAMENTO, Calif.—A 
semiannual safety-inspection pro- 
gram for motor vehicles has been 
in the Legislature. 
Brakes, lights and exhaust sys- 
tems would be checked at State- 
licensed stations at fees not to 


The bill also calls for the issu- 
ance and display of an official in- 
spection sticker after each check- 
up. The program would be under 
the direction of the California 
Highway Patrol. 


$610, $570, $540*, *50 Custom (6) 2-dr., $100. ceed 
$500*; One-fifty 2-| LINCOLN—’53 Cosmopolitan 4-dr., $300*. a 50 cents. 
MERCURY—’57 Monterey 2-dr., $1,040. 
$500* (ps), $380, ’55 Monterey station wagon, $1,050*; 
2-dr., $380*, $375, Custom 2-dr., $650. 
’54 Custom 4-dr., $380*. 
"53 Monterey 2-dr., $370*; 4-dr., $280*. 
2-dr., $1,110*. NASH—’55 Statesman 4-dr., $420*. 





4-dr., $1,280*. 
(8) 2-dr., 


(8) 2-dr., 


2-dr., 


2-dr., $570* 
(ps). 


22. NEW YORK. 


$1,325"; 
2-dr., $950*. 
Hardtop 4-dr., 
Savoy (8) 2-dr., $825. 
$800*; 
Savoy (8) 
$570*; Plaza (6) 2-dr., $400. 
’54 Savoy (6) 2-dr., $350. 
$800* | PONTIAC—'56 Chieftain 
station wagon, $955. 
’55 Star Chief Catalina 2-dr., 
Chieftain station wagon, $680*; 


(ps); 





$1,000*. 
’54 Custom 4-dr., $420. 
’53 Custom 2-dr., $310. 
"51 Custom conv., $150. 
STUDEBAKER—’56 Champion 2-dr., $675. 
'6565 Champion 2-dr., $560. 
MISCELLANEOUS—’58 Dodge %-ton pick- 
up, $850. 
’55 International %-ton pickup, $460. 
52 Chevrolet %-ton pickup, $280. 


CHICAGO 


Arena Auto Auction, Sale every Tuesday. 
Prices are for sale of May 5, Market 
steady. Sold 458 cars from 755 consign- 
ments. 

BUICK—’58 Century Riviera 4-dr., $2,450* 


(ps). 

‘57 Super Riviera 4-dr., $1,565* (ps); 
Special Riviera, $1,430* (ps). 

56 Special conv., $1,290* (ps); Riviera 
4-dr., $1,185* (ps), $1,080*; Riviera 
2-dr., $990*. 

’55 Special Riviera 2-dr., $775* (ps), 
$750*; 2-dr., $765*; Super Riviera, 
$695* (ps); RM 4-dr., $685* (ps). 

’54 Special Riviera 2-dr., $450*; 4-dr., 
$360*; Century Riviera, . $410* (ps); 


Super 4-dr., $305*. 

CADILLAC—’59 (62) 
740* (ps). 

’58 (60) Special 4-dr., $4,250* (ps); (62) 


sedan de Ville, $4,- 


Hardtop 4-dr., $3,500* (ps). 

’57 (62) conv., $2,750* (ps); (60) Spe- 
cial 4-dr., $2,735* (ps). 

"56 (62) conv., $2,145* (ps), $1,800* 
(ps); sedan de Ville, $1,850* (ps); 
4-dr., $1,785* (ps), $1,755* (ps). 

"55 (60) Special 4-dr., $1,525* (ps); (62) 
4-dr., $1,520* (ps); 2-dr., $1,425* 
(ps). 


*54 (62) 2-dr., $810* (ps). 
"53 (60) Special 4-dr., $550*; (62) 4-dr., 
$500*, $495*. 


(Continued on Page 54, Col. 1) 
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Used-Car Auction Prices 


(Continued from Page 53) 


’51 (60) Special 4-dr., $395*; (61) 2-dr., 

$310*; (62) 4-dr., $300*. 

OCHEVROLET—'59 Impala (8) 4-dr., $2,- 
565* (ps), $2,550* (ps); Hardtop 4- 
dr., $2,525* (ps); Bel Air (8) 4-dr., 
$2,270* (ps). 

’5S Impala (8) conv., $2,800*, 
(ps), $2,290* (ps), $2,265* (ps), 
185* (ps), $2,160* (ps), $2,030* (ps); 
Bel Air (8) Hardtop, $2,175* (ps), 
$2,155* (ps), $2,150*, $2,010*, $1,925* 
(ps), $1,750* (ps); 2-dr., $1,700"; 
Biscayne (8) 4-dr., $1,630*; 2-dr., $1,- 
495*, $1,400*; Biscayne (6) 4-dr., $1,- 
460; Delray (6) 2-dr., $1,530, $1,425; 
Delray (8), $1,525. 

"57 Nomad (6), $1,695* (ps); 
(8) conv., $1,660*, $1,605*; Hardtop 
4-dr., $1,550* (ps), $1,505*, $1,500* 
(ps), $1,470* (ps), $1,465, $1,345*; 4- 
dr., $1,415*, $1,405*; Hardtop 2-dr., 
$1,230; Bel Air (6) Hardtop 4-dr., 
$1,420*; Hardtop 2-dr., $1,395*; Two- 
ten (6) station wagon, $1,585*; Two- 
ten (8) 4-dr., $1,125; One-fifty (6) 4- 
dr., $1,100. 

"56 Bel Air (8) conv., $1,375*, $1,285, 
$1,250; Hardtop 4-dr., $1,225*; 4-dr., 
$1,140*, $1,080*; Bel Air (6) 4-dr., 
$980*; Two-ten (6) station wagon, $1,- 
100*; 4-dr., $1,025*, $880; 2-dr., $895*, 
$835. 

55 Nomad (8) station wagon, $1,105*; 
Bel Air (6) Hardtop, $1,060*, $885; 
4-dr., $775; Bel Air (8) 4-dr., $935*, 
$700* (ps); Hardtop, $905* (ps); Two- 


$2,300* 
$2,- 


Bel Air 


ten (6) 4-dr., $825; 2-dr., $775, $665, 
$600; Two-ten (8) 2-dr., $780. 

’54 Bel Air station wagon, $750; Hard- 
top, $680*, $605*; 4-dr., $560* (ps); 
2-dr., $400; Two-ten 4-dr., $545*. 

CHRYSLER—’55 Windsor Hardtop, $885*; 
$680*; 4-dr., $795*; NY 4-dr., $750* 
(ps). 

DeSOTO—’ 57 Firedome Hardtop 4-dr., $1,- 
440* (ps). 

’56 Firedome Hardtop, $1,175* 
$800*; Fireflite 4-dr., $1,025*. 

DODGE—’58 Custom Royal (8) conv., $2,- 
280* (ps); Coronet (8) 4-dr., $1,725* 
(ps). 

’57 Custom Royal (8) 4-dr., $1,300*, 

’56 Coronet (8) 2-dr., $580*. 

EDSEL—’58 station wagon, 
Pacer sedan, $1,605*. 

FORD—’59 Thunderbird (8), $2,475. 

’58 Thunderbird (8), $3,200* (ps), $3,- 
150* (ps), $3,000* (ps); Fairlane (8) 
500 conv., $2,175* (ps); Victoria, $1,- 
850** (ps), $1,700*; Custom (6) 2- 
dr., $1,400. 

"57 Thunderbird 
sedan (8), 


(ps), 


$1,725* (ps); 


(8), $2,475; Country 
$1,720*, $1,530* (ps); 
Country sedan (6), $1,300; Fairlane 
(8) 500 Skyliner, $1,625*; conv., $1,- 
580* (ps); Victoria $1,445*, $1,430*; 
2-dr., $1,375* (ps); 4-dr., $1,290* 
(ps), $1,025* (ps); Fairlane (6) 500 
4-dr., $1,095; Ranch wagon (8), $1,- 
340*; Fairlane (8) Victoria, $1,200*; 
2-dr., $1,080*; Custom (6) 300 4-dr., 


$995; 2-dr., 
$905. 

’56 Fairlane (8) Victoria, $1,200* (ps), 
$995*, $975* (ps), $800*, $795* (ps); 
2-dr., $1,050*%; conv., $1,015* (ps); 
Parklane (8), $1,060*. 

’55 Country sedan (8), $1,055*, $900*; 
Fairlane (8) 2-dr., $825*; Victoria, 
$750*; Fairlane (6) 4-dr., $620*. 

’54 Custom (8) Victoria, $545; Ranch 
wagon (6), $500. 

IMPERIAL—’57 Premiere Hardtop 4-dr., 
$2,305* (ps). 

LINCOLN—’58 Continental Mark III conv., 
$3,675* (ps); Hardtop, $3,425* (ps); 
Premiere Hardtop 4-dr., $2,950* (ps); 
Capri Hardtop 4-dr., $2,600* (ps). 

’57 Premiere Hardtop, $2,105* (ps). 


MERCURY — '56 Premiere 4-dr., $1,350* 
(ps). 
’54 Capri Hardtop, $400*. 
’58 Montclair Hardtop, $1,950* 
station wagon 4-dr., $1,845*. 
’57 Commuter, $1,630*, $1,610*; Mon- 
terey Hardtop, $1,410*. 
’56 Monterey 4-dr., $885*. 
’55 Montclair conv., $790*; 
dr., $700*; Hardtop, $665. 
’54 Monterey Hardtop, $435; 2-dr., $400*. 
NASH—’56 Ambassador Custom 4-dr., 
$600*. 
| OLDSMOBILE — ’58 
(ps), $2,645* (ps); 
day, $2,365* (ps). 
’57 (98) Holiday 4-dr., $2,005* (ps), $1,- 
895* (ps); conv., $1,930* (ps); (88) 
Holiday 4-dr., $1,695*; Holiday 2-dr., 
$1,650* (ps); (88) 4-dr., $1,565*, $1,- 


525°. 

"56 (88) Super Holiday, $1,305* (ps); 
(98) Holiday 4-dr., $1,286*; 4-dr., $1,- 
195* (ps); (88) Holiday 4-dr., $1,255*; 
4-dr., $975*. 

’55 (98) Holiday 4-dr., $1,075* (ps); (88) 
Super 4-dr., $920* (ps); (88) $870*. 

*54 (98) conv., $945*; 4-dr., $825* (ps); 


$940*; Custom (6) 2-dr., 


(ps) ; 


Monterey 4- 


(98) conv., 
(88) 


$2,765* 
Super Holi- 








(88) Holiday, $630*; 2-dr., $550*. 

PLYMOUTH — ’58 Belvedere (8) Hardtop 
4-dr., $1,700* (ps); Plaza (8) 2-dr., 
$1,350* (ps). 

’57 station wagon (8), $1,400%; Belve- 
dere (8) Hardtop, $1,360*; Belvedere 
(6) 4-dr., $1,140*; 2-dr., $1,055*; 
Savoy (8) Hardtop, $1,115; 4-dr., $1,- 
000; Plaza (6) 4-dr., $1,080. 

’56° Belvedere (8) Hardtop, $1,000*, 
$860*; station wagon (6), $840*, $620*; 

(8) 4-dr., $765*; Plaza (6) 2- 

'55 Savoy (6) station wagon, $605*; 4- 
dr., $565. 

PONTIAC—’58 Bonneville’ coupe, $2,550* 
(ps); Star Chief sedan, $2,140* (ps). 

’57 Star Chief Catalina 4-dr., $1,600* 
(ps), $1,300* (ps); station wagon, $1,- 
575* (ps); Super Chief Catalina 2-dr., 

_ $1,350*. 

’56 Chieftain Catalina, $835* (ps), $825* 
(ps). 

’55 Chieftain 4-dr., $750*, 
tion wagon, §715*; Catalina, 
$645°*. 

’54 Star Chief conv., 
$550*. 

RAMBLER—’57 Custom (8) 4-dr., $1,065*. 

’56 Super Cross Country, $930; Custom 

4-dr., $795*. 


STUDEBAKER—’55 Commuter, $775*. 


PORTLAND, ORE. 


Portland Auto Auction, Inc, Sale every 
Tuesday. Prices are for sale of May 5. 
BUICK—’ 57 Special 2-dr., $1,480*. 

’55 Century Hardtop 2-dr., $1,285* (ps); 
Special Hardtop 2-dr., $930*; Century 
Hardtop 2-dr., $880*. 

’53 Special Hardtop 2-dr., $335. 

’52 Super 4-dr., $195*. 
CADILLAC—’55 (62) Hardtop 2-dr., 

720. 
’52 (62) 4-dr., $625°*. 


$700*; sta- 
$675*, 


$970*; Catalina, 


$1,- 


How America’s Number One Original Equipment Carburetor Helps Sell Cars... 


YEARS-AHEAD 
4 ty Nie 


PASSA XS 


CUSTOMERS OF 


7 
re 


LATEST 


*) CARBURETOR 
ADVANCES 


TODAY! 


New High In Carburetor Reliability! 


Today, at the General Motors Technical Center and at 
Rochester, engineers are busy tracking down carburetor 
trouble. This means your customers can travel thousands 
of trouble-free miles, enjoying peak performance and 
economy. This extra assurance of satisfaction is only part 
of the rigid quality control that goes into a Rochester-GM 
Carburetor. Summer conditions are anticipated through 
millions of tough test miles in Arizona, and Winter 

tests are made in other parts of the nation. When 
Rochester-GM Carburetors are finally delivered, they have 
trouble tested out . . . and reliability built in. So, keep 

an eye on your customer’s satisfaction . . . keep a 
Rochester-GM Carburetor on his car. Rochester Products 
Division of General Motors, Rochester, New York. 


ROCHESTER 


BETTER-BUILT FOR CADILLAC, BUICK, OLDSMOBILE, 


America’s 


number one 
Original equipment 
carburetors 


BURETORS 


ENERAL MOTOR 


PONTIAC AND CHEVROLET 





ey 


"52 (62) 4-dr., $665* (ps). 
CHEVROLET—’58 Impala (8) Hardt, 
dr., $2,200* 
tion wagon, 
dr., $1,600. 

"57 Bel Air (8) Hardtop 4-dr., 
(ps); Hardtop 2-dr., $1,705"; conv 
$1,630*; Two-ten (8) station “d 
$1,615*; Hardtop 4-dr., $1,450; 2-dr’ 
$1,395*; 4-dr., $1,295"; Two-ten (g} 
a $1,250; 2-dr., $1,225: One-fitty 
(6) 4-dr., $1,230, $1,115, $1,100; 
$1,150*. 7.10 ae 

"56 Two-ten (8) station wagon, $1 365° 
$1,325; 2-dr., $1,190; 4-dr., $ag5- Bel 
Air (6) 4-dr., $1,265* (ps); Bel Ajp 
(8) Hardtop .2-dr., $1,240; Delray (8) 
sedan, $1,245*. 

55 Two-ten (8) 2-dr., $1,000, $850*; 4 
dr., $810*, $775; Bel Air (6) 4a, 
$995*; One-fifty (6) 4-dr., $690. ” 

’54 Bel Air Hardtop 2-dr., $790*; 2.qp 
$700*; 4-dr., $620; Two-ten 2-dr., $65. 

*53 Bel Air Hardtop 2-dr., $585; Two. 
ten 4-dr., $480*; One-fifty 2-dr., $395: 
4-dr., $345. . 

*52 4-dr., $285, $250*. 

CHRYSLER—’55 Windsor Hardtop 2-dr 
$975*; 4-dr., $845* (ps). - 

’651 NY 4-dr., $225*. 

DeSOTO—’'56 Firedome station wagon, $1,. 
570*. ; 
"55 Fireflite 4-dr., $940* 
DODGE — ’'56 Coronet (8) 
(ps). 
’55 Coronet (8) 4-dr., $765. 
’53 station wagon, $370. 
~~ Ranger Hardtop 4-dr., $4,. 
FORD—'58 Fairlane (8) 500 Hardtop 4-dr 
$1,910* (ps); 4-dr., $1,705* (ps) ” 

57 Fairlane (8) station wagon, $1,895: 
Fairlane (8) 500 Hardtop 2-dr,, $1, 
575*, $1,460; Custom (8) station wag- 
on, $1,575*, $1,400*; Custom (8) 399 
2-dr., $1,150, $1,100. 

*56 Thunderbird sedan, $2,400* (pg): 
Fairlane (8) 2-dr., $1,175*; 4-dr., $1,- 
125*; Custom (8) station wagon, $1,- 
150; Hardtop 2-dr., $955. 

’55 Fairlane (8) station wagon, $1,175* 
$1,165* (ps), $960; Hardtop 2dr, 
$965*; 2-dr., $835*, $650; Custom (8) 
2-dr., $810*. 

"54 Custom (8) station wagon, §770* 
(ps); 2-dr., $500*; Crest (8) Hardtop 
2-dr., $680*, $600*; 4-dr., $425, 

"53 Hardtop 2-dr., $600; station wagon, 
$480*; 4-dr., $265. 

"52 Crest 4-dr., $250; 2-dr., 

HUDSON—’'53 Hornet 4-dr., 

*51 Hornet 4-dr., $100. 

IMPERIAL—’ 50 4-dr., $245. 
MERCURY—'58 Commuter station wagon, 
$2,230* (ps). 

‘57 Montclair Hardtop 2-dr., $1,680*, 

’55 Montclair Hardtop 2-dr., $1,070* 
(ps); Monterey Hardtop 2-dr., §960*; 


2-dr., $700. 
’54 Monterey Hardtop 2-dr., $795, $690*. 
$525*. 


’53 Monterey Hardtop 2-dr., 

"51 4-dr., $220. 

N AS H—’57 Ambassador Hardtop 2-dr,, 
$1,565* (ps). 

OLDSMOBILE — ’58 $2,635° 
(ps). 

"57 (98) Hardtop 2-dr., $2,145* (ps). 

’56 (88) Hardtop 2-dr., $1,350* (ps), $1,- 
270* (ps). 

’55 (98) Hardtop 2-dr., (ps), 
$1,190* (ps). 

’54 (98) Hardtop 2-dr., $875* (ps); (88) 
Hardtop 2-dr., $835*. 

"53 (88) 4-dr., $340*. 

"52 (98) 4-dr., $325* Super 
4-dr., $200* (ps). 

PACKARD—’ 57 Clipper station wagon, $1,- 
635* (ps), $1,490* (ps). 

PLYMOUTH—’57 Belvedere (8) Hardtop 4- 
dr., $1,320*; Savoy (8) 4-dr., $1,090*. 

"56 Savoy (8) Hardtop 2-dr., $945*; 4 
dr., $800*. 

’55 Suburban (6) station wagon, $895. 

’54 Savoy (6) 2-dr., $550*; 4-dr., $500. 

"53 station wagon, $425; 2-dr., $210. 

PONTIAO — ’58 Chieftain station wagon, 
$2,225*; 4-dr., $1,800* (ps). 

’57 Chieftain station wagon, $1,585*. 

’55 Chieftain station wagon, $1,295; Star 
Chief Hardtop 2-dr., $1,050*. 

"54 Chieftain (6) 4-dr., $595*. 

"52 Chieftain (8) 4-dr., $245*, $220*; 
Chieftain (6) Hardtop 2-dr., $200. 
RAMBLER—’59 Custom (6) station wag- 

on, $2,385. 

MISCELLANEOUS—’ 58 
pickup, $1,215. 

"55 Chevrolet (6) %-ton pickup, $800; 
Studebaker %-ton pickup, $580. 

’54 Chevrolet (6) %-ton pickup, $735. 

"53 Dodge %-ton pickup, $425. 

’52 Chevrolet %-ton pickup, $580; Ford 
%ton pickup, $490; Dodge (6) pickup, 
$425. 

"47 Chevrolet 


(ps); Brookwood (8) eter 


$2,070"; Delray (6) 9, 


$1,725 


(ps). 


4-dr., $1,090" 


$215, 
$150. 


(88) conv., 


$1,235°* 


(ps); (88) 


Chevrolet %-ton 


%-ton pickup, $300. 


DAYTONA BEACH 


Florida Auto Auction. Sale every Tues 
day. Prices are for sale of May 5. 
BUICK — ’57 RM Riviera 2-dr., $1,765* 

(ps); Super Riviera 2-dr., $1,615* 
(ps). 

"55 Special Riviera 2-dr., 
$600* (ps). 

’54 RM 4-dr., $500* (ps). 
"53 RM 4-dr., $460* (ps). 
CADILLAC—’58 (62) Hardtop 2-dr., $3, 

755* (ps), $3,425* (ps). 

"55 (62) coupe de Ville, 
conv., $1,350* (ps). 

"51 (62) 2-dr., $300. 

CHEVROLET—'58 Impala (8) conv., $L- 
975*; Impala (6) Hardtop 2-dr., $1 
860; Bel Air (8) Hardtop 4-dr., $1 
850* (ps). 

’57 Two-ten (8) station wagon, $1,625* 
(ps); Two-ten (6) 2-dr., $1,100*, $L- 
060; Bel Air (8) 4-dr., $1,415". 

"55 Corvette (8) 2-dr., $1,450*; Bel Alt 
(6) Hardtop 2-dr., $775*; 2-dr., $740; 
Bel Air (8) 4-dr., $740. 

"53 Bel Air 4-dr., $390*, 
$385. z 

CHRYSLER — ’57 Saratoga 4-dr., $1,555 
(ps). 

’55 Windsor 4-dr., $735*, $735* (ps). 

*53 2-dr., $380* (ps). 
CONTINENTAL—’59 Mark III 2-dr., $5 

100* (ps). 

DeSOTO—’58 Fireflite Hardtop 2-dr., $17 
760* (ps). 

"57 Firesweep 4-dr., 
FOR D—’59 Galaxie 


$675; 4-dr., 


$1,675* (ps); 


$120; 2-dr., 


$1,175*. 

(8) 2-dr., $2,450° 
(ps). 

58 Custom (8) 2-dr., $1,375; Custom (8) 
300 2-dr., $1,250. 

"57 Fairlane (8) 
(ps), $1,340", 
(8) 300 4-dr., 


500 Victoria, $1,400* 
$1,200* (ps); Custom 
$1,090*, $965; Custom 

(6) 300 4-dr., $850; 2-dr., $860, . 
56 Fairlane (8) Sunliner 2-dr., $1,100* 


(ps). 

55 Fairlane (8) Crown Victoria, $840°: 
Victoria 2-dr., $840*; Main (6) 4-dP 
$500*. 

’54 Station wagon (8) 2-dr., $475. 

"51 Main (6) 2-dr., $125. 

LINCOLN—’55 Capri 4-dr., $1,015* 
(Continued on Page 56, Col. 2) 


(ps); 





Pontiac Motor Division - General Motors Corporation 
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Used-Car Auction Prices 


(Continued from Page 54) 


Lincoln Hardtop 2-dr., $675* (ps). 
’54 Capri Hardtop 2-dr., $415* (ps). 
MERCURY — '56 Monterey Hardtop 4-dr., 

$1,000*, $900*. 
*54 Monterey conv., $325*. 
OLDSMOBILE—’57 (88) Holiday 2-dr., $1,- 
415* (ps). 
’56 (88) Holiday 2-dr., $1,000*. 
’54 (98) 4-dr., $525* (ps). 
PACKARD—’56 Patrician Hardtop 2-dr., 
$725* (ps). 
’54 Clipper 4-dr., $195* (ps). 
PLYMOUTH—’59 Fury (8) Hardtop 2-dr., 
$2,650* (ps). 
’57 Savoy (6) 4-dr., $1,000. 
55 Belvedere (8) 4-dr., $710*. 
PONTIAC—’57 Safari 4-dr., $1,550*; Star 
Chief Catalina 4-dr., $1,500* (ps), $1,- 
400*; Catalina 2-dr., $1,365* (ps); 
Chieftain 4-dr., $1,300*. 
"56 Star Chief conv., 
Chieftain Catalina 2-dr., 
’655 Chieftain Catalina 2-dr., 
dr., $650*. 
’53 Chieftain Catalina 2-dr., $400*. 
RAMBLER—’58 Super (6) 4-dr., $1,335. 
’58 Super (6) Cross Country, $1,385. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday, Prices are 
for sale of May 5. 
BUICK—'5S8 Super Riviera 

(ps); Special Riviera 
(ps). 


A Simea Winner— 


Pav! Johnson, owner of Berks County 
Motors (Dodge-Plymouth), West Reading, 
Pa., accepts a $300 bond from A. R. 
Marzelli, Simca Eastern sales manager, 
Chrysler Corp. Berks County Motors sold 
more Simcas than any other dealership in 
its classification in the entire eastern area. 
The bond was presented in Montreal dur- 
ing a meeting hosting outstanding Simca 
dealers and salesmen. Johnson and his 
sales staff wore chin whiskers and tradi- 
tional hats representing Berks County, Pa. 


$1,005* 
$935*. 
$760*; 


(ps); 
2- 


$2,265* 
$1,990* 


2-dr., 
2-dr., 











Cullen-Thompson Motor Co., Denver, Colorado says 


“Our Yellow Pages advertising helps 
promote both service and sales!” 


“We've tested and proved the productiveness of our 
Yellow Pages advertising. We set up a special phone. 
The only place the number was given was in one Yellow 
Pages ad. The number of calls received proved that 
Yellow Pages advertising delivers—particularly for the 
service end of our business. 


“We pick up a great deal of service business as well 
as new car sales during the summer tourist season. In 
fact, some service work has to be turned away. And 
there’s only one place for summer transients to find us 
—that’s in the Yellow Pages.” 


To buy new cars or to get service, people “find it 
fast in the Yellow Pages.” A well-planned directory pro- 
gram will build AWHERENESS that directs them to 
your door. Call the Yellow Pages man at your local 
Bell telephone business office for helpful suggestions. 


DISPLAY ADVERTISING (14 page, re- 
duced) directs active prospects to 
Cullen-Thompson all year round! 


Se 
IMPERIAL 
“WHERE TO BUY THEM” 


TRADE MARK LISTINGS under Imperial, 
Chrysler, Plymouth, and Dodge 
Trucks build sales and service busi- 
ness for Cullen-Thompson! 


Nothing builds business like AWHERENESS — and nothing builds AWHERENESS 
like the Yellow Pages —the buying guide that tells people WHERE to buy. 
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$1,845* 
$1,440*; 


’57 Century Riviera 2-dr., 
Special Riviera 4-dr., 
$1,325*. 

"56 RM Riviera 2-dr., $1,130* 
Special Riviera 4-dr., $875*. 

’55 Century Riviera 2-dr., $1,025* 
$920*; Riviera 4-dr., $900*; Super 
Riviera 2-dr., $860* (ps), $700* (ps); 
RM Riviera 2-dr., $825* (ps); Special 
Riviera 2-dr., $710*. 

’54 Super Riviera 2-dr., $665*, 
$535*; Special conv., $525*. 

’53 Super Riviera 2-dr., $290*; 
$275*; Special 4-dr., $275*. 

52 Super 4-dr., $140*. 

’51 Super Riviera 2-dr., 

"50 Special 4-dr., $295. 


CADILLAC—’58 (62) conv., 

"57 (62) sedan de Ville, 
coupe de Ville, $3,050* 
Special 4-dr., $3,040* 
(ps). 

"56 (60) Special 4-dr., $2,520* (ps); 
(62) coupe de Ville, $2,370* (ps), $2,- 
305* (ps); sedan de Ville, $2,330* 
(ps); 2-dr., $2,200* (ps), $1,800* 
(ps); Eldorado conv., $2,050* (ps). 

’55 Eldorado conv., $1,910* (ps), $1,- 
850* (ps), $1,705* (ps), $1,675* (ps); 
(62) conv., $1,520* (ps). 

"54 (62) coupe de Ville, $1,520* 
2-dr., $1,250* (ps), $1,220* 
dr., $1,005* (ps), $995* (ps). 

"53 (60) Special 4-dr., $780* (ps); 
4-dr., $725* (ps). 

"52 (60) Special 4-dr., 
conv., $435* (ps). 

"51 (60) Special 4-dr., $415*; 
$400*; coupe de Ville, $245*. 

"50 (61) 2-dr., $335*, $290*; 4-dr., $245*; 
(62) conv., $265*; 4-dr., $225*. | 

"49 (61) 4-dr., $250*, $150*. 


CHEVROLET—’59 Corvette (8) conv., $3,- 
175*; Impala (8) conv., $2,850* (ps); 
Sport coupe, $2,750* (ps), $2,650* 
(ps); Sport sedan, $2,645* (ps), $2,- 
635* (ps), $2,600* (ps); Biscayne (8) 
2-dr., $1,835. 

*"5S Corvette (8) conv., $2,945*, $2,960; 
Impala (8) sport coupe, $2,300* (ps), | 
$2,205* (ps); Brookwood (8), $1,915*; | 
Bel Air (8) Hardtop, $1,900* (ps);/| 
Hardtop 2-dr., $1,800* (ps); 4-dr., 
$1,645*; Biscayne (8) 4-dr., $1,795* 
(ps), $1,745*; Delray (6) 4-dr., $1,-| 
550*. 

’57 Corvette (8) conv., 
man (8), $1,700*; Bel Air (8) Hard- 
top, $1,665*, $1,610*; conv., $1,500*| 
(ps); Bel Air (6) Nomad, $1,635 (ps); 
4-dr., $1,275; Two-ten (8) Hardtop, 
$1,545*; 4-dr., $1,400*, $1,300*; 2-dr., | 
$1,360*, $1,280, $1,265; One-fifty (6) 
2-dr., $1,200. | 

56 Two-ten (8) Townsman, 
(ps); 4-dr., $935; Bel Air (8) 
$1,170*; Hardtop 4-dr., $1,095*; 
fifty (8) Handyman, §$1,100*; 
$925*; 4-dr., $725. 

’55 Corvette (8) conv., $1,460*; Bel Air 
(8) Hardtop, $960*; Two-ten (8) club 
coupe, $905*; Two-ten (6) 4-dr., $785. | 

’54 Corvette conv., $1,330*; Bel Air 4-| 
dr., $580*, $410°; Hardtop 2-dr.,| 
$525*; 2-dr., $460*; Two-ten coupe, | 
$555*, $490, $465; 4-dr., $465*. 

53 Bel Air 2-dr., $450*, $375; 
$425*, $395*; One-fifty 2-dr., 
4-dr., $360; Two-ten 4-dr., $380. | 

52 Bel Air sedan, $330*, $250*; Deluxe| 
4-dr., 2 at $250*, $160°*. 

"51 Deluxe 4-dr., $250; 
$245. 

"50 Bel Air sedan, 
2-dr., $195*, $145. 

CHRYSLER—'57 Windsor Hardtop 2-dr., 
$1,630* (ps); 4-dr., $1,465* (ps). 

DODGE—’ 57 Station wagon (8), $1,875*| 
(ps), $1,800*; Royal (8) Lancer 2-dr., | 
$1,415*. 

"55 Custom Royal 

"53 Coronet (8) 4-dr., $235*, $205°*; 
Meadowbrook (6) 4-dr., $195*. 

’"52 Meadowbrook (6) 4-dr., $115. 

’51 Coronet (6) 4-dr., $115. 

FORD—’59 Thunderbird (8), 
$3,900* (ps); 
$2,435*; Fairlane 
dr., $2,425* (ps), 
265* (ps). 

’58 Thunderbird (8), $3,620* (ps), | 
400* (ps), $3,335* (ps), $3,330* (ps); | 
Fairlane (8) 500 Victoria 4-dr., $1,-| 
900* (ps); Victoria 2-dr., $1,845* | 
(ps); 4-dr., $1,685* (ps), $1,650*, $1,-| 
645* (ps), $1,625*; Country sedan | 
(8), $1,900* (ps). 

’57 Country Squire (8), $1,835* (ps); | 
Country sedan (8), $1,580%; Fairlane | 
(8) 500 conv., $1,535* (ps); 2-dr., $1,-| 
400* (ps), $1,385*, $1,380* (ps); Fair- | 
lane (8) 2-dr., $1,300* (ps); Custom 
(8) 300 2-dr., $1,050*. 

’56 Thunderbird (8), $2,250" (ps), $2,- 
010*; Country sedan (8), $1,325*, $1,- 
025*; Parklane (8), $1,275* (ps); Fair- 
lane (8) Victoria, $1,000*, $975*; 4- 
dr., $950* (ps), $900* (ps); 2-dr., 
$870*; Custom (8) Ranch wagon, 
$885*; 2-dr., $685*; Main (8) 2-dr., 
$775. 

’55 Thunderbird (8), 
Country sedan (8), $1,105*, $1,015* 
(ps); Ranch wagon (8), $880; Fair- 
lane (8) Crown Victoria, $880* (ps); 
Victoria 2-dr., $865*, $805, $775*; 
Main (8) Ranch wagon, $675. 

*54 Custom (8) Ranch wagon, 
2-dr., $420*, $375; Main (8) 2-dr., 
$415, $370; 4-dr., $400; Main (6) 2- 
dr., $375; Crest (8) 4-dr., $415*. 

’563 Crest (8) Victoria, $410*, $240*; 
Main (8) bus. coupe, $340, $225; 2- 
dr., $315; Custom (8) 4-dr., $325* 
(ps), $290; Custom (6) 4-dr., $320. 

’52 Crest (8) Victoria, $330*, $295*; 
Ranch wagon (8), $325*; Custom (8) 
4-dr., $270*. 

"51 Crest (8) 
$225; Custom 
4-dr., $185*. 

’50 Crest (8) conv., $210; Custom (8) 
4-dr., $205, $175; Main (8) 4-dr., $165. 

*49 Custom (8) 4-dr., $125. 

HUDSON—’53 Super Wasp (6) 4-dr., $120*. 

et Crown Hardtop 2-dr., $2,- 
725*. 

’55 Crown 4-dr., $1,400* (ps). 

’53 Crown 4-dr., $445* (ps). 

LINCOLN—’'58 Continental Mark III, $3,- 
985* (ps); Premiere 4-dr., $3,400* 
(ps); Capri Hardtop 4-dr., $2,950* 
(ps). 

’57 Premiere Hardtop, $2,395* 

"54 Capri 2-dr., $640* (ps). 

"53 Capri 4-dr., $415* (ps). 

‘52 Capri 4-dr., $245*. 

MERCURY—’'59 Monterey Hardtop 4-dr., 


(ps); 
4-dr., 


(ps); 


(ps), 


$650*, 
4-dr., 


$150*. 


$4,150* 
$3,055* (ps); 
(ps); (60) 
(ps), $2,785* 


(ps). 


(ps); | 
(ps); 4- 
(62) 
(62) 


$650* (ps); 


(62) 4-dr., 





$2,300*; Towns- 


$1,275* 

conv., 
One- | 
2-dr., | 


4-dr., | 
$385; | 


Special 2-dr., | 
| 


$265, $245; Deluxe 


(8) 4-dr., $595*. 


$4,400* (ps), | 
Galaxie Victoria 2-dr., | 
(8) 500 Victoria 2- 
$2,300*; 2-dr., $2,- 


$3,- 


$1,925* (ps); 


$580*; 


conv., $335*; Victoria, 
(8) 2-dr., $210, $110*; 


(ps). 


$2,750* (ps). 

'59 Commuter 4-dr., $2,300* (ps); Mont- 
clair conv., $1,805* (ps). 

’57 Montclair conv., $1,765* (ps); Hard- 
top 4-dr., $1,710* (ps); Commuter, 
$1,725* (ps); Turnpike Cruiser 2-dr., 
$1,620* (ps); Monterey 2-dr., $1,475* 
(ps); Hardtop 4-dr., $1,455*. 

’56 Montclair 2-dr., $1,145* (ps); 
tom 4-dr., $890*. 

55 Monterey 2-dr., $1,010* (ps); station 
wagon, $985*; 4-dr., $590*; Montclair 
2-dr., 2 at $885*, $600* (ps); 4-dr., 
$790*. 

’54 Monterey Sun Valley, $570* 
4-dr., $525*; 2-dr., $605, $455*, 
$320*. 

53 Custom 4-dr., $385; Monterey 
$485*; 4-dr., $310, $290*. 

OLDSMOBILE — ’58 (98) Holiday 

+ $2,500* (ps). 

’57 (98) Holiday 4-dr., 
(88) conv., $1,785* (ps). 

’56 (98) Holiday 4-dr., $1,315* 
(88) Holiday 2-dr., $1,300* (ps), $1,- 
020*, $885*; 2-dr., $800*; (88) Super 
4-dr., $1,185* (ps); Holiday 2-dr., $1,- 
110* (ps). 

’55 (88) Holiday 2-dr., $1,015* .(ps); (98) 
Holiday 4-dr., $995* (ps). 

54 (88) Holiday 2-dr., $755*; 2-dr., 
$705* (ps), $425*; (88) Super Holiday, 
$690* (ps). 

’53 (88) conv., $490*; 
dr., $270*; (98) Holiday 
(ps). 

’52 (88) Super 4-dr., 
$175*, $125* (ps). 


Cus- 


(ps); 
$445*, 


2-dr., 
4-dr., 
$1,950* (ps); 


(ps); 


4-dr., $355*; 2- 
2-dr., $335* 
(88) 


$205*; 4-dr.. 


PACKARD—’55 Clipper Custom 4-dr., 


$525* (ps). 
’54 Cavalier 4-dr., $395* (ps). 
’51 4-dr., $120*. 
PLYMOUTH—’58 
2-dr., $1,825* 
(ps); Savoy (8) 
650*; Hardtop 2-dr., $1,635*. 
’57 Suburban (8) Custom, $1,575*; 
vedere (8) Hardtop 2-dr., $1,435*; 


Belvedere (8) 
(ps); 4-dr., 
Hardtop 4-dr., 


Hardtop 
$1,- 


WHEN WILL 
BLAKE’S CAR 
BE READY? 


$1,625* | 





Bel- | 


ane, 
conv., $1,385* (ps); 4-dr $1,350 
(ps); Savoy (8) Hardtop, $1, 0%: 
4-dr., $1,150*, $1,135". . 


’56 Suburban (8) Custom, $1,265*; 

top 4-dr., $1,100*; Belvedere (8) 4- 

dr., $925*; Hardtop 2-d:., gaye. 

Savo y(8) 2-dr., $790*, $775 r 

*55 Belvedere (8) 4-dr., $760*; Biggs 
(8) 4-dr., $550. 

’53 Cranbrook (6) 4-dr., $320; Cam- 
bridge (6) 2-dr., $235. 3 

PONTIAC—’57 Super Catalina 2-dr,, $1. 
515*. 3 

’56 Chieftain Catalina 4-dr., $885* (pgjy 
Catalina 2-dr., $800*. 

’55 Star Chief Catalina 2-dr., $97ge 
conv., $735*; Chieftain Catalina 2@p” 
$800*. 

’54 Star Chief Catalina, $500". 

’53 Chieftain (8) Catalina 2-dr., $35ges 
Chieftain (6) 2-dr., $165. : 

’51 Chieftain (8) conv., $115*. 

RAMBLER—’59 Super 4-dr., $2,350*, 

58 American 2-dr., $1,150. 

STUDEBAKER—’57 Golden Hawk (8) 2 
dr., $1,705*; Commander (8) 4-dr., 
$300". 

WILLYS—’54 station wagon (6), $425. 

MISCELLANEOUS—’57 Ford Rane 
$1,270*; %-ton pickup, $960; Couriep 
$775, $765; Chevrolet %-ton pickup, 
$1,055, $1,040. 

’56 Chevrolet %-ton pickup, $750, 

’55 Ford %-ton pickup, $775, $670; X- 
ton pickup, $650*; Chevrolet %%-top 
pickup, $760, $730, $710; Dodge %-tog 
pickup, $750; International %-tog 


pickup, $540. 
’54 Ford %-ton pickup, $635*; Chevrolet 
$595; tM 


%-ton, $595. 
%-ton pickup, 


’53 Chevrolet 
ton panel, 

$400; Pord 

$385, 


¥%-ton pickup, 

$195; Ford 
$395*. 

*52 Chevrolet %-ton pickup, 
¥%ton pickup, $300. 

"51 Chevrolet %-ton pickup, 

’47 Ford %-ton pickup, $275. 


——————ss, 
———= 


Here’s how you can help increase 


SERVICE JOBS UP T0 50% 


with your present setup! 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


~~ Beci/oe 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


EXECUTONE, INC., Dept. 2-5 

415 Lexington Ave., New York 17, N. Y. 

Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 


TRO terre 


eee 


Addrese City eee 
In Canada—331 Bartlett Ave., Toronto 


ce ee ee ee ee es ee ee ee ee ee ee ee ee ee ee ee 











At Sundown 


...the home gathers the family together. In such a friendly and 
intimate environment something of great significance to the 
American seller is happening ...an advertisement is working... 
in the most ideal surroundings an advertisement can have! 

In Chicago the Daily News has long been known as Chicago’s 
Home Newspaper. Now the Sindlinger & Co. Chicago Readership 
Study points this up with per cents of each daily’s adult readers 
who enjoy the paper under these best of conditions: 


DAILY PAPER READ AT HOME 
DAILY NEWS 92.5% 
PAPER B 76.0%, 
PAPER C 70.8%, 
PAPER D 67.2%, 


USE THE POWER OF THE “NEWS” 
IN CHICAGO 


























































Designed to Promote Aluminum— 

This Scimitar hardtop convertible is one of three models designed by Brooks | 
Stevens Associates, Milwaukee, to demonstrate the use of aluminum in automobile | 
bodies. Ordered by Olin Aluminum division, Olin Mathieson Chemical Corp., New 
York, the cars were unveiled at the 1959 Geneva Auto Show. These sample cars 
use aluminum in the side panels, front and rear quarter panels, bumpers, grilles, | 
wheel discs and exterior and interior trim. The Scimitar cars are built on a stand- | 
ard Chrysler New Yorker chassis. The bodies were handcrafted by Revtter, Stuttgart, 
Germany, the firm which builds Porsche bodies. 
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After Small-Car Dispute ees 


Toledo Police Get Larks 


DETROIT.—Toledo’s city man- 
ager yielded to the police chief in 
his small-car crusade, and as a re- 
sult Downtown Studebaker was 
awarded a contract for only six of 
the 21 cars purchased as police 
cruisers. 

The other 15 vehicles were 
bought from Bob Reese Motors 

(Ford), the second lowest bidder 
to meet all specifications, Down- 
town Studebaker entered the low 
bid on 20 units. 

City Manager Rink had recom- 
mended acceptance of the Stude- 


baker offer, saying it was “stupid | 


to use two tons of vehicles to carry firm, said it would be “a really 


|sensible Canadian car,” would be 


one or two people.” He later sug- 
gested the compromise purchase. 
Police Chief Anthony A. Bosch 
contended that lighter cars would 
be unsafe as police cruisers, He 
also said smaller cruisers might 
result in a “bad psychological 


effect.” 


Rink, who offered to take one 





of the Larks and give his City- 
owned Buick to the fire chief, 
said the other five Larks would 
provide an opportunity to com- 
pare small-car economy and per- 





Canadian Firm 


Plans Small Car 


WINDSOR, Ont.—A new firm, 
Zar Auto of Canada, has announced 
plans to produce a small car and 
said it expects to have at least 11 
models built by the fall of 1960. 

Leo Finnegan, president of the 


in the $1,100-$1,400 price range and 


| have a European engine and fiber- 


glass body. No specifications were 
given. 

“I started thinking of building a 
small car over 25 years ago when 
Henry Ford stopped producing the 
Model A,” Finnegan said. 
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CADILLAC and AUTRONIC-EYE...a natural twosome! 





GUIDE AUTRONIC-EYE 


Power Headlight Control 


AVAILABLE FOR CHEVROLET - 
DEVELOPED BY GUIDE LAMP DIVISION ° 


PONTIAC - 
GENERAL MOTORS CORPORATION 


OLDSMOBILE - 


BUICK - 


New-car buyers who want the last word in power features just 
naturally go for Autronic-Eye! In fact, nearly 50% of all 
Cadillacs currently sold are equipped with Autronic-BKye. And 
like Cadillac owners, most Autronic-Eye owners are loyal 
repeat-buyers. It’s an ever-growing market for Cadillac sales- 
men. A simple showroom demonstration is all it takes .. . so 
start taking advantage of this accessory opportunity today! 


CADILLAC 
* ANDERSON, IND, 








formance with bigger police 
cruisers. 

The City paid $1,785 for each 
Lark and $1,968 for each Forg 

Compact cars also have been 
purchased by the cities of Louis. 
ville and Dayton. The former 
bought a Lark, a Rambler Amerj. 
can and four Rambler deluxe ge. 
dans. Dayton purchased five Larks 
for a total of $9,138.90, 

Buckley Bros, (Studebaker), Den. 
ver, was the lowest of 20 bidders 
for 50 trucks and Larks delivereg 
to the State of Colorado for use by 
the Game & Fish Department, 
Public Utilities Commission and the 
Revenue Department. 


Compact cars presented a prob- 
lem in Rochester, N. Y., until it 
was decided to fit the driver to 
the car. 

F. Dow Hamblin, public works 
commissioner, said one of the first 
Rambler Americans bought by the 
City was assigned to an employe 
“well over six feet tall.” 

He said the employe reported he 
got “awfully tired of crouching 
down to look through the wind- 
shield.” Hamblin said the car was 
reassigned to a compact-size em- 
ploye. 


FTC Aide Says 
8 Diesel Outlets 


Fix Prices, Terms 


WASHINGTON.—An order issued 
by a Federal Trade Commission 
hearing examiner would require 
three franchised wholesale distrib- 
utors of GM diesel engines and 
parts to halt illegal price-fixing 
and maintenance activities. 

Contesting the charges were 
United Engines, Inc., Shreveport, 
La.; Taylor Machinery Corp., Jack- 
son, Miss., and William P_ Kennedy 
jr., trading as Kennedy Marine En- 
gine Co., Biloxi, Miss. 

The following offered no contest 
to similar charges, the FTC said, 
and disposition will be announced 
later: 

Stewart & Stevenson Services, 
Inc., Houston; Lewis Diesel Engine 


Co., Inc., Memphis, and its subsid- "J 


iary, Lewis Diesel Engine Co., Inc., 
Little Rock, Ark.; Diesel Power 
Co., Oklahoma City, and George 
Engine Co., Inc., Harvey, La. 

The examiner said he found that 
the eight firms had been able to 
fix resale prices and selling terms 
by concerted action because they 
are the only franchised distributors 
in the 10-state surrounding area. 

The examiner recommended dis- 
missal of charges against a ninth 
firm, Kennedy Marine Engine Co., 
Inc., Mobile, Ala. 

The FTC pointed out that the 
order is not a final decision and 
may be appealed, stayed or dock- 
eted for review. 


PIADA Launches 


Drive in Scranton 


SCRANTON, Pa.—The newly 
organized Pennsylvania Independ- 
ent Automobile Dealers Assn. has 
opened a membership drive in the 
Scranton-Wilkes-Barre area. 

An appeal to dealers was made 
at a meeting here by A, H 
Schwartz, president of the National 
Independent Automobile Dealers 
Assn. Jack Rosner, Philadelphia, 
representing both the: state and 
national organizations, is spending 
several weeks in the area contact- 
ing dealers in an organizational 
drive. 

Reviewing the efforts of the state 
group, Mr. Schwartz pointed. out 
that it was instrumental in defeat- 
ing the proposed 3% percent tax 
on the tradein value of a car. 





Smaller U. S. Models 
Eyed by Columbus, O. 


COLUMBUS, O0.—The City is 
going to find out if it can save 
any money by buying * 
economy-sized American crs. 

An ordinance to buy 15 new 
cars for the health department 
has been filed with City Clerk 
Russell Drake, It appropriates 
only $20,000 for the lot, plus the 
doubtful value of 15 tradeins of 
1947-50 vintage. 


—— 







































New 
: Sales 
: Excitement 
for the 


Automotive 





1ed 
ion 
ire 
ind 
ing 


ere 
rt, 


dy 


est 
‘id, 


ine 
id- 
ic., 
er 
ge 





rat 
to 





ch 

he 

: 

RCA develops new |DRIFT! transistors—2N640, 
2N641, 2N642—makes ultra-compact, 

| low-cost 5-transistor automobile radios a reality! 

id- 

me Here are some of the advantages you gain 

de Electronics engineers are well-acquainted with RCA’s development through parietaans | 

i 7 of the “Drift” Transistor—originally designed for military V fremsen) samnaneces Of ame 

ia high-frequency equipment where reliability and top-notch radios! 

7 performance are paramount. They are also widely used in all- v improved doeantenitty, retuned field failures 

“i transistor entertainment radio receivers. These new “Drift pepe lhe age le platelet 

te Transistors are commercially available for the designs of _/ reduced battery drain—all-transistor radios 

i exceptionally compact all-transistor automobile radios! Ta ee eee 

; Want to know more about these new RCA “DRIFT” TEANGISTORS =€§ yam nein es oo ta ae 
for AUTOMOBILE RADIOS? Ask your engineering department oF positive (ground, with’ only the slightest 

8 for details. Or write oe Oe Se ee eee »/ ates rn radios require no 

e ~ - ’ ’ eo We : 

L 

ALL-RCA “DRIFT” TRANSISTO! 

A = A sé >? 

; RADIO CORPORATION OF AMERICA nae eee eh one cree be- 

t i tly wit 
f Semiconductor & Materials Division coatnnaes wilh ay tans for’ the 





Somerville, N. J. ultra-modern automobile! 
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Current Prices on U. S. Cars 





The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 

(Copyright, 1959, by Automotive News) 
BUICK—LeSabre—4-dr. sed., $2,804; 2- 
dr. sed., $2,740; 4-dr. hardtop, $2,925; 
2-dr. hardtop, $2,849; conv., $3,129; 4-dr. 
2-seat stat. wag., $3,320. Invicta—4-dr. 
sed., $3,357; 4-dr. hardtop, $3,515; 2-dr. 
hardtop, $3,447; conv., $3,620; 4-dr. 2-seat 
stat. wag., $3,841. Electra — 4-dr. sed., 
$3,856; 4-dr. hardtop, $3,963; 2-dr. hard- 
top, $3,818, Electra 225—4-dr. Riviera sed. 
(6-window hardtop), $4,300; 4-dr, hardtop, 
$4,300; conv., $4,192. (Twin-turbine Dyna- 
flow standard on Invicta, Electra and 
Electra 225. Power steering and power 
brakes standard on Electra and Electra 
225.) 

CADILLAC — Sixty Two—4-dr. hardtop 
(6-window), $5,080; 4-dr. hardtop (4-win- 
dow), $5,080; 2-dr. hardtop, $4,892; conv., 
$5,455; Sedan de Ville 4-dr. hardtop (6- 
window), $5,498; Sedan de Ville 4-dr. hard- 
top (4-window), $5,498; Coupe de Ville 2- 
dr. hardtop, $5,252. Eldorado—Brougham 
4-dr. hardtop, $13,075; Seville 2-dr. hard- 
top, $7,401; Biarritz conv., $7,401. Sixty 
Special—4-dr. hardtop, $6,233. Seventy-Five 
—8-pass, sed., $9,533; iimousine, $9,748. 
(Hydra-Matic, power steering, power brakes 
standard on all models). 

CHEVROLET — (Prices are for six- 
cylinder models, For V-8s, add $118.) 
Biscayne—4-dr. sed., $2,301; 2-dr. sed., 

$2,247; util. sed., $2,160. Bel Air—4-dr. 
sedan, $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,556. Impala—4-dr. sed., $2,- 
592; 4-dr. hardtop, $2,664; 2-dr. hardtop, 
$2,599; conv., $2,849. Station Wagons— 
2-dr. 2-seat Brookwood $2,571; 4-dr. 2-seat 
Brookwood, $2,638; 4-dr, 2-seat Parkwood, 
$2,749; 4-dr, 3-seat Kingswood, $2,852; 
4-dr. '2-seat Nomad, $2,897, Corvette — 
hardtop cpe. or conv., (V-8 std.), $3,875. 

OCHRYSLER—Windsor—4-dr. sed., $3,- 
204; 4-dr. hardtop, $3,353; 2-dr. hardtop, 

$3,289; conv., $3,620; 4-dr. 2-seat stat. 
Wwag., $3,691; 4-dr. 3-seat stat. wag., $3,- 
78. Saratoga—4-dr. sed., $3,966; 4-dr. 
hardtop, $4,104; 2-dr. hardtop, $4,026. 
New Yorker—4- dr. sed., $4,424; 4-dr, hard- 
top, $4,533; 2-dr. hardtop, $4,476; conv., 
$4,889.50; 4-dr. 2-seat stat. wag., $4,997; 
4-dr. 3-seat stat. wag., $5,212. 300-E—2-dr. 
hardtop, $5,318.50; conv., $5,748.50. 
(TorqueFlite, power steering, power brakes 
standard on Saratoga, New Yorker and 


300-E. ) 
CONTINENTAL — 4-dr. sed., $6,845.30; 
4-dr. hardtop, $6,845.30; 2-dr. hardtop, 


$6,598.30; conv., $7,056.20; town car, §$9,- 
208; limousine, $10,230. (T ur b o-Drive, 
power steering, power brakes standard on 


all models.) 

DeSOTO—Firesweep—4-dr. sed., $2,904; 
4-dr. hardtop, $3,038; 2-dr. hardtop, $2,- 
967; conv., $3,315; 4-dr. 2-seat stat. wag., 
$3,366; 4-dr. 3-seat stat. wag., $3,508. 

-dr, sed., $3,234; 4-dr. hard- 
top, $3,398; 2-dr. hardtop, $3,341; conv., 
$3,653. Firefiite—4-dr. sed., $3,763; 4-dr. 
hardtop, $3,888; 2-dr. hardtop, $3,831; 
conv., $4,152; 4-dr. 2-seat stat. wag., $4,- 
216; 4-dr. 3-seat stat. wag., $4,358. Ad- 
venturer—2-dr. hardtop, $4,427; conv., $4,- 
749. (Torquefilte standard on Fireflite and 
Adventurer. Power steering and power 
brakes standard on Adventurer.) 


DODGE—Coronet Six—4-dr. sed., $2,- 
586.50; 2-dr. sed., $2,515.50; 2-dr. hard- 
top, $2,643.50. Coronet V-8—4-ar. sed., 


$2,707; 2-dr. sed., $2,636; 4-dr. hardtop, 
$2,841.50; 2-dr. hardtop, $2,764; conv., 
$3,089. Royal—4-dr. sed., $2,934; 4-dr. 


hardtop, $3,068.50; 2-dr, hardtop, $2,990. 
Custom’ Royal—4-dr. sed., $3,144.75; 4-dr. 
hardtop, $3,279.25; 2-dr. hardtop, $3, 200. 75; 
conv., $3,421.50. Station Wagons—4-dr. 2- 
seat Sierra, $3,103; 4-dr. 3-seat Sierra, 
$3,223.50; 4-dr. 2-seat Custom Sierra, $3,- 
318; 4-dr. 3-seat Custom Sierra, $3,438.50. 
EDSEL—(Prices are for V-S models. 
Deduct $83.70 for six-cylincer Rangers; 
deduct $96.50 for six-cylinder stat. wags.) 
-dr. sed., $2,683.50; 2-dr. sed., 
$2,629; 4-dr. hardtop, $2,755.50; 2-dr. 
hardtop, $2,690.50. Corsair—4-dr. sed., $2,- 
$12; 4-dr, hardtop, $2,884.50; 2-dr. hard- 
top, $2,819; conv., $3,072. Station Wagons 
—4-dr., 2-seat re, $2,971; 4-dr., 3- 
seat Villager, $3,054 
FORD— (Prices a in six-cylinder mod- 
els. For V-8s, add $118.) Custom 300— 
4-dr. sed., $2,273; 2-dr. sed., $2,219; busi- 
ness sed., $2,132. Fairlane—4-dr. sed., $2,- 
411; 2-dr. sed., $2,357. Fairlane 500—4-dr. 
sed., $2,530; 2-dr. sed., $2,476; 4-dr. hard- 
top, "$2, 602; 2-dr. hardtop, $2,537. Galaxie— 
4-dr. sed., $2,582; 2-dr. sed., $2,528; 4-dr. 
hardtop, $2,654; 2-dr. hardtop, $2,589; 
conv., $2,839; retractable hardtop (V-8 
standard), $3,346. Wagons—2-dr., 2- 
seat Ranch Wagon, $2,567; 4-dr. 2-seat 
Ranch Wagon, $2,634; 2-dr. 2-seat Country 
Sedan, $2,678; 4-dr. 2-seat Country Sedan, 
$2,745; 4-dr. 3-seat Country Sedan, $2,829; 
4-dr. 3-seat Country Squire, $2,958. Thun- 
derbird—(V-8 standard) — 2-dr. hardtop, 


$3,696; conv., $3,979. 
IMPE -dr. sed., $5,016; 
4-dr, hardtop, $5,016; 2-dr. hardtop, $4,- 
Crown—4-dr. sed., $5,647; 4-dr. 
2-dr. hardtop, $5,403; 
. LeBaron—4-dr. sed., $6,- 
(Torquefiite, 
rakes standard on 


1ILN—Lincoln—4-dr. sed., $5,089.60; 
4-dr. hardtop, $5,089.60; a hardtop, $4,- 
902.10. Premiere—4-dr. $5,594.20; 4- 
dr, hardtop, $5,594.20; oar’ hardtop, '35,- 
347.10. (Turbo-Drive, power steering, power 
brakes standard on all models.) 
MERCURY— Monterey —4-dr. sed., $2,- 
831.50; 2-dr. sed., $2,767.50; 4-dr. hardtop, 
$2,917.50; 2-dr. hardtop, $2,853.50; conv., 
$3,149.50. Montclair—4-dr. sed., $3,308; 4- 
dr. hardtop, $3,437; 2-dr. ; $3,- 
or ae Lane—4-dr. hardtop, ss 
2-seat Commuter, 
$3,144.50; 4-dr. 2-seat Commuter, $3,215; 
4-dr, 2-seat Voyager, $3,793; 4-dr, 2-seat 
Colony Park, $3,932. (Mere-O-Matie stand- 
ard on Montclair, Soneee Colony Park. 
Multi-Drive, Mere-O-! » Power steer- 
ing, power brakes standard on Park Lane. ) 
88—4-dr. sed., $2,- 
902; 2-dr..sed., $2,837; 4-dr. hardtop, $3,- 
036; 2-dr. hardtop, $2,958; conv., $3,286; 
4-dr. 2-seat stat. wag., $3,365. Super 88— 
4-dr, sed., $3,178; 4-dr, hardtop, $3,408; 
2-dr. hard $3,328; conv., $3,595; 
2-seat stat. wag., $3,669, Series oe —4-dr. 
sed., $3,890; 4-dr. hardtop, $4,162; 2-dr. 


hardtop, 086 ; 
+ brakes stand- 





ard on Series 98.) 

PLYMOUTH — (On six-cylinder models, 
add $119.50 for a V-8 engine). Savoy Six 
—4-dr, sed., $2,282.75; 2-dr. sed., $2,232; 
business cpe. (V-8 not offered), $2,142.75. 
Belvedere Six—4-dr, sed., $2,439.75; 2-dr. 


sed., $2,389.25; 4-dr. hardtop, $2,524.75; 
2-dr. hardtop, $2,461.25. Station Wagon 
| Six—2-dr. 2-seat Deluxe, $2,574.25; 4-dr. 


2-seat Deluxe, $2,641; 4-dr. 2-seat Custom, 
$2,761.50. Plymouth V-8—(On the follow- 
ing models, a V-8 engine is standard and 
a six-cylinder engine is not available.) 
Belvedere — conv., $2,814.25. Fury — 4-dr. 
sed., $2,690.50; ‘4- dr, hardtop, $2,771.25; 
2-dr. hardtop, $2, 714.25. Sport Fury—2-dr. 
hardtop, $2,927.25; conv., $3,125.25. Sta- 
tion Wagons—2- dr. 2-seat Custom, §$2,- 
814.25; 4-dr, 3-seat Custom, $2,990. 75; 4- 
dr, 2-seat Sport, $3,020. 75; 4-dr, 3-seat 
Sport, $3,130.50. 
PONTIAC—Catalina—4-dr. sed., $2,704; 
2-dr. sed., $2,633; 4-dr. hardtop, $2,844; 
2-dr, hardtop, $2, 768; conv., $3,080; 4- ar. 
2-seat stat. wag., $3,101; 4-dr. 3-seat stat. 
wag., $3,209. Star Chiet—4- dr, sed., $3,- 
005; 2-dr. sed., $2,934; 4-dr, hardtop, $3,- 
138. Benneville—4-dr. hardtop, $3,333; 2-dr. 





On Impo 


The following imported-car prices are 
East Coast Port of Entry figures. They 
include ocean freight, U. S. excise tax 
and import duty. They do not include 
harges, U. S. trans- 
state and local taxes or 
optional equipment. 

(Copyright, 1959, by Automotive News) 


ALFA ROMEO—Giulletta—Spyder, $3,- 
519; Super Spyder, $3,932; Sprint Coupe, 
$3,951; Sprint Veloce Coupe, $4,342. 2000 
Series—2-liter roadster, $5,048; 4-dr. sed., 
$5,078. 

ARNOLT-BRISTOL—(Prices are F.O.B. 
Chicago)—-Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995. 

ASTON-MARTIN—DB24 Mark III cpe., 
$7,550; conv., $8,190 

AUSTIN—A- 35 deluxe 2- dr. sed., $1,557; 
A-40 2-dr. sed., $1,795; A-40 deluxe 2-dr. 
sed., $1,856; A-55 Mark II 4-dr. sed., $2,- 
198. (Heater standard on A-40 deluxe.) 

AUSTIN-HEALEY — Sprite — roadster, 
$1,795. 100-Six conv., $3,087; Deluxe 
es $3,389. (Heater standard on De- 
luxe.) 

AUTO UNION—*‘1000"" — deluxe coupe, 
$2,395; sport coupe (2-seater), $3,849. 

BENTLEY—Series S — Standard Steel 
Saloon, $13,695. (Automatic transmission, 
power steering, power brakes standard.) 
Other models are custom-built and vary 
considerably in price. 

BERKELEY—328-c.c. 


roadster (2-cylin- 


$1 pan $1,595. 492-c.c. roadster (3-cylinder), 
BMW —Model 501/2.6 4-dr. sed., $5,000; 
Model 502/Deluxe/2.6 4-dr. sed., $5,600; 


Model 502/3.2 4-dr. 


sed., $6,000; Model 
502/Super/3.2 4-dr. 


sed., $6,600; Model 
503/3.2 conv., $11,900; Model 507/3.2 
Touring Sport cpe., $10,500. (Heater and 
power brakes are standard on Models 503 
and 507.) 

BMW 600—5-pass sed., 
sed., $1,487. 
models. ) 

BMW ISETTA 300 — sunroof, 
cabriolet, $1,098. 
both models.) 

BORGWARD—Isabella — 2-dr. sed., $2,- 
495; stat. wag., $2,685: aaa Sport, 
$2, 845; Touring Sport Coupe, $3,750. 

CITROEN—2CV—4- dr. sunroof sed. 
(centrifugal clutch), $1,298; ID Luxe—4- 
dr. sed. (heater standard), $2,545; ID-19— 
4-dr. sed. (air suspension), $2,833; DS-19 
—4-dr. sed. (air suspension, power brakes, 
power steering, automatic clutch), $3,333. 

DATSUN—4-dr. sed., $1,616. 

DKW—4-dr. sed., $2, 395; 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
495. (Heater standard on all models.) 

FACEL VEGA—Typhoon 2-dr. hardtop, 
$9,750; Excellence 4-dr. hardtop, $12,800. 


$1,398; sunroof 
(Heater standard on both 


$1,048; 
(Heater standard on 


(Automatic transmission, power brakes, 
— windows, radio, heater are stand- 
ard. 


FERRARI—‘‘250 Granturismo’’ — Coupe, 
$12,000; 2-dr. Berlinetta (light car), $12,- 
000; Conv., $14,000. ‘250 California’’— 
Conv., $12,000. 

FIAT—500 Series—2-dr. sunroof, $1,098; 
Bianchina, $1,298. 600 Series — 2-dr. sed., 
$1,398; 2-dr. sunroof, $1,460; 4-dr. stat. 
wag., $1,658. 1100 Serles—4-dr. sed., $1,- 
743; 4-dr. stat. wag., $2,129. 1200 Series— 


Port-of-Entry Prices 


























—— 
995; 4-dr. stat. wag., $4,575. (Automatic PORSCHE—1600 Series — conv., $3,581; 
transmission, power brakes and heater are| Super conv., $3,981; cpe., $3 700; Super 
standard.) cpe., $4,150; Carrera cpe., $5,7() ; hardtop, 
JAGUAR—Mark IX—4-dr. sed. (auto-| $3,865; Super hardtop, $4,31: Carrera, 
matic transmission, power steering and| hardtop, $5,865; cabriolet, $3,950; Super 
disk brakes), $5,935. 3.4 Litre Sedan—| cabriolet, $4,400; Carrera cabriv et, $5,950, 
(automatic transmission and disk’ brakes). | pen AUEE, — ACV, Scar. se. Saas, 
2 c 5s , - 

$4,642.50. XK-150—cpe., $4,475; cpe. (au-| ari bn both modeln) eee (Heater stand. 

hardtop, $3, i een, $3,478; 4-dr, 2-seat| tomatic transmission), $4,725; conv., $4,- ‘ 
stat. wag., $3, 595; conv. (automatic transmission), $4,- RILEY—1.5 4-dr. sed., $2,315. (Heater 

RAMBLER—Ameriean—2- dr. Deluxe sed., | 845; roadster, $4,495; roadster (overdrive), | tandard.) 
$1,835; 2-dr. Super sed., $1,920; 2-dr. 2-| $4,660; roadster (automatic transmission), ROVER—90—4-dr. Deluxe secian, $3,395 
seat Deluxe stat. wag., $2,060; 2-dr, 2-seat | $4,745; ‘‘S’’ roadster (overdrive), $5,095. | 105—4-dr. Deluxe sedan, $3,625 automatic 
Super stat. wag., $2,145. Deluxe Six—4-dr. LANCIA — Appia — 4-dr. sed., $2,967;| overdrive. (Heater standard on both mod. 
= =. we ma —- = -. $2,268;| conv. (Vignale), $4,565; cpe. (Farina), | els.) : 
-dr. ardtop r. seat stat. | $4,673; cpe. (Zagato), $4,873. Aurelia— ROLLS-ROYCE—Silver Cloud— 
wag., $2,562. Custom Six—4-dr, sed., $2,-|conv. (Farina), $5,905; cpe., $5,905.| steel Saloon, $13,995. (Automatic at 
383; 4-dr. 2-seat stat. wag., $2,677. Rebel| Flaminia—4-dr. sed., $6,098. mission, power steering, power bj 
V-8—Super—4-dr. sed., $2,398; 4-dr, 2-seat LLOYD—600 Series—2-dr. sed., $1,395;| standard.) Other models are custem-iuik 
Fong —— eee: Se sed., $2,-|2-dr. sunroof sed., $1,445; conv., $1,510;| anda vary considerably in price ” 

; -ar, ardto) ,588; 4-dr, 2- -dr. 4- . s ’ ; 2-dr. 7 
stat. wag. $2,807" Knheaieet ao Sanahaer aaeeet wake ‘oan #4 500; SAAB—*‘93B’’—2-dr. sed., $i 895; 2-dr, 
4-dr, sed., ‘$2,587; 4-dr, 2-seat stat, wag.,|2-dr. 6-passenger stat, wag., $1,675; 2-dr,| 8¢4, (automatic clutch), $1, 995; 2-dr. sun- 
$2,881. Custom—4-dr. ‘sed. $2,732; 4-dr. 6-passenger sunroof stat “wag. $1 740; roof sed., $2,019; 2-dr. sunroof sed. (auto. 
hardtop, $2,822; 4-dr. 2-seat stat, wag.,|2-dr. 6-passenger stat. wag. (long wheel-| ™atic eluteh), $2,119. Granturismo 150— 
$3,026; 4-dr. 2-seat hardtop stat, wag.,| base), $1,795; 2-dr. 6-passenger sunroof | 2-¢T- Sed., $2,568. (Heater standard on ay 
$3,116. ; "| stat. wag. (long wheelbase), $1,895. models. ) 

STUDEBAKER—Lark Deluxe Six—4-dr.| MAICO — 500 — 2-dr. sed., $1,325. 700| SIMCA—Aronde—Deluxe 4-dr. sed., $1,. 
sed,, $1,995; 2-dr. sed., eos 2-dr, 2-seat | Sport—2-dr. sed., $1,845. (Heater standard | 698; Super deluxe 4-dr. sed. $i, 798; 
stat. wag., $2,295. Lark Regal Six—4-dr. | on both models.) Chatelaine 2-dr. stat. wag., $1, 963; Plein 
sed., $2,175; 2-dr. hardtop, $2,275; 2-dr. MERCEDES-BENZ—180—4-dr. sed., $3,-| Ciel 2-dr. hardtop, $2,947; Oceane’ cony,, 
2-seat stat. wag., $2,455. Lark Regal V-8— | 240. 180-D—4-dr. sed. (diesel engine), $3,-| $3,167. Ariane (4- -cylinder) — 4-dr, sed., 
4-dr, sed., $2, 310; 2-dr. hardtop, $2,410;| 517. 190—4-dr. sed., $3,431. 190-D—4-dr. | $1,998. Ariane V-8 —4-dr. sed., $2,098. 
2-dr., 2-seat stat, wag., $2,590, Silver| sed. (diesel engine), $3,708. 190-SL—road- | Vedette V-8—Beaulieu 4-dr. sed., ‘$2,298, 
Hawk—-six-cylinder cpe., $2,360; V-8 cpe.,|ster, $5,020; cpe., $5,232; cpe.-roadster| SINGER — Gazelle — 4-dr. sed., $2,095; 
$2,495. (with interchangeable hard and soft tops), | cOnv., $2,349; 4-dr. stat. wag., $2,425, 

$5,416. 219—4-dr. sed., $3,823. 220-S—4- SKODA—S-440 2-dr. sed., $1,687; §-445 
dr. sed., $4,283; cpe., $7,641; conv., $7,641. | sed., $1,787; 2-dr, stat. wag., $1,995; g- 
300-D—4-dr. hardtop, $10,418. 300-SL—/| 450 conv., $2,395. 
roadster, $10,928; conv., $11,106; cpe.-| SUNBEAM—Rapler—2-dr. hardtop, §2,. 
roadster (with interchangeable hard and | 499; conv., $2,649. 
soft tops), $11,375. (Heater standard on| TAUNUS — Standard —4-dr. sed., $2,. 
all models.) Power brakes standard on all | 120.50; 2-dr. sed., $2,028.50; Combi- -wagon, 
models except 180, 180-D, 190 and 190-D. | $2,237. Deluxe—4-dr. sed., $2,266.50; 2. 
rte ars Automatic transmission standard on 300-D| dr. sed., $2,174.50; Combi-wagon, $2,383. 
hardtop.) TEMPO — Matador — 3-passenger stat, 
METROPOLITAN — 2-dr. hardtop, $1,-| Wag., $2,482.75; 6-passenger stat. wag, 
672.60; conv., $1,696.60. $2,514.65; 9-passenger stat. wag., §2, 
MG—MGA—conv. (disk wheels), $2,462; | 546.55; 12-passenger stat. wag., $2,712.50, 
4-dr. sed., $1,998; roadster, $2,619. (Heater | conv. (wire wheels), $2,546; coupe (disk| TOYOPET — Crown 4-dr. sed., $1,989; 
standard on all models.) wheels), $2,695; coupe (wire wheels), $2,-| Crown a 4-dr. sed., $2,329. 

FORD (2En¢gl a ia _| 785. MGA-DOHC—conv., $3,320; coupe, TRIUMPH—4-dr. sed., $1,699; 4-dr. stat, 
dr, sed., $1, a, ate te oon OL eee, $3,640. Magnette Mark III—4-dr. sed., $2,- | wag., $1,899; TR-3 (sports cars)—soft top 
Prefect—standard 4-dr. sed., $1,517; deluxe | 95. (Heater standard on Magnette.) $2,675; hardtop, $2,835. 
4-dr. sed., $1,661. Escort—2- dr. stat. wag. MORETTI — 750 Coupe, $2,495; Super TURNER—Standard 950 Sports roadster, 
$1,651. Squire—2- dr. stat. wag., $1, 761. Panoramica Sedan, $2,495; four or five-| $2,245; Stage II roadster, $2,635; Coventry 
Consul—4-dr. sed., $2,034: conv. $2,373; | Passenger station wagon, $2,580; six or Climax I roadster, $3,170; Coventry Climax 
4-dr. stat. wag., $2,772. Zephyr — 4-dr. seven-passenger station wagon, $2,664; 1200/| III roadster, $3,370. 
sed., $2,215; conv., $2,574; 4-dr. stat. | SPider conv., $4,348. VAUXHALL — Victor — 4-dr. sed., $1,- 
wag., $2,945. Zodiac—4-dr. "sed., ‘$2 387: MORGAN—‘‘Plus Four’’ cpe., $2,855. 957.50; 4-dr. 2-seat stat. wag., $2,262.60. 
conv., $2,865; 4-dr. stat. wag., $3. 149. MORRIS—‘‘1000”’—Standard—4-dr. sed.,| (Heater standard on both models.) 
Thames 800—Estate Bus, $2,433. "~~" | $1,678; 2-dr. sed., $1,495; conv., $1,574; VOLKSWAGEN—2-dr. sed., $1,545; 2- 

: 2-dr. stat. wag., $1,798. Deluxe—4-dr. sed.,| dr. sunroof, $1,625; conv., $2,045; Kombi 

GOGGOMOBIL—T-400 2-dr. sed., $1,095; | $1,718: 2-ar. sed., $1,599; conv., $1,636;| (8-pass.), $2,020; stat. wag., $2,120; de- 
Florida Sunroof Deluxe 2-dr., $1, 135; 2- ‘ : : “4 , , ” ’ , +) ’ , ia ' 120; 
dr. Step-In Van, $1,35 2-dr. stat. wag., $1,825. luxe stat. wag., $2,576; deluxe camper, 
31.450 , 0; Coupe de Ville, NSU PRINZ—2-dr. sed., $1,398; sunroof ot. Karmean Ghia—cpe., $2,445; conv. 

: . sed., $1,487. NSU Prinz 30—2-dr. sed., : . (Heater standard on all models.) 
wh. A: Soe en, ee 2-dr. | $1,458: sunroof sed., $1,547. (All are 5-| VOLVO—4-dr. sed., $2,795; 2-dr. sed, 
2dr. stat. we ss ustom | passenger models.) NSU Sport Prinz—cpe., | $2,330; 2-dr. stat. wag., $2,490. (Heater 

&., $2,095; Empress Deluxe | $9945. (Heater standard on all models.) standard on all models.) 
2-dr. sed., $2,275; Tiger Sport Coupe, $2,- OPE r y JRG—Standard 4-d d - 
568. (Heater stand OPEL—Rekord — 2-dr. sed., $1,957.50. WARTBUR tandar dr. sed., $1, 

- (Heater standard on all models.) Caravan — 2-dr. stat. wag., $2,262.60.|688; standard 4-dr. sunroof sed., $1,778; 

HILLMAN — 4-dr. Special sed., $1,699;| (Heater standard on both models.) deluxe 4-dr. sed., $1,799; deluxe 4-dr. sun- 
4-dr. Deluxe sed., $1,849; conv., $2,099; PANHARD—Dyna Deluxe 4-dr. sed., $1,-| roof sed., $1,889; 2-dr. stat. wag., $1,898; 
2-dr. stat. wag. (Husky), $1,639; 4-dr.| 995; Dyna Deluxe Super 4-dr. sed., $2,065. |4-dr. deluxe stat. wag., $2,085; conv., $2,- 
stat. wag. (Minx), $2,299. PEUGEOT—103 — 4-dr. sunroof sed., | 099; coupe, $2,199; sports roadster, $2,799. 

HUMBER—Super Snipe—4-dr. sed., $3,-! $2,250. (Heater standard on all models.) 
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41 States Previously ‘59 67| 19667 184) 4816| 16809; 4281, 6264) 814) 382/948] += 1580) 2543| 58355 
Reported for March ‘58 26| 13931] _192| 2549) (11438) 3011} 4945] 51] 278) 725|_—*1160|_—*1745|_ 40651 
Georgia 59) 541 6) Oa) Si130)s38] 23] sty ty 
‘58 | 427 | bt] S359) 7} 40 17] 7|___-23|_~—s2| S50) 

Kentucky 59) 373 ; 43] 323) | = 12 16 | 9) +17) ~~ ~=-23|~—«0 
‘58| 345| 4 66} 291} = 98|}—136 10| 5| a) |S 

Massachusetts ‘59 7; 267] 169} 302} 7] eT 
‘58| 5| 193 3] St] 2b} 56} O19 | 21] 56} 66] 

Minnesota ‘59 | Sil ee 12| 7 nw 2 
‘58 | 375 | 3} 58] 369] =~ 59] ~— 202] —St0} Ss 5| 8} 35}? 

Missouri ‘59 846 9) Wy ota] 23s] 3) 13) 26] 3) 283 
‘58| 524| 1] 46) 346} 90}, 207|_~—S 10 1. wm 17|__ 1280 

New Hampshire ‘59 33 a 7 OC 1 , ot 9) 15 
‘58 | 2) 48 HM} 264 | 2% 6 4) i 2 ee 

New York ‘59 42; 920 5] 273) 1030, = 268 + 767! 103 | 9{ 200) 152) 292) as 
‘58| 26) 826 Hi] 243) 668} 215} 503]_—4] = 20) 83)_—179|_~—287|__—318 

Oregon 59) 429 7 a 93/106 7 | rT en ed 
‘58 | 468 79| 225; 85] | 4| 6! 6} 59) 87|_— 

Texas ‘S| 2872 5| 312) 2104, 428} 707; 89 58 51 70, «97, «oT 
| 2246) 6| 193} 1412] 287] 454] 39] 26] 95] 36] | 00 

All States Reported ry 116} 26259 219| 6068/2340, 5680/8625) 1105 514] + 1310| 2000/3357! 77593 
To Date for March ‘58| 59|_ 19383} 227!_—3357/_ 15350|_ 3977/6840! 880/374] ~—«100|_—«1559|_—2377|_ 55488 
Year ‘S2| 257) 73577/ 625|13158/° $9204) 15942| lesa] 3032] 1495| 3252/S780/ 9239) 204057 
To Date ‘58|__—172|_—-53936| 71] 9203) 44935) re 20779| 2406} «(1041 2809) _—-4261/ 15707 


“The information in this report has been compiled from official state documents. 
accuracy to the extent of the registrations received at the time the report is publishe 
reason of inaccuracies or omissions."—R. L. Pol 
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40 States Previously  ‘59| 17390| 3002 929 17044| 30400| 79611 aml 7 8575| 92869| 15471 oa ee real 21064] 143573] 7769| 27837| 319638 
Reported for March '58/ 8192) 3534 853) 3049) oor on |__21284| 36144] 56499 2285 8345; 68901; 15994 7386| 69551} 17816] 13795] 124542 2166} 15102 
California > ] 3023 325 171| 225) 861/ 2271|  3853|. 11743) 284 ee 1183; 13533) 1699 1600! 10467 2420} + 2514| 18700 1179} 9044) 49332 
‘58 942 596 175 359 1226 3052 5408} 6930) 270| 359| 946! 8505 | 1478 1322 894) 1809| ee ne 211} 4550 347% 
Georgia ‘59 250) 50 d 122! 272 493| 2093 mI 140 2335 298 151 1864 424 130 749| 7252 
‘58 92| 65 5 it] 473} —-669}—_—41505 155| 1726} 354] ~—s166) 1648) 460 Pt a 41} 448] 5982 
Kentucky ‘59 233) 28) % 93 186 | 1192 al 124 1391 230) al 1107 340| 297 2047 51 290| 4354 
‘58 95 | 51] 14| sa 108 316 526 1036 45 170 1271 341] 109 1349 346] 238 2383 28 i61| 4464 
Massachusetts ‘59 1182 154 305 713 1376 3297 104 368 3864 | 594 349| +2824 955 760 282 1430| 13616 
‘58 498 124 5a ry zi 894 1425 2057 | 249 2447| 542 296 2354 | 55 923 Ab 
Minnesota "59 509 49 8 597! 2122 68 19 227| (2436) 285 1 527) 525|  3129| +166) 325, += 7162 
‘58 413 123 a zl oe *| 1277| 1957 82 HH | 2439) | wes 862 546 5020 101 324| _ 9574 
Mississippi *59| 133 34 é 67 201 327 914 24 17 76 1031 168 58 989 230 262 1707 64 282| 3544 
‘58 | 70 | 4 a 272| 402} —«910}_—S 17 7i| 1019) 246} 73 1140) Peal 212} 1915 | 145|__3580 
Missouri ‘59 I 1 m 651 1180; 3011 89 4 263 3408 519 251 3620 727 643 5760 246 1053| 1225! 
‘S8 209 110 124| ot 895 1388 2462 76 47 270 2855 612 257 3153 759 5382 109 364| 10327 
New York ‘59 2534 673 422 1122 3159 9520; 39-284 293 1196| =11293 1957 1658 9794 3739; 3468| 20616 1076 Biol] 46198 
‘58 191 808 H | 1374 3805 680! 6773 266 388 1155 8582 2473 1551 9833 3563 2164) 19584 349 3000} 39507 
Oregon ‘59 614 34 103 326 1510 33 217 1835 asa 109| 13% 271} 445 2490) 211 1194) 686! 
‘58 232 42 12 40 106 349 549 945 42 33 230 1250 103} 1261 254 251 2127| 805} 5020 
Texas ‘59 977 162 63 101 346 939 161 7007 133 5) 528 7766| «1199 578| 7817 1785 1806; 13185 477 2293 26309 
“tg 303 240 i 138 455 1619 2512 5494 137 3 698 6445 | seas" 527 7217 1742 1213} 12262 173 1155 | 
All States Reported 27449 3617| 10473| 26115| 46284) 122020 4187 12897| 141761 12981| 119992| 31980| 32342| 219984) 11651| 49583! 8) 496717 
For March 58 12237 ml | 77 4641! ae Bu 57101 aacee| 3320 mI 12633} 105440 oes 11974| 109170) 28555] 21404) 195669 3319} 26997| 40022 400763 
Year ‘9 70342| 12800) 4241 rol sera 128012 322019| 11733 7689 35117| 376558} 65142) 36798) 333041! 87820; 85180) 607981 126283 11340022 
To Date 58 29959; 16555 4614); 13610} 33103 8 161627| 238237; 11931 8543 33298| 292009} 73232} 32605) 305679} 83033) 61613] 556162 ores 67309| 1 116621 111682! 
oi 
report has led from state documents, reasonable precaution has been exercised to insur t xten istrations 
received at the time the report is published. R. L. Polk & Co, cannot assume a" rhb b pe Fae en of inaccuracies or ommissions.""—R. L Polk & Co. om 
The 1958 figures for Metropolitan and Packard are included in miscellaneous. The stration count prepered b 2 Sregen State Motor Vehicle Department is included in 
this preliminary U. S$. summary. have not been subjected to auditing oan bres 5 coually applied by R. L, Pol . The 1958 figures for Oregon are Polk figures. 
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Across the Nation... 





INDIANAPOLIS. — William 
QRorke, Indianapolis auto man, 
has purchased an interest in Jack 
gnsiey, Inc., 923 N, Meridian St. 
QRorke will serve as vice-president 
and general manager of the Ren- 
quit-Triumph-Peugeot outlet, 

* * * 


Rob Coy Chevy Opens 
MEEKER, Colo.—James C, Rob- 
inson and Grace E, and W. F. Mc- 
(oy have opened Rob Coy Chevro- 
jet, Inc., 13th and Market St. 


+ * * 


Gray Opens Buick Deal 

LEWISTON, Id.—Gray Buick 
(o., 502 B St., has been opened 
officially by Billy Gray. The com- 
munity has been without a Buick 
franchise since Gray-Webb Buick 
discontinued operations in 1957. 
The new firm also will handle 
Opel and GMC trucks. 


* * * 


Hayden Acquires 2 Deals 
ESTACADA, Ore.— Ray Hayden 


Shas purchased the Chevrolet deal 


here from Woodrow Miller, and 
has taken over the Lincoln County 
Chevrolet outlet, which has sales 
and service headquarters in both 
Newport and Toledo. 


* = + 


Hornburg Names Two 


BEVERLY HILLS, Calif. — 
Charles H, Hornburg jr., imported 
car dealer here, has announced two 
appointments to the organization’s 
executive staff. J, E. Andrews has 
been named vice-president, and 
lew Sumpter becomes wholesale 
manager. P 

* * 


Begg Motor Moves 


VANCOUVER, B. C.—Begg Mo- 
tor Co., Ltd. (Chrysler-Imperial- 
Plymouth-Simca), has moved from 
1062 W. Georgia St. to 845 Terminal 
Ave. in Vancouver, Mercedes-Benz 
Distributors Western, Ltd., will 
move into the former Begg build- 
ing. 

" * * «& 


Willys Signs Gurley 
GALLUP, N. M.—A Willys Jeep 
franchise has been awarded to 
€. E. Gurley, owner of Central Mo- 
tor Co. here. 


* * + 


Ferrell Succeeds Moorman 


DAYTON, O.—Johnnie C. Ferrell 
has been named general manager 
of Dayton Reliable Motors, Inc, He 
assumes one of the posts held by 
the late E. H, Moorman, who was 
President, general manager and 


rer. 
* * * 


Schaefer Buys Ford Deal 
WARSAW, Ind.—Herm Schaefer 
has bought Overmyer Ford from 
Gerald Overmyer, who headed the 





Mayor Meets Toyopet— 


Mayor Norris Poulson of Los Angeles, 
{ admirer of gasoline economy cars be- 
Sduse he says they reduce the smog prob- 

in Los Angeles by burning less gaso- 

» is introduced to the Japanese-built 
Toyopet by visiting Mayor Kissen Kobay- 
@hi of Nagoya, Japan, The Toyopet is 
iid to average up to a claimed 33 miles 
fo the gallon. Toyota Motor Co., which 
makes the Toyopets, is one of the prin- 
Spal industries of Aichi Prefecture of 
Which Mayor Kobayashi's city is the cap- 
idl, Also shown in photo with the mayors 
Me Los Angeles Councilman Ed R. Roybal, 
fond from right and Shigeru Nagao, 

t, the administrative bureau chief, 
‘a City. 


Auto Dealer Changes 





company 39 years. The dealership 
is operating as Herm Schaefer 
Ford Co., Inc. 

* * * 


Hansen Bros. Adds Jaguar 


EUGENE, Ore—Hansen Bros. 
(Imported Cars) at 848 Pearl St., 
has added the Jaguar line. 


* * * 


Hoyt Takes Borgward 


PORTLAND, Ore.—Ralph Hoyt 
has announced the opening of 
Continental Imports Co, at 10th 
& West Burnside, featuring the 
full line of Borgward cars, 

cd ad * 


Central Adds Ford 


SISSETON, 8S. D.—Central 
Motors (Mercury), headed by 
Marvin MacKner, has added 
Edsel. 


* * * 


Pontiac for Welter 


SOUTH BEND, Ind.—William J. 
Welter, a dealer in Gary, Ind., has 
opened a new Pontiac dealership 
here at 215 S. Main St. 


* * * 


Jensen Sells to Soreide 


MADELIA, Minn—JdJack 
Soreide, a Pontiac dealer, has 
purchased a Buick-Chevrolet 


dealership from Fred Jensen. 
* * * 


Import Deal Opens 


MURFREESBORO, Tenn. — 
Grand opening of Murfreesboro 
Import Motors was held at 612 W. 
College St. James D. Tyner and 


Ray Dyer are the owners. 
+ * + 


Varnadoe Opens Dual 


TIFTON, Ga.— Tift County Mo- 
tors is the new DeSoto-Plymouth 
dealership here. R. J, Varnadoe 


owns the firm. 
* * * 


Frontier Ford Expanding 

ALBUQUERQUE, N. M. — A 
multimillion-dollar expansion 
program, to be completed in two 
years, has started with ground- 
breaking for the $500,000 Frontier 
Ford building. 

Jack Jones, Frontier president, 
said the expansion may cover 
nearly 12 acres. 

* 





* * 


DeSoto for Maley 


CARLSBAD, N. M.—Maley Motor 
Co., 1076 N. Canal St., has been 
franchised by DeSoto. Ed Shreve 
is owner. 

* * * 


Miller Edsel Expands 


GRAND JUNCTION, Colo.—Reed 
C. Miller, president of Reed Miller, 
Inc. (Edsel), has announced his 
firm is taking over the Mercury- 
Lincoln and English Ford dealer- 
ship from Jack Nielsen Motors, 237 
S. Seventh St., which will continue 
with the Studebaker franchise. 

7 OK * 


Kyle Adds Rambler 
VERMILION, O. — Kyle Motors, 
Inc. (Buick-Pontiac-Vauxhall) has 
been appointed a Rambler dealer- 
ship. The firm is headed by L. S. 
Kyle jr. 
* * ca 


Prout Promotes Kimbel 


ELYRIA, O.—George Kimbel has 
been promoted to sales manager of 
Prout Chevrolet Co. He had been 
sales manager since last December. 

” oe * 


Begg in New Quarters 
VANCOUVER, B. C.— Begg 
Motor Co., Western Canada’s oldest 
Chrysler-Plymouth dealership, has 











consolidated operations on a 3%- 
acre site at 845 Terminal. 
* Ok a 


Studebaker for Bryant 
TORONTO.—Norm Bryant Mo- 
tors, Ltd., 920 Pape Ave., has been 


awarded a Studebaker franchise. 
oa ES Es 





Mercedes Distributorship 


VANCOUVER, B. C. — Mercedes- 
Benz Distributors Western, Ltd. 
has opened its new showroom and 
headquarters at 1190 W. Georgia St. 

a * ae 


Outdoor Showroom 
AUGUSTA, Ga. — Walker Motor 
Co. (Ford), 1402 Broad St., has 
opened its new outdoor showroom. 
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EPUBLIC PARTS BINS 


nd Planned Storage... 
peed parts service 


Trick to getting customers in-and-out in a hurry is to speed parts service. The answer 
—Republic Parts Bins and Planned Storage by factory-trained experts. 


By utilizing available storage space to maximum efficiency, yqu control stock 
turnover and keep capital circulating and growing. Republic Flexi-Bilt Parts Bins are 
designed and installed so that you can.tell at a glance when to order, what to order 
—never have trouble with hard to locate parts. 


Turn your inventory control problems over to experts. Call your Republic 
representative, or write direct. 


*K Race Motor Sales, Detroit, Michigan 





REPUBLIC STEEL CORPORATION 


BERGER DIVISION 

DEPT. C-7779 

1078 BELDEN AVENUE « CANTON 5, OHIO 
Please send additional information about: 

Firm 


(0 Republic Planned Storage Service 
CANTON 5, OHIO le 


(0 Republic Flexi-Bilt Parts Bins 
ati ee ee 


Name Title 
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Import-Car 


Daimler 


ERGUS IMPORTED CARS, 

INC., New York, has been ap- 
pointed distributor in New York, 
New Jersey and Connecticut for 
Daimler. 

Joint announcement of the Fer- 
gus appointment was made in New 
York by Edward Turner, managing 
director of Daimler; Denis Mc- 
Cormack, Daimler’s U. S. repre- 
sentative, and L. C. Santelli, sales 
vice-president for Fergus. 

Daimler manufactures the Dart, 
a V-8 sports car which made its 
debut at the International Auto 
Show at New York’s Coliseum re- 
cently. According to Santelli, an 
unexpectedly large demand for the 
Dart will probably cause a delay in 
manufacturing its companion 
sedan. 

Deliveries of the Dart in the U.S. 
are expected to begin in October, 


Daimler Names Fergus ee 


News Notes 


and the approximate retail price 
will be $3,700. 


* * * 


Mercedes-Benz 


ERGER of two national owner 
clubs—the Mercedes-Benz club 
with headquarters in Illinois, and 
the Mercedes-Benz Club of Amer- 
ica—has been approved by direc- 
tors of the combined organizations. 
Dr. K. A. Bartlett jr., Cedar 
Grove, N. J., has been named presi- 
dent of the merged group. He had 
been MBCA president. L. B. Kirk- 
endall, Glen Ellyn, Ill., has been 
appointed executive vice-president. 
* * . 


Volkswagen 


5 iy ose 300,000th Volkswagen built 
for sale in the U.S, has left the 
assembly line in Wolfsburg, Ger- 
many, according to a cable sent by 
Dr. Heinz Nordhoff, director gen- 
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eral, to the national meeting of the 
American Volkswagen distributors 
at Boca Raton, Fla. 
* of * 
Lloyd 
ORBIGN CARS: CORP. OF 
FLORIDA has appointed two 
more Lloyd dealers. They are 
Howe E. Moredock Co. Miami, 
and Polk Buick, Eustis, Fla. 

The firm said it has been in- 
formed by the German manufac- 
turer that the new Lioyd Alex- 
ander TS averaged 50 miles per 
gallon in the 1959 Caltex Economy 
Test and made the best time in 
its class in two acceleration tests. 

ok * * 


Peerless 


oo new four-passenger, British 
Peerless will be distributed in 





Forsberg Joins Dayton Deal 


Robert L. Forsberg has been ap- 
pointed vice-president of Park 
Motors, Inc. (Plymouth), Dayton, 
O., and other automotive enter- 
prises owned by George E. Schu- 
macher. He had been market re- 
search director of Chrysler Corp.’s 
Airtemp division. 





[~~ 4 


Here's REAL HELP 
ON THOSE TOUGH 


TRANSMISSION JOBS 


REMEMBER HOW WE 
USED TO WRESTLE WITH 
TRANSMISSIONS, 
TRANSFER CASES 

& DIFFERENTIALS 


_ WITH OUR NEW AUSCO 
TRUCK TRANSMISSION 





HANDLER, THE TOUGHEST 
ONES COME OUT EASY! 


IT'S MUCH SAFER 
\\ too, FOR MEN & 
MACHINERY ! 





AUTO. SPECIALTIES MFG..CO., INC. St. Joseph, Michigan 


Other Plants in Benton Harbor and Hartford, Mich, and Windsor, Ont., Can. 





Hydraulic Hand Jacks, Saf-Lift Jacks, Hydraulic Service Jacks, 
One End Lifts, Transmission Handlers, Shop Cranes, Garage Horses 














the U. S. west of the Mississippi 
River by Cal Sales, Los Angeles, it 
is announced by executive vice- 
president Dorothy Deen. The Peer- 
less is based on the Triumph TR-3 
engine and running gear. 

Peerless dealer and service or- 
ganization. will be set up immedi- 
ately in anticipation of first deliv- 
eries, Miss Deen said. 

The Peerless has a base price of 
$3,995. Its fibreglass body is a two- 
door of four-passenger capacity. 
Individually adjustable leather 
bucket seats for driver and front 
passenger feature slot-ventilated 
backrests. The rear passenger seat, 
also leather, is of hammock type 
with padded arm rests and center 
division. 

The Peerless chassis is of 
space-frame construction, using 
electrically welded rectangular 
steel tubing. 

Peerless suspension is independ- 
ent on double wishbones with coil 
springs at front and a de Dion tube 
carried on half elliptic springs at 
rear. 

Girling disc brakes are used in 
front and Girling drum brakes in 
the rear, 

+ * * 
Triumph 
c= SALES, West Coast Triumph 
distributor, is holding a month- 
long celebration to mark the fifth 
anniversary of the car’s introduc- 
tion to the U.S. 

Among features of Cal Sales’ 
milestone month are a special 
dealer contest and dedication of 
the company’s fifth addition in as 
many years. Starting from a 10,000 
square-feet headquarters, Cal Sales 
has expanded to a total of 112,000 
square feet of facilities. 

Triumph sales in Cal Sales’ 101 
state territory in the first quar- 
ter of 1959 were 23 percent ahead 
of those in the corresponding pe- 
riod a year ago, according to Dor- 
othy Deen, executive vice-president. 

She said the sedan and estate 
wagon, introduced in the West less 
than 18 months ago, accounted for 
35 percent of the distributor’s vol- 
ume. 

. ed ~ 


English Ford-Taunus 


ENOSHA, Wis., newest port of 
entry for English Ford and 
Taunus, is the eighth largest of 
the 16 U. S. ports used by the com- 
pany. It is expected to receive 3,500 
European-built Ford cars annually. 
Kenosha has replaced Chicago as 
a port of entry. It will supply about 
70 M-E-L dealers who handle the 
division’s imports in Wisconsin, 
Minnesota, North Dakota, South 
Dakota and portions of Iowa, Illi- 
nois, Indiana and Montana, 
” = + 


Goliath 


eo MOTORS, Anchorage, 
has been appointed Alaskan dis- 
tributor for Goliath. 

Ralph Connely, owner of Import 
Motors, said he is setting up a 
complete parts service and will act 
as parts depot for the state. John 
Penent is service manager. 

A dealership has been established 
at Ketchikan and an application 
for a dealership has been received 
from Fairbanks, he said. 

Import Motors also handles Volvo 
for Alaska. 


* * x 


Rolls-Royce 


Cr. HAS been reported in London 
that Rolls-Royce will offer an 
eight-cylinder engine in its cars 
late this year or early in 1960. 
Present models use a highly re- 
fined six-cylinder engine, although 
an eight-cylinder limousine was 
specially built for Queen Elizabeth. 
* 


* * 


Montreal Exhibition 


ORE than 50,000 Montreal resi- 
dents inspected British-made 
luxury cars, sports cars and low- 


Miller Heads Up 


Rochester Assn. 


ROCHESTER, N. Y.— Edward 
Miller (Ford) is the new president 
of the Rochester Automobile Deal- 
ers Assn. elected at the group’s an- 
nual meeting, he succeeds A. M. 
Piehler (Pontiac). 

Edward Knobloch (Buick) was 
elected vice-president; Edward J. 
Horton (Dodge-Plymouth) was 
elected treasurer for his 26th term, 
and Edward Schoen (Pontiac) was 
elected secretary for his 28th term. 














priced family sedans exhibited at 
the three-day British Motor Show 
at the Queen Elizabeth Hotel, 

In all, 44 cars built in Pritain by 
Ford, General Motors, British 
Motor Corp., Jaguar, Rolls-Royce 
Aston-Martin, Rootes, Rover ang 
Standard were displayed. 

Five of the cars were shown for 
the first time in this area—the 
Morris Oxford Series V, the MG 
Magnette Mark III, the Wolseley 
15-60, the Austin A-55 and the 
Singer Gazelle. 

x * * 


Touring Guide 

HE 1959 edition of “ABC's of 

European Motor Travel” jg 
available on request to Auto 
Europe, Inc., 25 W. Fifty-eighth 
St. New York 19, N. Y. 

The publication illustrates how 
motoring details and arrangements 
for the trip can be worked out on 
this side of the Atlantic. Also jn. 
cluded is a pictorial review of over 
40 of the most popular foreign and 
sports cars, with a comparative 
analysis of seating capacity, gas 
consumption, top speed and other 
information of interest to motorists, 

Auto Europe is a foreign-car 
leasing, renting and purchasing 
organization. 





Increase new and used car 
sales with the imaginative and 
exciting sports car for the 
youngsters! — THE VANGUARD 






ecoeororer — os ——- 


| Every kid wants a VANGUARD of | 
his own! ... Over 5 feet long... | 
| Fiberglass body . . . Powered with 
| a real gasoline engine . . . safety | 
| engineered especially for young- | 
sters! Thousands already sold at | 
| list prices to 179.95. | 


], USE THE VANGUARD AS A NEW-CAR 
* SALES CLINCHER... pitch “TWO BRAND 
NEW CARS FOR THE PRICE OF ONE”, oF 
“BUY ONE CAR—GET A SECOND FREE OF 
ADDITIONAL COST”, or let your salesmen 
use the VANGUARD at his discretion. 


2 USE IT AS A CONTEST PRIZE . . . You'll 

* have every youngster in town working 
for you. Have his parents sign the contest 
card in your showroom. 


3 USE IT IN A POWERFUL PROMOTION 
* OF YOUR OWN DESIGN . . . Local club 
and church groups would love to borrow 
your VANGUARD for a money raising be 
zaar, and your name would be all over it. 
Or organize a big VANGUARD ride party 
for the kids (accompanied by parents). 


4 Take advantage of the powerful and 

* unique promotion value of the VAN- 
GUARD before your competitors beat yo 
to it. Phone or write for details, but do it 
now, while the VANGUARD can help yo" 
the most during your best selling seasom 
(Sales aids available). 


Phone or Write Direct 


one 4 


THE GREAT LAKES TRACTOR CO. 
510 Hanna Bldg. ¢ Phone: TOwer 1-4700 
Cleveland 15, Ohio 


DIAMOND 
QUALITY 
PRODUCT 


One of the world's largest producers of 
powered lawn mowers and juvenile ¢ars- 
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Correspondent George L. Glaser Writes . . . 
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Auto Letter from Europe 


REMEN, Germany. — Borgward 
B announced that all Isabella 
will be continued unchanged 
at the show in Frankfurt this fall. 
The usual press reception will 
not take place. Too bad since 
“Labskaus,” a Bremen specialty 
dish, used to be served at those 
occasions. 
Citroen has started worldwide 
distribution of a new dealer sign. 
On a white ellipsis the golden 
Citroen chevron will be shown. 
Andre Citroen, founder of the firm 
pearing his name, used the herring- 
pone gears of his 1913 production 
model as a trademark. Now the 
dual herringbone, in accordance 
with contemporary esthetics, will 
be featured. 
* - a 
VW Sale Opposed 
German Social Democrats 
are strongly opposed to sale of 
Volkswagen stock to the public. 
They feel that eventually the stocks 
may wander into the hands of in- 
terested groups and lessen the com- 
petition in the German car-making 


¥ trade. They want to keep the plant 


under government control in order 
to utilize it for keeping down 
prices. 

The Opel Olympia Rekord 
comes originally with 560 by 13 
tires, This appears to be a bit on 
the lean side. For about $8.50 one 
gan have the car equipped with 
0 by 13 tires—which may make 
some owners happier. 

It would be good if the European 
car makers importing into the U.S. 
would get together and adopt a 
wniform shift sequence, 

I tested two cars last week—one 
had three speeds lined up the 
American way, while the other had 
it just the opposite way. 

And, in this connection, why are 
some shift levers still connected to 
the transmission so that they move 
around with every action by the 
powerplant in its rubber suspen- 
sions? Shift levers should be iso- 
lated from the powerplant in a 
way so that they remain at rest 
when not used. That should not be 
hard to achieve in 1959. 

s ©“ * 


Mulliners Expands 


RS, one of the large 
production body makers in 


Used-Car Notes 


EAST RUTHERFORD, N. J.— 
Auto Auctions, Inc., made its tele- 
vision debut via film on Dave Gar- 
toway’s “Today” morning show 
over the NBC network. 

Garroway, a sports-car enthusi- 
ast was on hand as his TV crew 
Moved in film all phases of Auto 
Auctions’ operations. 


52 Nash Sold as a ’53, 


Salesman Held for Fraud 


LOUISVILLE.James F, Bell 
Was held for the grand jury on @ 
charge of obtaining money under 
false pretenses in the sale of a 1952 
Nash as a 1953 model. 

James Spencer said he bought the 
tar and was given a guarantee for 
81953 Nash. Bell denied he inten- 
tionally sold the car as a ’53 model. 
He said the ’52 and ’53 models “are 
hard to tell apart.” 

* 


* = 





Brousseau Moves South 
DAYTONA BEACH, Fla.— Ted 
eau, former Chrysler-Plym- 
oth dealer in New Baltimore, 
. has opened a used-car busi- 
Ress here at 112 N. Ridgewood. 
*” 7 * 


Open for Business 
DANVILLE, Va.—Owen Bros., 
Inc, held its formal opening here 
at 2395 Riverside Dr, Russel H. 

en is president of the firm; C. 
E. Tarpley, vice-president, and H. 
- Green ir., secretary-treasurer. 


Rinehart Joins Car City 


PHOENIX, Ariz.—Tom Rinehart, 
r used-car manager for a GM 
@alership here, has been named 
ral manager of the newly 
Car City used-car firm at 

E, Camelback. The firm is 


®erated by Steve Nasser. 





England and member of the Stand- 
ard-Triumph group, has purchased 
from Fisher and Ludlow, another 
body producer, the body and trim 
factory at Tile Hill, Coventry. 

The plant, covering 234,000 square 
feet, will be made ready for body 
production for Standard Motor Co., 
Ltd., with output starting in Janu- 
ary, 1960. 

+ * * 


40,000 Opels to U. S. 


PEL, GM’s German subsidiary, 

has announced it will ship 
about 40,000 cars to the U.S, this 
year, almost twice the number ex- 
ported in 1958. 

With a total 1958 production of 
315,945 cars and trucks, Opel said 
it had moved into second place 
ahead of Oldsmobile as GM’s top 
automotive producer. Chevrolet 
holds the No. 1 spot. 

* * * 


Firm to Build Cas Turbines 


- COLOGNE, Kloeckner-Hum- 
bold-Deutzt announced. it will 
produce gas turbines, but size of the 


units was not indicated, The firm 
owns the Magirus truck plant. 
+ + + 


Devices Lock Seat Backrests 


WwO firms have introduced 

- safety-locking devices designed 
to prevent the backrests of seats 
from folding forward in accidents. 

SAAB of Sweden is offering a 
mechanical locking device, while 
Reutter, Stuttgart body builder, has 
turned out both a mechanical and 
an electromagnetic device. Under 
the latter the backrest cannot be 
moved forward once the door has 
been closed. 

* * * 

Reds Announce Car Curbs 


INCE Jan, 1, the East German 

Government has required that 
cars entering the Soviet zone must 
be equipped with a fire extin- 
guisher, first-aid kit, a red lamp or 
: road signal, a fuse and a spare 
ulb. 


* * * 
Volkswagen Looks Ahead 
SS is building up an 





There is one auto for every 2.6 
persons in the U. 8., compared to 
one for 70 in Russia, according 
to one statistician. 
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tion of the six-cylinder Mode] 2400 
will be discontinued. 

In another report from Bremen, 
Lloyd and the Bremen Savings 
Bank announced a plan under 
which Lloyd prospects will receive 
3% percent on money they are 
saving for a down payment on a 
car, 

NSU officials reported that its 
little Prinz, the car with the air- 
cooled rear engine, now is being 
equipped with a fully synchronized 
transmission, Dealers have re- 
quested it for some time, they said. 

* * * 


Brake Test Conducted 


N EXTENSIVE brake test was 
conducted by Ferodo, British 
brake-materials firm, in connection 
with the Rallye Monte Carlo, 
Equipment installed in an Austin 
105 for the trip from Scotland to 
Monte Carlo provided a film record 
of the temperatures of all four 
brakes, the number of brake ap- 


division, looking ahead to the days|Plications and the length of each 
when it will have to produce a/| pplication. 


market for its products. 

The firm also announced that 
its Australian subsidiary soon will 
be turning out VWs of 100 per- 
cent Australian content, 

In Bremen, officials of the Borg- 


* * 


Road May Circle Moscow 


Ct HAS been reported that a 
circular express highway 60 
miles in length and 75 feet wide 
will be built around the city of 


advertising and merchandising | ward factory reported that produc- | Moscow. 


Widely Imitated But 


ever Duplicated 





Liquid Glaze is the Original 
Scientific Car Beauty Treatment 


Years ago Liquid Glaze chemists perfected a 
formula that was practical for all finishes — 
that required no hard rubbing or buffing—that 
laid down a lustrous layer of protection that 
would last for months and months. 


Today's Liquid Glaze for today’s finishes is 
better than ever —the result of five years of 
study and research with new Acrylic paints 
and super enamels. 


You owe it to your customers to protect the 
big investment in their new cars. Even though 





OTL ALD 


7O4 SHERIDAN STREET, LANSING, MICHIGAN 


the new finishes are. finer than ever— Liquid 


Glaze will make them more 
sparkling, durable, and eas- 
ier to keep clean. And, you 
will add importantly to 
Service Department profits. 


LIQUID GLAZE, INC. 
704 Sheridan St., Lansing, Mich. 


and Super 
Make of Car Sold 


Street Address 
City or Town 





(_) Please send me a copy of your “Dollars and Sense” booklet on the 
operation of a car appearance department. 

(_] Please send me 8 oz. samples of new Liquid Glaze and Cleaners. 

(_] Please invite us to your nearest clinic on the care of Acrylic Paints 


I Sa 








——_——— -—-—— — — — | 
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Convertibles on Display in Sharon, Pa.— 


Shenango Valley (Pa.) automobile dealers show off 1959 convertibles as part of 
the nationwide “live better by far with a brand new car” sales campaign. The cars 
were placed on display in downtown Sharon, Pa. In the foreground are Ed Wein and 
Dan Wiggins, Ford district manager. Other dealers are, first row, from left, George 
Purdie, Harold Robbins and William DeForeest jr. Second row: Clinton D. Harmony, 
Ray Hazlett and Charles Murdock. Third row: Harry Allum jr. and Alex Phillips. 


News to Note... 


Auto News in Brief 


GRAND HAVEN, Mich.—Eagle|the business. He invited them to 
Ottawa Leather Co., Grand Haven,| visit Saeger Buick to see some of 
and Blanchard Bro. & Lane, Inc.,| the job assignments, 
have combined. The latter firm is * * 
an Eastern tannery with plants in * 
Newark and Hackettstown, N. J.; Bankers Commercial Op — 
Ashtabula, O., and Petersburg, W.| Eastchester (N. Y.) Office 
Va. EASTCHESTER, N. Y.—An office 

They will retain their own sales | to handle retail and wholesale auto 
forces, distribution points and) paper has been opened by Bankers 
product lines. President of the new| Commercial Corp. at 33 Mill Rd. 
organization is Julian B, Hatton,| Carl] P. Weber is manager and 
Eagle Ottawa chief. Vice-president | yatthew K. Murphy is his assist- 
is Donald H. McCree, president of | ant. 

Blanchard Bro, & Lane. The office will handle West- 
1 ge |chester County business. Bankers 
Smog Talks Scheduled Commercial, which has its home 

LOS ANGELES.—Research find-| Office in New York City, has been | 
ings on air pollution topics will be|in business since 1904. 
presented June 22-26 when Los| ai oe 
Angeles hosts the 52nd annual) Electro Products Purchased 


meeting of the Air Pollution Con- 
z r ee By Doyle Vacuum Cleaner | 


trol Assn. 
GRAND RAPIDS, Mich.—The 


* * «& 
Stanford Tells Graduates | officers of Doyle Vacuum Cleaner | 
|Co, have purchased Electro Prod- | 


Of Automotive Opportunities| jot; Co. and have formed a new | 
COLUMBUS, O.—R, B. Stanford, | corporation—D oyle Electro Prod- | 
service manager of Saeger Buick/ ucts Co. A. J. Florio is president | 
Co., told graduating high school|and general manager of the new)! 
seniors about careers in the retail | firm. 
automotive business. | Electro Products makes and dis- | 
Using a specially prepared mo-| tributes electrical, mechanical and | 
tion picture and booklets, he gave | chemical supplies and accessories. 
a broad picture of opportunities in| Doyle Vacuum Cleaner manufac- 
tures automotive, industrial and 

commercial vacuum cleaners. 

+ 7 * 


National Automotive Fibres 


Changes Name to NAFI Corp. 


DETROIT.—John G. Bannister, 
president of National Autemo- 
tive Fibres, Inc., announced the 
cerporation name has been 
changed to NAFI Corp. 

In addition to being brief, the 
name NAF is not restrictive and 
can encompass all company ac- 
tivities, including nonautomotive 
products, Bannister said. 


* * * 


Leece-Neville Expands 


CLEVELAND. — Leece-Neville 
Co. has purchased the A, C. Motor 
division from O. A. Sutton Co., 
Wichita, Kans. 

: 


Davis Pontiac Marks 


25th Year in Fort Wayne 


FORT WAYNE, Ind.—The 25th 
anniversary of the founding of 
Davis Auto Co., Inc. (Pontiac) 
was observed with a luncheon 
and open house, Haywood M. 
Davis is president and founder. 

The month-long observance 
opened with a luncheon attended 
by business and professional 
leaders of Fort Wayne. The open 
house followed. 

* * + 


Argentine Truck Assembly 


Is Eyed for Chrysler 


DETROIT.—Chrysler Corp. is 
prepared to make an immediate 
substantial investment in Argentina 
for a manufacturing program for 
Chrysler-designed trucks. The pro- 
gram would be initiated in conjunc- 
tion with its Argentine distributor, 
Fevre y Basset, and the truck 
would be built in Fevre y Basset 
facilities at San Justo. 

The announcement was made by 
Lynn A. Townsend, group vice- 
president of international opera- 
tions for Chrysler Corp., and Philip 
N. Buckminster, managing director 
of Chrysler International S. A. 


* * * 


Allied Chemical Completes 


Deal for Harmon Colors 


NEW YORK.—Allied Chemical 
Corp, announced it has completed 
negotiations for acquisition of Har- 
— Colors from B. F. Goodrich 


Harmon Colors, a leader in the 
field of specialty organic pigments 
for 40 years, had been part of B. F. 
Goodrich Chemical Co. division, 

+r * + 


Merit Mufflers Moves 


Into New Plant in Toledo 


TOLEDO.—Merit Mufflers has 
opened a 250,000-square-foot plant 
in Toledo, according to Larry Cam- 
bridge, sales manager. 

This new plant will serve as 
the central shipping center for 
Merit, he said. Prior to moving to 


— a. 
Toledo, Merit mufflers were shipped 
from Dowagiac, Mich. 
* ok * 


Venezuelan Subsidiary 


Is Established by Ford 


DEARBORN.—Ford Motor Qo, 
(Venezuela) S. A. has 
formed to assist Ford dealers jp 
the sale and service of Ford prog. 
ucts in Venezuela, The subsidiary 
is located in Caracas. 

Royal F, Kelly, former Forg 
area manager in Venezuela, wags 
named president of the new com. 
pany, which is Ford’s eighth Op- 
eration in Latin America. Others 
are in Mexico City, Mexico; Sap. 
tiago, Chile; Montevideo, Ury. 
guay; Sao Paulo, Brazil; Buenos 
Aires, Argentina, and Havana, 
Cuba. ‘ 

z * * 


Filter Warehouse Opened 


By Purolator in Newark 


RAHWAY, N. J. — Purolator 
Products, Inc., has opened what it 
calls the largest filter warehouse in 
the world at Newark. It covers 
more than 100,000 square feet. 

Under a new system all orders 
wili be processed within approxi- 
mately 48 hours from the time they 
are received, the firm said, and as 
the system takes hold, it is ex. 
pected the time will be cut down 

od * ok 


$500,000 Expansion Slated 


At Eaton Stamping Plant 


CLEVELAND.—Eaton Mfg. Co. 
has announced an expansion pro- 
gram for its Stamping division 
involving expenditures ef approx- 
imately $500,000 for additional 
plant space and new equipment. 

E. M. deWindt, division general 
manager, said the expansion was 
necessitated by the increasing de- 
mand for anedized aluminum 
products for use im 1960 models, 
Approximately 22,000 square feet 
of manufacturing area wili be 
added, he said. 

* 


* * 


Tires for W emen? 


LOS ANGELES—A prototype 
unit for merchandising tires and 
accessories at shopping centers is 
being built here by May Co, for 
Tire Mart Stores Corp.’s Vanderbilt 
Tire Centers. The center is designed 
to appeal to women shoppers. 

* *~ ~~ 


Chicago Pneumatic Grows 


NEW YORK.—Chicago Pneuw- 
matic Tool Co. has purchased Reich 
Bros, Mfg. Co., Inc., Terre Haute, 
Ind. The purchase includes Reich- 
drill Mfg. Co., Ltd., Glasgow, Scot- 
land. The new unit will operate as 
Reichdrill division of Chicago 
Pneumatic Tool. 

* * * 


Phelps Heads Sales Unit 


PORTLAND, Ore.—Keith Phelps, 
of Wentworth & Irwin, is the new 
president of the Portland Auto 
Sales Managers Club, succeeding 
John Nussbaumer, of Wolfard Mo- 
tors (Ford). Other new officers are 
H. Rogers Hopkins jr., Francis Mo- 
tors (Ford), vice-president, and 
Thomas E. Dale, Roy Burnett Mo 
tors (DeSoto-Plymouth), secretary- 
treasurer. 
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first Quarter Trails °5 


Car Sales 





paker, Pontiac and miscellaneous 
makes showed increased market 
shares. 
Ford was up 2.70 percentage 
ints; Rambler, 2.57; Studebaker, 
143; Pontiac, 0.84, and miscel- 
Janeous, 3.40. 


Biggest declines were recorded | 
for Plymouth, down 2.92 percentage | 


points, and Chevrolet, down 2.52. 
Other declines, in order, were: 
Buick, 1.70; Oldsmobile, 0.89; Dodge, 
0.88; Chrysler, 0.53; DeSoto, 0.49; 
Mercury, 0.36; Lincoln, 0.20; Edsel, 
0.19; Cadillac, 0.17, and Imperial, 
0.09. 


* * 


At THE corporate level, General 


* 


Motors lost 4.44 percentage | 


points and Chrysler Corp, was 
down 4.91. 

On the other hand, AMC gained 
2.57 percentage points; Ford Mo- 
tor Co, climbed 1.95 points, and 
S-P was up 1.43. 

March new-car registrations 
totalled 496,717, a gain of 23.9 per- 
cent over the 400,763 counted in the 
1958 month. 

As in the full-quarter compari- 





Imports Soar 


To New Highs 


March Push Sends 
Volume Near 49,000 


(Continued from Page 1) 
cent of all new-car sales in March, 
compared with the year’s previous 
high of 9.47 percent in February. 
* * * 


ENETRATION was the best 

since the 10.56 percent scored 
last November. Record one-month 
penetration is 11.96 percent 
achieved in October, 1958. 

Imported-car penetration in the 
first quarter was 9.32 percent, 
compared with the previous rec- 
ord high of 5.89 percent in the 
first quarter of 1958. 

Every one of the makes listed in 
the Top Ten imports soared to new 
heights in sales for both the month 
and the quarter. 

Volkswagen maintained its lead 
over Renault at about the same 
ratio as in previous months this 
year (Renault sales were 73.4 per- 
cent of VW’s in January, 72.6 per- 
cent in February and 73.3 in 
March). 

But English Ford found itself 
pushed closely by Simca for No. 3 
ranking in March. 

Simca, given a sales push by 
Chrysler Corp. dealers who found 
themselves short of domestic-built 
units, came within 305 units of dis- 
lodging English Ford from its long- 
held third place. 

Opel. Fiat and Hillman continued 
their No. 5. 6 and 7 rankings, re- 
Spectively, but Triumph displaced 

all as eighth-best seller. 

Volvo continued as No, 10 among 
the imports. 

MG and Metropolitan, among the 

Ten a year ago, have been re- 
Placed by Vauxhall and Volvo. 
—Rosert M. Lienert 





Import-Car 
Registrations 


_Imported-car registrations for 
ree months: 








1 

Make ~ 
22,647 Volks. 18,652— 1 
16,548 Renault 7,448— 2 
10,287 Eng. Ford 5,453— 3 
8,769 Simca 2,883— 5 
8,216 Opel 2,420— 9 
8,094 Fiat 2,649— 7 
6,432 Hillman 3,228— 4 
4,864 Vauxhall * 
4,711 Triumph 2,449— 8 
4,344 Volvo ? 

MG 2,156— 6 

Metro 2,250—10 





29,952 All Others 15,580 
Total All Makes 


124.004 65,768 
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Up 20 Pet.; 
Shy of 6-Million Pace 


(Continued from Page 1) 


sons, the March total trailed 1957 
and 1956 by healthy margins. 
| Imported-car registrations in 
|March were up 85.9 percent over a 
| year ago, while domestic units 
showed an increase of 19.6 percent. 
* * * 
ORD led Chevrolet in March, 
122,020 to 119,992—the first 
month this year that Chevrolet has 
yielded the No. 1 spot. For the 
three months, however, Chevrolet 
remained in front, 333,041 to 322,019. 

Ford, Pontiac, Rambler and 

Studebaker pushed their sales 

penetration to the year’s greatest 
depth during March. 

The month found penetration at 
the year’s lowest for Chevrolet, 
Oldsmobile, Buick, Cadillac, Mer- 
cury, Edsel and Lincoln. 

Makes showing an improvement 
over the previous month included 
Plymouth, up 0.40 percentage 
points; Rambler, up 0.37; Dodge, 
0.30; Ford, 0.14; DeSoto, 0.06; Pon- 
tiac, 0.06; Studebaker, 0.04; Chry- 
sler, 0.02, and Imperial, 0.01. Mis- 
cellaneous makes were up 0.39. 

Chevrolet slid most sharply of 
all makes from February to March, 





giving up 0.97 percentage points. 
Buick was down 0.35 points; Cad- 
illac, 0.20; Oldsmobile, 0.10; Edsel, 
0.09; Lincoln, 0.06, and Mercury, 
0.02. 





At the corporate level, Chrysler 
Corp, was up 0.79 percentage points 
over the previous month, while 
AMC gained 0.37 and S-P advanced 
0.04. Both AMC and S-P hit highs 
for the year. 

GM’s share dropped 1.56 percent- 
age points during the month to the 


year’s lowest level and Ford Motor | 


was down 0.03. 








Sales Score 


For March 


March: 

1959 1958 
Pos. Make Pos. 
1—122,020 Ford 86,568— 2 
2—119,992 Chevrolet 109,170— 1 
3— 32,342 Pontiac 21,404— 6 
4— 31,980 Olds. 28,555— 4 
5— 27,449 Rambler 12,237— 8 
6— 26,115 Plymouth 33,738— 3 
7— 22,689 Buick 24,566— 5 
8— 12,981 Cadillac 11,974— 9 
9— 12,897 Mercury 12,633— 7 
10— 11,651 Studebaker 3,319—13 
11— 10,473 Dodge 11,630—10 
12— 4,599 Chrysler 5,720—11 
13— 4,187 Edsel 3,320—12 
14— 3,617 DeSoto 4,641—14 
15— 2,657 Lincoln 2,919—15 
16— 1,480 Imperial 1,372—16 
49,588 Misc, 26,997 
Total All Makes 
496,717 400,763 


Further details on Page 60. 
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New-car registrations for | 


Israel Introduces the Sabra— 


as a delivery van. 
deliver 35 miles per gallon. 








Israel's entry in the economy-car field in the U. S., the Sabra, is shown here in 
the station wagon version. Built by Avto Cars Co. of Haifa, the Sabra also is offered 
The four-cylinder Sabra has a fiberglass body and is said to 





By David G, Watson 
Staff Correspondent 

INDIANAPOLIS. —Indiana is 
giving way on its moratorium on 
the purchase of new cars, accord- 
ing to Clarence T, Drayer, State 
purchasing and supply director, 

He said it is impossible to 

forestall any longer the purchase 
of badly needed patrol cars for 
the State Police. 

He also said the State now has 
1,907 cars which are more than five 
years old and which are costing 
the taxpayers too much to operate 
in return for the benefit derived. 

Drayer declared the moratorium 
on State car purchases last Decem- 
| ber after manufacturers eliminated 
discounts formerly allowed to Gov- 
| ernment agencies. The cost per unit 





New Cars Still Held in Need of Polish... 
Waxes Not Waning 


DETROIT.—Acrylic and super} 


enamel finishes of the modern car 
need to be protected almost as 
much as the finishes on older cars, 
Dr. J. V. Steinle, research and de- 
velopment vice-president of John- 
son’s Wax, said here last week. 

Steinle said that although Gen- 
eral Motors claims that its acrylic 
finish will retain its luster with- 
out polishing and Ford and Chry- 
sler say their new super enamel 
will never need to be waxed, tests 
show that both will chalk. 


Oklahomans Pay 
Tribute Tuesday 
To Monroney 


DETROIT.—Senator A, S, Mike 


Monroney, Oklahoma Democrat, 
will be honored by the Oklahoma 
Automobile Dealers Assn. at .a 
dinner tomorrow night (May 19) in 
the Skirvin Hotel, Oklahoma City. 

Roy Tant, OADA secretary- 
treasurer, said 300 dealers from 
all over the state will salute “the 
man who has done more for the 
retail automobile industry than 
any other individual.” 

Monroney was a sponsor of the 
price-disclosure bill which was en- 
atced last year and is chairman of 
the auto marketing practices sub- 
committee of the Senate Interstate 
and Foreign Commerce Committee, 
which has conducted hearings on 
various phases of auto retailing. 

Conferences on business manage- 
ment will highlight conventions 
being held this week by state dealer 
groups in Boise, Id.; Albuquerque, 
N. M.; Salem, Ore., and Fort Worth. 

Conventions in early June have 
been scheduled by the Pennsylvania 
Automotive Assn, at the Bedford 
Springs Hotel, Bedford, June 4-5, 
and by the Delaware Automobile 
Dealers Assn. June 8 at the Hen- 
lopen, Rehoboth Beach. 

Financial management will be 
discussed at a “Rally Day for 
Profits” to be held by the Phila- 
delphia Automobile Trade Assn. 
June 23. 


Furthermore, he said, these sur- 
|faces can be damaged by calcium 
| chloride, road tar, insects, tree sap, 
chemicals from factory chimneys 
and other foreign matter. 


Steinle said that although no-wax 
claims were made in the different 
companies’ advertising, owner 
manuals put out by the same com- 
panies recommend that customers 
wax or polish their cars regularly 
to help protect the surface, 

Steinle told a news conference 
here that the Johnson laboratory 
staff for three years had been con- 
ducting tests on panels finished 
with both acrylic lacquers and 

super enamels. 

He said the tests substantiated 
the claims that the new finishes 
are superior to the old. 

“However,” he said, “they also 
reaffirmed the advantages of 
waxing both for appearance and 
protection. 

“Gloss meter readings showed 
that the gloss of the acrylic lac- 
quers is lower to begin with than 
that of conventional nitrocellulose 
lacquers, Although waxing im- 
proved the gloss of both types, the 
acrylics need the boost more.” 








Sales Score 
For Imports 


Imported-car registrations for 
March: 





1959 1958 
Pos. Make Pos. 
1— 8,739 Volkswagen 17,557— 1 
2— 6401 Renault 2,985— 2 
3— 3,986 English Ford 2,289— 3 
4— 3,681 Simca 1,126— 5 
co ie Opel 967— 9 
6 Fiat 1,047— 8 
i— 2,489 Hillman 1,304— 4 
8— 1,951 Triumph 1,048— 7 
9— 1,731 Vauxhall * 
10— 1626 Volvo * 
* MG 1,055— 6 


* 


Metropolitan 930—10 
11,979 All Others 6,015 
Total All Makes 


48,926 26,323 
* Not in Top Ten, 





|to taxpayers went up $400 to $450, 
| Drayer said. 

Despite the firm resolve not to| 
buy, the wear and tear on patrol | 
cars already has forced Drayer into 
the market for one lot purchase. 
He said another purchase order is 
coming up. 

He reported these developments 
to Gov, Harold W. Handley after 
a trip to Detroit and a conference 
with representatives of the Big 
Three. 

“I don’t believe they are going to 
change their minds,’ Drayer said. 
He told the governor that the 
manufacturers knocked off the dis- 
counts for three reasons. 

They are: 

1. Discounts harm the industry 
as a whole by upsetting the pricing 
structure. 

2. The public does not under- 
stand the discount setup and be- 
comes confused about prices, Pri- 
vate buyers often demand the same 
discount. 

3. State governments upset the 
used-car market by resale of their 
used cars. 

Drayer discounted the validity of 
the arguments, He noted that the 
Federal Goverment still gets the 
reduced price. 

Besides the need for police cars, 
Drayer said there is another reason 


Six Million Sales 
Almost Assured, 


Hitchings Thinks 


ATLANTIC CITY, N. J.—Likely 
continued expansion in the nation’s 
economy for the rest of 1959 indi- 
cates the auto industry will achieve 
an earlier-predicted sales total of 
six million units, including imports, 
a Ford Motor Co, economist said 
here. 

George P. Hitchings, manager of 
Ford’s economic analysis depart- 
ment, who predicted at the end of 
1958 that this year’s sales would 
return to the six-million level, also 
said recovery in general business 
had boosted the new-truck market 
back to 1956-57 levels. 

Addressing a convention of the 
Maryland Bankers Assn. on the 
general business outlook, Hitchings 
said that although a temporary 
levelling off in the economy may 
occur in the third quarter, due to 
present inventory building of steel, 
the overall trend is upward. 

“Activity in the steel industry is 
currently abnormally high,” he 
said, “as consumers attempt to 
protect against a possible strike.” 

Steel production will drop in the 





third quarter close to current con-|°* 


sumption rates even if a _ strike 
does not occur, he added, and the 
related drop in payrolls and profits 
dependent on steel production also 
will act as a drag on the total 
economy. 

“Most encouraging,” Hitchings 
pointed out, “is the rising trend in 
business expenditures for new plant 
and equipment from the sharply 
reduced levels reached in mid-1958. 
The earlier dramatic upsurges— 
such as residential construction, 
Federal government spending, 
change in business inventories, and 
consumer buying of cars—have 
either levelled off or are rising 
more slowly.” 





Indiana Yields on New-Car Buying 


why the State now must go ahead 
with purchases. 

“We have 1,907 cars which are 
five years old or more,” he said, 
“and some have nearly 100,000 
miles on them, Of the 4,038 ve- 
hicles of all types, only 57 are 
1959 models.” 

Drayer said the old vehicles cost 
the taxpayers too much for the 
benefit derived. He said he recom- 
mends that cars be replaced when 
three years old or when they have 
been driven 35,000 miles, whichever 
occurs first. 

Drayer said the State bought 896 
cars last year. 


Dealers Support 
Steel Promotion 
In Alabama 


BESSEMER, Ala. — Automobile 
dealers joined other merchants, 
civic officials, unions, newspapers 
and radio and television stations 
in a three-day salute to the steel 
industry and its workers in Bes- 
semer, Ensley and Fairfield, Ala. 

The promotion, called the “Steel- 
mark Days,” was a pilot-testing of 
a U. S. Steel marketing project to 
make everyone in steel plant com- 
munities conscious of the economic 
importance of local steel produc- 
tion. 

Among the promotional] activities 
of dealers in saluting the “Men of 
Steel” were a drawing for a 1959 
Plymouth, a one-ring circus staged 
by Dave Kirksey Motors, Inc. 
(Dodge-Plymouth), Bessemer, and 
an offer of 10 free vacations by 
Brownell Pontiac, Ensley. Three of 
the vacations were available regis- 
trants, and the others went to the 
first seven families buying new 
cars during the celebration. 

“This promotion was a tremend- 
ous success,” Dave Kirksey said. 
“We attracted so many people dur- 
ing the event that we were unable 
to deliver cars.” Other merchants 


reported sales increases of 22 to 
69 percent during the promotion. 
0 Tee 


A Steel Promotion— 


A pretty volunteer dolls up a new 
Ford at Long-lewis, Bessemer, Ala., for 
“Steelmark Days,” a three-day promotion 
saluting workers in the three steel com- 
munities of Bessemer, Ensley and Foair- 
field, Ala. 
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Now You Can Get 
Bigger Insurance 
Profits 


Today, dealers are discovering that the 
real profit from selling cars comes from 
self- and retrospective collision 
as well as prepaid credit life and A & H 
insurance. A source of income, 
which grows and grows, is the reserve 
enjoy: from time selling. Why pass 
your profits on to other finance and in- 
surance when you can start 
your own? 


Authoritative 136-page book ‘‘How to 


raise cash fo finance and insure your 
automobile time sales’’ covers all angles. 
This book is worth many thousands of 
dollars. Written by authorities who have 
hed more than a quarter century of 
experience! No dealer who plans to 
stay in the automobile business can 
overlook self-finance and retrospective 
insurance income. 


Free with this introductory order—aAvu- 
thoritative ‘Skip Manual.” Trace “‘skips”’ 
easily. Save money! Cut waste motion! 
Plus pamphiet with a straight forward 
explanation of a new method of obtain- 
ing immediate cash when additional 
working capital is required. 

All for only $10.00. 


Farrand Publications, Inc., 103 W. 5th, 
Royal Oak, Michigan. 








Here’s ALL YOU NEED to 
REPAIR your HYDRAULIC JACK! 
s 


HYDRAULIC 
JACK REPAIR KITS & JACK OIL 
Save Money—try a Jack-Pack! 
No more big jack repair bills. 
No more high freight charges. 
No more long tie-ups 


of equipment. 
jack j WRITE FOR FREE FOLDER 
ORDER FROM Pe ck 
2115 N. MARIANNA AVE. 
YOUR JOBBER ! LOS ANGELES 32, CALIF. 





DO YOU HAVE 


TOO MUCH MONEY 


TIED UP IN YOUR 
CAR LEASING OPERATION 


Cars Unlimited’s liberal long- 
term leasing plan will save you 
money, save you worry, make 
available to you our vast credit 
facilities and experience. Here is 
an opportunity to free your non- 
working frozen equities. We will 
loosen this money so that you 
will do a lot more business for a 
lot less money, have no credit, 
insurance or other operating 
problems. 
CALL, WRITE OR WIRE TODAY 


for complete details and figures 
No obligation 


ont? MESIMIre, 


SOnmonatio™ 


108 SOUTH FRANKLIN AVENUE 
Valley Stream, N.Y.eLOcust 1-2299 





DEFIANCE - OHIO 
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The Man Behind the Wheel. . . 











Sales Testing the Simca 


(Continued from Page 8) 


ing system adequate for either 
extremes of cold or heat. 


The instruction manual mentions 
a radiator cover which may be 
used in cold weather to increase 
the amount of heat. I looked for 
it in our test car but didn’t find 
the panel, so I can’t tell you how 
well it works. 

By the way, if you don’t get any 
heat, be sure to check the water 
valve on the engine block. It could 


be shut off. 
* + * 


Plenty of Legroom 


geen quality of this Simca 
borders on the stiff side. It has 
good sway control and shock ab- 
sorbers tie the sedan down beau- 
tifully. This is not luxury trans- 
portation, rather a good solid ride 
with slightly more pitching than 
some other imported cars we've 
driven. 

The seats are well done with 
comfortable rolls in front. Floors 
are dropped about four inches 
which gives plenty of foot and 
legroom. There’s an arm rest on 
each door, and regulators are 


sufficiently far forward to be out! 


of the way. 

An interesting interior feature 
is perforated headlining which 
allows sound to travel through 
tiny holes to sound conditioning 
material underneath the roof. 
There it is absorbed to reduce 
noise inside the car. 

There’s a modest package shelf 
back of the rear seat and two sun 
visors in front. Incidentally, I 
would suggest that in your demon- 
stration, you turn the sun visors off 
to. the side against the head lining 
over each door, You'll expose more 
of the upper windshield area, help 
your tall prospects and prevent 
them from hunching too much, 

+ - 7 


28 Miles Per Gallon 


| pnense economy with the Simca 
proved amazingly good. With 
my style of driving, which is usu- 
ally as fast as traffic will let me 
go (and occasionally a little faster), 
we got 28.21 miles per gallon for 
nearly 500 miles of city driving. 
We used no oil, no water and no 
air. 

I did notice that in filling the gas 
tank, there was a tendency for it 
to spill before the shut-off nozzle 
of the pump would work. You 
might caution prospects to order 
what fuel they need, rather than 
have the attendant try to fill the 
tank and spill half of it outside the 
car. 

You'll find the hood latch 
underneath the simple and easily 
replaced radiator grille. Plus a 
secondary spring latch to keep 
the hood in a safety position, The 
engine is wide open for any type 
of servicing, and in this boy’s 
greasy-fingered opinion it’s one of 
the easier-to-reach engines. 

There are all sorts of adjustments 
for pedal linkages on the left side 
where you'll find the distributor, 
fuel pump and oil dip stick, The 
oil filler cap mounted on the over- 
head-valve cover, can be loosened 
in either direction. 

Unless your service station at- 
tendant is familiar with it, I'd sug- 
gest telling him that it can be 
tightened too far and left loose. 

* oe + 
Hood Opens Wide 

RAKE-FLUID reservoir, ignition 

coil and water jug for wind- 
shield washers are mounted high 
on the fire wall. As are the fuses 
and, of all things, the wheel lug 


nut wrench. On the right side of| : 
is the 


the 
jack. 
And bless Simca for one thing: 
The hood opens sufficiently wide to 
get under and do a little checking 
without tearing your clothes to 
pieces, There’s some undercoating 
on the bottom of the hood, but no 
doubt a good fat chunk of fiberglass 
would help out the noise situation. 
The trunk is key opening with 
a spring-loaded lid that holds it- 
self way up out of the way. The 
luggage floor is flat and covered 
with rubber underneath which 
you'll find the spare tire. 
Body service on a Simca would 
seem to be on the inexpensive side. 


engine compartment, 





Although of unit construction, there 
are plenty of break points and 
areas in which panels could be 
split off and replaced. Even the 
doors are hung on brackets which 
could be removed by drilling out 
the spotwelds. 

The owner’s manual with the 
Simca is fairly complete in its 
translated fashion, There may be 
some questions about the recom- 
mendation of a single lubricant so 
it might be a good idea to provide 
your customers with a list of other- 
brand equivalents available in the 
U. S. 


* * * 


Tips for Salesmen 


—— the most pleasant 
news is that lubrications are 
required only every 1,250 miles. The 
chart at the back of the book de- 
tails these as well as a 6,200-mile 
maintenance which goes over the 
car in fairly close detail. 

The shop manual is apparently 
an American translation of the 
French maintenance book, Some of 
the drawings still carry French 
nomenclature adjacent to which is 
an English translation, This is not 
a book for an apprentice, as it 
presumes the mechanic has a good 
deal of experience in working with 


| imported cars. 


However, there’s plenty of in- 
formation. All it takes is enough 
time to find it. The book is 
assembled in the same fashion 
as all Chrysler shop manuals. 
Before getting too deep into sell- 
ing Simca, there are a few things 
worthy of more than usual atten- 
tion. In the first place, this car is 
not finished with all the high- 
quality detailing evident on some 
imports. Accordingly, trying to sell 
it on eye appeal alone may result 
in comparison-shopping disaster. 
With a prospect in the car, go 
easy on asking him to open the 
ash tray. It’s pretty hard to work, 
and there could be a busted finger- 
nail on the digit of a decision- 
making woman. Rear-view mirrors 
distort badly (there’s an opportu- 
nity for an accessory here). 

* 


Appeals to Young and Old 


HE hood does not latch if you 

just drop it. The operator’s 
manual is specific in that it must 
be pushed to latch, which of course 
makes a good selling point for 
quality, Instead of slamming—you 
close it. 

There’s a lot of plastic inside a 
Simca which makes either a good 
or a bad selling point depending 
upon your customer’s preferences. 
In checking Simca owners, we 
asked one man what he didn’t like 
about his third Simca. His answer: 
“They're so darn satisfactory, it’s 
hard to find much wrong with 
them.” 

On the upbeat side, there’s a 
lot of selling points in this car. 
For the younger person, it has 
plenty of performance to make 
everyone happy. It scoots away 
from the stoplights like a fright- 
ened rabbit and runs down the 
highway as though in a hurry. 

It handles and brakes well which 
is reason enough to stress per- 
formance to a good many of your 
prospects. Older persons will like 
the comfortable seats, the ease in 
getting in and out of reasonably 


wide doors and all the little con- 
— 2 «6 





Inside the Simca— 


The Simca is small but comfortable. 
Floors are dropped about four inches, 
which gives plenty of legroom. There is 
an arm rest on each door, and the regu- 
lators are far enough forward to be out 
of the way. 


| Aronde 


venience features—such as a single 
control for heater and defroster 
and two glove boxes. 


You may want to mention that 
all four gears of the transmission 
should be used. I found that shift- 
ing from first to second at 25, to 
third at 40 and to high at 65 gave 
maximum acceleration. 

ob * + 


Wide Selection of Models 


ANOTHER thing about the Simca 

that seems worthy of selling is 
the trunk. It’s almost eight cubic 
feet in size, most of which is usable. 
The spare tire is out of the way, 
and the interior of the wheel wells 
are finished. 

On the quality kick, you might 
want to consider mentioning the 
bumpers which can be replaced 
section by section. ; 

Show the prospect that edges of 
all sheet metal are finished, which 


means no cut fingers during wash- | 


















Hood Opens Wide— 


The Simca hood opens wide, allowing 
the owner to do a little checking withoy 
tearing his clothes. The engine is a foyy. 
cylinder, four-cycle overhead valve ynij 
that displaces 78.7 cubic inches and de 
velops 48 horsepower at {800 r.p.m, 


and-polish sessions. There's a big 
selection here with convertibles 
hardtops, station wagons and ge. 
dans to interest ’most any cus. 
tomer, 

And at its price, it is certainly 
one of the most competitive pack. 
ages on today’s import market, 





Fairbanks Dealers Battle 


—.. 


City Tax on Tradeins 








FAIRBANKS, Alaska.—On the 
basis of an Illinois court decision, 
auto dealers here may be excused 
from collecting sales taxes on the 
value of traded-in cars. The City 
collects 2 percent on all retail sales. 

The Fairbanks City Council has 
been considering a new sales tax 
ordinance which would be more 
inclusive than the existing code. 
Revenue derived from the sales 
tax would be used for capital im- 
provements. 


Jim Messer, of Aurora Motors 
(Cadillac-O lds mobile - Pontiac- 
GMC), asked the council to amend 
the ordinance, while it was in sec- 
ond reading, to exclude the value 
of traded-in cars from the tax on 
new cars. 


He cited the ruling of the Cir- 
cuit Court of Cook County, IIL, 
which enjoined the State of Illinois 
from collecting the use tax on the 
value of traded-in tangible personal 
property. 

Messer explained that while the 
ruling would affect appliance, fur- 
niture and other types of sales 
where tradeins are accepted, auto- 
mobiles are among the few prod- 
ucts that have resale value. 


He noted that auto dealers in 
Fairbanks are among the largest 
collectors of sales taxes in the city. 
Eliminating the tax on tradeins 
would put the Fairbanks dealers in 
a better competitive position with 
dealers in Anchorage, where there 
is no city sales tax, he said. 


Customers at Fort Greely and 
Big Delta, 100 miles south of here 
on the Richardson Highway, and 
at Tok, 200 miles south on the 
Alaska Highway, would find it as 
convenient to buy their cars in 
Anchorage as Fairbanks, for the 
savings in taxes. 


Messer also would exclude from 
the local sales tax, sales where de- 
livery is made “outside.” Most of 
these sales are to military person- 
nel rotating out of Alaska after 
tours of duty here. Many sales are 
made to local residents who wish 
to pick up new cars in Seattle. 


The Fairbanks dealer received an 
explanation of the Illinois case 
from Willard Ice, supervisor of 
rules and regulations for the State 
of Illinois Department of Revenue. 


Ice said the department would 
acquiesce to court ruling on the 
exclusion of traded-in personal 
property from the use and there 
would be no appeal to the Supreme 
Court by the state. 

However, Ice said, the Circuit 
Court provided the state should 
retain the use tax which it had 
collected on the value of trade- 
ins received by sellers in sales 
made from Aug. 1, 1957, through 
March 8, 1958, and directed that 
any money which had been paid 
under protest in connection with 

the case should be transferred to 
and deposited in the state’s gen- 
eral fund, 

Ice said the court’s order was 


not retroactive, so no refunds COUN | eer 





be made where the use tax had 
been collected on the value of 
traded-in cars. 


Popovic May I Face 
Grand Jury in 
No-Title Fiasco 


CLEVELAND.—Cuyahoga County 
Prosecutor John T. Corrigan is 
preparing for grand jury action 
against N. J. Popovic, whose auto- 
motive troubles extend from the 
prosecutor’s office to Common Pleas 
Court to the Federal bankruptcy 
receiver. 

Popovic, who headed a Chrysler- 
Imperial-Plymouth dealership prior 
to Apr. 17, failed to give titles t 
car buyers. The maximum penalty 
for failing to provide a title in 
three days is a $5,000 fine and one 
to five years imprisonment. 

On the civil side, 18 confused buy- 
ers, some of whom paid cash, hope 
a way will be found for them to 
keep their cars. Common P]eas 
Judge John V. Corrigan hopes 80, 
too, The titles are held by Mutual 
Finance Co. 

Mutual wants either the cars or 
its money. At present, the buyers 
have possession of the autos under 
a court restraining order. In some 
cases, Mutual did both the whole- 
sale and retail financing on Popo 
vic cars. Mutual claims Popovic 
owes it $116,173. 

Meanwhile, Theodore Spilka, Fed- 
eral bankruptcy receiver, said some 
dealership records are missing. 
They reportedly are records of 
cash downpayments made to Pope 
vic salesmen for cars that never 
were delivered. ; 

The dealership was forced into 
bankruptcy Apr. 23 when three 
creditors asked Federal Bankruptcy 
Court to appoint a receiver. 

The dealership closed Apr. 1% 
Mutual Finance says it reposs 
Popovic’s unsold cars that day aftet 
being informed by the dealership 
general manager that Chryslef 
Corp. had cancelled the franchisé 
Chrysler says it has a letter from 
Popovic, dated Apr. 17, in which he 
resigned his franchises. 
$$ 


Strauss Favors Switch 


To Metric Measurement 


WASHINGTON. — Commerce 
Secretary Lewis Strauss will ask 
the Bureau of Standards to a& 
semble information and methods 
of switching the U. S. to the 
metric system of measurement. 

“I have long been convinced 
that the U. S. ultimately must 
shift to the metric system 
Strauss told the American Phys- 
ical Society. He said it w 
make daily measurements more 
accurate, reduce bookkeeping 
computational requirements 
facilitate international trade and 
aid programs. 
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One Dealer Is Struck ... 


Wage Talks Continue 


In Pittsburgh Shops 


By Frank Gawronski 
Staff Writer 


ABOR news from dealerships 
L around the country was high- 

ted last week by a report from 
Pittsburgh that wage talks were 
continuing between five members 
of the Allegheny County Auto Deal- 
ers Service Assn, and the Automo- 
tive Mechanics Local 1060. 


Although contracts have expired, 
no strike action is 
indicated, About 120 
mechanics are in- 
volved. 
However, 34 shop 
employes have 
walked off the job at Kenny Ross 
Chevrolet, Inc., which does not 
belong to the association. 


Ray Gries, union business 
agent, said the independent ga- 
rage was struck by the workers 
after they rejected a two-year 
offer providing for a nine-cent 
hourly raise each year. 


Shop employes at seven other 
independent garages continued to 
work, according to Gries. 


Gries said association members 
include Miller Chevrolet, Murdock 
Chevrolet, Hoebler Chevrolet, Pan- 
kopf Ford Sales and Hill Top Mo- 
tors (Ford). 


Gries said the association offered 
a two-year agreement calling for 
an immediate 10-cent raise and 
eight cents next year. 


In other dealership labor news, 
mechanics, bodymen and their ap- 
prentices voted 4-to-0 against rep- 
resentation by Machinists Lodge 
71, and parts men and porters 
voted 3-to-0 against Teamsters 
Local 731 in National Labor. Rela- 
tions Board elections at Berwyn 
Motor Sales, Inc., Berwyn, IIl. 


* * * 


ST. PETERSBURG, Fla., parts 

and service employes at Rubel 
& Smith Motor Co. (Dodge-Plym- 
outh) voted 21-to-15 against union 
representation by the United Auto 
Workers Union in a NLRB con- 
ducted election. 

In Walla Walla, Wash., the 
NLRB has ordered a representa- 
tion election among all employes 
who are engaged in the main- 
tenance, repair and service of 
automotive and truck equipment 
at Moore Buick Co, The workers 
will vote for or against Machin- 
ists Lodge 1361. 

In another NLRB election, all 
new and used-car salesmen, includ- 
ing sales managers, at Nichols 
Bros., Inc. (Rambler), St. Peters- 





A Salute to Alaska— 


Counting noses takes some doing on the 

8-foot totem pole at the Rotunda, Ford 

Co.'s exhibits building in Dearborn. 

Making @ good try is Camille Saunders 

@# Dearborn. The totem pole is part of 

{ Alaskan scene in the center court of 

the Rotunda. The largest single display in 

history, the Alaskan scene in- 

@ backdrop 125 feet wide, a moun- 

50 feet high and a 20-foot waterfall. 

exhibit will be the central display of 

: unda summer show, “New Adven- 
Wes on the American Road.” 


burg, Fla., will vote for or against 
representation by Local 46, Inter- 
national Production, Maintenance & 
Operating Employes, Independent. 

Meanwhile, the strike by 200 me- 
chanics against new-car dealers in 
Cleveland and the _ surrounding 
Cuyahoga County entered its third 
week. 

The mechanics, members of Ma- 
chinists Lodge 1363, walked off 





Make-Ready Costs $22.55 
Per Unit, NADA Says 


WASHINGTON, — Preparation 
and delivery cost the average 
dealer $22.55 per unit retailed in 
the first quarter, according to 
figures in the NADA Business 
Management Survey. 

Cost of salesmen’s salaries and 
commissions averaged $98.71 per 
unit, compared with $113.74 per 
unit in the 1958 quarter, Cost of 
preparation and delivery was not 
broken down a year ago. 
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their jobs after rejecting a two- 
year contract proposal. The dispute 


is centered around wages. 
+ * + 


7 THE steel industry, union and 
company negotiators seeking a 
new labor contract met in New 
York last week without making any 
apparent progress. 

The eight negotiators, four 
from each side, refused to com- 
ment on their meetings. Inasmuch 
as they had made a firm promise 
to keep the public informed of 
any progress, their silence indi- 
cated that they made no prog- 
ress. 

A two-day recess was called last 
week so the industry could study 
a union proposal calling for reduc- 
tion of the present 40-hour week to 
an average 38 hours in order to 
reduce unemployment. 

a * + 
| peed leone a top industry 
spokesman said that “the steel 
industry has one proposal and only 
one proposal to make to the union: 
A one-year contract extension.” 

“We are trying to get through 
to the union that we are not jok- 
ing,” the spokesman said, “The 


industry is firm in the belief that| 


employment costs must be held in 
line this year at all costs.” 

The United Steelworkers have 
demanded “substantial” wage in- 
creases and other contract improve- 
ments. The steel contracts expire 


| midnight June 30. 





Chrysler Dealer Council 
Plans Meeting for June 1-3 


WHITE SULPHUR SPRINGS, 
W. Va.—The sixteenth semiannual 
meeting of the National Chrysler 
Dealer Council will be held here 
June 1-3, J. T. Condon, director of 
dealer relations of the Chrysler and 
Imperial division, announced. 


The session is being held fol- 
lowing meetings of 18 regional 
Chrysler dealer councils. Reports 
of the regional councils will be 
received by the national group 
and presented to executives of 
the division and Chrysler Corp. 


The national council will meet 
in committees June 1 to review 
regional council reports. On June 
2, the entire council will meet as 
a body to consider the reports and 
determine the subjects to be re- 
viewed with division and corpora- 
tion officials at a joint meeting the 
following day. 

Corporation officials expected to 
attend include: Byron J. Nichols, 
automotive sales group vice-presi- 
dent; C. L. Jacobson, dealer rela- 
tions vice-president; E. C. Quinn, 
general manager of Chrysler Mo- 
tors Corp.; C. E. Briggs, general 
manager of Chrysler and Imperial 
division; H. E. Chesebrough, gen- 
eral manager of Plymouth division, 
and E. M,. Braden, director of 
Chrysler and Imperial sales, Chrys- 
ler Motors Corp. 

Division officials who will at- 
tend are R. M. Rodger, chief en- 
gineer and director of product 
development; J. C. Cowhey, direc- 
tor of advertising and sales pro- 
motion; C. Y. McClure, director 
of service, and Condon. 

Members of the national council 
and the regions they represent are: 

E. T. Brooks, Jacksonville, Fla., 
Atlanta region; Fred F. Cain, Wil- 
mington, Mass., Boston region; 
H. W. Simmons, Charleston, S. C., 
Charlotte (N. C.) region; C. L. Du- 
quaine, Madison, Wis., Chicago re- 
gion; Maurice Perkins, Louisville, 
Cincinnati region; Clifton Dennard, 
Dallas, Dallas region. 

D. J. Barrett, Detroit, Detroit re- 
gion; Lee A. Marshall, Salina, 
Kans., Kansas region; Lloyd Gregg, 


Auto-Lite to Close 


Wisconsin Plant 


LA CROSSE, Wis.—Electric 
Auto-Lite will close its automotive- 
parts plant here permanently on 
July 3, according to F. A, Wistert, 
industrial relations vice-president. 

He said the decision was due to 
a shrinking market and the “labor 
climate in La Crosse.” The firm, 
which has plants throughout the 
nation, was struck by union work- 
ers. earlier this year. 

The firm is one of the city’s 
largest employes, providing jobs for 
about 1,200. 


North Hollywood, Calif., Los An- 
geles region; E. J. Craigo, Jackson, 
Miss., Memphis region; William 
Hirsch sr., Minneapolis, Minne- 
apolis region; Paul W. Lawall, 
Ridgewood, N. J., New York region. 
F. H. Gehman, Emmaus, Pa., 

Philadelphia region; T. E. Cham- 

bers, New Castle, Pa., Pittsburgh 

region; M. F. Brotherton, Walla 

Walla, Wash., Portland (Ore.) 

region; Allan P. Stuart, Wood 

River, iL, St, Louis region; Jack 

L. Hunt, San Rafael, Calif., San 

Francisco region, and Hamilton 

Lamont, Buffalo, Syracuse region. 

Members-at-large are George 
Harger, Los Angeles; C. J. Thomp- 
son, Pittsburgh; D. L. Blaushild, 
Cleveland; Harold A. Barnett, Min- 
neapolis, and Eziel Koeppel, Ja- 
maica, N. Y. 
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=MAKES THE BIG 
/ DIFFERENCE 
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Resin-weld* 


OIL 
FILTERS 


* THE ONLY FILTERS THAT 
COMPLETELY REMOVE 
' BOTH SLUDGE AND ACIDS! 


————— 


Of course, there are other big differences in 
LEE FILTERS that set them completely apart 
from all others. They feature ONE-PIECE 
CONSTRUCTION — BUILT-IN NEOPRENE 
CENTER POST SEALS — MULTI-FLOW PER- 
FORATED CENTER TUBE OUTLETS — TOP AND 
BOTTOM PLATED FINISH STEEL CAPS — 
PLATED FINISH STEEL SHELLS (there’s no 
paint to dissolve and contaminate the oil) — 
FULL-FLOW UNRESTRICTED BODY SHELLS as 
many as 3,000 inlet and outlet apertures) 
— HEAT-TREATED AND CURED ACCORDION- 
PLEATED, RESIN-IMPREGNATED, FULL-FLOW 
ELEMENTS and the famous FERIDIUM* ANTI- 
ACID ANODE CATALYST! 


Lee Resin-Weid* Filters conform to functional 
standards set by SAE, U.S. Army Procurement, 
Fort Belvoir Research and Development and ini- 
tial equipment requirements of car manufac- 





LEE FILTERS are available in plain 
cartons with YOUR factory part 
number or in the nationally advertised 
LEE package. 










“Discardit"’* “Micralytic’’* tuters. See your Expeditor Distributor. 
LEAK-PROOF Element FLAME-PROOFED 
with the Element 
Feridium* Anode! for Carburetors! 





*Feridium, Resin-weld, Discardit and Micralytic 
are the Registered Trade Marks of Lee Filter Corp. 
Patents Pending. 


LEE FILTER CORPORATION 
North Arlington, New Jersey 










PLEASE YOUR 


No Welding—No 


LIFETIME SPARKLING STAINLESS STEEL 
A REPLACEMENT PANEL of stainless 


steel that can positively be installed in one 
hour. Just the thing for busy New Car 
Dealers, Used Car Dealers and Body Shops. 
Saves costly time and labor. 


CUSTOMERS with a 
beautiful panel of dazzling stainless steel 
on rocker panel sills. SAVES YOU BIG 
MONEY. The greatest aid to a body shop 
or car dealer ever invented. Large rust- 
proof “attach strips"’ underneath will cover 


ROCKER 
PANEL 
URL 





Painting or Color Matching 





long rusted out holes. The top moulding 
telescopes for the longest or shortest cars. 


GIVES NEW CARS THAT SUPER- 
DELUXE LOOK! Made of dazzling stain- 
less steel, with screws fastening on the 
bottom of the rocker panel. No screws 
visible. Only tools required are a drill and 
screwdriver. Anyone can install a pair in 
one hour! Four sizes, 2%, 3% and 4 inch 
widths fit 95% of all cars made 1949 
through 1959. 


Be Prepared for Those Rocker Panel Jobs ... With 4 Sizes Only! 





Buy from your local jobber, if he cannot supply, write to: 
GROBOSKI INDUSTRIES, INC. 


4344 S. WESTERN AVE., CHICAGO 9, ILL. 





AUTOMOTIVE NEWS, MAY 18, 1959 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 

Week Week Output, 

Ended Ended May, 

May 16, May 9, To 

1959 1959* Date 
AMERICAN MOTORS = 9,400 8,703 20,662 
6,628 15,749 
2,075 4,913 
19,491 42,895 
2,049 4,468 
1,166 2,578 
3,821 8,475 
315 846 
12,140 © 26,528 
39,444 87,306 
747 1,626 
33,352 74,202 
1,591 3,307 
697 1,422 
3,057 6,749 
64,523 137,870 
4,169 8,934 
3,387 7,425 
36,943 79,514 
9,022 18,802 
11,002 23,195 


dan. 1 
To 
May 16, 
1959 


161,155 
123,080 
38,075 
319,757 
32,484 
23,826 
72,179 
9,240 
182,028 
713,640 
19,391 
588,533 
28,360 
13,318 
64,038 
1,208,484 
115,046 
68,444 
673,101 
171,347 
180,546 


Jan. 1 
To 
May 17, 
1958* 


66,665 
49,755 
16,910 
239,402 
22,490 
15,054 
40,224 
6,369 
155,265 
465,427 
5,968 
381,264 
15,298 
12,732 
50,165 
965,020 
109,270 
59,609 
552,978 
144,234 
98,929 


Same 
Week, 
1958* 


4,559 
3,279 
1,280 
14,551 
123 
1,616 


CHRYSLER CORP. ...... 19,375 


Plymouth 
FORD MOTOR 


GENERAL MOTORS .. 64,362 


2,596 
27,003 
7,260 


Chevrolet 
Oldsmobile 8,974 
S-P CORP. 

Studebaker 


Total Cars, U. S.** ....135,289 87,407 


*Revised. 
**Totals for 1958 include Packard production. 


COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week Output, 
= © 
1959* Date 


2,602 6,592 12,630 71,491 


134,763 295,325 1,750,493 2,474,527 


Jan. 1 
To 
May 16, 
1959 


Jan. 1 
To 
May 17, 


Week , 
1958* 


1958* 


Pontiac Sets Record .. . 


Car Production Holds 


At Highest 


59 Rate 


(Continued from Page 1) 


and that in May weeks of last 
year. 

Working six days last week were 
nine Ford assembly plants and 
Chevrolet-F lint, Pontiac-Pontiac, 
Edsel-Louisville, and Rambler- 
Kenosha, 


* cd a 
See es working its Flint 
plant Saturday for the second 
consecutive week, turned out an 
estimated 36,300 cars to record its 
second highest outturn of the year. 
Chevy’s high for 1959 was recorded 
a week earlier, when it built 36,943 
cars. 
Ford division also had its sec- 
ond highest weekly outturn of 
cars last week as it rolled 34,943 
units from assembly lines, 1,430 
of which were Thunderbirds. 
Ford’s output of 34,943 units (in- 
cluding 1,591 T-Birds) the pre- 
vious week was a high for 1959. 
Only maker to record a peak for 
the year last week was Pontiac, 
which built on estimated 11,350. 
Pontiac’s former high of 11,002 
assemblies was set a week earlier. 
Last week also marked the second 
consecutive week that Pontiac has 
worked its home plant six days. 
* 


gel gains recorded on a cor- 
porate basis were at American 
Motors and Studebaker-Packard 
| last week. 

American Motors, returning to its 


from 39,444 to 38,850, and Chrysler 
was off from 19,491 to 19,375, 
oe ad & 

oe with an output of 4,378 

cars last week, compared with 
4,169 a week earlier, was the only 
GM unit except for Pontiac to 
register an output gain over the 
week ended May 9. 

Oldsmobile was off from 9,022 
to 8,974 and Cadillac dipped from 
3,387 to 3,360. 

A breakdown of Chrysler Corp. 
operations showed Plymouth off 
from 12,140 car assemblies a week 
earlier to an estimated 12,000 units 
last week; Dodge, working only 


to 3,800; Chrysler down from 2,049 





to 2,000; DeSoto off from 1,166 to!) 


1,150, and Imperial, shut Friday in| 


Detroit, up from 315 to 425, Im- 
perial worked only three days the 
previous week. 

Mercury and Edsel were the 


| 


ee ——— 
only Ford Motor units to register 
output gains over the pre 
week—Mercury doing it in five 
days and Edsel in six. 

A breakdown of Ford Motor op- 
erations showed Ford division og 
from 34,943 to 34,430 cars; Edsel, up 
from 747 to 760; Mercury up from 
3,057 to 3,060, and Lincoln off from 
697 to 630. 

om * cl 
——— output declined from the 
year’s high of 27,362 assemblies 
during the week ended May 9 ty 
an estimated 27,068 units last week 

Continued high truck output 
Plus the upsurge in car assemblies 
however, brought the industry 
within 24 units of the year’s high 
in combined car-truck assemblieg 
last week. 

The industry turned out a total 
of an estimated 162,357 vehicles 
last week, compared with the 
previous week’s 162,125 units, and 
the year’s high of 162,381 vehicles 
set during the week ended Apr, 
18. 

Canadian vehicle operations shot 


| back above the 10,000 unit 
four days in Detroit, off from 3,821) Con ae 


last week as Chrysler Corp. re. 
sumed car output. 

The Canadian manufacturers 
turned out an estimated 10,080 ve. 
hicles (8,180 cars and 1,900 trucks) 
last week, compared with 8,750 ve. 
hicles (6,949 cars and 1,801 trucks) 
a week earlier. 





Rosy Future Portrayed 
At Georgia Conclave 


(Continued from Page 3) 


need for the public to purchase the! credit or too many accounts re 


higher priced models as a badge | ceivable. 
| of success,” he declared. | “A difference of as little as 2 


To prove his point, he said Stude- percent in expenditures may be 


114,814 
2,122 


158,677 
2,578 


record-breaking level of April, 


8,921 19,422 
turned out an estimated 9,400 cars 


121 272 


5,727 


16,710 


1,145 
21,912 
88,738 
24,775 
40,048 

5,849 

2,493 

6,380 
30,774 

1,384 


340,934 


1,293 
33,534 
130,782 
35,086 
5A,765 
6,725 
5,546 
7,459 
45,451 
1,541 


483,437 


48 131 
1,616 3,556 
7,767 = =17,097 
1,903 4,131 
3,216 74,157 

348 793 
121 357 
452 955 
2,769 5,711 
80 176 


27,362 59,758 


162,357 104,117 162,125 355,083 2,091,427 2,957,964 


*Revised 





8,750 21,239 158,690 179,049 


¢*Miscellancous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 
***autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


Mack totals. 


N.B. All U. S. totals include cars and trucks for military orders. 


Prices and Demos Mentioned .. . 


Chicago Ad Code Revised 


CHICAGO.—The “Recommended 
Standards of Practice for Advertis- 
ing and Selling: Automobiles” have 
been amended slightly to keep step 
with present advertising methods. 

The standards were devised in 

1982 and the Better Business Bu- 

reau was asked to help enforce 

them. Representatives of media 


DeSoto Dealers 
Plan Driveaways 


DETROIT.—DeSoto dealers in 
six cities will journey to Detroit 
over a three-week period, begin- 
ning Thursday (May 21) for a 
series of factory dealer driveaways, 
involving 405 DeSotos. 

The first driveaway will be con- 
ducted by the Pittsburgh region 
dealers, who will tour the East 
Jefferson assembly plant and attend 
a factory dinner before returning 
home. 

The same schedule of activities 
is planned for Chicago region deal- 
ers, arriving June 3, and the east- 
ern seaboard dealers from New 
York, Boston and Philadelphia, ar- 
riving June 12. 

In Detroit, meanwhile, DeSota 
dealers staged a four-day ‘round- 
the-clock sales marathon. 


and auto dealerships participated 
in their formation. 

The standards have been revised 
from time to time, with the current 
changes being the first since last 
August. The latest revisions or ad- 
ditions are: 

“Section 4—Price:” 

“(e)—When two or more makes, 
models or body styles are offered 
in the same advertisement, descrip- 
tion of the specified car or cars to 
be sold at the featured price shall 
precede the price in readable type 
size.” 

“Section 10—Bankrupt? We Fi- 
nance Anyone: 

“The expression ‘Bankrupt?’ 
shall not be used, alone or in 
connection with unqualified, un- 
supported claims such as ‘Every- 
body Drives,’ ‘We can finance you 
regardless of credit background,’ 
ete.” 

“Section 11—Authorized Dealer: 
“The term ‘Authorized Dealer’ 

shall not be used unless qualified in 
equal type size by the words ‘Used 
Car’ or the make or makes of cars 
for which the dealer is franchised.” 

“Section 14—Demonstrators and 
Executives’ and Officials’ Cars: 

“(a) ... Cars described as ‘Exec- 
utive’ must be qualified by the 
words ‘driven’ or ‘used.’ ” 

“(c)—The words ‘Demonstrator,’ 
‘Executive,’ etc., shall not be ab- 
breviated in any form.” 


last week, of which an estimated 
2,237 were Americans. 

The corporation worked its 
assembly lines six days last week, 
as compared with only 5% days 
a week earlier, when 8,703 Ram- 
blers were built. Of the previous 
week’s total assemblies, 2,075 were 
Americans. 

Studebaker, getting back to nor- 
mal operations after having had to 

send employes home the previous 
week due to a work stoppage, 
upped its output from 2,602 to 3,302 
units. 

A breakdown of corporate opera- 
tions among the Big Three showed 
GM was off from 64,523 assemblies 
a week earlier to an estimated 64,- 
362 units last week; Ford declined 


Views 


Romney 
Problems of Big 


3 
In Compact Field 


ANN ARBOR, Mich.—George 
Romney offered some answers to 
the question, “What will happen 
to American Motors when the Big 
Three start building compact cars?” 
as he accepted a leadership award 
from the University of Michigan 
School of Business Administration. 

“When the Big Three come into 
the picture and for some time 
afterward,” Romney said, “there 
will be the problem of big overhead 
and modest volume, Our break- 
even point can still be reduced to 
less than 125,000 cars a year.” 

He continued: “To give you an 
idea of what volume means to the 
Big Three, Ford and Chrysler to- 
gether sold 1,429,000 automobiles in 
the first nine months of 1958, yet 
they lost more than $60 million be- 
tween them. In our fiscal year 
ended last Sept. 30, we sold a little 
more than a tenth that.many cars 
(169,000) and made $26 million.” 

Romney said his company is able 
to concentrate on a single concept, 
while the Big Three will be split. 
He added: “We learned from our 
own experience in selling big cars 
and compact cars at the same time 
that it isn’t easy to talk out of 
both sides of your mouth.” 

Earlier in his address, Romney 
mentioned the problems that 
plagued AMC a few years ago— 
financial pressure, debts, lack of 
confidence in the company’s future. 

“As if things weren’t bad 
enough,” he added, “Mr. (Louis) 
Wolfson, with his national reputa- 
tion as a liquidator, emerged as 
our largest stockholder. Shortly 
after this, Sylvia Porter virtually 
intoned our funeral oration in her 
column, Premature burials of 
American Motors became a regular 
occurrence.” 


introduced last fall. 

Skillman said 71 percent of 
Studebaker sales are to owners 
of other makes, and that Stude- 
baker’s market penetration is 
now three times what it was dur- 
ing the first 10 months of last 
year. 

Georgia dealers gave a standing 
ovation to NADA President Her- 
bert L. Galles jr. after his talk 
on how faith can wipe out fears 
for the future of the auto indus- 
try. 

Fear of problems and inequities 
between dealers and factories and 
dealers and government can best 
be solved by dealers working as a 
team through local, state and na- 
tional organizations, he said, but 
other fears can best be solved by 
individual dealers. 

He advised dealers to improve 
their public relations in their own 
communities, to do away with gim- 
mick and blitz advertising, never 
| to undermine the value of the price 
| label, to look on their employes as 
their greatest asset and provide 
them with greater security and 
more enthusiastic, aggressive lead- 
ership. 

Thomas J. O'Neil, member of 
the Ford Motor Co, Dealer Pol- 
icy Board, agreed with other 
speakers that the next 10 years 
should bring increased sales. But 
he warned dealers on “the perils 
of prosperity.” 

“Always guard business in good 
times for the troubles and dangers 
that may. lie ahead,” he advised. 
“A dealer should continue to woo 
customers, to generate enthusiasm 
throughout his entire organization, 
to constantly train salesmen and 
plug his product.” 

Dangers to watch out- for, he 
Said, are overexpansion, neglect of 
service or parts business, too much 





Plymouth Aide Hails 
°59 Ford Selling Job 


ST, LOUIS.—A rare tribute to 
a competitor’s selling ability was 
paid here at the Ilinois-Missouri 
dealer convention by W. Heart- 
sill Wilson, Plymouth sales: con- 
sultant, Wilson in a convention 
talk lauded Ford for keeping 
pace with Chevrolet in new-car 
sales this year despite the lat- 
ter’s new styling. 

“Ford’s success has ended once 
and for all the era of the ‘hot 
car,’” Wilson said, “Ford is prac- 
ticing real salesmanship and 
selling features like the six-cylin- 
der engine. Selling is carrying 
Ford’s ball—not styling.” 


baker-Packard has produced 100,-| 
000 Larks since the new car was| and success,” he said. 


the difference between disaster 


Cuyler Trussell, Trussell Motor 
Co. (Ford), Athens, was elected as- 
sociation president. He succeeds 
Joe Westbrook, Westbrook Motors 
(Dodge-Plymouth), East Point. 

Other officers are Darrell John- 
son (Chevrolet), Thompson, first 
vice-president; Tom Callaway 
(Oldsmobile), Decatur, second vice- 
president; Heyward Allen (Lincoln- 
Mercury), Athens, treasurer. 

Lew Austin, Atlanta, was re. 
elected executive vice-president and 
secretary. 

New two-year directors are Dale 
Critz, Savannah; E. E. Hodges jr, 
Moultrie; C. G. Milling, Griffin; W. 
Ches Smith, East Point; H. C 
Stovall, Cornelia; J. Swanton Ivy, 
Athens. 


Small-Car Growth 
* 
Seen Squeezin 
Fores — es 
oreign ‘Midgets 

MINNEAPOLIS. — The “midget- 
size” foreign car will feel the 
Squeeze most as competition among 
economy cars grows, Harold E 
Churchill], Studebaker president, 
hinted at a news conference here 

He added that sales of “motorized 
market baskets” already are show- 
ing signs of levelling off or pos 
sibly withering. 

Churchill expressed little concert 
over the Big Three’s announced it 
tentions of entering the economy 
car field in the fall, It will only 
“broaden an already expanding 
market,” he said. 

He declined to speculate on the 
ultimate size of this market. 
he did say that “three years from 
now you'll look back in surprise 
the conservatism we're applying at 
the moment.” 

Asserting that buyers have re 
volted against yearly styling 
changes “for the sake of change 
only,” Churchil! attributed the 
Lark’s popularity to public de 
for “dependable, comfortable, low- 
cost transportation.” 

Churchill and 8, A, Skillman, S-P 
general sales manager, were 
Minneapolis to address a regional 
meeting of dealers. 


Velie Expanding Deal 
MINNEAPOLIS. — A $100,000 im- 
provement and expansion program 
is under way at Velie Motor 
(Oldsmobile) in connection with the 
celebration of the firm’s silver @n- 
niversary, according to C, K. Velie 
jr. 
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(Continued from Page 3) 
recent membership poll had pro- 
vided a clear go-ahead to seek 
permissive legislation on territory 
security. 

The poll showed that 52% percent 
of the members voted, with nearly | 
7 percent of the respondents fav- 
oring legislation. 

Alderson Associates, which con- 
ducted the poll for NADA, called | 
1,000 non-respondents by telephone 
and learned that the results of the 
survey would have varied by less 
than 2 percent had the non-voters 
taken part, Galles disclosed, 

The “yes” vote totalled 69 percent 
in Illinois and 73 percent in Mis- 
gouri, he added. 

+ + + 

F ANY territory-security dissi- 

dents were on hand at the sump- 
tuous Chase Hotel, their protests 
might have been squelched by 
Galles’ reminder that adoption of 
permissive legislation is merely a 
first step. 

“If the factory and its dealer) 
body want no part of territory 
security, then this law will merely 
be a ship without sails,” he ex- 
plained. 

Neither of the two associations 
assembled here adopted resolu- 
tions on national issues, Each 
group was concentrating its 
efforts on pending finance rate- 
cap legislation at Jefferson City 
and Springfield. 

An Automotive News sampling of 
Illinois-Missouri dealer thinking on 
the territory security matter 
showed that the preponderance of 
survey “yes” votes grew chiefly 
out of two factors—the “permissive- 
ness” of the NADA proposal and 
the unchecked growth of stimulator 
dealers. 

“I don’t think this will work, but} 
if it knocks out the ‘stimulators’ 
Tm willing to try it” was a pre- 
vailing sentiment at the convention. 
Loudest gripe among dealers 
from both sides of the Mississippi 
was that the factories have done} 
little or nothing to curb no-service 
wheelers. 


* * > 


Stimulators Busy 
WESTERN Missouri GM dealer, | 
who is a veteran in association | 

affairs and has a substantial invest- 

ment in his business, reported that 
two storefront stimulators in | 
nearby villages have squeezed his) 


Bat [llinois-Missouri Convention .. . 


Fight Sales Pressure, Galles Asks 


test before a Federal judge in De- 
troit. 

The NADA president called for 
broadening of a dealer profit 
avenue in the finance field, He 
said many banks were refusing 
to handle dealer paper at lower 
rates, despite the fact that deal- 
ers showed an average finance 
profit of $48 a car last year. 
“It was this $48 profit that al- 

lowed dealers to come out of 1958 
with the 0.2 percent average net,” 
Galles revealed. “All banks should 
get into this picture and provide 
dealer loan participation.” 

As initial moves since assuming 
the NADA managership in March, 
Moore said he had hired a tax at- 
torney to assist members and pre- 
pare a monthly newsletter, starting 
in July, A labor attorney is being 
sought to take over employe rela- 
tions counselling for NADA, 

* * * 


OORE echoed the sentiments of 

the participants in the conven- 
tion labor forum as to the Senate- 
passed Kennedy labor bill. He 
called the measure weak and prom- 
ised NADA opposition in the House. 
An association committee official 
already has testified against ex- 
tension of the wage-hour law to 
dealers. 

No relaxation of automotive ex- 
cise taxes was envisioned by Moore, 
who said NADA may have to 
change its approach in this area. 

Moore promised that NADA 
would engage in “neither headline 
seeking nor spectacular stunts.” 

“Just because you don’t hear of 
our activities doesn’t mean we are 
not serving the dealers and work- 
ing continually in your behalf,” he 
said. “We are through washing our 
dirty linen in public.” 

One of Moore’s first actions as 
NADA administrator was to submit 
a brief on the pending dealer-re- 
serve tax appeal in the U. S. Su- 
preme Court. He told the [linois- 
Missouri convention that the 
justices showed interest at a two- 
day hearing in the dealer position 
and that chances were good for a 
reversal of Internal Revenue poli- 
cies of taxing funds held as re- 


serves. 
. * * 


Labor Bill Assailed 


7 Kennedy-Irvin labor bill was 
roundly panned in the labor 
forum by Sylvester Petro, of the 
New York University law school, 
and the Rev. E. A. Keller, Univer- 





profits to the bone. Both these op- 
erators, he said, have contributed | 
plentifully to the lush bootleg new- 
car market in Wichita, Kans. 

Galles took note of the stimulator | 
situation in Illinois and Missouri, | 
exhorting dealers to harp on a| 
quality approach with their fac-| 
tories and pledging NADA to up-| 
hold the good-faith law. 

Both Galles and Moore voiced | 
satisfaction that the good-faith law | 
had won its first constitutionality 





+P Produces 100,000th Lark— 
Special gold license plate frame and trim identifying the 100,000th Studebaker | ecutive vice-presidents, respectively. 


is pointed out by Harold E. Churchill, 


sity of Notre Dame economist, 
If enacted into law, the bill will 





Larsen Buys into Deal 


Carl B. Larsen jr., general 
manager of W. A. Russell Motors, 
Ine. (Ford), 70 Westchester, 


White Plains, N. Y., has pur- 
chased an interest in the dealer- 
ship from L. E. Russell, president. 
Larsen now is vice-president and 
secretary of the firm. 








left, president, Studebaker-Packard Corp. 


mg at right are Frank Herzog, Rancho Cordova, Calif., buyer of the 100,000th 


lork, and T. Forrest Hanna, president, United Auto Workers Local 5. Standing, from 


Gre Charles Taylor of Franch Motors, Florin, Calif., where the car was purchased, 


the entire 1958 production. 


. Herzog. According to Churchill, Lark sales in the 1959 model year nearly 
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compound rather than alleviate 
such labor union techniques as 
stranger picketing and secondary 
boycotts, Petro said. 

“The best solution for dealing 
with labor abuses is to subject 
unions to day-in-court laws and 
end their exemption from legal 
process,” he said. 

Father Keller called buyer re- 
sistance to new-car prices an 
outgrowth of union successes 
that help an organized minority 
at the expense of the unorganized 
majority. 

“The Kennedy bill fails to re- 
strict the secondary boycott or 
outlaw recognition picketing,” he 
added, “It does nothing to prevent 
unions from extracting more and 
more concessions from big produc- 
ers run by hired managers, thus 
feeding the inflation spiral. It offers 
a few paltry sops that fail to get 
at the roots of the problem.” 

Thomas Muldoon, former attorney 
for the Missouri and St. Louis 
dealer associations, agreed with 
IATA Counsel Morgan that it is 
| better for dealers in a city to 
organize once collective bargaining 
has started. St. Louis dealers were 
involved in labor contract nego- 
tiations at the time of the I[llinois- 
Missouri convention. 
* * 

— said that a survey of 

downstate Illinois dealers con- 
ducted in March showed that 45 of 
351 were already bargaining with 
unions and 78 of the unorganized 
agencies had been approached by 
unionizers. 

Half of the dealers who responded 
to the IATA survey fall within the 
$500,000-a-year criterion used for 
NLRB jurisdiction, Morgan re- 
ported. 

“There is no reasonable excuse 
for dealer unions,” he empha- 
sized, “but the Teamsters, Ma- 
chinists and Auto Workers con- 
sider dealerships an organiza- 
tional bonanza and you should be 
ready for them.” 

So intense was the convention’s 
interest in the forum that many 
| questions from the floor went un- 
j}answered for lack of time. One 
dealer’s query to Petro, however, 
drew a snappy reply and a big 
laugh from the audience. 

“Why does a man of Senator 
Kennedy’s caliber sponsor such a 
bad labor bill?” was the question. 

“Is this a serious question?” 
Petro asked. 

“Yes,” the dealer called out. 
“Well, I don’t think much of the 
Senator’s caliber at all.” 

The labor forum was moderated 
by H. P. Andrae, counsel for the 
Missouri Automobile Dealers Assn. 
* * ” 


New Officers 


OUNDING out the convention 
program were a dealer-partici- 
pation presentation by Life Maga- 
zine’s Warren A. King and two in- 
spirational talks by W. Heartsill 





Wilson, Plymouth sales consultant, 
and Calvin Dean Johnson, Ameri- 
can Trucking Assns. consultant. 

Elected president of the Illinois 
association was Gene Bragg (Mer- 
cury-Edsel-Lincoln), Galesburg, an 
active participant in the three-year 
dealer labor strife in that city. Al 
Blake (Dodge-Plymouth), McHenry, 
Was named vice-president; Darrell 
Hanna (Chevrolet), Mt, Vernon, 
second vice-president, and Harry 
Burgess (Chevrolet), Albion, treas- 
urer, Illinois’ NADA director is 
Harry B. Craycroft (Ford-Mercury- 
Lincoln), Vandalia. 

The new president of the Missouri 
association is J, A. Smith (Buick), 
Kansas City. C. A. Gilbert (Buick), 
St. Louis, is first vice-president; 
W. E. Zenge (Ford), Canton, sec- 
ond vice-president, and J. M, Allton 
(Ford), Columbia, treasurer and 
NADA director. 


Bragg succeeded Ralph M. 
Young, Quincy, president of IATA 
for two years, while Smith took 
over from Clint F. Coons, St. 
Joseph. 

The bistate convention was pro- 
mulgated by J. A. Gorman and Les 
Sander, Missouri and Illinois ex- 





A convention guest was Roscoe 
Hambric, secretary-manager of the 
Kansas Motor Car Dealers Assn., 
which is considering a joint con- 
vention with the Missourians next 
year in Kansas City. 
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tomers. And outstand- 
ingly different, Tri-Ex 
refined WOLF’s HEAD 
has proved itself over 
and over again as the 
oil that keeps custom- 
ers satisfied. With WoLF’s HEAD car-owners get 
complete engine protection . . . smoother perform- 
ance... fewer repair bills . . . use less oil. 


That’s because WOLF’S HEAD is 100% Pure Pennsyl- 
vania .. . Tri-Ex refined three important eztra 
steps for extra life ... extra toughness . . . scienti- 
fically fortified for complete, all round protection. 
WoLF’s HEAD is outstandingly different and it’s a 
difference that makes a difference to your customers 
... and to you. 








Keep customers coming back again and again... 
with WOoLF’s HEAD . commanding distinctive 
customer loyalty. 












WOLF’S HEAD OIL REFINING CO., INC. 
OIL CITY, PA. 

















SUCCESS OR FAILURE 


{for the Automotive Dealer) 


CAN BE DECIDED IN THE SERVICE DEPARTMENT 


Let us show you how to improve service profit, service absorption and customer 
ig Utils 


Mir 
Our survey costs you nothing. 


FLASH-A-CALL SERVICE CONTROL Dept. AN-208 
2170 So. Canalport Avenue, Chicago &, Ili. 
FIRM NAME_ 

MAKE OF CAR 

NAME & TITLE 


city 







DISTRIBUTORS WANTED! 


HELLWIG 
Adjustable Helpers 
For Weak Springs 


Road tests by leading 
national automotive 
magazines prove late- 
model cars need REAR 
SPRING SUPPORT, This 
approved product as- 
sures you of BIG PROF- 
ITS! 

Territories now available. 









WRITE TODAY! 


Hellwig Products 
Co., Inc. 


6231 San Fernando Rd., 
Glendale 1, Calif. 
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Service Profits Ideas... 


Pants and Pensions 





ST. LOUIS.—A quarter for a road 
test? A pension plen? Pants and 
underwear giveaways? 

These and 14 other ideas might 
help you, too, get more service- 
department profits—just as they 
have henefitted Illinois and Mis- 
souri dealers. 

The suggestions were advanced at 
the bistate convention here at an 
unusual Life magazine presentation 
conducted by Warren A. King, the 
publication’s automotive merchan- 
dising manager. 

Under the heading, “What’s in 

It for You?” King throws out 
two questions for dealer consid- 
eration at his numerous state 
convention appearances. Answers 
are given right from the floor, 
and King is having a transcript 
made for compilation at the end 
of the year. 

Illinois-Missouri questions, chosen 
by the convention committee from 
a group of 50, were: 

“How can I get more profit from 
my service department?” 

“What can be done to train new 
salesmen more effectively?” 

Tempting dealers to offer ans- 





Plant Managers 
Confer with Chiefs 
Of Ford Division 


DEARBORN.—P lant managers 
from Ford division’s 13 assembly 
plants met last week with top Ford 
manufacturing officials to hear 
plans aimed at starting the 1960 
car and truck lines “with the high- 
est degree of product quality in 
industry history.” 

They toured the Ford Quality 
Control Center where 1960 produc- 
tion techniques are being tested 
with pilot models as one means of 
assuring high quality for the start 
of the new model year. 

Because of changes in production 
techniques, improved material han- 
dling and moving conveyor systems 
and plant modifications necessi- 
tated by the model changeover, 
assembly plant personne] must plan 
new model assembly operations 
months before production actually 
begins, according to W. A. Folsom, 
division manufacturing manager. 

Plant managers attending the 
meetings were: W. A. Abbott, jr., 
San Jose, Calif.; D. J. Bastian, Los 
Angeles; E, L. Duquette, Mahwah, 
N. J.; G. L. Lemoine, Norfolk, Va.; 
O. T. Blunt, Dearborn; H. J. Pear- 
son, Atlanta; J, A. Richardson, 
Lorain, O.; T, F. Riddle, Kansas 
City; H. C. Sullivan, Dallas; W. J. 
Swallow, Chicago; J. W. VanVactor, 
Louisville; G. T. Vincent, Chester, 
Pa., and F. O. Fason, assistant 
plant manager at the Twin Cities 
plant, St. Paul. 


Reward Offered 
For Car Arsonists 


RALEIGH, N. C.—The North 
Carolina: Automobile Dealers Assn. 
will continue a drive to crack down 
on persons who wilfully burn auto- 
mobiles to collect insurance. 

It will offer for the third consecu- 
tive year a $300 reward to any per- 
son, excluding law enforcement. of- 
ficers, who gives information 
leading to the arrest and final con- 
viction of an automobile arsonist. 

C. Odell Sapp, Salisbury, associa- 
tion president, said dealers hope 
the reward will make information 
more readily available to law en- 
forcement officers in suspicious 
cases, and also that it might help 
lower automobile insurance rates 
by serving as a deterrent to auto- 
mobile arson. 


Only Ford, Chevy Beat 


English Ford in Miami 


MIAMI.— English Ford led 

~ every make except Chevrolet and 
Ford in Dade County (Miami) 

in new-car registrations during 


Top ten makes were: Chevrolet, 
4,916; Ford, 3,349; English Ford, 
1,707; Oldsmobile, 911; Pontiac, 
790; Rambler, 714; Buick, 688; 
Cadillac, 636; Plymouth, 576, and. 
Renault, 362. 











wers at King’s sessions is a give- 
away of his own—a collection of | 
Life’s best photographs, King 
awards a book to the dealer at a 
floor microphone when an alarm in 
his hand goes off. 

Other suggestions made in reply 
to the service profits question here 
were: 

Give men more time 
tomers. 

Make the parts man a service 

salesman,. 

Better mechanics training. 


with cus- 





| 


AUTOMOTIVE NEWS, MAY 18, 1959 


Better employe-customer rela- 
tions. 

A customer coffee urn. 

More incentive for sales. 

Flat rate compensation—boosting 
time a third. 

Pay 45 percent on the first $300 

—60 percent thereafter. 


Bring back old customers—get | 


a $2 bonus. 

“I demand six hours effective 
work time from each man.” 

Service manager gets a bonus 
based on fixed-cost absorption, 

Let the manager run the service 
end on his own. 

A service sales birddog contest. 

Raising price and giving 10 
percent cash discount cuts re- 
ceivables in half. 

The clothes giveaway dealer ex- 
plained that he gives each service 


Obituaries 


(Continued f 


Apperson Jackrabbit enterprise just 
after Elmer Apperson died in 1920, 
Edgar sold out to a syndicate in 
1924 and retired in 1933 to a life 
of hunting and fishing. He finished 
fifth in a national trapshooting 


event in 1938. 
* * * 


R. P. McDonald 

OKLAHOMA CITY.—R. P. McDonald, 
61, died in a hospital here May 10 of com- 
plications resulting from burns. He ob- 
tained a Chevrolet franchise in 1934 and 
became associated with R. T. Scott in 
McDonald Scott Chevrolet Co. in 1941. Mr. 
McDonald retired in 1954. 

* o * 


Alma R. White 

KANSAS CITY.—Alma R. White, 83, 
manager of the Willys-Overland branch 
here during and after World War I, died 
May 7 at his home. He retired from the 
auto business more than 30 years ago and 
started a personal real estate investment 

business. 
* * 


Leonard D. Beusoleil 

PUTNAM, Conn.—Leonard D. Beusoleil, | 

56, automobile dealer and banker, died | 

May 10 at his home. He was a member of | 

the city and town boards of finance. 
7 * 7 


James S. Read Sr. 
ATLANTA.—James 8S. Read sr., 65, for- 
mer sales manager for John Smith Chevro- 
let Co. here, died May 5. He had been 
with Smith 40 years. 
* 7 * 


M. Reid Scott 
BALTIMORE.—M. Reid Scott, 80, a 
retired automobile dealer, died May 4. He} 
handled Marmon, Franklin, DeSoto and 


* | 


rom Page 2) 


1926 and later was an Army flight instruc- 
tor. He joined Nash-Kelvinator in 1936, 
became automotive purchasing chief in 
1948 and continued in that capacity when 
American Motors was formed in 1954. 

* * * 


Harry Stollar 
CHICAGO.—Harry Stollar, 
Auto Traders, 
Apr. 


Inc., a used-car firm, died 
5 at his home in Skokie. 





36, owner of | 


sales contest winner a clothing 
item, starting with underwear. Each 
man must wear whatever he has 
won at an annual banquet attended 
by wives and children. Non-winners 
are required to appear in minimum 
garb—a pair of shorts. 

As for the pension dealer, he 
covers 10 of his 14 employes in an 
Illinois town with a contributory 
retirement plan. Each worker gives 
up to 5 percent of his pay, The 
dealer started the plan five years 
ago with $50,000 and adds $15,000 
@ year—all tax-free. 

Mechanics at another dealership 





Closing Crackdown Hits 


Montreal Dealer Hard 


MONTREAL.—Auto dealers are 
expected to suffer most in a police 
crackdown on violations of a city 
law requiring businesses to close 
at 7 p.m. on weekdays except for 
Friday, when the hour is 10 p.m., 
and Saturday, 11 p.m. Most deal- 
ers meet at night with customers 
who work during regular busi- 
ness hours. 

The question of closing hours 
has been a thorny one for: years. 
Attempts to amend the law to 
allow greater freedom of hours 
have been rejected three times 
in City Council during the last 
two years. 











HELP WANTED 


REGIONAL 
SALES 
REPRESENTATIVES 


dealer name 





Plymouth. Mr. Scott retired 20 years ago. 
* . = 


Frederick E. Kahler 
BUFFALO.—Frederick E. Kahler, 62, 
chief industrial engineer of Fedders Corp., 
died May 8. He joined Fedders, auto radia- 
tor manufacturer, in 1930 and became 
chief industrial engineer in 1950. 
* cd * 


Alec M. Urquhart 
HURON, 8. D.—Alec M. Urquhart, 85, 
an automobile dealer here from 1910 to 
1950, died May 5. 
* * * 


James W. Cassedy 
WASHINGTON.—James W. Cassedy, 55, 
a member of Automotive Service Industry 
Assn.’s legal staff, died May 1 after an 
ulcer operation. He formerly was with the 
Justice Department and Federal Trade 
Commission. 


* * * 


Worley Graham 
HARRODSBURG, Ky.—Worley Graham, 
77, a retired auto dealer, died May 7. 
- * * 


William C. Harris 

COVINGTON, Tenn.—William C. Harris, 
59, until a month ago owner of W. C. 
Harris Motor Co. (Plymouth-Dodge-Chrys- 
ler) here, was killed May 8 when struck 
by a car. Mr. Harris had been involved in 
a minor collision and walked to the home 
of a friend to report the matter. He was 
returning to his’ car when another auto 
came over a hill and struck him in the 
back. 





* * * 


Henry O. Turner 
BRUNSWICK, Me.—Henry O. Turner, 
67, who was sales manager for Cadillac 


Auto Co., Boston, for several years and 
operated the International Automobile Ex- 
change, New York, for 20 years, died 
May 5. 
* . + 
Kimball E. Vermette 
ATCHISON, Kans. — Kimball E. Ver- 


mette, 84, who operated one of the first 
auto dealerships in Kansas, died May 6. 
He was an Oldsmobile and Reo dealer from 
1905 to 1908. . a 

* 


Wilbur Branan 
ARLINGTON, O.—Wilbur Branan, 55, a 
used-car dealer, is dead. 
7 * t 


John F. Norman 
MOUNT AIRY, N. C.—John F. Nor- 
man, 75, retired auto dealer, died May 4 
at his home here. 
* - * 


James P. Perry 
GREENVILLE, Miss.—James P. Perry, 
60, Greenville auto dealer, died May 1. 
* * * 


James A. Lee 
DETROIT.—James A. Lee, director of 
procurement for the automotive division of 
American Motors, died May 9. He was 57. 
A native.of Wesson, Miss., Mr. Lee was 
graduated from Texas A & M College in 


license plate frames 


Our advanced styling, sure fit, bril- 
liant new Irridescent Baked Enamel 
colors and clear bright chrome make 
this one of the advertising items most 
readily accepted by new and used 
car dealers. 

A new car dealer following on the 
management level is necessary to 
success in this field. Excellent for 
men handling kindred non-competi- 
tive lines. 


WE SOLD 


OVER '2 
MILLION 


FRAMES TO 
WEST COAST DEALERS 
LAST YEAR! 


Ground floor opportunities as we ex- 
pand Eastward. Factory representative 
will be in your area soon. Write us 
for additional information. 


CARL D. HODGE & CO. 
INC. 


3525 So. Greenwood Avenue 
Los Angeles 22, California 


OPPORTUNITY!! For a young man, 35-45 
age, who can qualify as general manager 
of an old established Chevrolet dealer- 
ship—doing 700 cars retail, should do 
900. Buy-in basis for right man. Lo- 
cated in Pacific Northwest. Give all per- 
tinent information: experience, past earn- 
ings, and cash available. All replies in 
strict confidence. Box 386, c/o Automo- 
tive News, Detroit 7. 


AUTOMOBILE DIRECT MAIL CONCERN: 
Sales representatives — $7,000 plus to 
start. High caliber, car necessary, ex- 
clusive territory. Excellent future. Box 
416, c/o Automotive News, Detroit 7. 


Accountant-Auditor 
(28-35) 


Excellent opportunity for man with B.S. 
degree with emphasis on accounting or 
equivalent, Retail automotive experience 
(4-6 years) required. 


Leading automotive manufacturer has 
West Coast auditing position available 
for man living in Los Angeles or San 
Francisco area. Must be able to travel 
extensively. 


Submit resume and salary requirements to 
Box 407, c/o Automotive News, Detroit 7. 








HELP WANTED 


NEW CAR SALES MANAGER—The op- 
portunity of a lifetime is open to the 
right man. Must be able to organize, 
build and direct a sales organization to 
do a volume sales job in the Detroit 
market. The potential is well over 2,000 
cars a year. You will have complete au- 
thority to do a big job—with adequate 
compensation, Salary discussed at inter- 
view. Tell us about yourself in a letter. 
Address replies to Box 410, c/o Automo- 
tive News, Detroit 7. 


SERVICE MANAGER for volume metro- 
politan Buffalo Chevrolet dealer. We 
must have man capable of handling all 
phases of service operation, customer re- 
lations, employe relations, factory claims 
and relations. Salary and commissions 
commensurate with productivity. Our em- 
ployes have been informed of this ad- 
vertisement. If you can fill the bill write 
Box 411, c/o Automotive News, Detroit 7. 





TREASURER- 
ACCOUNTING MANAGER 


Reputable, well established GM dealer, met- 
ropolitan Chicago, seeking treasurer to. as- 
sume complete direction and supervision of 
Accounting Division. Position requires heavy 
background GM Accounting, taxes, budgets, 
controls systems and procedures. If interested 


in personal appointment, submit complete 
history, employment, earnings and recent 
picture. Replies strictly confidential, Box 


425, c/o Automotive: News, Detroit 7; Mich. 





EXPERIENCED SALES MANAGER for a 
27 year old Chevrolet dealership, located 
15 miles south of St. Louis. Proclaimed 
one of the best industrial growth areas 
in the country. Now selling 200 new 
units with a 300 to 400 potential. Ex- 
cellent opportunity for the man who can 
organize, manage and promote our sales 
department. Compensation plan open for 
discussion. Write resume of experience, 
qualifications and references. Boemler 
Chevrolet Co., Imperial, Missouri. At- 
tention: Floyd Boemler. 


Advertising 
and 
Specialty Salesmen 


We Have A Terrific Deal For 
Your Automobile Dealer 
Customers 
Personalized newspaper (direct mail). 
Salesmen selection and training pro- 

ram. 

ales management consultant service. 
Pocket-sized tape recorder and we 
room message repeater, 


Contact: 


Herman Farrand 
103 W. Fifth, Royal Oak, Michigan 
JOrdan 45555 








get a quarter tip for each roag test |_-— 











report. GAVE AE 
Suggestions for train ing new — 
salesmen ranged from e x POSing | gs imp 
them to phony shoppers with pre. | that usi 
arranged questions to the biggeg | J", 
laugh getter: erxing 
“Don’t do nothing with my to help 
d - - n salesmen—I just hire the § 7," 
best gas station birddogs jg oun pr 
town.” phases | 
Other ideas: art of 
Put new salesmen in the shop = ; 
for a week. GENERA! 
AGER, 
Send them to out-of-town dealer, offers 2 
for tips. domestic 
Have them write radio commer. fvaliab! 
cials and newspaper ads. open to 
Fifteen minutes a day in service ae 
A buddy system—pair a junior B “ast. 4 
with a senior, cellent 
“Let the manager train and not — . 
clerk.” ‘Automo' 
Refer prospects to satisfied cus. igen ci 
tomers. of hust 
Hire students from driver trajp. a 
ing classes. wered. 
Bring in expert salesmen from ad 
other fields to address your force § PARTS.) 
King asked how many Illinois ager an 
|and Missouri dealers had ever§ mes & 
hired sales training counsellors 4 cetive | 
groan went up and several con- § gRVICE 
ventioners raised their hands, years’ ¢ 
Said a dealer as the session — 
adjourned: “There’s a lot could be ment ir 
done in both ends of the shop.” points. 
—Maywnarp M. Gorvoy | ——pE 

















HELP WANTED et 
WANTED: PARTNER—Young married parts i 
man, age 30 to 40, with $25,000 to $35,- buy bu 
000 capital, who is looking for a sound Box 4) 
opportunity to invest in and work with troit 7. 
the 38 year old sole owner and manager DEALER 
of a combination Mercury, Edsel, English compet: 
Ford line, Ford tractor and impleme housebc 
dealership in northwest Florida city of house t 
10,000, County of 50,000. Applicant must toilet 
have Christian character, sufficient edv- One pe 
cation, experience and proven ability to luxury 
assume complete management and op —less | 
erations control of automobile depart- addition 
ment. Present owner wants to devote Your r 
full time to tractor and implement de wholess 
partment of dealership. Business & Pierson 
tablished eight years ago in modem, 
dealer-owned facilities—has grown be § LEASE— 
yond owner's capacity to manage efi- dling R 
ciently and profitably. Combined gros necessa 
sales last year exceeded $675,000 with equippe 
potential of one million dollars annually Parts. 
easily attainable with aggressive, in- area ne 
telligent management. Ratio of current P.O. 
assets to current liabilities 1.75 to 1 LOckpo 
Capital requirements for applicant neces § OWNER’. 
sary but secondary to personality, talent very st 
and ability. All applicants must undergo cury-Ex 
rigid investigation; likewise, our back- fee de} 


ground subject to your most thorough 
examination. Reply at once to Box 403, 
c/o Automotive News, Detroit 7. 


FPEREUESE 








Accountant-Auditor 

(28-35) _ 

Excel etunity for man with B.S. Be oe 
degree « aphasis on accounting of Volum 
equivalen: .stail automotive experience with p 
(4-6 years) required. oo 
Leading automotive manufacturer has FLORID: 
East Coast auditing position available _— 
for man living. in Pittsburgh area, Must fastest 
be able to travel extensively. retain 
tically 


Submit resume and salary requirements to 
Box 424, c/o Automotive News, Detroit 7. 








SERVICE MANAGER, Are you satisfied 
with present operation, volume, quality’ 


Broad experience, unlimited mechanical, 
technical knowledge, know-how. Any siz 
volume franchise, Don’t guess, know bY 
A-1 leadership. Approximately 30 days 
availability, 2202 Gary Road, Lakeland, 
Florida. 5 

AUTOMOBILE MAN who has had eigh 
years’ imported car experience in 
Management and general management, 
desires position in one of these capacities 
or will consider partnership or e 
tion arrangement. For further particulars 
write Robert E. Simons, 161° Holliday 
Drive, Norman, Oklahoma. 
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POSITION WANTED 
<p ABILITY—WILL MOVE — Am in- 
terested in locating progressive General 
Motors dealer, who feels proper personnel 
important as capital; also believes 
e t using modern merchandising meth- 
ods in new and used cars, as well as 
parts and service can be very profitable. 
looking for dealer in need of someone 
to help manage his business with oppor- 
tunity to buy-in later, Individuals who 
have ambition and ability are available, 
with proper incentive, Experienced in all 
phases of dealer operation, can furnish 
best 





of references. Box 418, c/o Auto- 
motive News, Detroit 7. 


@NBRAL MANAGER, SALES MAN- 
AGER, used car manager, or man Friday 
offers a multitude of experience’ in both 

ic and foreign automobiles, Pres- 
ently employed, but desirous of a change. 
Available in the immediate future and 
open to all offers. Will accept right as- 
ment anywhere, however prefer 
southwest, southeast, east coast or west 
coast. Age 41, married, no children. Ex- 
cellent references—Available for inter- 
view at your convenience, Will only con- 
sider an ethical operation. Box 417, c/o 
Automotive News, Detroit 7. 


jsp CAR MANAGER—Early 30s, lots 
of hustle, excellent record of profits. 
Presently with large General Motors 
dealership—six years, All replies ans- 
wered. Box 421, c/o Automotive News, 
Detroit 7. 


PARTS MANAGER—24 years’ experience 
with Chevrolet-Oldsmobile as parts man- 
ager and dealer accountant. Good refer- 
ences and good health. Married, Desire 
permanent position. Box 381, c/o Auto- 
motive News, Detroit 7. 


SERVICE OR GENERAL MANAGER. 14 
years’ experience in all phases of deal- 
ership. Age 39, family man, three years 
college. Have managed service depart- 
ment in both Ford and Chrysler major 
points. Box 426, c/o Automotive News, 
Detroit 7. 
DEALERSHIPS AVAILABLE 

DEALERSHIP — 2ND LARGEST HAN- 
DLING RAMBLER in Canada, in a city 
of 200,000 with 
Rambler penetration 
New building, ideally located—will lease 
t approved operator who will buy parts 
and equipment only. No new or used 
@r inventory involved. The opportunity 
of a lifetime for a dealer wanting an 
over 300 unit outlet. Present owner and 
gaff will stay until year end—if desired. 
Box 427, c/o Automotive News, Detroit 7. 


M40TO DEALERSHIP—Central Wisconsin 
County seat, handling GM medium price 











largest percentage of 
in the Dominion. 


ime. Modern building and equipment. 
Write Box 412, c/o Automotive News, 
Detroit 7. 


HANDLING DODGE, PLYMOUTH, Dodge 


frucks—In central Pennsylvania, 50,000 
@drawing potential. Selling due to ill 
health. Box 413, c/o Automotive News, 
Detroit 7. 

EXCELLENT DEALERSHIP available 
handling Pontiac, Vauxhall, Studebaker, 
200 car potential, northwestern Illinois. 
Rich agricultural and industrial center 
of large county. Equipment $12,000, 
parts inventory about $10,000. Lease or 
buy building. Must be sold by June 15. 
Box _ c/o Automotive News, De- 
troit 7. 


DEALERSHIPS AVAILABLE with a non- 
@mpetitive TE RRA MARINA mobile 
houseboat—combination boat cruiser, 
house trailer—steel hull, aluminum cabin, 
tollet, kitchen, three open sun decks. 
One person operation. Sleeps four in 
luxury. Only $2,495 retail F.O.B. Texas 
—less liberal dealer discount, Enjoy the 
additional profits that are in boat sales. 
Your regular finance company will give 
wholesale-retail financing as in cars, Don 
Pierson Distributors, Eastland, Texas. 


LEASE—Due to sickness, dealership han- 
ding Rambler 20 years. Factory approval 
Recessary. Building 65’ x 130’, car lot, 
quipped 32 parts bins, tools, signs, 
parts. 25,000 population, good farming 
area near Buffalo. Write, phone or wire: 
P. 0. Box 392, Lockport, New York. 
LOckport 4-0311. 


OWNER’S HEALTH requires disposal of 
very successful dealership handling Mer- 
cury-Edsel-Lincoln, with parts and serv- 
lee departments. Trading area 75,000, 
local and surrounding industry working 
to capacity. Good location in Virginia— 
Excellent opportunity. Box 419, c/o Au- 
tomotive News, Detroit 7. 


LERSHIP HANDLING ‘‘BIG THREE”’ 
—Sale or lease, 400 new-used, metropoli- 
tan New Jersey. Established thirty years, 
Owner retiring. Box 420, c/o Automotive 
News, Detroit 7. 


ea Al Sr 
DEALERSHIP AVAILABLE handling Ford 
in a growing, healthful community in 
the southwest’s fastest growing state. 

i presently $1,000,000.00 per year 
With potential greater. Factory approval 
Mecessary. Box 422, c/o Automotive 
News, Detroit 7. 


FLORIDA DEALERSHIP. Exclusive County 


franchise handling two Chrysler product 

fats, GMC trucks and Fiats. One of the 

growing sections in state. Will 

tetain used cars and receivables. Prac- 

y new building with nice used car 

lt adjoining. This dealership can be 

bought right. For further information 

Write Box 423, c/o Automotive News, 
Detroit 7. 


a 
DEALERSHIP WANTED 


ORIDA TRADE—200-300 car deal 
Wanted, Great Lakes area. Have Ft. 
erdale area waterfront home to 
. Real value $24,500. Give or take 
mce. Factory approval assured. 
lies strictly confidential. Box 406, 
Automotive News, Detroit 7. 


LET OR FORD, 200 to 300 cars, 
Rorthern or central New Jersey or 
New York state. Factory approval 
ree on 415, c/o Automotive News, 


i150 CAR DEALERSHIP—have cash— 
locati 


ion unimportant, but would prefer 
Ivania, Florida or New Jersey. 
Box 673, c/o Brownsville, Pennsylvania. 


DEALER SERVICES 


Stop LOSING NEW CAR SALES! Dis- 
how much your competitors’ cars 

Teally cost, The book, ‘‘AUTO COSTS,”’ 
you the factory invoice prices of 

1959 American cars, 25 foreign cars, 
rican trucks and all their equip- 
Used by dealers and banks nation- 
Order your '59 edition today for 
‘nly $10—three year subscription $18 
ing all supplements). AUTO 


N.Y Box 224, Dept. 3Z, New York 
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DEALER SERVICES 





What is the 
Salesman's Biggest Problem? 
His only real problem is to get himself to 
go to work. To INCREASE EFFORT, Manage- 
ment must be in control, The ‘Dally Check” 
Plan Book accomplishes this with the result 
that the salesman's earning power multiplies. 
Clip ad out RIGHT NOW—mail with letter- 
head and signature for illustrated brochure. 
LCO SALES SERVICE 
205 7th Ave. Asbury Park, N. J. 








Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 
you make more auto sales to Military per- 
sonnel . . . because: 

|. We finance up to 36 months, 

2. Cars may be taken overseas without 
refinancing. 

3. We make auto loans, finance, or re- 
finance, anywhere in the world, at low, 
money-saving rates, for officers and non- 
commissioned officers of pay grades E5 
and above . . . on a simplified, non- 
recourse basis. 

MILITARY ACCEPTANCE CORP. 
Dept. D, P. O. Box 2166, 800 Broadwa 
San Antonio, Texas—Telephone CApitol 6-268! 
“Worldwide Financing for Military Personnel" 
(USAA Insurance available 
to qualified officers) 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


iture—E quipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and insurance 
Write for free 
“Hidden Earning Power" booklet. 


Extra Large 


Straight 
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CARS FOR SALE 


VOLKSWAGENS 


Why Use A Middle Man? 
Buy Direct from the Largest 
Exporter in Germany 


1959, '58 and '57 Sedans, Ghias, Con- 
vertibles, Micro Buses. All commercial 
models, 


ALL CARS COMPLETELY AMERICANIZED 
THROUGH OUR OWN CONVERSION 
PLANT. 
Bank and Trade references will 
be furnished. 
RUDI ARONS, INTERNATIONAL 
AGENCIES G.M.B.H., 
Neue Rabenstrasse 32, Hamburg 
36, Germany. 
Cable address: 
RARONS HAMBURG. 


Contract your conversion work 
through our plant. All American 
requirements met to perfection. 
Quotations on request. 





CHECKER CABS 
1956 Model A-8's 


Interiors—Good Condition 
EXCELLENT UTILITY CARS 


120 Available 


transmissions, heaters. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. | average. Require some body work. 


10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 


H. K. Williams, Manager 
HOME DETECTIVE CO., INC. 
37 Years operating a complete 


LOCATOR AND 
REPOSSESSION 


SERVICE 


and America's Premier Skip Bulletins to 
dealers, banks, finance firms, law enforce- 
ment sources. Write for loss forms and 
rates on financed, leased, rented autos, 
mobile homes, tractors, trucks, Fast, daily 
service Cherry Point, Fort Bragg, Camp 
Lejeune, N. C., Wilmington and all of 
Carolinas. Write P. O. Box 862 or 
BR 2-2034, BR 5-3757, Greensboro, N. C. 





BUSINESS OPPORTUNITIES 


FOR SALE, Electric-Carburetor-Magnito- 
Speedometer service station, complete 
with inventory—all equipment including 
dynamometer. Corner lot and 36 x 40 
building. Located in a community of 
30,000 population. Asking $23,000. Heber- 
ling Realty Company, Stroudsburg, 
Pennsylvania. 


CARS FOR SALE 


VOLKS- 


WAGENS 


WHOLESALE 
AL HERMAN 


& CO., INC. 


1036 Northern Boulevard 
Roslyn, Long Island, N. Y. 


MA 1-1200 





Volkswagens 


TOD-O-CAR, INC. 


Immediate Delivery 


1959 sedans, convertibles, Karmann- 
Ghias, Micro Buses, 
All commercial models. 
All Cars Americanized 


On Hand at Our 2 Locations 


1415 Haines St. 
Philadelphia 26, Pa. 
Phone: WAverly 7-3500 


Darlington, S. C. 
Clanton's Auto Auction 
Phone: L. D. 2 





511 N. Broad St. 


YELLOW CAB CO. 
OF PHILADELPHIA 


MArket 7-7440, Ask for Jack Shinberg 


1959s 


Chevrolet, 
Oldsmobile, Ford, 
Triumph TR 


Speedster 


Most models with mile- 
age up to 4,500. 


OLIN'S U DRIVE 
2830 N.E. 2nd Avenue 
Miami, Florida 
FRanklin 1-6591 





MERCEDES-BENZ 
ALL YEARS - ALL MODELS 


Large supply—immediate delivery 
Perfect condition 


MERCEDES-BENZ DIVISION 


735 Port Washington Bovlevard 
PORT WASHINGTON, N. Y. 


Port Washington 7-3565 


New York City phone: INdependence 3-8900 








VOLKSWAGENS 


Sedans, Ghias, Buses 


AMERICAN MODELS 
MERCEDES 220 S 


Immediate delivery direct shipments to NEW 
YORK, HOUSTON, JACKSONVILLE, Laverne 
Moore, EL 6-755!. 


BENTON ENTERPRISES, INC. 
1860 Broadway, New York 23, N. Y. 


Phone: Circle 5-0630 
Texas Division: P. O. Box 578, 
Houston, Texas, CApital 7-5260. 








MERCEDES-BENZ 
Sedans—Convertibles—'58, '57, '56 
Direct Shipments from Germany to 
—Eastcoast 
—Southeast & Gulf Ports 
—Westcoast 

Supply Always on Hand 


CENTRAL & SOUTH AMERICAN 
IMPORT & EXPORT CO. 


366 Broadway, New York 13, New York 


WOrth 4-8113-8114 





Motors 


Philadelphia 23, Pa. 


CARS WANTED 


RAMBLERS 
WANTED 


Any Year @ All Models 


Late Models Preferred 
including 


Low Mileage 1959s 
Jack Schwartz 


Levittown Rambler, Inc. 


3130 Hempstead Turnpike 
Levittown, L. 1., N. Y. 


PErshing 5-9400 





YES! YES! WE BUY 
Foreign Cars Needed Now 


Renault, Volvo, TR-3, MGA, Jaguar, New 
and Used inventories bought for cash. Trucks 
pickup immediately. Phone or wire: John 
Hallums, YOrktown 5-1204, Kirkwood Im- 
porters, 1040 N. Kirkwood Rd., Kirkwood 22, 
Missouri. 





PARTS FOR SALE 


CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 


LLOYD PARTS—Orders shipped promptly. 
Al Lioyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 


PACKARD PARTS, 1954, °55, °56. 50% 
off net, approximately 5,000 gross. Kaye 
Chrysler, Albany, New York. 


BUSES FOR SALE 


BUSES FOR SALE 


1947—Beck—-37 passenger 

1945—Aerocoach—35 passenger 

1945—Fixible—33 passenger 

1940—Fixible—33 passenger (3) 

1958—International — 66 passenger 
school bus 

1954—Ford—54 passenger school bus 


1953—Ford—40 passenger schoo! bus 


1954—Dodge — 48 passenger school 
bus 


ALL IN EXCELLENT CONDITION 
Wolfington Body Co., Inc. 


58th & Lansdowne Ave. 
Philadelphia 31, Pa. 
Phone — GReenwood 7-6225 





BUSES WANTED 





WANTED 
1 to 15 School Buses 


30-36 or 42 passengers. 
1954 or later, 


Write: P. O. Box 44, Cincinnati 9, Ohio 


DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; 
durable, brilliant colors. Write for sam- 
ples. Allied Decals, Inc., 8356 Hough, 
Cleveland 3, Ohio. 

WILL BUY—LEASING 


MR. RAMBLER DEALER: Don’t pass the 
opportunity at your door in leasing your 
economical high-resale product. We are 
anxious to buy your leases on qualified 
credits in all eleven western states. Write 
to: Ridgway, Courtesy Credit, 2838 N. 
E. Sandy, Portland 12, Oregon. 


SHOP EQUIPMENT FOR SALE 


DeSOTO-PLYMOUTH L-shaped neon sign. 
No reasonable offer refused. 229 Mill St., 
Conneaut, Ohio. 


AND AUTOMOTIVE 
NOT SOLD TO THE GENERAL PUBLIC. 
ORDER YOURS TODAY!!! 





BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS' SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four Sat Hook-Up 


DEALERS' SPECIAL (F.0.B, Factory Net) 


$44.85 Fed. Tax inciuded 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 Al! Dept's 
in the Industry 

1939" 


“Leaders 
Since 


Canadian Distribvtors 


FIVE WHEELS, LTD. 


599 Y St. 
Toronto, 





1959 PRICEMASTER 


The encyclopedia of dealer cost prices of all 


American cars, three trucks, 25 foreign cars 
—plus all optional accessories — Shows all 
Standard Equipment for All Models—Yearl 
subscription price—$10. 5% discount for ca 

with order, All supplements free. DEALERS 
AFFILIATES ONLY — 


K-B SALES CO., INC. 
‘eet 


Dept. D-1, 924 lith Str 
ROCK ISLAND, ILLINOIS 








CARS, SHOP EQUIPMENT FOR SALE 





WE ARE LIQUIDATING 


our Fiat dealership in W. Hempstead—(30 


miles from New York City.) 


We have 10 new Fiats and | Alfa Giuletta 
Coupe to sell at dealer invoice. 


$2,370 worth of new Fiat parts for $1,422— 
with bins. 


$742 worth of new Fiat tools and tool board 
at dealer cost less $242. 


One complete brand new ‘'Flash-A-Call" ad- 
dress system still in original shipping crates, 
cost $3,700 . . . will sell for $2,500. 


Fiat N. Y. Distributor OKs this ad 
Call JUdson 2-7470 or write M. C. Gale 


Monarch Motors Co., Inc. 
1751 Broadway, New York City 





ANTIQUE CARS FOR SALE 
1936 CORD SEDAN, excellent condition. 
Race Motor Sales, 22525 Woodward Ave., 
Ferndale 20, Michigan. 





SEE PAGE 46 
for the nation's 
TOP AUTO AUCTIONS 
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